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Bumper run for WA’s big companies
Record commodity prices and a flurry of M&A deals have defined the 
past year for listed resources companies. 

IT’S no surprise a surging iron ore 
price has again powered Fortescue 
Metals Group to the mantle of Western 
Australia’s largest listed resources 
company. 

That’s according to Business News’ 
Data & Insights, which ranks public 
resources companies by their most 
recently reported revenue. 

For Fortescue, this increased from 
about $18.8 billion to almost $30 
billion in the past financial year.

The Andrew Forrest-chaired 
company attributed the growth to 
completing its highest ever annual 
shipments in its near two-decade 
history – driven by increased demand 
from the world’s biggest importer of 
steel, China – and strong earnings 
and operating cash flow from its 
hematite mines in the Pilbara. 

However, the 2021 financial year 
was not without challenges. 

In May, Fortescue for a second time 
revised the capital estimate of its Iron 
Bridge magnetite project to as much as 
$US3.5 billion, revealing that inflation, 
exchange rates, and labour constraints 
were impacting on materials and 
installation costs associated with the 
asset’s development. 

Fortescue also pushed back first 
production to December next year. 

The total cost blowout could be 
as much as $US900 million on the 
company’s initial budget for Iron Bridge. 

Adding to its challenges, a quicker-
than-expected decline in the iron ore 
price has led to a massive sell-off of 
mining stocks, including Fortescue’s, 
whose shares were trading at about 
the $15 mark in mid-September 
compared with above $26 in July. 

Wood Mackenzie research director 
Paul Gray said the scale and timing 
of the drop in the iron ore price came 
as a shock despite the firm having 
predicted a downward trend all year. 

He said Wood Mackenzie would 
revise its fourth quarter forecast of 
$US155 per tonne to about $US110/t in 
a forthcoming report on the industry’s 
long-term outlook. 

“It is not unusual for prices to 
overshoot in either direction as the 
market digests big structural or 
policy changes that impact market 
fundamentals,” Mr Gray told Business 
News, referencing China’s recent 
move to cut steel production as 
a means of controlling its carbon 
dioxide emissions. 

“We are already seeing the impact 
of the production cut policy with 
lower steel production reported 
for August and we expect negative 
year-on-year comparisons to continue 
over the next few months.” 

The declining iron ore price has 
hit several smaller miners in WA, 
including GRW Group and Venture 
Minerals, which recently suspended 
their respective operations in the Mid 
West and Tasmania. 

More are expected to follow.

M&A activity
Contrastingly, the price of gold has 

remained steady throughout 2021, 
hovering above $US1,700 per ounce in 
recent months and buoying the state’s 
goldminers during the pandemic. 

The strong sector has led to a 
number of merger and acquisition 
deals in FY21-22, with the most 
notable being between Northern 
Star Resources and Saracen Mineral 
Holdings, which merged their 
companies in February.

The deal was first announced 
in October 2020, less than a year 

Regis Resources owns 30 per cent of the Tropicana joint venture. Photo: AngloGold Ashanti
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- Paul Gray Continued on page 28
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Creating integrated energy and water solutions 
for its customers, WA company UON is driving 

the efficiency of off-grid infrastructure throughout 
the State’s resources sector.

For more than 20 years, UON Pty Ltd has 
continued to deliver complete energy and water 
turnkey solutions for the sector’s remote mining 
operations, encompassing services and technology 
from its production, hire, construction, maintenance 
and operational support divisions.

UON Founder and Chairman, Mark Keogh said the 
company’s focus on delivering the unique energy 
solutions that its customers needed, had continued 
to drive innovation and refinement of products.

“Central to our company Mission is helping our 
customers on their decarbonisation journey. We 
have the technology, skills and real experience in 
delivering this,” Mr Keogh said.

Securing a major Australian patent for its 
Generator Motor Controller (GMC) system earlier this 
year was a feather in the cap for UON, which has 
consistently established innovative solutions for 
off-grid energy and water infrastructure operations 
through its history.

Developed by the team at UON’s Malaga facilities, 
the GMC solution is a unique, fuel-efficient, variable 
speed generator that is nameplate rated for operating 
in 40 degree Celsius temperatures and integrates a 
range of functions into one sophisticated machine.

Part of the UON SMART™ family of products 
that are scalable, modular, automated, renewable 
and temperature-controlled, the GMC solution is 
providing customers with genuine, competitive 
advantages over other products currently in market.

UON’s GMC eliminates the need for conventional 
motor starting systems and its operational efficiency 
means reduced fossil fuel use.

“The GMC generator doesn’t need a motor 
control start box - it is the total motor controller,”  
Mr Keogh said.

More than 500 of UON’s GMC solutions are 
currently in operation on WA resources projects, 
specifically designed to withstand the harshest of 
remote environments in which they operate.

Custom-designed by UON, all the equipment 
is built to exact specifications and engineered to 
be future-proof. This also allows UON to reduce 
the typical project lead time, further supporting 
customers.

“Our customers are receiving real CAPEX and 
OPEX savings without any risk to their operational 
reliability,” Mr Keogh added.

“Significant reductions in both capital and 
operational expenditure are bolstered by the 
environmental benefits in the form of proven fuel 
savings. This creates a direct reduction in the carbon 
footprints of mining operations.”

