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Long before the Adelaide 
Entertainment Centre 
was even an idea, Ed 
Sanders would work late 
into the night in a small 
shed on the Port Road 
site manufacturing wheels 
– and building what would 
eventually become an 
internationally recognised 
business.
Performance Industries makes high 
quality aluminium automotive wheels, 
which are used on military vehicles in 
the Israeli army, armoured cars 
transporting cash around Europe and 
other vehicles in parts of Africa and Asia.

As well as a factory at North Plympton, 
the company has warehouses in 
Brisbane, Sydney, Melbourne, 
Launceston and Perth.

With wife Anne by his side – and 
sometimes a baby sleeping in the corner 
of the shed - the Polish immigrant built 
the company from the ground up.

“The company started in its own right in 
1974 in a little shed I had hired,” Mr 
Sanders said.

“My wife would even bring our baby son 
in his cot in the early days. We would be 
there until 11 at night and she’d be 
there to make sure nothing happened 
to me and she’d be working beside me.

“Over the next couple of years after 
working 15 and 16 hours a day, six days 
a week we employed a few more people 
and slowly as we put a few dollars 
together and got a better workshop 
things started to roll on, just like any 
other business.

“Either you make up your mind to go 
forward or you just disappear off the map.

“I guess I had a lot of challenges and 
the biggest challenge was to prove to 
myself I could do it because I was an 
immigrant to this city and it was a little 
bit harder to get started then.”

Mr Sanders’ parents were used as 
slave labour in Germany during the 
Second World War and left for 
Australia with four-year-old Ed after the 
war ended.

After finishing school at 17 Mr Sanders 
spent two years in the army and then 
took whatever work he could find. It just 
happened that among his employers at 
that time were ROH and Magnum 
Wheels.

“It’s not that I was interested in wheels, 
just that I got into working for 
somebody that was making wheels and 
one day I thought ‘I can do this just as 
well as they can’,” he said.

Mr Sanders’ father was initially his only 
employee and his second employee was 
his father-in-law but the company 
gradually built up to peak at about 60 
staff two years ago.

The downturn in the car industry and 
the effect of cheap Asian imports have 
impacted the company in more recent 
times, with numbers now standing at 
about 30.

 “You can’t always keep going up and up 
and up and up – there has to be time 
to catch your breath and sometimes 
that’s forced upon you, like now,” Mr 
Sanders said.

Mr Sanders and Performance 
Industries have been clients of Hood 
Sweeney for about six years.

Previously they were with a small family 
company, which they realised they had 
outgrown after a nearly 30 year 
relationship.

“We became too big for them to handle 
our accounts and our bank manager 
said maybe we should look elsewhere – 
like Hood Sweeney – because there 
would be more opportunities for 
growth,” Mr Sanders said.

“And they’ve given us some very good 
advice so far,” he said.

“They’re a good team of people to be 
able to discuss things with and even 
though I tend to like to do things my 
own way, they have done a lot for the 
company and my own personal 
investments.”

And he said with Hood Sweeney beside 
them, Performance Industries would 
be well-placed to grow once again when 
the industry turned the corner.

“We’ve consolidated because of what’s 
happening in the industry but we’ll be 
building it up again,” Mr Sanders said.

“At the moment if there’s opportunity 
to go forward and grow a bit more we 
are taking advantage of it but if not, 
we’re battening down the hatches and 
servicing the markets we’ve got and 
then when things improve we’ll be in a 
position to go forward.”

>> Client Profile:
 Ed Sanders
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Important Dates
>> 21 March______________________________________________
• February 2009 monthly activity 

statement – due date for lodgment
and payment.

>> 31 March______________________________________________
• Income tax returns for companies and 

superannuation funds with total income in 
excess of $2 million in latest year lodged 
(excluding large/medium business 
taxpayers).

• Income tax return for individuals and 
trusts which were as per latest year 
lodged classified as large income tax 
payers.

>> 21 April______________________________________________
• March 2009 monthly activity statement – 

due date for lodgment and payment.

>> 28 April______________________________________________
• Quarterly instalment notice – form

R, S or T – for Quarter 3 (Jan – Mar 
2009) – lodgment only required if varying 
the instalment amount.

• Superannuation guarantee charge (SGC) 
statement – quarterly for Quarter 3
(Jan – Mar 2009) required contributions 
to be made by this date.

>> 15 May______________________________________________
• Income tax return for all other entities not 

required earlier and not eligible for the 5 
June concession.

>> 21 May______________________________________________
• April 2009 monthly activity statement – 

due date for lodgment and payment.

• Quarter 3 (Jan – Mar 2009) activity 
statements – due date for lodgment and 
payment via paper or ECI.

>> 26 May______________________________________________
• Quarter 3 (Jan – Mar 2009) activity 

statements – due date for lodgment and 
payment via ELS or the Tax Agent Portal.

