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‘A p e s s im is t  s e e s  
th e  d iffic u lty  in  
e ve ry 
o p p o rtu n ity ; a n  
o p t im is t  s e e s  th e  
o p p o rtu n ity  in  
e ve ry d iffic u lty’. 
Win s to n  Ch u rc h ill



20 23 ke y  fo c u s : Pro fit a b le  Gro w t h

Ch a lle n g e s  fa c in g  a d v is o rs
1. Attra c tin g  & re ta in in g  g o o d  p e o p le

2. Ec o n o m ic  /  c o s t o f livin g  p re s s u re s

3. Sc a lin g  u p

4 . Ca p a c ity c h a lle n g e s

5 . Ch a n g e  fa tig u e  a c ro s s  th e  te a m

6 . Ma n a g in g  h yb rid  wo rkfo rc e s

7. Evo lve d  c lie n t n e e d s

8 . Cu ttin g  th ro u g h  in  a  c lu tte re d  m a rke t

Pe rfo rm a n c e  in s ig h t s  fo r a d v is o rs

1. Ad vis o ry a vo id s  c o m p e titive  b id d in g  le a d in g  to  h ig h e r 
c h a rg e s  fo r c o m p lia n c e

2. Do in g  m o re  with  le s s

3. Be in g  m o re  p ro d u c tive  a n d  fo c u s e d

4 . Sc a lin g  u p  th ro u g h  e d u c a tio n  o f te a m

5 . Be tte r le ve ra g e  in  a d vis o ry m o d e ls  

6 . Fo c u s  o n  p ro fita b le  c lie n ts  th a t wa n t to  wo rk th e ir wa y

7. Re d u c in g  c lie n t n u m b e rs  a n d  lift  p ric e s

8 . Bu ild  n e w c a p a b ilitie s  /  s e rvic e s  to  re m a in  re le va n t

9 . Bu ild in g  c a p a c ity a n d  a d a p tin g  th e  wa y th e y wo rk to  
a ttra c t a n d  re ta in  g o o d  ta le n t 



Wh y  y o u  n e e d  t o  c re a t e  a n  a d v is o ry  
c u lt u re  a n d  g re a t e r  s k ills ?
• Pro b le m  s o lv e rs  a re  th e  n e w s a le s  p e o p le

• Clie n ts  a re  d e m a n d in g  g re a t e r  a s s is t a n c e  to  
c h a n g e , g ro w a n d  a d d re s s  is s u e s  & o p p o rtu n itie s  
b e yo n d  th e  n u m b e rs

• Ad d  g re a t e r  s t ru c t u re  to  a d vis o ry d is c u s s io n s  to  
e n s u re  yo u  c a n  c o m m e rc ia lis e  it  

• Ke y  s k ills  o f e m e rg in g  le a d e rs  with in  firm s



Ma n y  firm s  h a ve  
s p e n t  y e a rs  s p in n in g  

t h e ir  w h e e ls  
im p le m e n t in g  

a d v is o ry  s e rv ic e s . 



Are  yo u  
a d d re s s in g  th e  

b u s in e s s  
a d vis o ry  n e e d s  

o f q u a lity
c lie n ts ?

So lu t io n s  p ro vid e d
b y m o s t  b u s in e s s  

a d vis o ry  firm s

So lu t io n s  d e m a n d e d  
b y q u a lity  c lie n t s

Fin a n c ia l Da s h b o a rd s

Sc rip te d  Qu e s t io n s Dia g n o s t ic  to o ls

Ge n e ric  Me e t in g s

Ad vis o ry Bo a rd s

1- 2h r  p ro b le m  
s o lvin g  m e e t in g s

Im p le m e n ta t io n  s u p p o rt

Wo rks h o p s  o n  Gro wth  , 
Pro fit , Le a d e rs h ip , 
At t ra c t io n  /  re te n t io n  
a n d  m o re

Co a c h in g  a n d  Me n to rin g  
( m o n th ly o r q u a rte rly)

Bu s in e s s  He a lth  c h e c ks

St ra te g ic  Pla n n in g

Le a rn in g  a n d  
De ve lo p m e n t  
p ro g ra m s



5 % 25 % 70 %



Ad v is o ry  s e rv ic e s  a re  like  d rillin g  
fo r  o il

ADVISORY SERVICE 
OPPORTUNITIES

TRADITIONAL SERVICES

Th e re ’s  a  we a lth  o f o p p o rtu n itie s  if yo u  
h a ve  th e  c a p a b ilit y a n d  c a p a c it y to  d ig  
d e e p e r with  c lie n ts . Yo u  a ls o  n e e d  g re a t 

le a d e rs h ip  s u p p o rt



5 C’s  o f Bu s in e s s  Ad v is o ry  
s u c c e s s  in  20 23 
Be s t  p ra c t ic e  & Ho w  t o ’s



Bu s in e s s  Ad v is o ry  s u c c e s s  =  5  C’s

5  C’s

1. Ca p a b ilit y  

to  d e live r g re a t 
o u tc o m e s  fo r 

c lie n ts

2. Ca p a c it y

to  s a y ye s  to  th e  
rig h t 

o p p o rtu n itie s

3 . Cla rit y

o f m o d e l a n d  
h o w we  g o  to  

m a rke t

4 . 
Co m m itm e n t

to  im p le m e n t th e  
c h a n g e s  
re q u ire d

5 . Cu t  
t h ro u g h

th e  c lu tte r with  
g o o d  m a rke tin g  

/  re fe rra ls



1. Ca p a b ilit y
• Fro n tlin e  te a m  in  a  firm  s h o u ld  

s e e k to  b u ild  a  b a s e lin e  
a d vis o ry m in d s e t /  s kills e t

• All b u s y s o  s e e k to  le a rn  ‘ju s t-
in - tim e ’ ( le a rn  th ro u g h  d o in g )