The GMC patent is one of a number secured by 
UON this year, supporting its design and investment 
in new generation technology.

“Industry demand, changes to mining  
operations and the advancement of technology are 
all helping us create new solutions for the sector, 
and we are committed to delivering those benefits  
to our customers.”

The cost of hydrogeology and water management 
is increasingly becoming a key focus of WA mining 
operations, creating significant challenges and 
opportunities for managing the water that is surplus 
to operational needs. The environmental challenge is 
substantial, given an average Western Australian mine 
has 100 water pumps in operation, resulting in some 
16 million litres of diesel fuel being burned per year.

For certain applications located far away from a 
mine’s processing plant, it just is not feasible to use 
power from the mine’s power station, making stand-
alone diesel generators the conventional solution 
for powering dewatering pumps.  Temporary off-grid 
power generation of this nature has traditionally had 
a high carbon footprint, high-cost variability and low 
efficiency – particularly in hot conditions.

“Despite the sector’s continued reliance on  
fossil fuels, there are other options available now,”  
Mr Keogh said.

“We are continuing to show our customers  
how we can help to drastically reduce their 
costs and the resources needed in the mine site 
dewatering process.”

While the GMC solution is a key part of this, further 
efficiencies are also possible through the integration 
of renewable energy and battery storage solutions 
that can be rolled out in easy stages. This means 
that fossil-fuel reductions can be achieved while also 
reducing costs and improving long-term savings.

“Re-deployable renewables technology  
means that UON’s customers can also incorporate 
harnessing nature’s power in a rental solution, 
supporting the efficient management of their  
ever-changing operations.

“Our customers are investing in more than 
just a product, they are investing in an operational 
outcome, and we support them throughout that 
journey,” Mr Keogh said.

October 4, 2021 Business News  |  27

COMMERCIAL CONTENT

407 Victoria Road, Malaga
08 9248 5133  |  info@uon.com.au

uon.com.au

Energy solutions that are 
delivering real savings



FEATURE
RESOURCES

FEATURE
RESOURCES

October 4, 202128  |  Business News October 4, 2021 Business News  |  PB

PB  |  Business News October 4, 2021 October 4, 2021 Business News  |  PB

From page 26

after Northern Star and Saracen 
each bought a 50 per cent stake 
in Kalgoorlie Consolidated Gold 
Mines, which owns and operates the 
Kalgoorlie Super Pit. 

The merger was implemented 
through Northern Star’s all-scrip 
takeover of Saracen, worth about $5.8 
billion.

The combined entity continued to 
trade under the Northern Star banner 
and was (then) led by the goldminer’s 
chairman, Bill Beament, and 
Saracen’s managing director, Raleigh 
Finlayson. 

The merger led to Northern Star 
almost doubling its group production 
to nearly 1.4 million ounces and 
reporting a 40 per cent climb in 
revenue to about $2.8 billion, making 
it the state’s biggest goldminer and 
fourth largest resources company, 
according to Business News. 

Northern Star now also has a 
market capitalisation of about 
$9.9 billion (see table) and three 
production hubs: two in WA and one 
in North America. 

The company made a number of 
other deals in FY21, as well as in the 
current financial year, including the 
$400 million sell-off of a large portion 
of its Kalgoorlie assets to ASX-listed 
Evolution Mining. 

The sale was announced in July, on 
the same day Northern Star appointed 
Stuart Tonkin as managing director, 
taking over from Mr Finlayson. 

That month, Wesfarmers chairman 
Michael Chaney started in his role as 
chairman of Northern Star, replacing 
Mr Beament, who departed the group 
to lead copper company Venturex 
Resources (recently renamed 
Develop). 

In a similar move, Mr Finlayson is 
set to leave Northern Star in coming 
months to join gold explorer Genesis 
Minerals as managing director.

A smaller merger that came out of 
WA’s gold sector in the past financial 
year was between listed companies 
Dacian Gold and NTM Gold, worth 
about $97 million. 

Dacian acquired all of NTM’s shares 
in March and consolidated the latter’s 
Redcliffe gold project, north-east of 
Leonora, with its nearby Mt Morgans 
operations which comprise the Jupiter 
and Westralia mines. 

Dacian’s revenue more than 
doubled in the past financial year to 
about $270 million, placing it inside 
Business News’ list of public resources 
companies at 20th.

Its market cap was about $193 
million on September 30. 

In June, Gascoyne Resources 
announced its intention to purchase 
local explorer Firefly Resources, 
which owns a project close to the 
goldminer’s Dalgaranga operations 
near Mount Magnet. 

The move became clouded recently 
after Westgold Resources, which 
also has operations in the Mid West, 
launched a $103 million unsolicited 
off-market takeover bid for Gascoyne. 

Westgold claimed the offer provided 
a “substantially superior financial 
alternative” to Gascoyne shareholders 

when compared with the “highly 
dilutive” merger with Firefly. 

In May, Regis Resources completed 
its acquisition of a 30 per cent stake 
in the Tropicana joint venture from 
IGO. 

Regis paid $889 million in cash 
for the asset, located north-east of 
Kalgoorlie and 70 per cent-owned by 
South Africa’s AngloGold Ashanti. 

