
Raystat supports street art

ASA goes to the circus

Writing instruments 
supplier Raystat, in conjunction 
with manufacturer edding, has 
thrown its support behind a new 
craze in street art that’s taking 
the country by storm.

Called Secret Wars, it involves 
two artists battling it out for 90 
minutes against each other to 
produce the most popular piece 
of street art.

“This movement has become 
very big in Europe over the past 
couple of years and it is very 
exciting to have something like 

this for budding young artists and 
well-established artists here in 
Australia,” said Raystat managing 
director Andre Raynal.

“Because of the popularity of 
this concept in Europe, edding 
has developed a special marker 
that is exclusive to the artists, but 
it also gives them a chance to get 
in front of a key demographic to 
showcase other products within 
the edding range.

“Being involved with Secret 
Wars here in Australia through 
edding gives us the same 

opportunity to get the brand in 
front of a large group of people, 
and we’re very much looking 
forward to supporting the event 
both here in Australia and in New 
Zealand over the coming months.”

The special marker developed 
for the event by edding is a 
4090 paint marker, however 
the difference is, the ink inside 
the marker has been specifically 
designed to be fast-drying and 
free-flowing so that the artist 
can produce their desired works 
in the timeframe available.

“These markers are without a 
doubt the best possible markers 
around for artists who are 
looking for a product that’s 
reliable and gives them the 
scope to create whatever they 
want,” commented Shannon 
McKinnon, the manager of 
Secret Wars Australia.

“The best thing about the 
exclusive edding markers are 
that the nib can be replaced 
and they are refillable, which 
saves the artist money and 
also allows them to work 
continuously – a priority when 
you are trying to produce a 
piece of art in 90 minutes.”

The Sydney competition 
of Secret Wars has just been 
completed, and the competition 
is now moving to Melbourne 

before going to Perth,  
Brisbane, then New Zealand.

“These state-based 
competitions will eventually 
give us the opportunity to 
run national championships, 
with the winner going on to 
face off against other national 
champions from across the 
world,” McKinnon added.

“This competition is getting 
bigger and bigger by the day, 
and without the support of 
companies such as Raystat and 
edding it would not be in the 
position it is currently in.”

The competition is also a 
plus for Raystat as the company 
looks to grow its brand 
awareness within the consumer 
market. According to Raynal, a 
competition such as this is a great 
way to get the brand out there.

“As I said, Secret Wars is a 
way for us to get our products 
out there, and I’m sure we will 
see positive results because of 
it,” commented Raynal.

“We are still a young company, 
and getting involved with projects 
such as this is a great way for us to 
grow our business.

“It is a very exciting time 
for us at the moment and we 
are looking forward to the 
relationship we are going to 
have with Secret Wars.”

Independent dealer 
group ASA Australia is 
excited to announce it will be 
conducting its second Trade 
Meet, with the date and venue 
for the 2011 event announced.

The event will be held at 
Sydney’s Luna Park on Saturday 
12 February, 2011.

Siobhan Tagell, ASA general 
manager, said: “On the back 
of the overwhelming success 
of the 2009 Trade Meet, we 
are currently in the throes 
of organising yet another 
successful event.

“The only major difference 
will be, whilst having our entire 
supplier and member families 

in the one place at one time, 
we will be combining the 2011 
Trade Meet with our 2011 
Catalogue Launch and Supplier 
of the Year Awards.

“We received overwhelmingly 
good feedback from our 
members, member staff and 
suppliers, that we will continue 
to host a Trade Meet every two 
years, adding additional benefits 
to all involved each time.”

The day event, which includes 
supplier presentations and an 
expo, will be held in Luna Park’s 
Big Top.

Tagell made it quite clear the 
day would not be all about working 
and spending time indoors.

She is very much 
looking forward to seeing 
a large number of her 
members and their staff 
enjoy all that the iconic 
Sydney theme park has 
to offer.

“Yes, it is an all-day 
event consisting of exhibition 
stands, workshops and 
amusements throughout the 
venue, however time will 
be assigned so that those 
who choose to revisit their 
childhoods can venture around 
Luna Park and get some thrills 
on the rides.”

