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I refer to the review being undertaken by the current Australian 

Government and applaud their vision.

This submission primarily concerns the EMDG program.

At the outset, I would like to make it clear that whilst I have had 

significant experiences with exporting, inward investment, Austrade and 

EMDG in my various roles and most directly as a Director of BoxSentry Pty 

Limited, the views expressed in the below submission are my personal views 

and not the views of BoxSentry Pty Limited, BoxSentry Pte Limited or any 

other organisation I am or have been involved with except where they are 

specifically stated to be the views of that organization.

Summary of Submission

The EMDG program is an ineffective use of government resources

Australia’s export needs and potential would be better served by 

redeploying the funding currently going to fund EMDG towards In-Country 

resources in Australia’s export markets. 

The two main areas of focus should be engaging more Trade Commissioners / 

Trade Representative / Business Developers and creating Australian 

goodwill and commercial relationships through various hosted events in 

export markets. 

Market access is the key element to enabling Australian export success. 

The tyranny of distance makes the task of Australian exporters to generate 

and maintain relationships extremely difficult, time-consuming and costly. 

By Austrade investing in pre-establishing significant relationships and 

then inviting exporters to meet with these qualified relationships, 

substantial progress towards accelerating the completion of an export 

transaction can be made. This would benefit both the exporter and the 

exporter’s customer.

Current EMDG bureaucracy is out of touch with the difficult challenge of 

exporting.

Current EMDG bureaucracy have lost sight of the end goal of their program 

and have turned a scheme designed with good intentions into a “picking 

winners exercise” and have developed “god complexes” due to the fact they 

“control money”.

Current EMDG bureaucracy are actively work against the Austrade In Country 

representatives and second guessing the efforts being made by them from 

the safety and comfort of their Australian based offices.

The rules and procedures around the scheme (EMDG ACT 1997 Cth as amended), 

and the obvious abuse of the scheme by claimants over the years has 

resulted in a EMDG bureaucracy which treats exporters as “suspects” and 

“frauds” and make them jump through umpteen compliance hurdles prior to 

“doing the exporter a favour” by “GRANTING” them what should be an 

“automatic right of re-imbursement”.

I submit the EMDG scheme be terminated and Australia’s resources be put to 

better use by supporting Australian exporters through commercial 

relationships and contacts developed by the DFAT missions – rather than 

dishing out an insignificant amount of money relative to the effort and 

energy required to undertake export and creating an exporter significant 

grief  / administrative burdens in order to avail themselves of the 

reimbursement.

Background to Submission

BoxSentry, a venture capital backed Australian email security company was 

established in 2003.

In 2005 it won the Austrade Sponsored “Secrets of Australian IT award” for 

its products and services.

At the time, I told Mr Peter O’Byrne, Austrade MD:

“Without Austrade, BoxSentry would not be where it is today. Austrade’s 

team in the field is like having 10 business development people working as 

ambassadors for BoxSentry across many international markets”

At the time, BoxSentry had engaged Austrade to set up meetings with 

various potential customers and channel / reseller partners under the New 

Exporter Service offered by Austrade. This service was proving highly 

effective in developing our export markets.

BoxSentry had also engaged the services of an overseas representative to 

undertake the necessary travel / export relationship development.

Having invested heavily in developing the export market, BoxSentry was 

encouraged by Austrade to look at partial reimbursement of the investment 

by applying for EMDG.

In hindsight, my export efforts and relationship with Austrade would have 

been significantly better if I had never heard of EMDG / EMDG did not 

exist.

BoxSentry maintains significant contact with Austrade Missions in the 

field and have been invited by Austrade and the South Australian 

Government to champion the rewards and discuss the commitment and effort 

required for Australian technology companies to make a difference in a 

global marketplace (for example, by contributing as speakers at Australian 

export seminars / writing articles for Austcham magazines etc).

To demonstrate the credentials upon which my opinion is based, I attach a 

list of the various Austrade field representatives with whom BoxSentry is 

personally acquainted (instant name and company recognition due to the 

extensive work undertaken by these representative with BoxSentry and 

relationship developed over the past 5 years)

In spite of the sacrifices made by the overseas representative in pursuing 

the activity of exporting Australian technology (travel for over 180 days 

in any year), EMDG have treated BoxSentry and its people with a level of 

contempt and disrespect which is unheard of from a government department, 

let alone a customer service oriented culture.

BoxSentry’s experiences demonstrate just how out of touch EMDG Auditors 

and State Managers are when assessing grants. This includes amongst other 

findings and decisions an assertion that the only time a grant should be 

payable is when a representative is in the field – dismissing the 

extensive time and effort involved in setting up and preparing for 

meetings / designing proposals and presentations and all the other 

pre-activity involved in a sales / promotional call – especially when such 

a call is being made in a foreign country where English is not necessarily 

the primary language. 

Further, EMDG have taken to attacking the Austrade officers in the field 

with allegations of displaying “poor judgment” by assisting BoxSentry 

export.

Conclusion

The approach taken by EMDG demonstrates a program and program officers out 

of touch with the realities and difficulties of exporting.

The entire program should be scrapped.

Today, BoxSentry has more than 8 nationalities and 15 languages 

represented in its diverse 28-person team located in Singapore. Of this 

team 10 persons are Australians. Through its solution partners, BoxSentry 

also has dedicated resources in Tokyo, Seoul, Bangkok, Taipei, Jakarta, 

Dubai and Bangalore.

In spite of the offensive manner BoxSentry has been dealt with by EMDG, it 

still credits Austrade with assisting the Company achieve export success.

EMDG’s attitude including that of it’s senior officers (including state / 

national manager level) and Peter O’Bryne’s reluctance to say to his EMDG 

team “enough is enough” can be taken as a significant factor in my 

decision to relocate Corporate Headquarters to Singapore in September 2006 

– thus dis-engaging from any further involvement with EMDG.

There are many better ways for the EMDG resources to be spent and achieve 

a better return on investment for Australia. From my experience, there are 

better techniques of providing reimbursement to genuine export oriented 

Australian companies who demonstrate their commitment to exporting.

Action / Follow-up

Although I now reside in Singapore on a permanent basis, I frequently 

visit Australia and would be happy to provide further input into ways 

Australian export can be enhanced and advise of practical solutions to 

foster and facilitate an export culture within SMB’s.

In addition to my role at BoxSentry, I am a venture capitalist and a tax 

lawyer. I have previously held the position of Vice Chairman of the 

Australia India Business Council for a number of years, I am the founding 

member of TiE Sydney (an entrepreneurial organization with Chapters in 49 

countries) and have been involved in the issues surrounding technology 

investment and export since 1993 in my investment banking role with the 

firm now known as UBS.

I would welcome the opportunity of providing further input to the review 

and can be contacted as outlined below.

Yours faithfully

Adesh Goel

Solicitor of the Supreme Court of NSW

Mobile: 0419 696 098

Email: agoel@bigpond.net.au
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