The move allowed IGO to focus on 
its flagship Nova nickel-copper-cobalt 
asset in the Fraser Range and Regis to 
bolster its resources and output. 

$2.8bn 
NORTHERN STAR 
RECORD REVENUE

Regis, which runs the Duketon 
operations in WA, expects to produce 
between 460,000oz and 515,000oz of 
gold in the current financial year. 

It’s ranked WA’s seventh largest 
resources company, having generated 
revenue of $819 million FY21. 

The company’s market cap was 
about $1.5 billion on September 30.

There was also notable M&A 
activity in the oil and gas sector, 
with WA’s Woodside Petroleum set to 
double in value when it merges with 
BHP’s petroleum business. 

The $19 billion deal, announced 
in August, will be implemented via 
Woodside issuing shares to BHP 
shareholders before the second 
quarter of calendar 2022. 

The move is in line with Melbourne-
headquartered BHP’s shift to 
‘future-facing commodities’ such as 
copper, iron ore, nickel and potash. 

Its shareholders will own 48 per 
cent of the combined group and 
Woodside shareholders 52 per cent. 

Woodside, now led by chief 
executive Meg O’Neill, is ranked WA’s 
third largest listed resources company 
after achieving revenue of nearly $4.5 
billion in FY21. 

Meanwhile, Adelaide’s Santos, 
which has operations in WA, and 
Papua New Guinea-focused Oil Search 
are merging their assets through an 
all-scrip deal worth $21 billion.

In the copper space, Sandfire 
Resources is set to acquire a mining 
hub in Spain for $2.6 billion, a move 
managing director Karl Simich said 
would transform the West Perth 
business into one of the biggest 
ASX-listed copper producers. 

Sandfire is purchasing the Minas 
de Aguas Teñidas (MATSA) base 
metals operation in Andalusia, 
about 130 kilometres from Seville, 
which includes three underground 
mines forecast to produce as much 
as 120,000t of copper equivalent this 
financial year. 

That adds to the 64,000 to 68,000t 
of copper Sandfire has predicted will 
come from its DeGrussa operation 
in WA. DeGrussa is also expected to 
produce at least 30,000 ounces of 
gold in FY22. 

Sandfire reported revenue of about 
$815 million in FY21, making it WA’s 
eighth largest resources company.

Market caps of top 20 resources companies

COMPANY MARKET CAP,  
AS AT SEPT 30

1 Fortescue Metals Group $45.6bn

2 Woodside Petroleum $23.3bn

3 South32 $15.8bn

4 Northern Star Resources $9.9bn

5 Mineral Resources $8.2bn

6 IGO $6.6bn

7 Iluka Resources $3.7bn

8 Perseus Mining $1.7bn

9 Regis Resources $1.5bn

10 Silver Lake Resources $1.2bn

12 Ramelius Resources $1.1bn

12 Gold Road Resources $1.0bn

13 Sandfire Resources $916m

14 West African Resources $826m

15 Westgold Resources $708m

16 OM Holdings $698m

17 Mount Gibson Iron $570m

18 Resolute Mining $452m

19 Base Resources $306m

20 Dacian Gold $193m

Source: ASX

Photo: Woodside Energy



Many companies offer office renovations, yet few 
have the intrinsic eye for detail and the magic 

touch that HUB Interiors offer. At HUB Interiors, 
we only create personalised, productive and 
inspirational workspaces, individually tailored to your 
business, your brand and your team. 

Each stage of the HUB design process is 
meticulously planned and carefully considered,  
from initial client meetings to final handover, when  
a professional photographer captures the magic  
of the finished project. 

Initial meeting
Possibly one of the most important stages  

of the design process is the initial client meeting;  
it’s here that HUB lays the groundwork of a solid  
and productive client relationship. 

We understand the importance of matching  
the design to the client brand; much of HUB’s  
design inspiration comes from the client’s brand  
and how it can be incorporated into their space, 
either in a bold or subtle way. 

Many questions are asked, and every aspect 
of the project is considered in detail, particularly 
around budget. 

Conceptual plans and initial budgets
HUB prides itself on never over-promising or 

under-delivering. As such, understanding budget 
is key to ensuring the design meets the correct 
specifications while incorporating all the client’s 
needs and desires. HUB’s ethos is delivering best 
quality in line with value for money. 

Following the initial client meeting, the design 
team will again touch base with the client to 
reiterate the brief to confirm we have all the correct 
information. Presentation, planning and execution 
during this stage are key to a project’s success.

Concept signed off and working 
drawings commence

At this stage, a final budget and construction 
contract is completed. HUB organises a ‘finishes’ 
meeting, where all the furniture, wall treatments, 
carpets, paint colours and any styling are discussed 

with the client. This is where the client can choose 
from different options within their price point, with 
HUB’s design team by their side for advice and 
inspiration. 

Construction commences on site
At HUB, we pride ourselves on working closely 

with a core group of trades who know the business 
inside out and work to the HUB standard. At the 
commencement of construction, the entire team 
meets on site to discuss the project, safety and any 
potential issues which may arise. 

Constant communication 
The client is then kept up to date with  

regular work-in-progress emails, calls or meetings. 
Clients are the core focus on any project and  
it’s crucial that they are consulted every step of  
the way.  

