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FROM THE PRESIDENT 
With the Festive Season approaching, 
I’d like to take this opportunity to 
wish all members and their families a 
Happy, Holy Christmas and a Safe 
and Prosperous New Year !    

It’s been a great year for all of us, and 
I look forward to seeing you all at the 
Combined Chamber Christmas Party on Wednesday 
7th December. 

For all those who didn’t attend the Race Day,  please 
do yourself a favour and join in the fun at the 
Christmas Party.  A great response from 22 
attendees . . . once again we have photos to illustrate 
this. 

Many thanks to Charles Kilby from Wizard Home 
Loans  Ryde who was very kind in donating the 22 
seater coach as transportation on the day.  A vote of 
thanks to Paul Van Rooyen from Rams Home Loans  
Eastwood who provided Champagne  for us all on 
arrival.    The fun continued throughout the day, and 
we kept mindful thoughts of others less fortunate 
than us, keeping our losses to a minimum.  

Once again, thankyou all for your support and now 
let’s unwind a little and enjoy the “Spirit of 
Christmas” 

Buon Natale, 

Lydia Scuglia 

 

 
 

President 

Please email the editor at 
shirley@businessassistant.com.au if you’d like to 
include in the newsletter : 

 Any news on businesses opening in /
departing from the Eastwood area 

 Any news on birthdays, anniversaries, ma-
jor milestones, etc, 

 A particular topic 

Regards, Shirley Harris, Newsletter Editor 

A note from the Newsletter Editor 
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Wednesday, 7th December 
Combined Chamber Christmas Party hosted by Ryde 
Chamber of Commerce at Ryde City Bowling Club 

Thursday, 8th December 
Newthorpe Residents Consultative Committee Meeting 
Christ of Church Hall, 31 Bridge Street Epping 

Friday, 5th December 
The Shack Christmas Party 
**See full details below** 

Sunday, 11th December 
North Ryde Rotary Carols by Candlelight - North Ryde 
Common 

Sunday, 25th December 
Christmas 

Monday, 26th December 
Boxing Day 

EVENTS CALENDAR 

Page 2 Eastwood in Focus 

Thought for the month!Thought for the month!  
Remember : junk food means junk 
health, junk weight, junk energy! 

Lydia’s TriviaLydia’s Trivia  
Only female ducks quack! 

Diary dates for 2006 

Sunday, 1st January 
New Year’s Day 

Monday, 2nd January 
Public Holiday 

Thursday, 26th January 
Australia Day 

Monday, 13th February 
Eastwood Chamber of Commerce Meeting 

Monday, 13th March 
Eastwood Chamber of Commerce Meeting 

Monday, 10th April 
Eastwood Chamber of Commerce Meeting 

Friday, 14th April 
Good Friday 

Monday, 17th April 
Easter Monday 

Tuesday, 25th April 
ANZAC Day 

Monday, 8th May 
Eastwood Chamber of Commerce Meeting 

Monday, 12th June 
Queen’s Birthday 

Monday, 19th June 
Eastwood Chamber of Commerce Meeting 

Monday, 10th July 
Eastwood Chamber of Commerce Meeting 

Monday, 14th August 
Eastwood Chamber of Commerce Meeting 

Monday, 11th September 
Eastwood Chamber of Commerce Meeting 

Monday, 2nd October 
Labour Day Public Holiday 

Monday, 9th October 
Eastwood Chamber of Commerce Meeting 

Monday, 13th November 
Eastwood Chamber of Commerce Meeting 

Monday, 25th December 
Christmas 

Tuesday, 26th December 
Boxing Day 
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KNOW YOUR CHAMBER 
This month ‘Know Your Chamber’ introduces: 

Margaret Lee  
I was born the third child/second 
daughter of local Epping/Eastwood 
builder, Maurice Theobald and his 
wife Gwen.  Following my older 
siblings, Ruth and Robert, I attended 
the local primary, Denistone East 
Public and continued to Ryde High 
School.  Our primary school was most 

unusual for that era as it had a pool and, like most children 
in the area at that time I was taught to swim by Joe 
Howard, who was a science teacher in the high school. 

