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MISSION STATEMENT
To serve the Eastwood Community by encouraging growth through mutual co-operation

From the President

President 6s Revi ew;

Congratulations to all members who have applied themselves diligently to

paying their membership renewal fees two months into the 07/08 financial year.
To date we have 40 financial members, with 3 new members joining us in the last 3
weeks.

We wel come Stephen Clarke from AHire a
Concept Financial Services and Thurai Thuraisingam from Estee Accountants.

Our newest members are all local businesses within the City of Ryde and we look
forward to hearing all about the services they offer in the near future.

Trina Mosley has once again performed her secretarial role with enthusiasm, and
for those members still yet to renew their membership, | am certain Trina will be in
contact with you sooner than later!

The Ryde Acquatic Festival is again on this year on Sunday §' September. Ryde .
Chamber of Commerce President, Charles Kilby has challenged other chambers to Contents-
compete in the dragon boat races for the Chambers of Commerce Challenge

Trophy. From the President 1

Come on team, we need a crew of 20 str 5 ac
Events Calendar 2

The Eastwood Shopping Centre Development continues to move forward with Brad

Chan as the driving force behind this project. Congratulations Brad for all your John Lees Reqular Column 3

efforts to date, The Chamber supports you and your team in your achievements

to build a i Bigger and Better fiEast wo|ECCRewards Participants 4

Letds now enjoy the Ryde Business For u|PromoteYour Own Business 5 hcti
The Eastwood Chamber on Monday 3° September at The Ryde Eastwood Leagues

Club. Know Your Chamber 6
The Executive team have come together with innovative ideas to acclaim this event
as a fANight to Remembero. You can r ead|PhotoGallery 7 our

newsletter, or come along and join in on the fun.  See you all there!
Trinads Finan 8 Col t

Lydia Scuglia
y g Congratulations 9
A % *%‘A//L TAFE Design Team 10
) ' Membership Form 11
President

THOUGHT OF THE MONTH ;
Live with urgency before the emergency.
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1S CALENDAR

EVEN

Sunday 9th September Ryde Aguatic Festival
Saturday 20th October Granny Smith Festival Day
Wednesday 5th December Combined Chamber Christmas Party

STAMFORD GRAND NORTH RYDEGS SPECdtAMPorD

Please find below some offers we have at Stamford Grand North Ryde: North Ryde

Traditional High Tea
High Tea is served each Thursday and Saturday in Parrots Brasserie between
10am and 5pm. Bookings are essential. For bookings call (02) 9888 1077.

Mum Eats Free!

Give Mum the night off and treat her to a sumptuous Sunday dinner at
Stamford Grand North Ryde. It's the best way to say "Thanks Mum!" Call
(02) 9888 1077 for more information and bookings.

Terms and Conditions apply.

Celebration Package - Let's Celebrate!

The perfect celebration! Ladies its time to grab your girlfriends and

experience a luxurious and sophisticated escape. Stamford Grand North Ryde

wants you to break free for the weekend to enjoy some of life's little

pleasures with the Stamford Celebration Package. See below for details. Corner of Epping and Herring Roads
North Ryde NSW 2113
Phone 61 2 9888 1077
Fax 61 2 9805 0655

NEW YORK! NEW YORK!
MICE Winter Promotion

THE KOI CLUB

ﬂ Koi Club - As a guest who enjoys weekends away, we would like to
offer you complimentary membership to Stamford Grand North Ryde's Koi Club!

Book and confirm your residential
conference from 12 March 2007 and
hold your conference between 1 May

Koi Club is an exclusive weekend membership program that is extended to
guests and provides our regular weekend patrons with special weekend

2007 and 30 September 2007 for your discounts.
chance to win a trip for two to New York . ) ) o )
and five nights accommaodation at the Kimberly Hotel in New York City. Along A*Soa Koi Ctitjb memb‘?fdy(:}l will enjsoy eX_C'USS'VSi r?tes S:JCh as:
0 : ; : ' f ; ; vernight accommodation in a superior suite for only
Wlth your Ch_ance 'to win the major prize, you'll also receive a very _speCIaI gift, $129.00 per room, per night including a full buffet breakfast for two in
just by booking with us. The larger the conference the better the gift. For more [y ———

details, and terms and conditions, visit www.stamford.com.au.