A lot of the time, clients find it helpful when the 
team offers advice and feedback, because it’s not 
every day one moves or refurbishes a space, which 
can come with challenges.

Client handover
At the final stage, HUB hosts a client handover 

meeting, where we go through the site to pick up 
any defects, whereby we will revert back to the 
trades and have them on site in the coming days  
to fix up any minor errors.

The moment of completion
As HUB’s clients will testify, there’s nothing  

quite like walking into a space that was once  
dull and dreary to see it transformed into  
something unrecognisable. We often get the ‘wow’ 
feedback from clients who couldn’t visual the  
end product but fall in love as soon as they walk 
through the entrance.
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Ranked by total revenue - Powered by Morningstar.
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Change 
from 

previous 
year Company name

Senior executive and 
title Total Revenue

Total 
Revenue 
(previous 

year)
Total 

Assets

Total 
Assets 

(previous 
year)

Profit or 
Loss

Profit or 
Loss  

(previous 
year)

Balance 
date ASX Code

1 — Fortescue Metals Group Ms Elizabeth Gaines 
Chief executive $29.64bn $18.76bn $37.75bn $34.09bn $13.69bn $6.90bn 30-jun-21 FMG

2 — South32 Mr Graham Kerr  
Managing director $7.49bn $9.14bn $17.61bn $20.02bn -$259.38m -$94.71m 30-jun-21 S32

3 — Woodside Petroleum Ms Meg O'Neill 
Managing director $4.71bn $7.14bn $31.97bn $41.90bn -$5.23bn  $489.6m 31-dec-20 WPL

4  Northern Star Resources Mr Stuart Tonkin  
Managing director $4.68bn $1.97bn $11.25bn $3.81bn $1.03bn  $258.3m 30-jun-21 NST

5  Mineral Resources Mr Chris Ellison  
Managing director $3.98bn $3.44bn $5.85bn $4.63bn $1.27bn $1.0bn 30-jun-21 MIN

6 — Iluka Resources Mr Tom O'Leary  
Managing director $1.01bn $1.32bn $2.36bn $1.89bn $2.41bn -$279.90m 31-dec-20 ILU

7  Regis Resources Mr Jim Beyer  
Managing director  $819.0m  $755.9m $2.31bn $1.15bn  $146.2m  $199.5m 30-jun-21 RRL

8  Sandfire Resources Mr Karl Simich  
Managing director  $815.5m  $665.8m $1.16bn  $894.0m  $171.6m  $74.1m 30-jun-21 SFR

9  OM Holdings Mr Ngee Tong Low  
Executive chair  $791.4m $1.03bn $1.13bn $1.20bn  $5.4m  $56.6m 31-dec-20 OMH

10  Resolute Mining Mr Stuart Gale 
Managing director  $784.0m  $656.5m $1.85bn $1.98bn  $20.7m -$97.8m 31-dec-20 RSG

11  Perseus Mining Mr Jeff Quartermaine  
Managing director  $680.7m  $609.0m $1.41bn $1.29bn  $116.2m  $94.4m 30-jun-21 PRU

12  IGO Mr Peter Bradford  
Managing director  $672.5m  $886.3m $3.61bn $2.29bn  $548.7m  $155.1m 30-jun-21 IGO

13  Ramelius Resources Mr Mark Zeptner  
Managing director  $642.5m  $461.9m  $846.3m  $754.9m  $126.8m  $113.4m 30-jun-21 RMS

14 — Silver Lake Resources Mr Luke Tonkin  
Managing director  $602.4m  $563.7m $1.10bn  $968.3m  $98.2m  $256.9m 30-jun-21 SLR

15 — Westgold Resources Mrs Debbie Fullarton  
Chief executive  $578.3m  $515.5m  $900.0m  $757.5m  $76.8m  $34.6m 30-jun-21 WGX

16 — Mount Gibson Iron Mr Peter Kerr  
Chief executive  $344.3m  $462.9m  $898.2m  $804.8m  $64.0m  $84.2m 30-jun-21 MGX

17  Gold Road Resources Mr Duncan Gibbs  
Managing director  $314.5m  $75.4m  $627.1m  $607.0m  $80.8m -$4.65m 31-dec-20 GOR

18  West African Resources Mr Richard Hyde  
Chief executive  $310.6m  $2.4m  $530.7m  $336.0m  $89.4m -$4.27m 31-dec-20 WAF

19 — Base Resources Mr Tim Carstens  
Managing director  $303.6m  $299.0m  $778.6m  $640.2m  $57.7m  $55.8m 30-jun-20 BSE

20 — Dacian Gold Mr Leigh Junk 
Managing director  $270.0m  $132.8m  $284.7m  $371.6m -$116.46m  $3.0m 30-jun-20 DCN

21  Western Areas Mr Dan Lougher  
Managing director  $252.9m  $314.3m  $806.9m  $655.0m -$7.71m  $31.9m 30-jun-21 WSA



Site Sentry are revolutionising the way security 
services operate, from the inside out. 

Beginning with three foundational pillars, rapid 
deployment security surveillance company Site 
Sentry strive to stay ahead of the market by building 
a proactive team and continuously improving its 
product offering. 

