MyPass
Case Study
MyPass is an innovative workforce
management system connecting
workers, employers and sites.
Through a synchronised, secure
web-based portal, companies and
sites access aggregated worker
performance, skills, and compliance
information, while workers
self-manage their qualifications,
tickets and experience – their ‘work
passport’. We spoke to Managing
Director Matt Smith about the
MyPass commercialisation journey.

What is MyPass and why did you
develop it?
From 2007 to 2014, I worked for one of Australia’s largest
suppliers of bulk labour, delivering around 300 projects
and shutdowns per year, resourcing up to 500 people at a
time. Even though they were one of the largest players in
that space, they were using highly manual processes
– advertisements, spreadsheets, emails, phone calls etc –
to find and engage workers.
I have a low tolerance for inefficiency so I asked an IT expert
from the banking sector to develop a prototype of a single
platform that brought together the employers on one side and
all the profiles of all the available workers – their qualifications,
tickets, licences, availability, etc – on the other. I soon realised
the system could have an industry-wide application so I left the
company (with their blessing) to develop what is now MyPass.

From an employer’s perspective, MyPass is all about disrupting
the way they manage their workforce to dramatically alter their
offering to clients. By using MyPass, companies can streamline
the process of hiring workers and getting them to site, creating
significant savings.
For workers, MyPass provides a work passport that they
control. They can easily maintain their profile and compliance
documentation within a secure portal that is visible to employers.
The workers and employers are then connected via seamless
SMS and email communication gateways, streamlining the
traditional workforce engagement and management processes.

What helped you in your
commercialisation journey?
My experience working in the labour hire industry definitely
helped because I really understood the problem we were trying
solve. We didn’t just come up with a technological solution –
an app or software – and look for somewhere to apply it.
Early on we accessed an accelerating commercialisation grant
through the Federal Government’s Entrepreneurs’ Program that
allowed us to have full legals done, establish the company
structure, and conduct market research to confirm there was a
market for MyPass. When we launched the workers portion of
the equation using only social media, we had 1000 tradespeople
register in the first week, confirming there was demand from
workers to engage with employers in a more efficient manner.
We also received a grant through The University of Western
Australia Business School that allowed us to pilot test our
product with a tier 1 maintenance company. This demonstrated
potential savings on workforce management costs of 65%+
for employers of site-based labour, and gave us the confidence
and credibility to take MyPass to market more broadly.
Working with UWA was invaluable. The benefits of using
an independent research institution to capture, analyse and
validate our metrics can’t be understated. A nice by-product
was the student who undertook the work as part of her
MBA thesis is now part of our team.
Building on momentum from that pilot we did a trial of
multiple employers accessing workers from a common pool.
We successfully delivered 420 matched workers with verified
documentation that met the resourcing requirements, giving
us credibility around our capacity to deliver at scale.
We’d collaborated with a range of people and organisations
from the start, including process optimisation specialists at
Secora, who helped us map out the business processes of a
couple of large companies to identify ways to reduce their risk
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and operational costs. Technology won’t fix broken processes,
so this was a crucial part in fully implementing our solution.
We also tapped into a cluster of specialist companies and
industry associations to build a better understanding of what
is happening across the energy industry, providing intelligence
and connecting us to the right people, and saving us time.
Many companies are experiencing cost pressures and are looking
to disrupt their traditional workforce management practices. The
big challenge for us was getting the first companies to commit.
The exciting thing for our business is as we bring on more
customers, it makes it more appealing for others to also join up.

What obstacles did you face and
what would you do differently?
Current business models around labour supply are
driving costs and quality down by lining up suppliers in a
spreadsheet and heading straight for the lowest tender that
meets the criteria. While this commoditisation drives the
price down, it promotes scale and compliance, rather than
excellence, and the procurement team’s win quickly becomes
the operations team’s loss. This is the complete antithesis of
what you need for a flourishing business and economy.
The resources sector could learn something from the
automotive industry, where suppliers are integrated into the
supply chain. Automotive companies go to their suppliers’
factories and help them improve their operations, knowing
they’ll eventually get the benefit of a better product at a lower
price. It’s a ‘win-win’ situation as the supplier gets to pocket
a portion of the savings from their productivity gains. It’s a
big shift, seeing your supplier as a collaborative partner and
enabler of your business success, rather than a vehicle for
transferring risk, commoditising labour, and driving costs down.
There are collaborative discussions taking place among operators
and asset owners who are making progress in key areas
including standardised inductions, verification of competency,
and skill matrices. I believe this type of activity will take our
industry to the next level and, at MyPass, we are making sure
we remain agile and align our system to these initiatives.
What would I would do differently? I’d take a more disciplined
approach to working through the validation steps with the right
type of company at the right time. We used up a lot of time
and energy, when our cash-burn was high, trying to get larger
operators to streamline their labour supply chain. In hindsight,
I would spend more time initially working with the mid-tier, more
agile clients who were willing to be change agents, because,
understandably, the big players can take quite a while to commit.
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