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What I’ve come to realise about being a business 
adviser is that it’s not always just about the numbers.

Yes, businesses come to us for technical advice around 
tax structuring, fi nancial modelling, and overall strategy. 
But talking to a business owner or founder, it’s often 
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clear the real challenge isn’t just the spreadsheet on 
their laptop screen. It’s the weight of decisions they’ve 
been carrying for months, sometimes years, with no 
clear way forward as well as a loss of the original 
objectives tied into why they started their business
in the fi rst place.

This is where a human-focused approach is important. 
Combining traditional business advisory with something 
a little less expected - coaching-style conversations – is 
designed to help clients reconnect with their own goals 
and values.

Asking the right questions provides moments for clarity. 
Not just tactical clarity, but clarity of intent. Starting with 
questions such as:

• What’s keeping you up at night right now, and
what would it mean to have that resolved?
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• What’s one thing you’ve been avoiding in the 
business, and why?

• If your business could give you something
other than fi nancial returns, what would you
want it to be?

• What decision would you make if you weren’t 
worried about how others might react?

• What’s the version of this business you’d like to
see in the future, and what’s getting in the way
of building that?

When we explore these types of questions, we
start to uncover the emotional drivers behind the 
business decisions, which are rarely talked about
in a boardroom. From there, the numbers begin
to make more sense. The strategy becomes less 
reactive and more considered. Advisory becomes
less transactional and more about purpose – not
in the “woo-woo” sense, but in terms of aligning the 
business with what the owner actually wants from it.

That doesn’t mean overlooking fi nancial results. 
Purpose without profi t is a passion project, and profi t 
without purpose can feel empty. But when the two 
are aligned - when an owner feels connected to their 
business and it performs fi nancially - that’s what can 
be defi ned as true success.

Contact the author: swindsor@hlbwa.com.au

“Ultimately, the best 
outcomes occur when 
advice is tailored to 
the person behind the 
business. That’s where 
the focus needs to be 
- helping clients regain 
confi dence, reconnect 
with purpose, and make 
decisions that feel true to 
them.”

As consultants, we are a sounding board as much
as a technical expert. Someone who can refl ect back 
what’s really going on and help draw the connection 
between where the business is and where the owner 
wants it to be, even if they’re not quite sure how to 
defi ne that yet.

In today’s world, the role of a business adviser is 
not just about compliance and reporting, it’s about 
partnering with our clients to build a better future for 
them, their business, their people, their community. 

Ultimately, the best outcomes occur when advice is 
tailored to the person behind the business. That’s 
where the focus needs to be - helping clients regain 
confi dence, reconnect with purpose, and make 
decisions that feel true to them.

That’s advisory with heart and clarity – the human 
approach to business.
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MANAGING SMALL BUSINESSES 
THROUGH SEASONAL HIGHS AND LOWS

JOELLE TABONE
Partner, Business Advisory

MELBOURNE

For many small businesses, particularly those in the 
hospitality, tourism, and retail sectors, fluctuations in 
sales across the year is the norm. Your business may 
experience a surge in sales in summer, especially if 
you own a beachside restaurant, while winter months 
might be much quieter, leaving you with more time 
on your hands to improve your business operations 
and plan for the year ahead. 

Effective financial planning is essential to managing 
seasonal swings in sales. By understanding cash flow 
patterns, diversifying income, and prioritising financial 
forecasting, small businesses can build the resilience 
they need to maintain steady income and long-term 
growth.

Cash flow

Small businesses should strategically plan for their 
cash flow at least 12 to 18 months in advance. A 
monthly cash flow plan should be developed to 
reflect the business current and forecast operating 
conditions and made decisions on how they operate. 
Scenario plan the business’s monthly financial 
position and cash flow at different revenue levels. 

Cost control is important, and avoiding overstocking 
during quiet periods which can keep cash tied up. So 
is ensuring trade debtors are paid on time providing 
essential liquidity when cash inflows are weaker. 

In terms of strategies to adopt in more quiet months, 
small businesses might consider developing a tiered 
sales approach, where they offer fee discounts for 
services or additional projects delivered during the 
quieter months. 

Diversifying income

It may also be worth considering revenue 
diversification, such as offering related services, or 
additional projects with discounts during slower 
periods. For example, a landscaping company busy 
in summer may offer lower-cost indoor plant services 
delivery and maintenance in winter to maintain 
income. 