Awarded Micro Business of the Year at Business 
News’s inaugural RISE Business Awards, growth for 
Site Sentry has been strong during the past four 
years, with revenue expanding 20-fold and full-time 
staff up by five times. 

To date, the security solutions provider has 
deployed 2000 unique projects, built its hire fleet 
of surveillance units to 400, and shipped over 100 
custom systems to the eastern states. In the last 6 
months it has won over $3 million in new contracts. 

Site Sentry director Jason Nuttman said the 
business was built on three pillars that supported  
its unique value proposition, ultimately driving  
its success. 

“Site Sentry is more than just another security 
company. We provide a wholistic approach to 
security that’s supported by a strong team recruited 
based on their ability to problem-solve, continuous 
improvement when it comes to our technology,  
and customised solutions specific to the areas  
of deployment,” he said. 

1.	 Talent	identification	and	recruitment

Finding people who are culturally aligned with 
Site Sentry’s approach to security and its values 
is the first step to growing the right team as the 
business expands.

“As we grow, we need good people,”  
Mr Nuttman said.

“Traditionally in the security industry, when it 
comes to recruitment, people look for candidates 
with specific skillsets.

“We can teach people the security skillset;  
but what we really want is people with good values 

who have a mindset for solving problems.

Mr Nuttman said Site Sentry is pleased to 
announce the appointment of Anthony Beach to  
the role of General Manager. “Anthony has spent  
the last 10 years with Australia’s largest hire 
company, Coates Hire, as the Regional Operations 
Manager,” he said.

“We’re really excited about what this means  
for Site Sentry. Anthony is exceptionally equipped  
for the role, and we’re confident his values and 
mindset are exactly what we need to continue 
building the Site Sentry business and team.”

2.	 Continuous	improvement	and	
product	development	

Being at the forefront of technological 
advancements is paramount to delivering the best 
results possible in the rapid deployment of security 
surveillance products and ongoing services. 

As with most industries, keeping pace when 
it comes to technological progress is vital to 
futureproofing against disruption so, Site Sentry 
aim to stay ahead of the game with continuous 
improvements. 

“Like everything there are always new products 
coming online in the surveillance industry; 
software analytics, camera technology and security 
hardware,” Mr Nuttman said.

“We’re aware of these changes because we  
work with internationally recognised security 
consultants, industry leading manufacturers and 
constantly review the latest journals from the 
technology sectors we work in, we analyse them 
and if they’re worthy of being incorporated into our 
systems, then we ensure we upgrade.”

Site Sentry are currently upgrading its fleet of 
surveillance units by installing the most advanced 
camera technology for clearer footage and more 
advanced detection analytics, despite already 
meeting Australian CCTV standards, new Australian 
made solar panels and more powerful audio systems.

“It’s important to us we keep ahead of the  
curve to ensure Site Sentry remains the premium 
offering,” Mr Nuttman said.

3.	 Customised	solutions	–	regional	
expansion

Site Sentry’s value proposition goes above and 
beyond that of simply supplying the equipment. 
Each solution is customised to the unique site 
requirements, based on the needs of the customer, 
which are heavily dependent on their location. 

Having developed five unique products based on 
the evolving needs of each client base, Site Sentry 
now looks to bring its next model to market as it 
expands into regional areas of Western Australia.

“We’ve proved how successful Site Sentry 
devices work in metropolitan areas and recognise 
so much potential to assist regional clients,” Mr 
Nuttman said.

“We’ve identified opportunities in the Northwest, 
South West, Great Southern, and central WA,” he said. 

Site Sentry’s latest mine specification solar tower 
is specifically built for cyclonic wind regions and to 
withstand the harsh conditions of the Northwest 
climate. 

The camera hardware used for this system allows 
the monitoring and maintenance team to remotely 
configure the devices. It’s also designed to withstand 
extreme temperatures, with a durable build. 

“This new model provides management and 
stakeholders with the ability to monitor activity on site 
and at camp bases thousands of kilometres away, so 
they can improve policy compliance, monitor safety 
standards and monitor areas of site outside of the 
reach of traditional CCTV,” Mr Nuttman said.

“We’re excited about offering a solution to help 
solve some issues in regional areas of the state, as 
well as the growth we see on the horizon for Site 
Sentry in the next 12 months.”

RAPID DEPLOYMENT SECURITY SURVEILLANCE 
COMPANY SITE SENTRY REVOLUTIONISE THE STATE’S 
SECURITY BUSINESS WITH THREE KEY PILLARS, 
SETTING THEM UP FOR SUSTAINED GROWTH

Site	Sentry	set	
up	for	a	secure	
future	with	
three	key	pillars
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Visit www.sitesentry.com.au to 
explore Site Sentry’s complete range 

of security surveillance solutions.
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Site Sentry are revolutionising the way security 
services operate, from the inside out. 

Beginning with three foundational pillars, rapid 
deployment security surveillance company Site 
Sentry strive to stay ahead of the market by building 
a proactive team and continuously improving its 
product offering. 

Awarded Micro Business of the Year at Business 
News’s inaugural RISE Business Awards, growth for 
Site Sentry has been strong during the past four 
years, with revenue expanding 20-fold and full-time 
staff up by five times. 