>> 5 June______________________________________________
• Income tax return for all entities with a 

lodgment date of 15 May 2009.

• Income tax return for individuals and 
trusts with a lodgment end date of 15 
May 2009 provided payment is also
made by this date.

>> 21 June______________________________________________
• May 2009 monthly activity statement – 

due date for lodgment and payment.

>>

Interactive Intelligence’s premier IP telephony 
solutions—Enterprise Interaction Center® (EIC) 
and Contact Interaction Center ® (CIC) include 
an all-software, application-rich IP PBX for small 
to medium (SMB’s) and enterprise size 
businesses that incorporates open standards 
such as Session Initiation Protocol (SIP), along 
with tight integration to Microsoft product suites. 

Why Upgrade your Existing PBX?
For SMB’s implementing IP telephony or 
migrating to VoIP, the bonus is efficiency with 
the lowered operational costs of a single 
communications network. You can empower 
your employees to be performance-driven with 
workforce accessibility, collaboration, enhanced 
business processes, customer service and 
managed services all supported using VoIP. 

With IP telephony and SIP hitting the mainstream, 
organisations are looking at application-rich IP 
PBX systems to anchor their VoIP business 
initiatives. Many are also weighing on-demand IP 
telephony options such as those offered in a 
Communications as a Service (CaaS) model, 
(which Interactive Intelligence offers), that relies 
on VoIP for services delivery control. However, 
where VoIP can enhance the value proposition 
of hosted services with certain levels of flexibility, 
an IP PBX at your own site can increase 
communications capabilities, security and control.

Choosing an IP PBX 
In choosing a business IP PBX, you should consider 
the following ways to find the best system:

Practical
Companies that require an IP PBX system can 
leverage open standards, like SIP, to integrate 
networked communications and business 
applications on a desktop or mobile PC. 
Workers rely on computers and phone devices 
and an abundance of information every day to 
serve customers, process orders, track supply 
chains, collaborate, message, and generally 
keep a business running. But with multiple 
systems for telephone calls, messaging and 
data, it’s difficult to make business processes 
more efficient and put employees in control to 
effectively do their job.

In terms of all-in-one IP PBX systems, your 
company should look for a system that provides 
a single platform and adaptable, pre-integrated 
multimedia applications to support changing 
business processes. At the same time, look out 
for “integrated” proprietary IP telephony 
systems that still come down to one piece of 
hardware, say for a PBX, ACD, automated 

attendant, chat server and IVR system –
with the promise of VoIP capability after adding 
another hardware box or more systems. 

HST and ININ Solutions
Enterprise Interaction Center® (EIC) is an 
all-software, application-rich IP PBX for 
mid-size enterprises that incorporates open 
standards such as SIP, along with tight 
integration to Microsoft products. 

EIC Offers:
• Application-Rich IP PBX
• Tight Microsoft Integration
• Ease-of-Deployment and Administration
• Mobile Support for Location-Independent Use
• All-Software, Standards-Based Architecture
• Complete Out-of-the-Box Solution
• Flexible Growth

Customer Interaction Center® (CIC) is an 
all-in-one communications software suite that 
provides multi-channel contact center 
automation and enterprise IP telephony 
functionality for mid-size to large 
customer-focused and interaction-intense 
organizations.

CIC Offers:
• Single, All-in-One Platform
• All-software Architecture
• Broad Set of Applications for the Contact 

Center and Enterprise
• Maximum Interoperability
• Cost-Effective Multi-Channel Customer Service
• Choice of Premise or Hosted Deployment

What Makes our Products Ideal for SMB’s
Interactive Intelligence’s EIC and CIC IP telephony 
application suites run on a single platform. 

HST in partnership with Interactive 
Intelligence brings more than a decade of 
innovation and experience providing a 
complete SIP architecture and VoIP capability 
in its Enterprise Interaction Center® (EIC) and 
Contact Interaction Center® (CIC) product 
suites for IP telephony and multi-channel 
business communications. 

In offering the pre-integrated all-in-one EIC and 
CIC solutions for IP PBX capability, Interactive 
Intelligence brings voice, data and people 
together – using the same multimedia 
software platform that has been implemented 
in thousands of businesses and contact 
centers around the world since 1994.

Now you can take the same approach to 
finding the best IP PBX for your business.

Voice over IP & IP Telephony:
Just hype or cost-effective business solutions?
Hood Sweeney Technology (HST) in association with Interactive Intelligence, a unified 
communications solutions company, recently joined forces to bring you innovative 
software solutions that go beyond Voice over IP (VoIP) and traditional PBX systems.
Our solutions enable business systems, networks and communications devices to 
effectively streamline voice and data. Your company can now ensure business continuity 
and support branch offices while protecting your technology investment over time.