Finishing school in 1979 I was at a loss as to where I should 
go from there so I started work at Westpac in Lane Cove.  
Throughout my time at Westpac I started taking more and 
more adventurous holidays and found the travel bug.  This 
inspired me to take on two extra jobs and then head 
overseas.  I returned to Australia and lived in Melbourne for 
a time employed as a salesperson but Sydney was calling.  

I returned to Sydney and met a young man from Melbourne 
whilst working as a Personal Assistant at Kodak.  A change 
in working environment was needed if things were going to 
progress personally, so I started work with Bain and 
Company (stockbrokers), again as a personal assistant.   

Things progressed, I married Mark Lee in September of the 
bicentennial year, 1988, (That year I also ran my one and 
only City to surf.).  Mark and I started married life in a 
converted factory in Redfern, where our first son, Mitchell 
was born.  When I was pregnant with our second son, 
Morgan, we made our “Sea Change” and moved to the Gold 
Coast to start our Photography business.  Our third son, 
Marshall was born whilst living in Queensland but I am a 
Sydney girl and Sydney was again calling me back.  

Our family and business moved from the Gold Coast in 
1996.  The family settled near  my original home in 
Denistone and our photographic business to Lane Cove.  
This time was extremely busy period with my three sons 
never standing still, and our growing business at Lane Cove.  
We originally started our business so we could be with our 
children more and while they were young working weekends 
was no problem but eventually their needs changed and 
both Mark and I changed to.   

I worked for an accounting firm in the city for a couple of 
years but was restless and began to hate the travelling.  In 
2003 I took an administrative position at Minimbah, and 

The Spam Act came into effect in Australia in April 2004. 
Currently we have your details on our database to receive event 
notices from the Eastwood Chamber of Commerce. The Eastwood 
Chamber of Commerce complies with all clauses of the Spam Act 
and has never used rented lists or email harvesting software. All 
contacts on our database are via inferred (by attending an event 
for example) or direct consent. Should you no longer wish to 
receive event notices from us, then please reply to this email with 
the word ‘unsubscribe’ in the subject line. Your request will be 
actioned immediately. Should you choose to stay on our database 
your information will never be passed on to any third party for 
any reasons. 

SPAM STATEMENT 

The primary purpose of asking for and using your electronic ad-
dress (email) is to keep you informed of future events and provide 
you with the monthly newsletter.  The Eastwood Chamber of 
Commerce will not disclose this information to a third party, with-
out your express written consent. 

PRIVACY STATEMENT 

GOLD MEMBERS 

President  Lydia Scuglia            Vice President Leon Harris 
Treasurer  Paul Van Rooyen  Secretary Shirley Harris 
 

The Eastwood Chamber of Commerce can be contacted on 9804 0621. If no one is in attendance, a message 
servicing company will take messages.  Email : lydia.eastwood@harveyworld.com.au 

Eastwood Chamber of Commerce Eastwood Chamber of Commerce   

became Manager in 2004.   Minimbah is a day service for 
adults with an intellectual disability which provides daily 
living programmes for 43 clients per day at a purpose 
building facility in Marsfield.  I have found my job to be 
very challenging but extremely rewarding and I am happily 
occupied with my husband, three sons and my position at 
Minimbah. 
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VISION STATEMENTS REVEAL MANAGEMENT WEAKNESS, 
BY JOHN LEES 

Sales & Marketing Specialist 
Vision, n. “a vivid imaginative 
conception or anticipation” 