To date, the security solutions provider has 
deployed 2000 unique projects, built its hire fleet 
of surveillance units to 400, and shipped over 100 
custom systems to the eastern states. In the last 6 
months it has won over $3 million in new contracts. 

Site Sentry director Jason Nuttman said the 
business was built on three pillars that supported  
its unique value proposition, ultimately driving  
its success. 

“Site Sentry is more than just another security 
company. We provide a wholistic approach to 
security that’s supported by a strong team recruited 
based on their ability to problem-solve, continuous 
improvement when it comes to our technology,  
and customised solutions specific to the areas  
of deployment,” he said. 

1.	 Talent	identification	and	recruitment

Finding people who are culturally aligned with 
Site Sentry’s approach to security and its values 
is the first step to growing the right team as the 
business expands.

“As we grow, we need good people,”  
Mr Nuttman said.

“Traditionally in the security industry, when it 
comes to recruitment, people look for candidates 
with specific skillsets.

“We can teach people the security skillset;  
but what we really want is people with good values 

who have a mindset for solving problems.

Mr Nuttman said Site Sentry is pleased to 
announce the appointment of Anthony Beach to  
the role of General Manager. “Anthony has spent  
the last 10 years with Australia’s largest hire 
company, Coates Hire, as the Regional Operations 
Manager,” he said.

“We’re really excited about what this means  
for Site Sentry. Anthony is exceptionally equipped  
for the role, and we’re confident his values and 
mindset are exactly what we need to continue 
building the Site Sentry business and team.”

2.	 Continuous	improvement	and	
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Being at the forefront of technological 
advancements is paramount to delivering the best 
results possible in the rapid deployment of security 
surveillance products and ongoing services. 

As with most industries, keeping pace when 
it comes to technological progress is vital to 
futureproofing against disruption so, Site Sentry 
aim to stay ahead of the game with continuous 
improvements. 

“Like everything there are always new products 
coming online in the surveillance industry; 
software analytics, camera technology and security 
hardware,” Mr Nuttman said.

“We’re aware of these changes because we  
work with internationally recognised security 
consultants, industry leading manufacturers and 
constantly review the latest journals from the 
technology sectors we work in, we analyse them 
and if they’re worthy of being incorporated into our 
systems, then we ensure we upgrade.”

Site Sentry are currently upgrading its fleet of 
surveillance units by installing the most advanced 
camera technology for clearer footage and more 
advanced detection analytics, despite already 
meeting Australian CCTV standards, new Australian 
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“It’s important to us we keep ahead of the  
curve to ensure Site Sentry remains the premium 
offering,” Mr Nuttman said.
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Site Sentry’s value proposition goes above and 
beyond that of simply supplying the equipment. 
Each solution is customised to the unique site 
requirements, based on the needs of the customer, 
which are heavily dependent on their location. 

Having developed five unique products based on 
the evolving needs of each client base, Site Sentry 
now looks to bring its next model to market as it 
expands into regional areas of Western Australia.

“We’ve proved how successful Site Sentry 
devices work in metropolitan areas and recognise 
so much potential to assist regional clients,” Mr 
Nuttman said.

“We’ve identified opportunities in the Northwest, 
South West, Great Southern, and central WA,” he said. 

Site Sentry’s latest mine specification solar tower 
is specifically built for cyclonic wind regions and to 
withstand the harsh conditions of the Northwest 
climate. 

The camera hardware used for this system allows 
the monitoring and maintenance team to remotely 
configure the devices. It’s also designed to withstand 
extreme temperatures, with a durable build. 

“This new model provides management and 
stakeholders with the ability to monitor activity on site 
and at camp bases thousands of kilometres away, so 
they can improve policy compliance, monitor safety 
standards and monitor areas of site outside of the 
reach of traditional CCTV,” Mr Nuttman said.

“We’re excited about offering a solution to help 
solve some issues in regional areas of the state, as 
well as the growth we see on the horizon for Site 
Sentry in the next 12 months.”

RAPID DEPLOYMENT SECURITY SURVEILLANCE 
COMPANY SITE SENTRY REVOLUTIONISE THE STATE’S 
SECURITY BUSINESS WITH THREE KEY PILLARS, 
SETTING THEM UP FOR SUSTAINED GROWTH

Site	Sentry	set	
up	for	a	secure	
future	with	
three	key	pillars

September 6, 202122  |  Business News

Visit www.sitesentry.com.au to 
explore Site Sentry’s complete range 

of security surveillance solutions.
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Hope for early call on crucial port rights
Resources companies hope a decision on Port Hedland’s South West Creek 
development is imminent, helping unlock higher iron ore exports.

A NARROW channel out of Port 
Hedland’s port supports a substantial 
amount of Australia’s trade, with 546 
million tonnes of iron ore shipped in 
the 2021 financial year.

The iron ore exports through the 
docks were worth more than $100 
billion in the year to June 2021, with an 
average price of about $US150 per tonne 
(cost and freight).

Now the state’s iron ore miners are 
battling to squeeze even more tonnes 
through the port.

That is quite a contrast to a decade 
ago.