* As a guest residing in the hotel you will enjoy a further
20% off the bill when dining in Parrots Brasserie!*

Celebration Package

In addition to the above, Koi Club members are regularly provided exciting

. . offers and updates of what is happening at Stamford Grand North Ryde.

Celebration package includes:
*

Luxury accommodation for two

* Buffet Breakfast for two

* High Tea for two served with a glass of
bubbly

What's more, is that you can take advantage of your special Koi Club
privileges immediately by simply calling our Reservation team on 02 9888
1077 to make a booking. After your initial stay as a Koi Club member you'll
receive a Koi Club Card that will identify you as a member.

Late check out STAMFORD
Corner of Epping and Herring Roads, North Ryde G
North Ryde

Ph: 02 9888 1077 Fax: 02 9805 0655
www.stamford.com.au

. . .

. ﬁ celebration h(_eadbﬁnd ar;dhsllppers “’ . Should you wish to discuss Koi Club membership or anything at all regarding

. commemorative photo of the group £ = this weekend membership program please do not hesitate to contact our team o
A range of magazines to read on 02 9886 3644 or email sales@stamford.com.au ’

*

*

A 'Celebration Passport' of offers available to you during your stay
All this from $243 per night!
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To build | ong ter
the faults of your customers and Eastwood in Focus
make their weaknesses your

strengths! A When | started as a rep at
customers who bought a lot of products, and many cus-
tomers that were Onot abl ed
used to do was observe and understand what the good
customers did and pass this knowledge on to lesser [non

Sales & Marketing Specialist competitive] customerséplus |
: tive information | had to the better customers too. Every-
one was happy and bought more products!

By JOHN LEES

A When | was at Schwarzkopf,

: ers were weak at selling key services (such as colour and

A treatments, etc.) and retail products, plus they failed to set
sales goals for staff or the salon; they were also weak at
training staff on service ant
lacked marketing ability. These customers were in effect

In two distinct business areas your customers will often our™séa2l es forced and we fel't
perform badly and their OweaWwe permrdotrenangre sdr rway | ofi N6 B aly
lead to disappointing results for you and for them. One management systems, sales concepts, staff development
area concerns their oOperfor maogyaneies, & busingss édocgtiorpfdrumragdsngdn | i n g
products you sell to them, and the other area relates to moreéover many years. Salons
how well they O6generall yd ruaind hglidadlIbysgawe sies .t e sliimpd &:
example would be that if you sold retail products to my as they became more producti
retail store and | failed to sell your products to my cus- more products!

tomers, that would disappoint you and stifle your sales

growth. Secondly, if I donotifybuofferrengtot® ofset mewked webknesst imdnén - 1 n
I donot train my staff well , patogisingWay,§du wib i tvelcdraelagywhere, gcu i f o
store or for staffeand our casdtomelr vsEUNIiLE£l dS @ArvEwtalg ean (
of these o6general 6 deficiencdiepplwiiddolal Bwi § mpravwd!| ey atth &
on your sales growth. contribution.

