
Every now and again it is worth a few words about the things we 

do.  There have been a number of upgrades to our website and 

services over the past months that are worth a mention.  I am 

really pleased with the impact of our website upgrades.  In April 

we had over 16,000 visitors with 60,000 page views.  It all 

helps to get the message out on behalf of manufacturers and 

exporters.  Have a look and make a comment. 

 

We have upgraded the website functionality, added direct credit 

card processing, added two blog sites, Screencast, provided 

RSS and Twitter feeds, rolled up emails into weekly event  

updates aimed at reducing the amount of email traffic we  

generate. 

 

Events and Training 

Generally events follow a familiar format, a presentation  

followed by questions and finally an opportunity to network and 

share ideas with others with similar interests.  The people out 

front can be politicians, associate members or others with  

specific expertise.  Take the opportunity to see some new things 

or express your views to officials or policy makers. 

 

Forums cover off areas such as Lean manufacturing,  

management training, marketing and human resources, just to 

name a few.  These are broad in range but all offer high quality 

and a unique focus on issues faced by manufacturers and  

exporters. 

 

Take a look at our use of Screencast, even if you canõt attend 

an event we will be making events available on line, not as good 

as being there but close. 

 

Peer Support (MEAssist) 

Got a problem?  Do you have an issue?  We can ask a question 

on your behalf.  This can relate to almost anything including 

warehouse space, dealing with drugs in the workplace, quality 

systems, looking for staff, in general tapping into the real world 

experience of others members. 

 

Service Calls 

These are designed to give us an update on you, your issues 

and for us to pick up feedback on what we are doing and what 

we need to be focusing on, doing more of, or not doing.  I see all 

the reports of the phone calls that feedback is really useful to 

the Association. 

 

 

 

 

Much of the work done by the Association is informed by   

members opinions, so it is important that we are able to keep 

up to date on the ònowó issues for manufacturers and  

exporters.  This feedback informs our media comment, and our 

advice and submissions to Government. 

 

Keep this in mind when we call, it only takes a few minutes and 

it really does help keep us on the ball. 

 

Newsletters 

Our hardcopy newsletter ConnectME contains articles that are 

generally useful to members from our associate membership.  It 

also provides the latest survey data and a calendar of upcoming 

events. 

 

Our electronic newsletter MEActive provides information on  

upcoming submissions, where and when the Association has  

enjoyed media coverage, media releases circulated by the 

NZMEA and upcoming events.  Links off to other material are 

included.  As you would expect both newsletters have the odd 

comment from me. 

 

The changes we have made to our services have been largely 

due to member feedback the more the better, the blogs give a 

new channel to comment and have that comment seen by many 

people. 

 

You can contact us on mea@mea.org.nz or (03) 3532540 with 

your comments.  Our best progress flows from your comments 

the new email format and blogs makes feedback really easy 

one way or another. 
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The latest New Zealand Manufacturers and Exporters  

Association (NZMEA) Survey of Business Conditions  

completed during April 2010, shows total sales in March 

2010 decreased 0.5% (export sales decreased by 13% with 

domestic sales increasing 11%) on March 2009. 

  

The NZMEA survey sample this month covered NZ$572m in 

annualised sales, with an export content of 41%. 

 

Net confidence rose to 64, up from the 36 result reported last 

month. 

 

The current performance index (a combination of profitability 

and cash flow) is at 103.5, down from 105.5 in February, the 

change index (capacity utilisation, staff levels, orders and 

inventories) is at 102, down on Februaryõs result of 103, and 

the forecast index (investment, sales, profitability and staff) 

went up to 107.25 from 106.25 in the last survey.  Anything 

less than 100 indicates a contraction. 

 

Constraints reported were 91% markets and 9% production 

capacity. 

 

Staff numbers for December decreased year on year by 8%. 

 

òConfidence has continued to grow but falling sales and job 

numbers demonstrate that the confidence is built on the hope 

of more sales and more jobs, not the reality of current  

performance,ó says NZMEA Chief Executive John Walley.  