Aside from creating amusement 
and occasionally disdain amongst 
staff, what earthly use are vision 
statements to any business? For a 
start, if most companies actively 

presented their ‘statements’ to customers, they would be 
laughed out of court or shown to be the perpetrators of 
significant service lies. For example, I was in a very slow 
moving long queue at a car rental counter recently, 
manned by just one young lady who didn’t even look at 
those of us ‘waiting’, let alone talk to us. During this agony 
we could all see the company’s vision statement on 
prominent display, promising the opposite form of service 
to the kind we were enduring. 
Additionally, if organisations treated their financial 
statements as they do vision statements, they would be 
locked up. We are not allowed by law to present financial 
data in an untruthful manner, but no such laws govern 
corporate use of flowery language, absurd claims and 
arrant nonsense. 
And why is it that so many companies appear to have 
vision and mission statements that are virtually identical? 
Could it be that the ‘statements’ have been created using 
the supervision of like-minded consultants? 
At a conference not long ago the CEO of a large company 
was due to set out the company’s latest ‘vision’ to 
managers and staff, just prior to my own presentation. 
Unfortunately, technical difficulties meant that he 
couldn’t use his PowerPoint presentation, and 
understandably he was hopping mad. In an effort to help I 
suggested that he should perhaps use the old-fashioned 
whiteboard to outline the vision…but this wasn’t possible 
because he couldn’t remember what it was! In a similar 
incident in New Zealand, a senior executive handed me 
what proved to be his last business card and pointed out 
the ‘7 Values’ of the company on the reverse of the card. I 
thanked him, put the card in the pocket of my shirt and 
the conversation continued. A few minutes later I asked 
him which of the 7 values were the most challenging; he 
seemed to reflect for a moment and then said ‘Can I have 
the card back for a moment please?’ Yikes! 
People who operate in various ‘professions’ have ‘oaths’ or 
‘creeds’ that guide their purpose and conduct, and while 
their respective statements are quite honorable in 
content…they are most often not put on public display. So 
why does the world of business do the opposite, and in the 
process present such menial messages? The answer is that 
‘menial management’ prevails almost everywhere you 
look. Here are some clues: 

 Most hotel chains use ‘guest surveys’ that feature 
the same layout and the same large number and 
inane type of questions (they get less than 3% of the 
surveys returned by the way!) 

 Many companies use the same ‘titles’ for their sales 
people…such as BDM, BRM, etc. (no change of 
function, just a higher promise to customers) 

 Huge numbers of companies are investing heavily in 
CRM, while they persist in offering a weak value 
proposition…via a weak sales team (since business 
began, leading companies and their sales teams have 
always maintained high- level intelligence on 
customers) 

 An enormous number of companies use the same, 
lame Tele-marketing approach (creating irritated 
customers, depressed staff and lousy results) 

 An increasing number of companies use the same 
hype-type ‘motivational speakers’ at conferences 
($5,000 or more for a 40 minute talk on a topic 
unrelated to business is apparently good value to 
the hirers)  

 Very high numbers of companies use ‘traditional’ 
sales training, if any, involving futile learning 
challenges such as ‘how to handle objections’, ‘how 
to close the sale’, etc. (most sales people have never 
been taught how to open a sale, let alone close one!) 

These are just a few insights into the propensity of 
management to take and then run with defective 
’concepts’ that have been around for years, which is the 
equivalent of stealing counterfeit money. Now consider the 
lengthy list of lapsed ‘success theories’ that have been 
devoured by legions of managers over the years: 

 Theories X and Y 

 MBO 

 Quality circles 

 Transactional Analysis 

 Psycho-Cybernetics 

 Process Re-engineering 

 Total Quality Management 

 Peak  Performance 

 Matrix Management 

 One-Minute Management 

 Win-Win selling 

 SPIN Selling 

 Change Management 

 