Grants and local government initiatives can also 
provide financial relief, and these opportunities 
should be actively explored. 

Another option could be collaborating with other 
local businesses. By hosting joint events, sharing 
promotions, or participating in seasonal markets, 
businesses can draw a larger customer base even 
in quieter months. Diversification is often the key 
difference between a business that flourishes over 
time and one that struggles in slower months. 

Forecasting

Adopting marketing strategies may also work 
well. For example, offering coupons or discounts 
redeemable only during slower weeks encourages 
customers to return when demand is weaker. 
Hospitality venues often lean on themed promotions, 
such as ‘midweek specials’ or ‘two-for-one’ nights to 
drive greater sales, or on a particular day, for example 
Taco Tuesdays. These can be easily advertised on 
social media.

Owners should not overlook opportunities outside 
their immediate area. Expanding into interstate or 
even international markets extends reach beyond 
the limitations of local seasonality, and government 
export support is available to make this a realistic 
pathway. 

Assets, such as property, can also become revenue-
generating. Renting out a cafe space to a community 
group during hours when the business is closed, 
for example. E-commerce has also transformed the 
landscape for small businesses, allowing them to 
serve customers Australia-wide regardless of local 
weather or demand swings.

It is good business sense to maximise profitability 
during stronger months. By boosting margins when 
demand is high, businesses can create a financial 
buffer to carry them through leaner months. 

It is important to view budgeting as a live 
management tool, not as a chore, and this can see 
small business owners turning financial forecasting 
into a key driver of adaptability, enabling small 
business to remain nimble and responsive to change.  
When combined with strong seasonal planning and 
new revenue channels, this approach helps locally 
based businesses to reduce risk, smooth their income, 
and protect long-term profitability through the 
inevitable peaks and troughs of the year.

Contact the author: jtabone@hlbvic.com.au
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TAX STRATEGIES 
FOR RETURNING EXPATS

PETER BEMBRICK 
Partner, Tax Consulting

SYDNEY

Many Australian expats are now making the 
move back home, or at least, starting to plan for 
it. While there are plenty of personal and financial 
considerations, tax planning should be near the 
top of the list.

Navigating two tax systems requires forward thinking: 
understand the implications in both countries before 
making irreversible decisions.

The starting point: tax residency

Your tax residency status underpins every other tax 
consideration. Expats who have lived overseas for 
several years are typically non-residents for Australian 
tax purposes. When you return intending to settle, 
you’ll likely become a resident again. The exact date 
of this change can be critical, influencing transaction 
timing and other key decisions.

Timing matters: capital gains tax (CGT)

CGT is a major area of focus, especially after the 
2020 changes to the main residence exemption. 
Selling your former family home while overseas 
can now trigger a tax liability, so it’s usually best to 
wait until after you return. If an expat dies while still 
overseas, their Australian beneficiaries could also face 
unexpected CGT on a later sale of the property.

For investment properties and holiday homes, CGT 
applies to the entire ownership period, regardless of 
residency. The priority should be maximising the cost 
base, renovations, capital costs, and eligible holding 
costs, to reduce taxable gains. Note that the CGT 
discount is reduced for periods of non-residency.

A fresh start: shares and managed funds

Financial investments are treated differently. While 
you are a non-resident, no capital gains accrue. When 
you become a resident again, you are deemed to 
acquire these assets at market value, setting a new 
cost base.

Future CGT only applies to gains made while you’re 
a resident. To access the 50 per cent CGT discount, 
you’ll need to hold the asset for at least 12 months 
after returning.

A hidden trap: foreign currency

Foreign currency holdings can create tax surprises. 
Gains or losses are measured from the date you 
become a resident until funds are withdrawn. These 
are taxed as ordinary income (not under CGT), and 
losses may be deductible. Large balances held post-
return can result in significant unexpected tax bills.

Keep it clean: employment transitions

When wrapping up foreign employment and starting 
anew in Australia, even within the same multinational 
group, it’s best to ‘keep things clean’.

If you’re expected to receive any bonuses or 
termination payments, ideally try and get these 
before returning, especially if coming from a lower-
tax jurisdiction like Singapore or Hong Kong.