òExport sales are continuing to suffer with firms selling to 

North America and Europe experiencing difficulties with both 

markets and the currency.  Domestic sales are faring better 

but there is a concern that some of the demand is due to  

restocking supply chains rather than any genuine recovery.ó 

 

 

òThis just goes to show that confidence indicators are a poor 

proxy of what is really going on in the economy; we hope the 

RBNZ sees this and stops talking up the recovery and the 

currency.  I am not quite sure who is served by the RBNZ  

talking up the recovery; why say things that reduce returns to 

the real economy?ó 

 

òThe tradeable economy still needs monetary policy stimulus, 

and the longer it stays in place the more economic  

rebalancing will happen.  Given the absence of inflationary 

pressure in the economy, the general weakness of the  

recovery and the reluctance of Governments elsewhere to 

withdraw stimulus, there is little reason for the RBNZ to 

change its current position.ó 

 

òThe budget looks destined to be another triumph of rhetoric 

over reality.  The fiddling round the edges hinted at so far will 

have little positive impact on the real economy.  The fact that 

Australia has also failed to make any significant tax changes 

does not excuse the timid reaction to the Tax Working Groupõs 

report for example.  A monetary policy review is also long  

overdue with potential Official Cash Rate rises likely to cause 

the already overvalued exchange rate to appreciate further.ó 

 

The New Zealand Manufacturers and Exporters   

Association survey gathers results from members around  

New Zealand.  It provides a monthly snapshot of  

manufacturers and exportersõ sales and sentiment.   
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Hope Triumphs Over Uncertainty as Confidence Improves  

Quarterly Survey of Business Conditions - March 2010  



By Amanda Rooney of Brannigans Human Capital   

Imagine this Scenario: You own a business which employs 

12 staff.  Because of the recent recession, you have had to  

downsize your business, including making a number of staff  

redundant and reducing your office space to save costs.  

One of your employees is about to return from maternity 

leave and has asked that she be allowed to breastfeed at 

work when she returns.  You recall that there are some new 

rules in place about providing time and space for your  

employee to do this, but you do not know exactly what the 

rules are or how, in your small office you could provide for 

this. 

 

The ôrulesõ are set out in Section 69Y of the Employment  

Relations Act 2000 which have been in force since 1 April 

last year.  Since its introduction, we have had many  

enquiries from employers wanting to know what their  

obligations are to accommodate these requests and, in  

particular, how far they are expected to go to provide space 

and facilities for an employee who wishes to breastfeed. 

 

To recap, under section 69Y, employers are required to  

provide appropriate facilities and breaks for women who 

want to breastfeed at work, òso far as is reasonable and 

practicable in the circumstancesó.  Since the introduction of 

section 69Y, a Code of Employment Practice on Infant  

Feeding has been published and provides some practical 

guidance for employers about the steps they should take 

when faced with a request. (The Code is available from the  

Department of Labour website).  

 

The Code provides that when faced with a request and in  

considering what is òreasonable and practicableó, the  

employer should weigh up: 

 

The expected impact on the business (for example, costs 

and availability of space); Any potential limitations caused 

by the work environment and resources (such as the type of  

workplace, the number of employees, the availability of 

cover for employees during break periods); and the needs 

of the employee concerned. 

 

Some employers, who are able and willing to allow the  

breastfeeding breaks, still face some real difficulties in  

identifying any suitable space for feeding. If, at first glance it 

seems simply not possible to provide suitable facilities,  

employers should consider the following: 

 

The space does not need to be a separate room  

dedicated to breastfeeding facilities ð it could  

comprise use of an office during set intervals or a screened 

off area. If there is no space on site, could the employee be  

allowed flexible working hours or longer breaks in order to 

be able to breastfeed? 

 

Are there any nearby facilities or off site areas you could 

share with another employer for this purpose? 

 

 

 

 

 

 

 

So what in practice does this all mean for the small to  

medium sized employer running a ôtight shipõ and with  

limited space and facilities? In our view, unless there is a 

real and negative impact on the business in  

accommodating the request, the employer will generally be 

required to provide...... 

 

(i)    Reasonable breaks for feeding.  

(ii)   Appropriate space for the employee to feed.  

(iii)  Access to a fridge or some other facility to store milk.  

