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To whom it may concern,

This letter contains some feedback regarding the EMDG program – a program 

that has allowed us to grow rapidly and find success in overseas markets – 

and a program that, if scaled back or insufficiently funded, would 

threaten the success of our company and the jobs of our employees.

I think we’re one of the very few successful mass-market software product 

companies in Australia, and we’ve got some very lofty ambitions. We’ve 

used EMDG twice and it’s been instrumental in our success.

Some history:

We are a rapidly growing and entrepreneurial software company based in 

Melbourne. In 2005 we were awarded a commendation in the Governor of 

Victoria Export Awards in recognition of our work. Over 70% of our sales 

are export sales – in fact, it’s probably closer to 80%. And in the last 3 

years, we’ve grown revenues by a factor of 5. Employment is up from a 4 

company person to 13.

However, our growth plans are under threat. Two of the biggest recent 

problems we face are:

·         The strengthening Australian Dollar against the US Dollar and GB 

Pound

·         A disappointing 2nd Tranche from the EMDG of 2006-2007.

I cannot understate the importance of EMDG to our company. It makes the 

marketing of our product eminently more affordable, and gives us the 

opportunity to try marketing activities that would otherwise have been out 

of our reach.

For example, in 2006, we exhibited at CeBIT Hannover, Germany – which 

would have cost us $40,000 or more, when we factor in all costs and time. 

EMDG covered a proportion of the air fares, stand costs, accommodation, 

printing of marketing collateral, etc. Without EMDG, we would not have 

been able to attend this event! 

It turns out that it took around 2 years for us to get a payoff from EMDG. 

In early 2008, we were able to sign on a distributor in Germany whom we 

met at this event. This distributor will grow our sales to Germany, 

Austria and Switzerland, and we estimate that their sales alone will pay 

our costs for the CeBIT event within this year. Future growth from that 

distributor will help us reinvest in the company through continued 

technology and development investments, such as employing more people – 

which is good for the economy.

In short: the program helps unlock export opportunities by enabling us to 

undertake marketing activities that we otherwise would not have undertaken 

due to the high costs and long payback period. In the past, we’ve been 

able to budget and plan our marketing activities based on an average 45% 

rebate, and grow our company successfully. Unfortunately, it doesn’t look 

like we can budget and plan with any level of confidence now.

I’m extremely disappointed that the 2nd Tranche was so under expectation. 

And now with the uncertainty of what the overall payout will be for the 

coming years, it makes it very much harder to try to grow our business 

through export marketing.

As a growing software exporter, we are already facing huge challenges:

·         the rising Australian dollar has SLASHED our revenues by 20% in 

the last few years

·         good talent is going overseas for higher incomes

·         there are comparatively few successful software export companies 

so we don’t have the support network available to U.S. entrepreneurs

·         we are geographically inconveniently placed, and we have had to 

put on night-shift people to service our overseas customers, and each 

major trade show we attend costs us megabucks because of the cost of 

flights and freight!

Please realise that we’ve already had to scale back our marketing because 

of the disappointment of the 2nd Tranche, and if the future of EMDG 

payouts are uncertain, we will be forced to pull back on our marketing 

activities and that has the flow-on effect of slowing down the success and 

growth of the company. Uncertainty over EMDG payouts is yet another risk 

to our company.

And this is definitely not the time for the Government to be forcing 

additional risks on Aussie companies!

Please also note that our U.K. counterparts also receive an approximate 

50% rebate on their export marketing activities, and we are already at a 

disadvantage compared to them (given the 2nd tranche disappointment).

I shall be very happy to answer any additional questions you may have.

Regards,

Linus Chang

Managing Director

Cortex I.T. Labs Pty Ltd
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