Timing is key: employee share schemes (ESS)

ESS awards can be complex. If awards vest before 
you return and are taxed overseas, Australian ESS 
rules generally won’t apply. However, if awards vest 
after you’ve returned, the full amount may be taxed in 
Australia, even if part of the service period was spent 
working overseas.

Understanding the structure and timing of your ESS 
and the resulting tax implications is essential.

Proceed with caution: foreign pensions

Foreign pension entitlements raise a lot of 
complexity. Tax outcomes vary widely depending 
on the country and your circumstances. Planning is 
crucial to minimise tax both overseas and in Australia.

Be aware of Section 99B anti-avoidance rules - a key 
ATO focus - which can apply where a foreign pension 
plan is treated as a trust, potentially creating large 
and unexpected tax liabilities.

Don’t ignore it: private health insurance

Once you’re a tax resident again, you’re expected 
to hold qualifying private health insurance for 
yourself and your dependents. Failing to do so may 
result in the Medicare Levy Surcharge, depending on 
your income level. This is easily avoided with early 
planning but can be costly if overlooked.

Contact the author: pbembrick@hlbnsw.com.au
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AUSTRALIA’S CLIMATE TARGETS: 
WHAT THEY MEAN FOR BUSINESSES TODAY

NICHOLAS GUEST 
Partner, Assurance, Advisory and 
Sustainability

SYDNEY

The Federal Government’s commitment to 
reduce greenhouse gas emissions by 62-70%, below 
2005 levels by 2035, marks a significant milestone on 
the path to achieve net zero by 2050. Climate action 
is now central to Australia’s economic direction.

For business leaders and investors, the implications 
are wide-reaching. Climate policy is becoming a key 
driver of strategy, risk management and long-term 
value creation.

The urgency of this transition is reinforced by the 
Government’s first National Climate Risk Assessment 
published in September 2025. The findings are clear. 
Climate-related disasters could cost the Australian 
economy $40.3 billion each year. As an example, 
insurance premiums are rising, and some regions are 
already facing the possibility of becoming uninsurable.

The National risk assessment identifies 63 nationally 
significant risks across infrastructure, public health, 
supply chains and the broader economy. These risks 
are not abstract. They are unfolding now, affecting 
financial performance, operational resilience 
and long-term viability.

Businesses are already adjusting

Infrastructure projects are being reassessed as 
updated flood and fire data reshape risk profiles. 
In agriculture, water scarcity and seasonal volatility 
are prompting producers to rethink operating models, 
invest in adaptive technologies and protect access 
to export markets.

Across industries, climate risk is influencing 
investment flows, sector priorities and competitive 
dynamics. The shift is not just reactive, it is strategic. 
Organisations are embedding climate considerations 
into capital planning, procurement and innovation 
pipelines.

The mandatory climate-related financial disclosure 
regime, which is being phased in from 31 December 
2025, is focusing the attention on corporate ethics.
Transparent and credible climate reporting allows 

investors and stakeholders to accurately assess 
climate risk and reward businesses with strong 
transition plans. The market is already distinguishing 
between those leading and those lagging. As supply 
chains adapt, organisations that embrace a positive 
sustainability posture are likely to attract capital 
and continued support from customers.

For Australian businesses, the message is clear

Climate strategy is now good business strategy. Early 
movers will gain access to capital, build stakeholder 
trust and strengthen their competitive position. 
Those slow to adapt risk falling behind not only 
environmentally but economically.

In an evolving landscape, sustainability leadership 
means more than meeting regulatory requirements. 
It calls for a forward looking approach that integrates 
climate risk and opportunity into core decision-
making, encourages innovation and engages 
stakeholders across the value chain.

By stepping up, Australian organisations can have a 
positive impact on the environment while reducing 
risk and unlock new opportunities for growth and 
long-term success.

Co-authored by Rachel Jin  
Contact the author: nguest@hlbnsw.com.au
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ANDREW BUCHAN
Partner, Wealth Management

BRISBANE

The past decade has been kind to investors. 
Wealth generation has benefi ted from a powerful 
combination of deregulation, globalisation, 
geopolitical stability, favourable demographics,
and rapid technological innovation.

These factors produced a long era of low infl ation, 
falling interest rates, and buoyant markets, 
particularly for growth-oriented assets.