 

If this is requested by the employee.  Any area allocated 

needs to be hygienic, private and with suitable facilities 

(which may be as simple as providing a comfortable chair).  

 

At the very least, an employer who refuses a request will 

need to be able to show that it has considered (in  

consultation with the employee) all sensible proposed  

arrangements and alternatives and that it was not  

reasonable given the particular circumstances of the  

business and the employee, to accommodate these.  

 

As with many employment relationship issues, the key is to 

consider with an open mind solutions that might be  

acceptable to both parties. Where the employer is able to  

provide appropriate facilities: 

 

· Breaks are unpaid unless agreed otherwise. 

· The length and frequency of breaks is for negotiation  

between the employer and employee, but should be long 

enough for feeding to take place. 

· The breaks are in addition to the standard paid rest 

breaks and unpaid meal break unless otherwise 

agreed. 

 

When faced with a request, employers should seriously  

consider whether facilities and breaks can be provided, 

even if there will be a cost to the business.  Employers may 

also recognise the benefits of infant feeding at work,  

including helping with recruiting and retaining key staff and 

helping employees with infants to maintain a healthy  

work-life balance. 

 

This article was provided by Brannigans Human Capital. If 

you require further information relating to this topic please  

contact us on email: mea@mea.org.nz or phone:  

0800 353 2540.  
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Facilities for Infant Feeding at Work  

 



By Kineta Knight of  Tandem Studios  

Social media is more than having a Facebook, LinkedIn or 

MSN account; itõs more than uploading a clip onto YouTube; 

and itõs more than sending a ôTweetõ from your iPhone when 

youõre on the move. In a way itõs about communicating with 

people how youõve never communicated before. 

 

With the ever-cumbersome number of social media avenues 

available on the internet, the choice can become daunting 

when figuring out the best way to communicate your business 

online. 

 

No matter which path you choose, itõs important to keep your 

content relevant, engaging, accurate and interesting. The  

variety of media channels to connect with your target  

audience is growing and becoming more confusing, but one 

thing is guaranteed and that is ôcontent is kingõ. 

 

Itõs not enough to open a Facebook page or throw a video on 

YouTube, because if the content doesnõt engage and connect, 

youõll lose the fantastic online marketing opportunities these 

new media channels have created. 

 

Advertising dollars are now being shifted away from traditional 

marketing avenues to creating conversations online.  For  

example, with all the bad press Telecomõs XT Network has 

been getting lately, theyõve been keeping their communication 

lines open by using social media. XT has been updating its 

customers through Twitter as to whether there is an outage, 

what areas itõs affecting and how long it might last for. 

 

 

Air New Zealand is also using its staff to communicate with  

customers through social media. It uses Twitter as a forum to 

get instant feedback from its customers and a channel for it 

to share brand messages. 

 

Another interesting social media experiment happening in 

New Zealand at the moment is the freshly launched Pass It 

On website. 

 

Itõs an initiative to utilise the nearly one million New  

Zealanders living overseas, as a network of virtual  

ambassadors. Pass It On is a site where Kiwi expats are being 

asked to tell their mates and business contacts about  

everything New Zealand has to offer, particularly when it hosts 

the Rugby World Cup 2011. 

 

Kiwi Expat Association (KEA) has decided to pick up on the  

childhood birthday party game of òChinese whispersó and 

brought it into the 21st Century ð into the internet age. The 

main message KEA is getting across with this kind of social 

media marketing, is that òNew Zealand has plenty to brag 

about, Pass It Onó. And with plenty of Kiwiana prizes up for 

grabs each month, it makes it even more appealing. 

 

This article was provided by Tandem Studios. if you require  

further information relating to this topic  please contact us on 

email: mea@mea.org.nz or phone: 0800 353 2540. 

Social Media for Your Business  

Express your views 

on our Blog 

Donõt forget to visit  

us on Twitter  
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The Power of Planning  
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In last monthõs article we discussed the advantages to be gained 

from a well implemented Enterprise Resource Planning (ERP) 

system and how important it is to consider all aspects of the  

companyõs culture in the process. This month we address the 

need to implement the whole system not just the administrative 

aspects. 