Back then, there were concerns the 
inner harbour at Port Hedland could 
not move the planned increase in 
tonnages by the big miners, with about 
199mt passing through Port Hedland’s 
berths in 2011.

BHP had been considering 
constructing a $20 billion outer harbour 
to overcome that challenge.

Instead, technology improvements, 
optimisation and smaller capital 
investments have lifted capacity, which 
is now rated for about 617mtpa.

It could be lifted to as much as 
700mtpa, Pilbara Ports Authority chief 
executive Roger Johnston has previously 
told Business News.

Mineral Resources and Hancock 
Prospecting are both hoping to build new 
berths in the inner harbour’s South West 
Creek, while BHP and Fortescue Metals 
Group have been angling for bigger 
export licences elsewhere in the port.

Fortescue chief executive Elizabeth 
Gaines said the company had 
continually demonstrated ability to 
optimise efficiency and productivity of 

port infrastructure to deliver iron ore to 
customers.

“In line with our strategy to 
deliver growth through investment in 
significant projects, including the Iron 
Bridge magnetite project, Fortescue has 
been granted approval to increase the 
material handling capacity at our Herb 
Elliott Port facility from 175 million 
tonnes to 210 million tonnes per annum 
on a staged basis,” Ms Gaines said.

BHP received environmental approval 
to lift tonnages through the port from 
290mtpa to 330mtpa in early September.

Hancock is the major shareholder 
of Roy Hill Holdings, which has been 
working to lift exports from 55mtpa to 
65mtpa. It owns Atlas Iron, which has 
also used the port.

Fortescue has been approved to lift throughput to 210mtpa. 

Matt Mckenzie 
matthew.mckenzie@businessnews.com.au

Tel: Perth (08) 9452 5888 / Mackay (07) 4952 3888 www.rapidcrushing.com.aureception@rapidcrushing.com.au

More Grunt!!
Rapid Crushing & Screening Contractors: The 
team with the most powerful track crushing and 
screening circuits in Australia

The Jonsson L160 the most powerful 
track crushing machine in Australia
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1 Carbon neutral - the new normal
According to the Energy and Climate Intelligence 
Unit, 137 countries have committed to carbon 
neutral targets, with most aiming for 2050.  
While the Australian Federal Government still  
refuses to make ‘blank cheque commitments’,  
West Australian companies like Fortescue Metals 
Group Ltd (FMG), the world’s fourth largest iron  
ore producer, are leading the way, recently 
committing to decarbonising operations by 2030.

Globally:

∙  Toyota’s carbon neutral target across its 
production processes is 2035; 

∙  Apple has committed to becoming 100% neutral 
across its entire business, manufacturing supply 
chain and product life cycle by 2030; and

∙  Mercedes-Benz is aiming to ensure all new 
passenger cars are carbon neutral across its 
entire supply chain by 2039.

Achieving carbon neutrality is necessary  
for businesses to continue to have a social  
licence to operate and to attract and retain 
consumers. Global consumers will demand 
transparency and accountability across the entire 
supply chain. A lack of transparency will result in 
the loss of customers. Ensuring the sustainability 
and transparency of downstream supply chains 
and upstream value chains is key to successfully 
achieving carbon neutrality.

2  Western Australia’s unique 
opportunity

Australia is well positioned to become a renewable 
energy ‘superpower’. WA Chief Scientist Peter Klinken 
notes Western Australia is best placed to lead the 
way, thanks to our endless natural resources and 
access to salt water, as well as a complete suite of 
battery metals. Our land mass, resources, existing 
infrastructure and mining experience mean we 
are perfectly positioned to capitalise on the next 
industrial revolution. 

Global industries have already earmarked Australia 
as a frontrunner in sustainable supply chains. Tesla’s 
Chair Robyn Denholm declared that Tesla plans to 
spend more than $1 billion on Australia’s minerals to 
cater for the growing demand for electric vehicles. 
She noted that each electric vehicle contains an 
estimated $5,000 worth of minerals and ‘Australia 
is the only country in the world with resources in all 
three of the critical battery metals, as well as other 
minerals required for the clean energy transition’.

West Australian businesses are leading the way. BHP 
has signed a deal with Tesla to supply nickel from its 

Nickel West operations and in doing so, committed to 
lowering its carbon emissions in the battery supply 
chain. IGO Limited has transformed itself from a 
traditional metals miner into a leader in developing 
‘products critical to clean energy’ after acquiring a 
stake in Greenbushes lithium mine and associated 
downstream refinery.  

3  Global developments increase costs 
of passing the buck 

Europe is currently leading global efforts to combat 
the effects of climate change. The European Union 
(EU) already imposes strict obligations on companies 
to assess the direct and indirect environmental 
impact of its supply chain. In addition, it has 
proposed further changes which would require all  
27 EU member states to introduce legislation 
imposing human rights, environmental and 
governance due diligence standards across the 
supply chain for all companies in the EU market and 
sanctions for non-compliance. If implemented, all EU 
companies will be accountable for the environmental 
impact of their supply chains, including materials 
sourced from suppliers outside of the EU. 