However, the conditions that supported this 
exceptional run are evolving. The global investment 
landscape is shifting toward a more complex and 
uncertain environment that may constrain returns 
relative to the golden years that investors have
grown accustomed to.

According to Dr Shane Oliver, chief economist
at AMP, several long-term trends are now reshaping
the outlook:

1. Bigger government and a move away from 
economic rationalism

Governments worldwide are taking a more active
role in their economies. Growing income inequality, 
ageing populations, populist politics, and climate 
imperatives have increased public pressure for 
redistribution and intervention. As a result, higher 
government spending, regulation, and debt 
accumulation are becoming the norm.

While this may provide near-term social and 
economic stability, it also risks crowding out private 
investment and stifl ing productivity growth. The era 
of “smaller government” and market-driven effi ciency 
appears to be giving way to one of managed 
outcomes and policy-led growth.

2. The reversal of globalisation

The long-standing assumption that goods, services, 
and capital can move freely across borders is being 
tested. Trade barriers, industrial policies, and “friend-
shoring” are replacing the once-dominant model of 
global integration. Supply chains are being reshaped 
by geopolitical considerations rather than pure cost 
effi ciency.

For investors, this means higher production costs, 
potential infl ationary pressures, and a world where 
regional resilience matters more than global scale.

3. Rising geopolitical tensions

The shift from a unipolar, US-dominated global
order to a more fragmented, multipolar one is 
reshaping markets. Competition for technological 
dominance, resources, and strategic infl uence is 
fuelling geopolitical instability and renewed
defence spending.

While these developments can drive innovation 
in sectors like cybersecurity, defence, and energy 
security, they also increase market volatility and
raise the cost of doing business. Investors will need
to navigate a world where geopolitical risk is not
an exception, but part of the landscape.

4. Climate change and the cost of decarbonisation

The global transition to a low-carbon economy 
represents both a challenge and an opportunity. 
Decarbonisation will require massive investment in 
renewable energy, electrifi cation, and infrastructure, 
but in the short to medium term, it may also mean 
higher costs, tighter regulation, and infl ationary 
pressures.

INVESTING FOR THE FUTURE AND BEYOND:
AN OUTLOOK FOR 2026

6 FINANCIAL TIMES SUMMER 2025
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Extreme weather events, rising insurance costs,
and demand for critical minerals are already 
reshaping capital allocation. Over time however, 
effi ciency gains and technological innovation in
clean energy could deliver signifi cant productivity 
benefi ts, rewarding investors who position early
for the transition.

5. Demographic headwinds

Many advanced economies, like China and Japan, face
slowing population growth and shrinking workforces. 
A higher ratio of retirees to workers will strain public 
fi nances, pressure wages, and weigh on productivity. 
Conversely, younger, faster-growing populations in 
emerging markets may offer pockets of opportunity 
for investors willing to look beyond traditional
centres of growth

Implications for investors

These structural shifts point toward an
environment of lower productivity growth and
more persistent infl ation. Central banks, having 
moved away from the ultra-low-rate regime of the 
2010s, are likely to manage higher and more variable 
interest rates as they balance economic stability
with infl ation control.

Artifi cial intelligence and automation could eventually 
provide a much-needed productivity lift, but their full 
economic impact may take time to materialise and is 
ultimately unknown at this point in time.

The outlook for 2026 and beyond suggests
that investors will need to reset expectations.
The extraordinary tailwinds of the past few decades 
are unlikely to return soon. Moderate returns are a 
realistic baseline and achieving them will require 
disciplined investing, diversifi cation, acceptance
of volatility and patience.

Contact the author: abuchan@hlbqld.com.au

Long-term success 
will rely not on 
predicting short-
term movements, 
but on maintaining a 
consistent strategy, 
managing risk 
effectively, and 
staying invested 
through periods
of uncertainty.

HLB.COM.AU 7 
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NEW TAX RULES TO FORCE GLOBAL 
PLAYERS TO LIFT TAX OBLIGATION

DONNA ARNOLD 
Director, Tax Consulting

SYDNEY

Multinational enterprises operating in Australia face 
greater taxation obligations with the adoption of new 
global rules making the shifting of profits to low tax 
jurisdictions harder.