 

So, you have a new ERP system. You have implemented or are 

implementing the new system and the sales team, purchasing 

and stores are all entering and handling information in these 

areas using the new system. This is great, as information entered 

by one person is now immediately available to anyone in the  

organisation who needs it. Centrally controlled information has a 

power all its own. 

 

Now, for a manufacturer with a new ERP system the big  

question should be - Have things changed for the better in the 

factory? Are your jobs finishing on time? Is your work-in-progress 

decreasing? Are you stocking less material to achieve the  

required output? If volume is your thing, has your throughput 

increased? All too often the answer to one or all of these  

questions is no. All too often the power of your new ERP system is 

not applied to the heart of a manufacturing enterprise - its  

factory floor. You have a range of excellent planning and  

scheduling tools available but they go unused. The information is 

all on hand to produce a production plan, sometimes a plan is 

even created, but very rarely is the production plan produced by 

the ERP system delivered to the factory floor and even more 

rarely is the plan executed. 

 

It is often heard in the factory òHey, we have this fancy new  

system but no one tells us what to makeó or òthat wonõt work this 

orderõs for 50, we always make at least 150ó and òThis list says 

to make ôJob 10õ next but Iõve just been told a new orderõs come 

in that we have to start nextó. These are all used as excuses not 

to follow the production plan. 

 

There is an old military saying òNo plan survives contact with the 

enemyó in this case òNo plan survives contact with production 

realityó. This is nearly always true in the manufacturing world but 

it is always better to execute the best plan you can make and 

learn from the mistakes to improve the next plan, than to  

continue to plan by the seat of your pants and simply react to 

circumstance.  

Modern business demands excellent customer service, but  

increasingly customers demand greater flexibility in producing 

smaller quantities of a greater variety of items with shorter lead 

times at a lower cost. This is a very tough combination of  

objectives and without a properly executed integrated production 

plan they are almost impossible to meet. 

 

Modern ERP systems seek in their very design to meet these 

goals. The sales order always has a due date, thatõs not a wish, 

thatõs when the customer expects the order delivered - no  

excuses! The planned stock levels of items that a company holds 

have been carefully calculated to meet the customers demand 

and the companyõs stock value budget; donõt buy more just  

because of a 2% better price, what about the 50% greater  

carrying cost? Job sizes are planned to meet customer and stock 

requirements. If that means more set-ups, get  better at set-ups! 

Larger than planned production runs mean other jobs start late, 

material is consumed that may be required for other jobs and 

stock sitting in-store for which there is no order. These all run 

against the stated goal. 

 

Use the power of the ERP system to produce the best plan  

possible, have the discipline to execute the plan, review the  

results and use the lessons learned to produce the next improved 

plan. Keep the planning cycle going to move towards the goal of  

making the organisation a customer focused, lean money making 

machine. 

 

Next month we look at some of the tools available to produce a 

schedule. If you have any questions concerning this article or any 

on any other ERP issues please contact us.  

This article was provided by EMDA Supply Chain Solutions. If you 

require further information relating to this  topic please contact 

us on email: mea@mea.org.nz or  phone 0800 353 2540. 

 

 

 

 

 

 

By Kevin Hughes of EMDA Supply Chain Solutions  

Baalbeck International Inc 
 

International Corporate Investigations, Intelligence and Risk Management 
 

Regional operations in Central & South America-Asia-Middle East-Eastern Europe 
 

Head Office: Level 4, 369 Queens Street, Auckland 1010 

PO Box 5636 Wellesley Street, Auckland 1141 
 

Tel. + 64 (0) 9 306 8883 
 

Email.  enquiries@baalbeckinterational.com 
 

www.baalbeckinternational.com 

 

ñBaalbeck is committed to protecting corporate interests offshoreò 

http://www.google.co.nz/url?sa=t&source=web&ct=res&cd=1&ved=0CBIQFjAA&url=http%3A%2F%2Fwww.istart.co.nz%2FERP-SCM-solutions.htm&rct=j&q=ERP&ei=lxzeS86PDI_QtgPY_-XfBg&usg=AFQjCNGSpAEO1KH_9NQOCeKwyfqLjU4eXg
mailto:enquiries@baalbeckinterational.com
http://www.baalbeckinternational.com


Lean by Product Design 
Thursday 27 May, 4:00pm, Auckland 

 

Would it help you if your product design could be Lean from the start? 