These obligations go even further than the  
Carbon Border Adjustment Mechanism (CBAM), 
which imposes a levy on EU imports of specific  
non-EU products (such as electricity, cement, 
aluminium, fertiliser, iron and steel products)  
and will force export countries to adopt climate 
reporting practices in order to market themselves  
to EU importers. Similar mechanisms to the  
CBAM are also being proposed in Canada, Japan 
and the US.

These changes will reverberate beyond the EU as 
the EU looks to create a level playing field between 
domestic EU producers and imports into the EU. To 
remain competitive and attract European importers, 
Western Australian producers need to inform 
themselves and adapt to the stringent EU standards. 

In an attempt to diversify supply chains and reduce 
reliance on China, the United States intends to rely 
on ally countries to supply the bulk of the metals 
required for electric vehicle production. We expect 
other countries around the world will also be seeking 
to diversify their supply chains and reduce reliance 
on a single source. 

4  Anticipation is a prerequisite for 
future participation

Geographically and geologically, Western Australia  
is best placed to own this space if industry acts  
now. Global manufacturers and producers will  
be evaluating all critical components of their  
supply chain, both from a carbon neutral and 
geopolitical perspective. 

It is key that Western Australian producers and 
innovators work to ensure that in establishing 
their carbon neutral roadmaps and infrastructures, 
they are working towards the current global 
best practices and standards to continue to be 
competitive and avoid losing potential offtake 
opportunities and customers. 

Adherence to such standards will not merely  
be a popular goal but a prerequisite to participating 
in the global market.

Author: Amelia Arndt, Lawyer Gilbert + Tobin

Chain reactions – global demand 
for supply chain sustainability   
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2010 Senate submission suggested the 
development would cost almost $3 
billion.

Whatever the strategy, it hinges on a 
decision by the state government.

When asked if there was an update 
on the state government’s position on 
South West Creek, a spokesperson said 
it was not finalised.

“A review of the Port Development 
Plan for the Port of Port Hedland has 

Hancock Prospecting also has 
intentions for South West Creek.

When the company acquired Atlas 
Iron in 2018, the federal Takeovers 
Panel noted Atlas would come with 
rights at the South West Creek terminal, 
which it held through a 63 per cent of 
entity North West Infrastructure.

Hancock, Fortescue and MinRes had 
all competed in that takeover battle.

But bidders faced frustration when 
the state government said those rights 
were no longer held by NWI and the 
berths were reserved for junior miners.

Atlas also came with potential mining 
projects, such as the Sanjiv Ridge 
project stage 2, which is moving through 
environmental approval processes.

That will extend the Corunna Downs 
mine and could produce 3mtpa.

Hancock’s Atlas is also pursuing 
development at Miralga Creek, McPhee 
Creek and Ridley Magnetite projects.

In 2009, Atlas estimated one billion 
tonnes of reserves at Ridley, while a 

South West Creek will be a 
development option for Atlas and 
Mineral Resources, potentially 
unlocking some big projects.

Mineral Resources, ranked fifth 
on the Public Companies Resources 
list, hopes to use South West Creek to 
unlock the Marillana and Ophthalmia 
projects in a joint venture with 
Brockman Mining in the Pilbara.

Mineral Resources chief executive 
Chris Ellison told investors in an 
August briefing that a decision by the 
state government would probably be 
released in the following month or two.

“South West Creek (is) basically 
awaiting the government to announce 
what the channel and port allocations 
are for the inner harbour,” he said.

The company could seek to ship at 
least 25mtpa and as much as 50mtpa 
through the berths.

In April, MinRes announced it would 
spend $105 million on early works for 
the transport corridor and port area, in 
anticipation of a 42-month process to 
develop the projects.

Further west at Ashburton, MinRes 
hopes to build a 30mtpa export 
operation, for production through 
Bungaroo South and Kumina in the 
west Pilbara, expected in 2023.

been undertaken and discussions 
are ongoing between the Pilbara 
Port Authority and proponents about 
future allocations,” the spokesperson 
said.

The Pilbara Ports Authority’s 
annual report makes no mention of 
South West Creek but does say capital 
works have been under way at the 
Lumsden Point General Cargo Facility, 
and for a tug haven at Nelson Point.

A substantial amount of Australia’s exports move through Port Hedland.

199mt 
EXPORTED 
THROUGH PORT 
HEDLAND IN 2011
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West Cobar set to hit the ASX with 
NSW copper gold assets
holes drilled by Sandfire Resources in 2018 
that targeted previously …

Gascoyne receives $100m 
takeover proposal
Gascoyne Resources ’ shares rose nearly 20 … 
takeover proposal from Westgold Resources 
. Westgold is offering one … Subiaco-based 
explorer Firefly Resources , announced in 
June. Firefly …

Paringa to raise $5.6m
WA-based Paringa Resources has announced 
plans to recapitalise … lenders, Tribeca Global 
Natural Resources , which will be issued 35 …

Mount Gibson mine in doubt
market, including Strike Resources and CZR 
Resources , have been reviewing their …

Graphite spinout launches $22m 
IPO
ESG-focused fund ARCH Sustainable 
Resources . Evolution is seeking to …

Galan delivers Argentine lithium 
brine boost
provide a boost to future resource estimates 
for the project … boasts a 2.3 million tonne 
resource of lithium carbonate equivalent … 
of the world’s lithium resources have been 
defined. Galan …

Resources