Australia has implemented the OECD Pillar Two rules, 
which adopt a new 15 per cent global minimum tax 
rate for multinational enterprises (MNE) operating in 
Australia with a global turnover exceeding EUR 750 
million.

This is the most significant global overhaul of 
international tax compliance we have seen in Australia 
for decades, and Australian companies who are 
members of significantly large multinational groups  
could be caught by the new laws, applied under the 
Global Base Erosion Model Rules (GloBE).

A global minimum corporate tax rate of 15 per cent 
is important for Australia as it protects Australia’s 
corporate tax base and limits the ability of companies 
to shift their profits to lower-tax jurisdictions. 

Generally, the global minimum tax rules will allow tax 
authorities in Pillar Two jurisdictions to apply a top-up 
tax on a resident multinational parent or subsidiary 
companies where the jurisdiction’s income is taxed 
below 15 per cent.

The laws apply from income years starting on or 
after 1 January 2024, with first lodgements due in 
June 2026. Failure to comply with these new rules 
can leave companies exposed to significant failure to 
lodge penalties. 

Also effective from 1 January 2024 is the 15 per 
cent DMT, which imposes a top-up tax on Australian 
members of the MNE group who fall below the 15 per 
cent ETR threshold. This DMT tax takes priority over 
tax under the IIR or the UTPR. 

The IIR, which applies from 1 January 2024, mandates 
that an Australian parent entity may impose a top-up 
tax on group members whose effective tax rate (ETR) 
is calculated to be less than 15 per cent. 

Australia’s implementation framework includes three 
central rules: the Income Inclusion Rule (IIR), the 
Undertaxed Profits Rule (UTPR), and the Domestic 
Minimum Tax (DMT). 

The UTPR will follow shortly after and applies to 
income years commencing on or after 1 January 2025.

Australia’s implementation of Pillar Two laws follows 
the OECD’s model rules. This includes the use of a 
Transitional Safe Harbour which provides temporary 
relief to certain jurisdictions during the early years 
of the rules. The safe harbour applies to fiscal years 
beginning on or before 31 December 2026 but not 
including a fiscal year that ends after 30 June 2028. 
An MNE group may elect to use the safe harbour only 
if it meets certain tests.

With the first year of compliance already underway, 
companies must shift their focus to Pillar Two 
readiness plan around data collection and lodgement, 
with first lodgements due in June 2026. 

The laws are complex and introduce four new 
lodgement requirements: the GloBE Information 
Return (GIR), Foreign lodgement notification, the 
Australian IIR/UTPR Tax Return (AIUTR), and the 
Australian DMT Tax Return (DMTR). With lodgement 
deadlines approaching, now is the time for MNEs 
to assess exposure under each requirement, model 
potential top-up tax liabilities, and get compliance-
ready. 

Contact the author: darnold@hlbnsw.com.au
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GLOBAL INSIGHTS, LOCAL IMPACT: LESSONS FROM 
HLB’S ASIA PACIFIC CONFERENCE IN SHANGHAI

HLB International hosted its annual Asia Pacific 
Conference this year, in Shanghai. What stood out 
wasn’t the scale of the event, but the shared purpose 
from all those in attendance to work together to do 
better for clients.

With more than 140 delegates from 32 countries in 
attendance, the conference highlighted what being 
part of a global network looks like - people coming 
together to share ideas, solve problems and find 
better ways to support clients at home and overseas.

From innovation to ESG, here’s some of the key 
insights from the conference and what they mean 
for businesses.

Innovation is key

Innovation was a theme that flowed through the 
conference. Examples of how artificial intelligence is 
transforming professional services were shared, from 
automating tax compliance and payroll, to enabling 
more personalised client experiences.

The pace of change in intelligent automation and 
AI is particularly evident. Chinese AI development is 
catching up quickly to the US, with both countries 
vying for pole position. Expect rapid changes, new 
ideas, greater market saturation and more options 
to be coming soon.

More widely, this means faster turnaround times, 
fewer manual errors and more strategic insights. 
Whether it’s reporting or advisory, using intelligent 
automation to free up time and focus on what 
matters most - helping businesses make confident 
decisions.

ESG that drives real value

The conference explored how environmental, 
social and governance strategies can unlock long-
term value and resilience. ESG shouldn’t just be 
seen as a reporting requirement, it’s an opportunity 
for businesses.