 

Many leading companies use Design for Manufacture and Assembly (DFMA) methods as tools to make their products 

"Lean from the start", cutting millions of dollars from their manufacturing costs by creating products that are easier to 

manufacture and maintain.  

 

This forum introduces Design for Manufacture and Assembly methodologies and provides you with the tools and templates 

you need to immediately implement DFMA in your workplace.  

 

Who should attend? Product designers, operations managers, people involved in designing and implementing new  

products.  

 

Facilitator:   John Simpson is one of The Improve Groupõs Auckland based manufacturing excellence coaches. John is a  

professionally qualified engineer who has worked with some of the worldõs leading companies in a number of operations 

and manufacturing roles with a common theme of creating world class products and world class manufacturing facilities. 

Forums  

Forum start times vary but generally sessions run for 90 minutes. Forums are open to all members of your staff, members 

and non-members of the NZMEA. For more information and to register on-line visit: www.mea.org.nz, select Events/

Training for the full list of events.  Or you can contact us on: 0800 353 2540 or email: mea@mea.org.nz. 
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Marketing Using Social Media  

Thursday 20 May, 4:00pm, Christchurch  
 

Itõs a new world - speak in new ways! 

 

The Forum focus will be on teaching your company how to utilise social media sites and tools to reach your target market. 

 

YouTube, Facebook,  LinkedIn, Podcasting, Blogs and soon the Apple i-Pad; the variety of media channels to connect with 

your target audience is growing and becoming more confusing, but one thing is guaranteed and that is 'content is 

king'.   It's not enough to just open a Facebook page or throw a video into YouTube, because if the content doesn't engage 

and connect you'll lose. 

 

Who should attend? Owners, sales managers, sales people and anybody wanting to boost their marketing strategies. 

 

Facilitator:   Dave Dunley is the Creative Director of Tandem Studios who have been at the forefront of New Media since 

August 2005.  

Intellectual Property ð Debunking the Myth 

Wednesday  9 June, 4:00pm, Christchurch 

 

Most businesses find concepts relating to Intellectual Property (IP) difficult to understand.  Rules seem to bend and 

change and half-truth anecdotes abound.  In this session you will learn five top IP tips for manufacturers and exporters and 

will debunk five common IP myths.   

 

You will take home an IP check list that you can work through for your business.  

 

Who should attend? CEOõs, marketing managers, any staff involved in new product development, CFOõs who are charged 

with managing IP assets.  

 

Facilitator:   Simon Rowell, is a partner of James & Wells Intellectual Property.  Simon has 14 years experience in IP, is 

President of the Entrepreneursõ Organisation New Zealand and an Immediate Past President of the Licensing Executives 

Society of Australia and New Zealand.   
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Workshops/Programmes  

Certified in Production & Inventory Management (CPIM): Detailed Scheduling and Planning 
Starts Monday 24 May, Christchurch, 5 half days. 

 

Focus on the various techniques for material and capacity scheduling. Study detailed descriptions of material  

requirements planning (MRP), capacity requirements planning (CRP), inventory management practices, and procurement 

and supplier planning  

 

Who should attend: Supply chain professionals wanting to complete their CPIM qualification, master planners and  

schedulers, operations managers, sales and marketing managers (because of the depth on demand planning). 

 

Registration Closes Monday 17 May.  

 

For further details on this programme and to register online visit www.mea.org.nz and go to Events / Training.  
 

 

 

 

 

 

 

 

 

Workshops are open to all members of your staff, members and non-members of the NZMEA. For more information and to  

register on-line visit: www.mea.org.nz, select Events/Training for the full list of events.  Or you can contact us on:  

0800 353 2540 or email: mea@mea.org.nz. 

 

The People Part of Business 
Starts Thursday 13 May, Christchurch, 4:00pm -  6:00pm, five Forums over five months. 

Five different forums covering simple and effective ways of improving human performances in business. 

By registering for these five forums, delegates will gain additional tactics, strategies and procedures to enable them to 

unload some of their most pressing concerns and generate results for the company. 