The point then is that you must know precisely what the John Lees is a speaker, consultant, trainer and the author
two forms of customer weakned B®coksarmbasthess dbvelogment Cahtact mHnlLeed n
your power to reverse their performances in one or both at info@johnlees.com.au Website: www.johnlees.com.au
areas of weakness. This 6éobligationdé holds true for comp
nies and for sales people, because the weaknesses of your , - - ]

customers are not intentional and usually the customers

are unaware of their faults and failings. Companies and

reps usually do know where customers go wrong, but they
complain more than they act! Prior to speaking at a con-
ference for édeal ers6é some vy
pany selling power tools, | was briefed by the MD and he

gl

FOR JUST HALF A DAY! by a com

glRIN LFES ... .,

said 6John, these blokes 1|ik )

get oil on their work clothes, but when it comes to plan- ool

ning, marketing, selling, se ét hey

are useless, and | think you should know what kind of AND MAXE SALES

people you are going to spea Ay iy e ] A o ctful at
tude does nothing to arrest or reverse the nature of the | =

problem. In every market, with no exceptions, the custom-

ers will disappoint their su al servi

most clients fail to plan or to be proactive. In most retail
stores customers know what they want but not what they
need. In the printing industry most printers want quotes
but they need to help drive marketing action for clients
(which produces print jobs!). Here are two examples of I e o e Al 2 gl s et il s

w33 then appoiniad o o P! conming e A She company.

creating strengths, at r ep o gl Sy o O

ety and ladershfy b cumageaun! M fae A atiending (N haY¥-dyy sesskon iy 795 per person. o S5 per person B S o mors.
peapis from 2 congany. Eall John Lees et 1) make & booking for fhe sext course af inb@jetaives. com au, or cad 02 9680 538

Aoeracutg v et iy o
e et 1 3 prferad bt
Fare
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As an incentive to members and to encourage business within the Eastwood area, the Chamber has
devel opECEL RewardsPilogram 6 i ni ti ati ve. Members offer
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 paEECAHRewapsaRrogram 0 ,t lpd ed@ sTana bMasleyton c t
0432 22 44 89 or email address info@allegianceloans.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 R A
Districts.

HOME LOANS

7 XN
Harvey World Travel [/ B \\
Harvey World Travel Eastwood will offer 20% discount on Travel Insurance to all | | '
Eastwood Chamber members when presenting their membership card. Contact \\‘-v/,

Lydia Scuglia on 9858 5188. 8
HARVEY

world travel

Stamford Hotel North Ryde

The Stamford Hotel North Ryde offers members 25% off the full bill in ¥

Parrots Restaurantto a maximum of $30. There must be a minimum of ] A

2 diners. Bookings on 9888 1077. STAMFORD
(_// )
vrrze

North Ryde

inflower.com.au
Len Gallo of inflower.com.au offers members 10%

discount for any flower orders. Len can be contacted o
on len@inflower.com.au or telephone 9876 1399. | nﬂ Ower. C O m o G U

Allegiance Home Loans Pty Ltd

Trina Mosley of Allegiance Home Loans would like to offer $100 '

refund off the loan costs when a loan has settled or been drawn. Al |E‘Q|'3 nce
Up to 32 Financial Lenders available.

Trina can be contacted on email:info@allegianceloans.com.au or
telephone 02 9801 3330 or 0432 22 44 89.

home [oans

Eastwood Chamber of Commerce

PSRRI President Vice President Treasurer Secretary
Lydia Scuglia Margaret Lee Tony He Trina Mosley
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

CHAMBER
of COMMERCE

a

di sc
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PROMOTE YOUR OWN BUSINESS

RAMS

Another Milestone for RAMS Northern Districts

Paul van Rooyen and RAMS has been apart of the Northern Districts community since 2003with home loan cen-
treds in both Eastwood and West Pennant Hills. I n April
having helped over 3000 local residents achieve their dream of home ownership.

Paul is extremely proud of having reached this mileston
port of local business partners.

Paul would like to thank you for all your past support and remind you of his commitment to assisting you and
your future clients.

Whether your clients, friends or family and relatives are first home buyers, investors, self -employed or refinanc-
ing Paul van Rooyen and RAMS are dedicated to providing outstanding customer service to the local community
and have a range of competitive home loans to suit.

If you would like to know more about how we can help your clients with their home loan needs please call Paul
on 02 9858 2533 or 0409 786 829.