Once the daytime dealings 
have been completed, the 

membership will then be treated 
to a wonderful evening inside 
Luna Park’s Crystal Ballroom, 
allowing guests to take in 
Sydney’s icons by night.

“We are very excited about 
this event, and we cannot wait 
for February to come around 
so that we can enjoy what has 
become one of the highlights of 
the ASA calendar.”
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History
Blue Ink office supplies was born 
out of an acquisition and merger 
of three different companies. In 
2008 WC Penfold Canberra, 
Canberra Law Stationers and 
Office Choice Tuggeranong all 
came together to form what is 
now Blue Ink.

Once the new company had 
formed, it then became the first 
ASA Australia member in the 
ACT and the rest, as they say, 
is history.

During its two years, the 
business has experienced some 
extremely rapid growth and is 
now very much deserving of its 
place amongst Australia’s top 
office product resellers.

Strengths
When it comes to promoting 
itself, Blue Ink is very much so 
at the top end of any business in 
the office products industry.

Apart from the usual 
promotional activities many 

companies employ, Blue Ink really 
leverages its locally owned business 
brand throughout the ACT.

The company is very heavily 
involved in two national 
sporting teams, as well as a large 
number of local sports clubs.

Working together with these 
organisations has definitely been 
a positive for the business, and 
it has also seen them accrue a 
large amount of new business 
from the local community.

Another major strength Blue 
Ink has is that it’s locally owned 
and operated.

Now, while all of the other 
businesses within the awards are 
also locally owned and operated, 
in a market such as Canberra 
this is a huge plus considering 
the amount of government 
business that’s up for grabs.

Weaknesses
As the business was transformed 
from a retail outlet to a 
commercial centre, Blue Ink 

still receives quite an amount of 
retail foot traffic.

Not that this is a bad thing, 
but when you are trying to focus 
solely on commercial trade, the 
retail side of business can take you 
away from where you want to go.

Another area Blue Ink is 
also looking to improve is its 
warehouse facility.

As you can imagine, making 
one business out of three can be 
quite challenging – especially if 
the room is not available.

This matter is currently being 
addressed by the Blue Ink team, 
who are confident new premises 
should be available very soon.

Management
There is a wealth of knowledge 
behind the scenes at Blue Ink 
that has gotten the business to 
where it is in such a short time.

Alex and Stephen Brennan 
have a combined 42 years’ 
experience in the office products 
industry and none of it is going 
to waste when it comes to 
growing the business.

There are real plans in place 
to make this business a true 
B2B reseller in the future, and 
focus exclusively on securing 
commercial customers.

Staff
There is a real sense of pride 
that goes into the day-to-day 
running of Blue Ink, and that 
comes directly from the staff.

The majority of the staff had 
been with one of the other three 
businesses before the merger, 
and they take a great amount  
of pride in what they do.

The staff of Blue Ink are very 
much focused on helping the 
company achieve its goals, and 
with some of the incentives on 
offer they regularly go above 
and beyond the call of duty.

Past performances in 
the ROTY Awards
This is the first time Blue Ink has 
been nominated for the Reseller 
of the Year awards, and there’s 
a good chance it wont be the last.

The under $5 million category 
has been dominated by one ASA 
member over the past 10 years, 
and this business looks as though 
it will take over that role.

For what the business has 
accomplished in such a short 
time, it is a worthy finalist in 
the awards. If unsuccessful in 
winning an award this year, it 
will not be long before Blue Ink 
is named Reseller of the Year.

Capital gains
Two years ago, Blue Ink office supplies in 

Canberra did not exist. Now it is one of the 

major resellers in the nation’s capital and 

their story, while short, is very impressive.
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Going Gong-busters
Some people say that a change is as good as a holiday, and in 

the case of Micon National in Wollongong this statement is a true 

reflection of where the business has gone in the past 12 months.

At the end of the July  2009, ASA-
Australia member Micon National was at a 
crossroads in terms of where the business was and 
which direction they were wanting to pursue.