 

The People Part of Business Forums will give you an overview on: 

 

· Assembling the Right Team. 

· Team Development. 

· Communication and Motivation  

· Coping with the Unexpected  

· Negotiation  

  

Registration Closes By: Friday 7 May for all five sessions to receive the discount, or two days prior for each individual  

session. 

 

For further details on this programme and to register online visit www.mea.org.nz and go to Events/Training.  

Manuals & Training Resources  
for Canterbury businesses since 1999  

V Sales & order 
management  

V Logistics  

V Factory SOPs  

V Machine manuals  

V Health & safety  

V Finance & administration  

V Human resources  

V Payroll  

V ERP user manuals & on -
line help  

V Customer manuals  

V Custom bu ilt for your 
business.  

V Easy to use and understand.  

V On-line and on paper.  

V Always up -to-date.  

www.streamliners.co.nz   

 



Health  

First Aid Training - Industry Specific 

Pre & Post Employment Health  

     Assessments 

Workplace Health Screening 

Health Contracts 

Drug & Alcohol Screening 

Flu Vaccinations 

Ergonomic Audit, Task Analysis &  

Discomfort Assessment  

Wellness  

Workplace Wellness Programmes 

Wellness Seminar Series 

The Global Corporate Challenge 

Offer to NZMEA Members  
Book your onsite Industry 
Specific or Workplace First 
Aid Training with TriEx and 
receive a 10% DISCOUNT  
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By Rachel Acutt of TriEx, Safety and Wellness   

First Aid ð Do Your Employees Have the First Aid 

Skills to Save A  Life? 

First aid assistance is the first instance is the provision of  

immediate care to a person with an injury or illness.   

 

As reported by the Department of Labour, every year  

thousands of people are injured or fall sick at work ð some  

seriously.  A quick first aid response can mean the difference 

between life and death, or can reduce the  severity of the  

injury.  

 

There is  a legal requirement for workplaces to take all  

practicable steps to provide first aid facilities under the 

Health and Safety in Employment Regulations 1995, and to 

have procedures for dealing with emergencies under the 

Health and Safety in Employment Act 1992. (Source: 

www.osh.dol.govt.nz). 

 

The Department of Labour provide guidelines around the  

provision of first aid training in the workplace, outlining what 

an employer needs to consider when determining their first 

aid requirements. 

 

Employers may have a requirement for their employees to be 

trained and assessed under the NZQA unit standards  

framework if they are working towards a national certificate,  

diploma or trade apprenticeship.  If there is no requirement 

for unit standards, there are training providers who offer  

onsite industry specific or workplace first aid courses which 

are tailored to the specific workplace, ensuring that first  

aiders are educated and feel confident to provide first aid  

assistance.   

 

Did you know? 

In 2007 the injury claim rates in the manufacturing  

industry was 149 claims per 1,000 FTEs.  The manufacturing 

industry is one of three industries that account for almost half 

(49 per cent) of all industry-specified injury claims. 

 

 

 

 

In 2008 workers in the manufacturing industry lodged the  

highest number of provisional claims, with 38,900  

work-related claims (17 percent of all claims). 

 

In 2008, those in plant and machine operators and  

assemblers occupation groups accounted for nine fatal claims   

(Source: Statistics New Zealand). 

 

By having employees trained in first aid you will be meeting 

your legal requirements and minimising the risk of your  

workplace contributing to the 1,000õs of work-related injury 

claims made every year.   

 

This article was provided by TriEx, Safety and Wellness. If you 

require further information relating to this topic please  

contact us on email: mea@mea.org.nz or phone:  

0800 353 2540.  

Safety  

Health & Safety Advisory Services 

Hazard Identification &  Assessment 

ACC WSMP Discounts  

Mango Online Health & Safety   

    Compliance System 

HSNO Approved  Handler Training 

Occupational Hygiene  Assessments 

(Air, Dust, Noise, Lighting) 

2/11 Leslie Hills Drive | Riccarton   PO Box 9225 | Tower Junction Christchurch 8149 

P (+64) 3 343 2997 | 0800 4 TriEx   F (+64) 3 343 2998   E info@triex.co.nz 

www.triex.co.nz 

Does your workplace comply with the Health & Safety Employment Act?  
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Did You Knowééé? 