While several of these concepts are overly abstract or 
downright dumb, some of them in my view reflect quite 
powerful philosophies. A philosophy though is not a 
‘process’ and yet this is how these ideas have been treated 
by the majority of managers who bought into them. To 
weak managers the philosophies represent ‘new ways’ of 
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doing business, more packages of goodies to be opened, 
played with and then discarded…so as to make way for the 
very latest concepts. 
To the strongest managers almost all philosophies are of 
great interest, to be entertained or abandoned. However, 
when good managers find potent philosophies this is the 
point at which they detonate their own thoughts, and the 
thoughts of colleagues. They literally take the ideas apart, 
asking questions and finding evidence to support or 
challenge the concepts under review. If they embrace a 
philosophy it is because they believe in it wholeheartedly, 
following their arduous work to determine its relevance 
and value. They then create processes to put the 
philosophy ‘to work’, selling staff on the reasoning behind 
the concept…and improving the supporting process at 
every opportunity. 
This form of higher commitment to quality thought and 
action sees to it that great ideas are never allowed to lapse, 
in fact they just get better. And every idea that good 
managers run with will look quite different to the ‘original’ 
philosophy, not because they are disguised on purpose, but 
because they have been dismantled and rebuilt so that the 
idea in its new and practical structure belongs to the 
organisation! 
I have no doubt that vision and mission statements will 
soon belong to the lapsed list presented earlier, and the 
sooner the better as far as I’m concerned. By the way, you 
may have noticed the contradiction that vision statements 
usually have nothing remotely ‘visual’ about them. This is 
strange because the Encyclopedic World Dictionary uses 
the word ‘vivid’ in its description of the word vision (see 
the description of vision at the beginning of the article), 
and vivid is defined as meaning ‘forming distinct and 
striking mental images’.  
Real ‘vision’ in the business world generally comes to us 
from two power- sources, and neither of these areas of 
expertise find reason to create ‘statements’. The first group 
involves the special people who are capable of creating 
completely new and excellent products for us to use in 
business and private life, products we need and which we 
may even have vaguely dreamed of...but which we never 
asked for. Items such as Fax machines, Mobile phones, 
Laptops and Internet services come to mind in recent 
times, and going back in time we remember Television, 
Radio, Motor cars, the Telephone and Electricity, to name 
but a few of these inspired contributions. The vision of 
‘inventors’ is best known to them but I imagine that they 
have bees in their bonnets in the form of ideas that must 
be transformed into new products and services. I would 
also imagine that the inventors are not propelled by money 
motives alone, or even first. Whatever their motivation 
and vision may be, this group represents the smallest of the 
two power-sources. 
The second and largest power-source group is more down 
to earth and makes up most of the business area of vision. 
These are the managers who position themselves to see and 
be affected by the problems and needs of those they 

Sincere thanks to Shirley Harris of 
BusinessAssistant for her help and support in 
designing and compiling our monthly newsletter. 

THANK YOU 

Virtual Assistance you can rely on 

The biggest "Carols by Candlelight" event in Ryde City 
will be held on the above date. This night of nights will be 
filled with local talent and choirs with an appearance from 
Santa (who inevitably is an Eastwood Chamber member!). 
The night will also be an opportunity to raise money for 
ROMAC to aid overseas children who need urgent medical 
attention. We thank some of our sponsors from the 
Chamber who have helped with this night. Thank you to 
Wayne Rhodes, Sandy Smith from Telstra, George Papallo 
from Macquarie Community College, Buddy Aboud from 
Celebrating Balloons, L&R Flowers, R.G.Music.  
Everyone is invited to bring their families and be part of 
the Christmas Spirit. The night commences at 5.30pm and 
finishes by 9.15pm with a 15 minute firework display.  
Any enquiries please contact Roseanne Gallo, R.G.Music 
on 98016262 or 0418 692 410.  

NORTH RYDE ROTARY CAROLS BY 
CANDLELIGHT  - 11TH DECEMBER  

associate with, such as customers, employees and suppliers. 
They also position themselves to see the ways in which 
leading customers achieve outstanding results, as the basis 
for creating benchmarks and performance platforms for all 
other customers. The ‘positioning’ factor for these 
managers is crucial because intercepting and interpreting 
problems, needs and outstanding performance rarely 
happens by accident. One has to be where the problems, 
needs and achievements can be displayed and discussed, 
which is almost always outside of transaction mode. Good 
managers therefore have organised ways of learning from 
customers and staff, etc., and as they ‘discover’ problems, 
needs and high-level achievement methods from just a few, 
they become inspired to envision a better future for the 
entire market…which is the equivalent of labour pains 
leading to the birth of new product and service ideas. 
When managers learn how to be consistently and 
significantly affected by those they serve and work with, 
they are naturally possessed of a vision that need not be 
displayed by ‘statements’ on paper, but through the active 
influence of higher human qualities such as purpose, 
enthusiasm, commitment and professional conduct. 