Regards
Paul van Rooyen

RAMS Home Loans Northern Districts
6Castle Hill Road, West Pennant Hills, NSW 2145. D A
BV

Ph: 02 9980 2145 Fax: 02 9980 2146 Mob: 0409 786 829 n 8
192 Rowe Street, Eastwood, NSW 2122. B ¥

Ph: 02 9858 2533 Fax: 02 9858 5895 Mob: 0409 786 829 HOME LOANS

— -
(™ DA v

A
—~—

The 2007 Granny Smith Festival will be held in Eastwood on Saturday 20 October at
Eastwood Oval .

G RAN NY Last year's festival attracted a record crowd of over 70,000 and this year we invite you to
once again participate in one of Sydney's leading street festivals.
SMITH Stalls will be in Rowe Street, The Plaza and Progress Avenue, with
FES"’IVAL some food stalls in The Avenue and a large food area with seating
facilities on Eastwood Oval. The oval will also host children's rides,
entertainment and a range of activities, including a concert and fireworks
spectacular.

In addition to six stages of entertainment, roving acts will parade
throughout the whole festival area.

If you would like to participate in the Festival as a stallholder, please

collect and fill out the Eastwood Retailers Participation Form. If you require further infor-

mati on, pl ease contact Council ds Customer S
information.

h‘% Please consider the environment before printing this conmmmnication
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KNOW YOUR CHAMBER

The Gallo Family

(Inflower.com.au)

PROFILE
By Len Gallo

In 1957 Michael Angelo Gallo started trading at the corner
of Falcon St North Sydney( where the turnoff to the Brad-
field hwy entrance of the Harbour Bridge is today), with his
wife Rosa. (shortly after she migrated From Italy).

Prior to this, from 1952, after he arrived in Australia, Michael
Angelo had worked on farms (one of these being in East-
wood, coincidently where Len and his family live today) for
various market gardeners so he could save to bring his fam-
ily out to Australia. This effort had taught him the skills he
needed to sell to the public and he decided to give it a go!!

The Family came and joined him in 1957, the year trading
commenced. The business was set up with the help of
brothers and other family members. The Family at the time
consisted of Michael Angelo, Rosa and children Giuseppina,
Rosa and Amedeo. Then approximately 1 year later (or nine
months to be more precise)

Leonardo (Len) was born(1958),the first member of the
family born in Australia .

Needless to say conditions were difficult and it was very
hard to make a dollar, but they survived in a way that was
no different to the story of any other migrant family,
Amedeo left School at an early age to work in the business.
In 1962 the Dept Of Main Roads (Now RTA) purchased the
land where the shops were located to build and improve the
Ramps and roadways to the Harbour Bridge.

The Family Relocated to Mowbray Rd Willoughby. For about
a year until The Buildings at North Sydney Were demolished
the family Traded at both addresses.

After a while Business began to prosper and Land was pur-

chased at Kellyville

And Michael Angelo and his son Started to grow vegetables
and Later flowers for the markets as well as the shop.

This combination continued successfully for many Years to
come with the Family unit living and working together in
Harmony until Michelangelo's Passing in 1976,

In 1973 Amedeo married Francesca and another worker
joined the team.

Len went on to School firstly at St Thomas Primary In Wil-
loughby, Then on to St Pius X College Chatswood and was
able to Complete the HSC.

In 1976 although other opportunities had presented
themselves Len Found the Invitation to Join the family
Business

too good to refuse,

From 19 7Hgre'ytgangther5q ypagsg!!

Traded at this location .

During this timeExpansion took place the market gardening
stopped and we concentrated on retail introducing a self
service food store and an adjoining florist .

In 1979.

In 1985 Len married Roseanna (how lucky!!) and the team
grew. in 1987

Roseanna completed a course in commercial floristry and
the Florist business started to grow further.