 

Employee theft and fraud is far more pernicious and  

widespread than is generally known ð costing employers  

hundreds of millions each year. In the manufacturing industry, up 

to 80% of ôunknown shrinkageõ may be due to internal  

dishonesty. As poor economic and unemployment conditions 

continue to drag on, employee theft is steadily increasing ð in 

fact, across New Zealand, employers, trade-industries, and  

security firms are reporting a noticeable rise in employee crimes, 

particularly frauds, and thefts of cash, stock, and equipment. 

 

In the 2009 PWC Global Crime Survey, in the incidence of  

internal fraud, out of 54 countries New Zealand ranked #8!! This 

is largely attributable to several factors prevalent in New Zealand 

commerce and industry: 

 

  1) The abundance of opportunities for the commission of frauds 

in most businesses; 

  2)  The high degree of (and desire for) ôtrustõ predominant in the 

New Zealand workplace environment; 

  3) The absence or weakness of adequate checks/balances,  

 control procedures, and fraud audit processes; 

  4) A common reluctance on the part of management to  

 expend time /resources on fraud prevention. 

 

In 2006, a Canterbury business survey revealed that 79% of  

employees anonymously admit that they steal from their  

employers (or are quite willing to do so, where opportunity exists). 

Yet, not only are most businesses extremely poor in both the 

prevention and detection of such crimes, the subsequent  

prosecution or conviction of offenders is also extremely  

infrequent. 

 

Yet ôhindsight reviewsõ of such cases almost invariably show how 

simply those crimes could (and should) have been prevented ð or 

a much earlier ôwarning bellõ rung ð with improved controls over 

stock and/or cash, tighter systems and procedures, raised  

management awareness and vigilance, more discerning reviews 

of POS/accounting data or other areas   Whether it be hundreds 

of thousands (or millions) of dollars worth of product spirited out 

of the warehouse, or stolen via bogus invoice scams, when  

security has failed, the cause is usually attributable to  minimal 

(or missing) checks and balances in vital areas of the business. 

 

Most businesses simply assume that their ôsecurityõ against theft 

and losses is effective ð until they get ripped off. Weaknesses in 

operational security typically become evident only after the  

criminal act has succeeded. Especially with internal security 

risks, less than 0.5% of firms ever test their security procedures, 

or challenge their own protective/procedural systems to  

determine if they are truly functional or are merely a ôcosmeticõ 

veneer (i.e. the business actually operates on what amounts to 

an ôhonour basisõ). 

 

Independent security ôappraisalsõ reveal a great many New  

Zealand  businesses are quite ôsoft targetsõ to any halfway  

serious or intelligent criminal threat, especially from inside the 

firm, and often involving several employees. Yet even when major 

theft vulnerabilities are demonstrated, many managers still 

strangely choose to remain largely ôre-activeõ. Thus, rather than 

truly preventing theft-losses, management too often finds itself 

responding to them ð which is always a ôlosing game, as usually 

the money is unrecoverable. 

 

 

The usual reasons for ôsecurity inertiaõ are: Complacency  

(òIt-canõt-happen-to-meó);  Over-trust (òI know all my peopleó). A 

belief that security ôcosts too muchõ or that ôshrinkageõ is just an 

inevitable ôcost of doing businessõ; or ôSecurity doesnõt make 

moneyõ (actually it does ð even moderate loss prevention efforts 

have helped thousands of businesses lift their profit levels from 

10%  up to 50%). 

 

So hereõs a little ôchallengeõ to executives ð play a ôrole-gameõ  

pretend, for just a while, that you are NOT in any position of  

authority, but only an average employee (warehouseman, driver, 

accountant, purchasing officer, production foreman ð or any 

other job position working within in your own company. You are 

not overburdened by any sticky sense of ethics or loyalty. In fact, 

you donõt really like your bosses,   feel unappreciated/underpaid 

for your labour, and itõs ôjust another jobõ until something better 

comes along. 