Embed ESG into businesses in a way that’s practical, 
measurable and aligns with its goals. Whether it’s 
facing tougher questions from stakeholders or there’s 
a need to build a more sustainable business model, 
ESG can drive real value.

Global reach, local relevance

Being part of the world’s 8th largest network 
means allows access to deep local knowledge backed 
by global capability. The conference was a powerful 
reminder of the strength of international relationships.

Need help navigating cross-border tax? 
Expanding into Asia? Strengthening presence in China? 
Relationships, expertise and the cultural intelligence 
will only help reach the objective.

Digital strategy

HLB International’s digital strategy is built 
around intelligent automation, cloud technologies 
and cybersecurity. That’s not just tech talk, it’s 
about giving peace of mind.

HLB’s centres of excellence in robotic process 
automation, data analytics and cybersecurity mean 
businesses benefits from secure, scalable and future-
ready solutions. It means innovation without the risk.

Connection counts

With people from so many countries in one room 
sharing ideas and solving problems, it’s easy to see 
how much can be learnt from each other. Genuine 
connections were made that mean quick advice is 
only a call away, rather than disappearing into 
a multinational void.

For businesses, that translates into better advice, 
faster answers and support that’s informed by what’s 
happening globally.

Looking ahead

The discussions in Shanghai underscored how 
innovation, sustainability and digital transformation 
are shaping the future of business across the Asia 
Pacific region. Intelligent automation is redefining 
efficiency, ESG is moving from compliance to value 
creation, and cross-border collaboration is becoming 
essential in an interconnected world. As these themes 
continue to evolve, businesses that embrace them 
with curiosity and agility will be best placed to 
thrive in the decade ahead.

Contact the author: mmuller@hlbnsw.com.au

MARK MULLER
Partner, Assurance & Advisory

SYDNEY

HLB.COM.AU  9 
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HLB MANN JUDD NEW APPOINTMENTS

Alex Roberts has been appointed partner in audit and assurance, HLB Mann Judd Melbourne. 
Joining HLB in 2013 as a graduate auditor, Alex has worked across the private and public 
sectors with experience that includes external audit, financial reporting compliance, and 
specialist assurance engagements. Alex is a qualified Chartered Accountant and a Member of 
the Chartered Accountants Australia and New Zealand (CAANZ).

Alyce Stones has been appointed partner in audit and assurance, HLB Mann Judd Newcastle. 
A registered company auditor with 17 years of experience in audit and assurance services 
across mining, manufacturing, communications, construction, and the not-for-profit sector, 
Alyce delivers insights that improve financial performance and strengthen internal systems.

Jacob Medel has been appointed partner in audit and assurance, HLB Mann Judd Newcastle. 
With more than 12 years of experience in audit and assurance, he specialises in the not-
for-profit, health, disability, and education sectors, and has led the development of audit 
methodology around the NDIS, Primary Health Networks, Government funded programs and 
schools.

Nilan Gandhi has been promoted to director of HLB Mann Judd Brisbane, in the business 
advisory and taxation team. Nilan has over 12 years’ experience providing accounting, tax, 
and business advisory services to corporates, SMEs, high-net wealth individuals, and private 
family groups. More recently, he has been reviewing taxation implications of large commercial 
property transactions, reviewing organisational tax efficiencies within established structures, 
and assisting multinational clients to establish a presence nationally and abroad. Nilan is a 
Member of the Chartered Accountants Australia and New Zealand (CAANZ).

Steve Windsor has recently joined HLB Mann Judd’s Perth business advisory services division 
as a director in August 2025. His career spans 25 years of taxation, international corporate 
services, and business advisory. He spent eight years at the UK’s Inland Revenue before 
moving to International Corporate Services on the Isle of Man for 12 years, advising 
international clients. He is a Fellow Member of the Association of Chartered Certified 
Accountants (FCCA).

Anna Janssen has been promoted to director of advisory services, HLB Mann Judd Newcastle. 
An audit and compliance professional with more than 20 years of experience, she provides 
strong technical expertise in accounting standards, financial reporting, corporate compliance 
and payroll.