In 1989 Willoughby Floral Centre (The current trademark)
Was formed and a Second Store Northside Flower Market
was opened in Artarmon

Shortly afterwards the remainder of the business

(the self service store) was sold to

enable the family to concentrate on Floristry. The store at
Amon was operated by Amedeo until his Retirement in
2004.(He now has a farm at Lithgow where he Grows
grapes (for the vino) and enjoys spending time there with
family and Friends.

Len and Roseanna left the store in 2003 and went mobile
operating out of Flemington markets and their Home in
Marsfield (situated on a portion of land that Lens Father
worked on Growing flowers and vegetables in the early
1950,s.)

Len and Roseanna operate Willoughby Floral Centre today
and in 2005 also added inflower.com.au  and RG Music
and events to the list. they are current members of The
Eastwood Chamber of Commerce and The Ryde Business
Forum and are currently experiencing new growth of both
friendship and business through this association.

Len and Roseanna have Three daughters Gianna
19,studying Science at university

Carla 17 who is an apprentice Chef And In keeping with the
Family Hopes to one day own her own Business (perhaps a
Florist/Café) and Mikaela 13 still at School attending year 8
at Monte st Angelo North Sydney. (not too far from Where
The original store was located all those years ago)

So today Roseanna and Len Run an interesting Business and
Sometimes Being For a funeral or a wedding we are
providing Flowers and Music to the same people.

Not a bad way to make a living and a lovely way to meet up
with the many wonderful people we have Come to know
throughout our Travels in Business.

ifGall o
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Photo Gallery ...

ECC August Meeting
By The Stamford Grandd North Ryde
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Tri na Mos Eastwood Stats

by Brad Chan

Finance Column

edi ti on of Reggny}had agyickjlogkagAustralian Bureau
of Statistics 2006 Census of Population and
Housing Stats in terms of

lation has been changing since the last census.

Wel come to my fi
nance column.

| thought | might give you some interesting survey
results regarding the First Home Buyers Market1
we all had to start somewhere with purchasing

property.

| was able to conclude the following:

* the population in Eastwood only increased by
92 people between 2001 and 2006 (from 14,334

If you have already purchased property, maybe
y y p property y 0 14.426)

your children might someday be a First Home

Buyer. ) )
* the proportion of overseas born in Eastwood

increased from 44.56% to 52.96% between

These are some results from a recent survey
2001 and 2006

1 25% of children still live with their parents * the significant changes were a decrease in
before buying their first home (Are you one of Australian born by 823 people and an increase in
them?) people born in China by 1054.

q The average age of a first home purchasers is * surprisingly, the number of Korean born and
27 years old Hong Kong born people have pretty much stayed

the same.

i 57% of first home buyers usually have some

For more information regarding this issue you
can go to Australian Bureau of Statistics website
and search for 2006 Census of Population and
Housing.

kind of deposit to help with the property pur-
chase, though 14% of buyers rely on a loan or
gifts from parents / relatives

bu yers are—p—B-t_t o o o o d & i o __+ b o

1 65% of first h ome
rental market, therefore unable to save a de-

Happy belated birthdays to:

posit Dave Haynes 1st August The Eastwood
Hotel
i Average age of a first home buyer is 27 years
Terry Ryan 13th August City of Ryde
1 First home buyers in the market place in 2003 Councillor
was at an all time low of < 14%, in 2006 Dorothy Hutton | 16th August The Weekly
steadily increasing to now 17% (approx) Times
T One third of borrowers say they will not Kenny Lee 17th August Century 21 Real
feasilyod be able to meet tlheir mor{gage r ep|kSae
ments every month over the next year Clare Rogers 23rd August Northern District
Times

George Papallo | 24th August Macquarie Com-

munity College

City of Ryde

v\appy Birthdg,

Edna Wilde 29th August

31st August

Lydia Scuglia

Harvey World
Travel Eastwood

Happy birthdays to:
Lyn Clark-Duff | 6th September Solutions
Ka Kin Ng 6th September Imagine

Frank Bonner

15th September

Eastwood Real
Estate
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