 

Now ð knowing all you do about the business, its systems,   

routines, practices, procedures, etc ð how easily could you steal 

cash or goods from this place? How might you do it? What would 

be the best methods, with nil or low risk of detection? How much 

could you get? ð and how often could you do it? Could you rotate 

various ôtheft stylesõ so the losses stay ôbelow the radarõ? Now, 

suppose you found a like-minded colleague with whom you can 

collude in different ways ð how much more could the two of you 

get, working together? (Many internal thieves devise means to 

steal hundreds of dollars worth per day, every working day). 

 

If you find that you-as-employee could steal substantial amounts, 

and get away with it ð then you are vulnerable. You must ask 

yourself:  If I could do it, whatõs stopping anyone else from doing 

the same? Personal honesty? ð remember the 79% above. If this 

all sounds a bit provocative, it is ð in hoping to spur you to take a 

few moments and honestly re-consider your security and its  

issues: The probable-reality of crime-related risks; the prevailing 

attitudes toward security issues; the actual extent/levels of  

procedural and physical controls and protections; and their  

genuine adequacy in the face of real workplace threats. 

 

Did you know that the MEA provides a free Security/Loss  

Prevention ôHelp Deskõ to its Members? This is an extremely  

useful advisory service, operated in conjunction with Steve Davis 

ð a 25-year professional security consultant. The advice can as-

sist with most security issues in any type of business: Internal 

theft/fraud vulnerability, auditing and prevention (or investigation 

of suspected problems), physical and systems/POS anti-theft 

controls, security/electronic systems, management training;  

computer and confidential information security; and a wide  

spectrum of other security-related areas. Advice to members 

involves no charge.  

 

Security, in the end, is mainly about profits.  Shaving just 1% off 

your loss-component can equal a 10%-25% boost to the bottom 

line, making loss prevention the most profitable activity you can 

focus on!  Being ôproactiveõ means identifying and resolving  

potential problems before they result in losses.   

 

To find out more, or to discuss any issues, queries, or concerns, 

please contact the MEA.  

 

This article was provided by Davis Consulting. If you require  

further information relating to this topic please contact us on 

email: mea@mea.org.nz or phone: 0800 353 2540. 

 

 

          By Steve Davis of Davis Consulting  

How Much Could You Steal From Your Own Business???   
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In the last article we talked about Twitter (www.twitter.com) 

and the potential impact on not only your social life but 

also finding people that you might want to employ. The 

next area to explore is Facebook (www.facebook.com). 

 

Facebook is something you might have heard your children 

discussing or you may have threatened to extract the  

internet connection from the wall to ensure that some 

homework is getting done.   

 

òFacebook helps you connect and share with the people in 

your lifeó, it is essentially an on line community where you  

control who gets to interact with you.   

 

However once òinside the circleó the interaction takes lots 

of forms such as , photo sharing, chat sessions, status 

updates etc. Most regular Facebook users donõt send a lot 

of emails (that is so last decade). So you assume  

Facebook is for the teenagers? Wrong. Over 65% of  

users are over 26 years old and the fastest growing  

demographic is women over 55 years old. 

 

This all sounds like pretty innocuous fun. So where is the  

problem? Itõs a small thing called a digital footprint. Thatõs 

the trail you leave behind when you use any digitally  

controlled device. You might think the uploaded photos of 

you winding down from a tough week on Friday night are 

pretty funny, shared between friends but is that image  

consistent with your employerõs desire for a Marketing 

Manager? Clever people can get access to your footprint, 

although realistically; most will only be using software that 

will allow them top line views, such as status and some of 

your friends.  

 

But be prepared! If youõre looking for another job and  

starting to apply for roles you must assume that the 

agency or company is searching on you as much as you 

are investigating them.  

 

Make sure your profile reflects what you want to say about 

yourself and your company. 

 

My advice to both parties is to clean up your footprint! 

 

Next month we will move on to linkedIN 

(www.linkedIN.com)  

This article was provided by Farrow Jamieson. If you  

require further information relating to this topic please 

contact us on email: mea@mea.org.nz or phone   

0800 353 2540  

 

 

 

 

 

 

 

By Sue Jennings of Farrow Jamieson  

Beware the Digital Footprint!  

http://www.twitter.com
http://www.facebook.com
http://www.linkedIN.com