10 FINANCIAL TIMES SUMMER 2025

The HLB Mann Judd Australasian Association has appointed several new partners and directors, while 
also expanding its business advisory services division with the acquisition of a Perth-based business 
advisory firm.
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HLB Mann Judd Perth recently aquired a local business advisory firm, A 
Plus Business Advisors, growing its current business advisory division 
in Western Australia to more than 30 members, putting it squarely 
amongst the top 10 accounting firms.

The acquisition will see two director appointments by HLB Mann Judd 
Perth.

Garry Anderson has been promoted to director of HLB Mann Judd Perth 
in the business advisory division. He was previously director and owner 
of A Plus Business Advisors.

Maka Sikazwe has also been promoted to director of HLB Mann Judd 
Perth, also in the business advisory division. He was previously associate 
director at A Plus Business Advisors.

Rowan Tracey, Head of Business Advisory, HLB Mann Judd Perth, said 
the acquisition builds on firm’s current growth and brings a highly 
experienced team with shared common values and client service 
philosophy.

“This growth gives us additional depth across several key areas and 
ensures we continue to offer tailored, practical advice to help our clients 
navigate the road ahead,” Mr Tracey said.

HLB Mann Judd Australasian Association chair, Tony Fittler, said the 
latest moves reflect the strength of the HLB Mann Judd network.

GARRY 
ANDERSON

MAKA  
SIKAZWE

HLB MANN JUDD PERTH EXPANDS BUSINESS 
ADVISORY SERVICES DIVISION

Natalie Dobinson has been promoted to director of audit and assurance, HLB Mann 
Judd Newcastle. Natalie has 25 years of experience in audit and assurance, with 
specialist expertise in the not-for-profit sector. She has managed the provision 
of services to a wide range of NFP clients, with a particular focus on health care, 
membership-based organisations, and charities.

Trent Boncompagni has been promoted to associate at HLB Mann Judd 
Wollongong, in the business advisory and taxation team. Trent joined HLB in 2012 
and focuses primarily on SME businesses, working with clients across a wide range 
of industries including building and property development, and the hospitality and 
fitness industries. He advises on issues including structuring, GST and income tax, 
and capital gains tax. Trent is a Member of the Institute of Chartered Accountants 
Australia and New Zealand (CAANZ).
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comment to clients of member fi rms of the HLB Mann Judd Australasian Association. 
No material should be accepted as authoritative advice and any reader wishing to act 
upon the material contained in this newsletter should fi rst contact a member fi rm for 
properly considered professional advice which will take into account each client’s own 
specifi c conditions. No responsibility is accepted for any action taken without advice by 
readers of the material contained herein. ISSN 1037-1915 © Copyright on all contents of 
this newsletter is held by the HLB Mann Judd Australasian Association. Articles may be 
reproduced only if acknowledgement to an HLB Mann Judd member fi rm is given. 

Liability limited by a scheme approved under Professional Standards Legislation.

HLB Mann Judd fi rms are members of HLB International,
the global and advisory accounting network.

The HLB Mann Judd Australasian 
Association comprises a number 
of independent accounting fi rms in 
Australia, New Zealand and Fiji. 

MEMBER FIRMS

ADELAIDE
T: (0)8 8133 5000
E: mailbox@hlbsa.com.au

AUCKLAND
T: +64 (0)9 303 2243
E: hlb@hlb.co.nz

BRISBANE
T: (0)7 3001 8800
E: mailbox@hlbqld.com.au

FIJI
T: +679 670 2430
E: info@hlbnadi.com.fj

LISMORE & ROBINA
T: 1300 000 452
E: info@hlbgcnc.com.au

MELBOURNE
T: (0)3 9606 3888
E: mailbox@hlbvic.com.au

NEWCASTLE
T: 1800 934 002
E: mailbox@hlbnewcastle.com.au

PERTH
T: (0)8 9227 7500
E: mailbox@hlbwa.com.au

PERTH INSOLVENCY WA
T: (0)8 9215 7900
E: mailbox@hlbinsol.com.au

SYDNEY
T: (0)2 9020 4000
E: mailbox@hlbnsw.com.au

WOLLONGONG
T: (0)2 4254 6500
E: mailbox@hlbw.com.au

REPRESENTATIVE FIRMS

HOBART / LORKIN DELPERO HARRIS
T: (0)3 6224 4844
E: mail@ldh.com.au

CONTACT
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