They were a member of another group and 
looking for a way in which they could grow 
their business which allowed them to do so 
under a major group but at the same time 
promote there own brand, ‘MICON’.

“Discussions were held with various 
groups but it was ASA which had the most 
impressive business model,” said Micon 
National managing director Mick Cuda.

“We felt that we could offer the ASA  
group something that they did not have 
which in turn would help us achieve our 
goals and create our own identity especially 
as we specialised in Office Furniture.

“We met with them and earlier this year 
we made the switch and all the signs have 
been positive as far as business goes.”

Although Cuda had believed he made 
the right choice in changing groups, he still 
knew that he needed to work very hard on 
his business during the transition period 
to ensure that Micon National kept its 
reputation with its customers.

“It is said very frequently in this industry 
that service is the key and that message is 
definitely true,” he added.

“With the added pressure of moving to a 
larger prominent location we had to ensure 
we did not let our customers down through 
the transition as there was also a new website 
to address.

“It has taken a little bit longer than we had 
anticipated to get everything that we wanted 
up to speed but we are there now and it is 
showing through the business.”

Based in Wollongong, about an hours 
drive south of Sydney, Micon National has 
really built up a reputation in the area as 
being furniture specialists.

This is one area that Cuda is very proud of 
because this type of reputation comes from 
doing the job well and being referred by 
happy customers.

“It is always great to receive that kind of 
feedback from previous customers as well as 
potential ones,” Cuda said.

“We specialise in complete office fit outs, 
and I mean complete.

“We are capable of doing what ever the 

customer wants, which is a service that not 
many can do.

“I have had builders and architects call 
us to, because the customers would like 
someone to fit out their offices that have 
been recommended by them and receiving 
those types of calls are very rewarding.”

Whilst the furniture side of the business 
is extremely strong and virtually running 
itself, Cuda has been focusing on improving 
Micon’s office products business which is not 
where he would like it at the moment.

“This is not to say that our office products 
side of the business is weak or under 
performing, its quite the opposite really,” 
Cuda states.

“We have been having some very 
impressive months of late, but we are finding 
that there is a big push by the big players 
(Corporate Express, OfficeMax and Lyreco) 
in the market down here which is causing us 
a few problems.

“They are really pushing their top items 
and we simply can’t match them on price.

“So we offer them the service as well and  
it has been a winner for us.

“This is where we are able to beat the big 
guys,” he says.

“They can beat us on price but when it 
comes to service we know we can not only 
compete but beat.”

Speaking of the big players in the industry, 
Cuda mentioned that he was trying to follow 
the path of one of the big players but on the 
retail side of things.

“When we moved to ASA and started to 
look after our own marketing and such, I was 

at a little bit of lost at where to start,” he said.
“I then saw some of the things that 

Officeworks were doing and thought that if 
I could market our business the way they do 
theirs, then we would be fine.

“Not that we have copied them in what 
they do but more so in how they think.

“Of all the big players in the market, 
Officeworks are definitely the kings and 
trying to emulate them is not a bad thing, 
but what it did make me do was think 
differently about our approach towards 
marketing and to be honest it has worked.”

“You can’t just win a customer on price as 
ultimately you will lose them on price”

With so many changes to the business in a 
short time, Cuda is now looking to revitalise all 
parts of his business to gain maximum reward.

“I am very comfortable in my surrounds  
at the moment,” Cuda says.

“Our new building is a godsend and 
the improved facilities has been very well 
received by staff and customers.

“The change in group has been like a 
breath of fresh air and I am happy doing 
what I am doing right now.

“We lost a little bit of ground during the 
transition but we have got that back and 
then some and we are really now focused  
on what is in front of us.

“The ASA group is a wonderful family  
to be a part of.

“It enables us to have a voice within the 
group whilst maintaining our independence.

“This has reflected in some solid trading 
months so I really mean it when I say that 
business is looking up.” ✉
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“They can beat us on price but when it comes to service we know we can not only compete but beat.”