John Lees is a speaker, trainer, consultant and the author of 7 
books, specialising in sales and marketing. Contact John Lees 
direct on 02 9680 7588, or at info@johnlees.com.au  

Web site: www.johnlees.com.au 
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ECC NOVEMBER MEETING 

Special thanks to our official photographer, Joe Scuglia, for these and all the great photos which Special thanks to our official photographer, Joe Scuglia, for these and all the great photos which Special thanks to our official photographer, Joe Scuglia, for these and all the great photos which 
appear in our newsletters appear in our newsletters appear in our newsletters    
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ECC REWARDS PARTICIPANTS 
As an incentive to all our members and to encourage 
business within the Eastwood area, the Chamber has 
developed the ‘ECC Rewards Program’ initiative. The 
concept is that members will offer a discount for their 
services or products to other members of the Chamber when 
presenting their membership card.  
As an example, if your company is a restaurant, you may 
wish to offer a 10% discount to any current members. 
To participate in the ‘ECC Rewards Program’, please contact 
Lydia Scuglia on 9858 5288 or email on 
lydia.eastwood@harveyworld.com.au.  
Current members of the ECC Rewards Program are : 

Rams Home Loans Northern Districts   
Contact Paul van Rooyen on 9858 2533 or 
0409 786 829 who is offering $100 off the 
loan costs of any loan arranged by RAMS 
Home Loans Northern Districts 

Harvey World Travel  
Harvey World Travel Eastwood will offer 20% 
discount on Travel Insurance to all Eastwood 
Chamber members when presenting their 
membership card. Contact Lydia Scuglia on 
9858 5288.  

BusinessAssistant 
Contact Shirley Harris on 
 0408 964 724 who is 
offering a 10% discount on 
the first Virtual Assistant 
assignment you book with her 

Harris Crime Prevention Services 
Contact Leon Harris on 9804 8771 who 
is offering a 10% discount on any  
security risk assessment 
undertaken by them. 

Airside Tarmac Tours 
Airside Tarmac Tours will offer all financial members the 
purchase of tickets 
at $30 per person 
instead of $33.00.   
The Twilight Tours which are normally $54 per person, are 
discounted to $50 per person.  
Discounts will not apply to any flight packages. 

Harris Crime Prevention Services 

Virtual Assistance you can rely on 

GUIDE DOGS GRADUATION 
On Friday, 18th November, the Stamford Grand North 
Ryde hosted the Guide Dogs Association Graduation.  

Below is a photo of General Manager, Clive Murray, with 
one of the puppies who is currently living in a foster home 
and will ultimately become a guide dog.  

Above one of the graduates who is about to go into the 
world and change someone’s life by giving them the gift of 
sight! 

Opening offer saves new 
customers up to $395 on 
application fees 

Homebuyers in Sydney’s Northern 
Districts are set to benefit from local, friendly service and 
specialist home loan expertise in two great, convenient 
locations, with the recent opening of the newest RAMS 
Home Loans Centre in West Pennant Hills on Thompson’s 
Corner.  
The new Centre, located at 6 Castle Hill Road, West 
Pennant Hills is owned and operated by Paul van Rooyen, 
who also owns and operates the successful Eastwood 
Centre.  No one will miss the new store with a giant 3m 
high inflatable Raymond the RAM on top of the premises. 
To celebrate the launch, any new customer who applies for 
a RAMS Home Loan through the West Pennant Hills 
Centre between November and 31 December 2005 will 
incur no application fees, a saving of up to $395. 
Customers will benefit because this new Home Loans 
Centre is fully owned and operated by local business people 
who understand the area, are experts in their field and 
committed for the long term. 
RAMS Home Loans is a 100 per cent Australian owned 
non-bank lender.  In just ten years, RAMS has become one 
of Australia’s most trusted financial services brands.  
RAMS has been the recipient of many industry awards, 
and has won a total of five Australian Mortgage Awards. It 
recently won the “Lender of the Year 2005” national 
excellence award from the Mortgage Industry Association 
of Australia (MIAA).  
Paul van Rooyen and his team can be contacted on email, 
paul_vanrooyen@rams.com.au or by calling 9980 2145 or 
visiting the new RAMS Home Loans Centre at Thompson’s 
Corner at 6 Castle Hill Road, West Pennant Hills. 

RAMS EXTENDS LOCAL PRESENCE TO 
2ND LOCATION IN WEST PENNANT 
HILLS (THOMPSONS CORNER) 



 

 Newsletter designed and compiled by BusinessAssistant© 

Page 8 Eastwood in Focus 

 

Season’s greetings and best 

wishes for a safe and happy 

New Year to all ECC members. 

From : Shirley Harris of 

BusinessAssistant 

 

Virtual Assistance you can rely on 

Leon Harris o
f Harris 

Crime Prevention Services 

wishes you a Merry 

Christm
as and a all th

e 

best fo
r 2006. 

Harris Crime Prevention Services 

Roseanne Gallo of RGMusic 

wishes all the Chamber members 

a wonderful Christm
as and a 

happy and prosperous new year. 

CHRISTMAS GREETINGS 

 

Wishing all the members 

of the Chamber a merry 

Christmas and a happy 

and prosperous new year 

Len Gallo 

Lydia and all the team at 
Eastwood Harvey World 

Travel wish you and yours 
a merry Christmas and a 

healthy and safe 2006 

 

 

 
 

Paul Van Rooyen wishes all 

members and their families 

a happy and peaceful 

Christm
as and New Year. 

I would like to wish 
everybody a very Merry 

Christmas and a Happy 
New Year 2006! Have 
a safe great Holiday 

Season with friends and 
family. Regards  Wayne Rhodes  

Telstra Metro General Manager 
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NOVEMBER DAY AT THE RACES 
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Eastwood Chamber of Commerce Inc 
ABN 84 029 967 545 
PO Box 60 Eastwood NSW 2122 
[t] 9858 5188 [f] 9874 6855 
[e] lydia.eastwood@harveyworld.com.au 

NEW MEMBER / MEMBERSHIP RENEWAL 
2005/2006 Financial Year 

Welcome to Eastwood Chamber of Commerce 

Please tick the appropriate section below and return with your cheque. You will receive a receipt complete with ABN for 
your records. If you have any questions, please contact the Chamber Treasurer, Paul van Rooyen, on telephone 9853 2533, 

We look forward to welcoming you at our next function. 

Tax Invoice (no GST applicable) 
Please make cheques payable to “Eastwood Chamber of Commerce” at the above address 

 

 

How would you like to receive ECC information :   

Mail  Fax Email    

Company Name  

Type of Business  

Contact Mr/Mrs/Ms/Dr/Prof 

Position Held  

Main Business  
activities or 
Type of Business 

 

Address  

Suburb  Post Code  

Telephone  Fax  Mobile    
Email    

What would you hope to get out of membership with ECC?   
Networking Access to services Coaching & Mentors   

Access to decision makers in local 
Government 

Promotion and Marketing Efficient & more productive use of 
resources   

Business Information Community Involvement Other : Please explain below   

   

   

Membership Fees    
Platinum - $500.00 per annum   Gold - $250.00 per annum   Silver - $100.00 per annum   

I do not wish to join just now, however, would appreciate receiving information about upcoming ECC events at the 
above address.   

Signed  Date:  

For details regarding privileges offered to each level of membership, the Eastwood Chamber of Commerce can be 
contacted on 9804 0621.       
If no one is in attendance, a message servicing company will take your message.   
Alternatively, email : lydia.eastwood@harveyworld.com.au 
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