• Ca p a b ility b u ild s  c o n fid e n c e
to  s a y ‘ye s ’ to  m o re  
o p p o rtu n itie s

• On g o in g  g ro wth  d rive n  b y 
in te rn a l c h a m p io n s  fo r 
o wn e rs h ip  /  a u th e n tic ity



Bu ild  n e w  c a p a b ilit ie s
Min d s h o p ’s  Five  Ph a s e s  o f Ad v is o ry  Su c c e s s

5 . Im p le m e n t a t io n
On g o in g  g u id a n c e  fo r 

th e  s u c c e s s fu l 
im p le m e n ta tio n  o f 

s tra te g ie s  with in  a n  
o rg a n is a tio n .

4 . St ra t e g y
De ve lo p in g  s tra te g ie s  

fo r a  b u s in e s s , 
s p e c ific  m a jo r is s u e  

o r o p p o rtu n ity via  
wo rks h o p s .

3 . Pro b le m  So lv in g
Gu id a n c e  & a d vic e  

re la tin g  to  a  s p e c ific  
m in o r b u s in e s s  is s u e  

o r o p p o rtu n ity.

2. In s ig h t s
In s ig h ts , re s e a rc h  & 
a n a lys is  re la tin g  to  

d a ta  o n  th e  
b u s in e s s  o r 

in d u s try.

1. Da t a
Fa c ts  & fig u re s  
p ro vid e d  a b o u t 

c lie n ts ’ b u s in e s s .
In d u s try tre n d s .

Wh e re  d o  yo u  n e e d  to  b u ild  c a p a b ility to  b e  a  m o re  
e ffe c tive  a d vis o r a n d  p ro b le m  s o lve r in  20 23?



UNLEARN RELEARN



No w  Wh e re  Ho w



On e  Pa g e  Pla n

Ho w

No w

• Sa le s 3 m illio n
• 14  s ta ff
• Pro fit  6 %
• Ave ra g e  Sa le  7k

Wh e re

• Sa le s 3.6  m illio n
• 15  s ta ff
• Pro fit  12%
• Ave ra g e  Sa le  9 k

St ra te g ie s

Gro w s a le s  20%

Le a d e rsh ip  tra in in g

Ne w CRM p la tfo rm

Ac t io n  Pla n s

• De ve lo p  a n d  tra in  n e w s a le s  p ro c e s s
• Im p le m e n t a  re fe rra l s ys te m
• Im p le m e n t n e w we b s ite

• De te rm in e  lis t o f 10  c o re  c o m p e te n c ie s
• Fo c u s  o n  3- 4  c o m m e rc ia l p ro je c ts
• Bo o k e xp e rie n c e d  a d vis o r to  tra in  te a m

• Re vie w b e s t p ra c tic e  u s e d  in  in d u s try
• Sh o rt- lis t 3 p ro vid e rs . Do  c o s t b e n e fit
• Se le c t o n e  to  p ilo t with  s u p e r u s e rs

Tim in g Re s p o n s ib ility

• J M
• SW
• PH

• J M
• SW
• PH

• J M
• SW
• PH

• 14 th No v
• 28 th No v
• 24 th J a n

• 1s t De c
• 5 th Fe b
• 12th  J a n

• 1s t No v
• 1s t De c
• 10 th  Fe b



2. Ca p a c it y
1. Offs h o rin g  /  Ou t s o u rc in g  – re c o n s id e r o r wid e n

2. De le g a t io n o r s t o p  d o in g  20 % o f w h a t  y o u  d o  n o w . Cre a te  a  
va c u u m  o f rig h t o p p o rtu n itie s  a n n u a lly. 

3 . Mo v e  o n  p o o r q u a lit y  c lie n t s  a n d  t e a m  m e m b e rs  

4 . Bu ild  b e t t e r  s y s t e m s  a n d  p ro c e s s e s  – re vis it  c o re  p ro c e s s e s

5 . Re d u c e  a m o u n t  o f s e rv ic e s  – s p re a d  to o  th in

6 . Cla s s ify  y o u r c lie n t s  – d o  yo u  kn o w wh ic h  a re  lo w o r n o  p ro fit?

7. Allo c a t e  r ig h t  c lie n t s  t o  t e a m  m e m b e rs  – h a ve  a  g o o d  s tru c tu re

8 . De s ig n  y o u r ro le  3- 5  y e a rs  fro m  n o w  – m a p  wh a t c lie n ts  /  wo rk 
s h o u ld  yo u  b e  d o in g  a n d  wh o  d o e s  th e  re s t?

En s u re  yo u  h a ve  
e n o u g h  c a p a c ity in  
th e  te a m  to  s a y ye s  to  
rig h t o p p o rtu n itie s



3. Cla rit y

Ro b s o n  La id le r  - h t t p s :/ / w w w .ro b s o n - la id le r .c o .u k /



He n d e rs o n  Lo g g ie  - h t t p s :/ / h lc a .c o .u k /



Su d b u ry s - h t t p s :/ / s u d b u ry s .c o .n z/ s e rv ic e s



4 . Co m m it m e n t

1. Le a d e rs  le a d in g  b y e xa m p le  – s u p p o rtin g  th e  c h a n g e

2. Be  c h a n g e  re a d y a s  a  firm

3. Ac c o u n ta b ility lo o p s  fo r h itt in g  ta rg e ts
(Re m o ve  ro c ks  in  th e  rive r fo r th e  te a m )

4 . Go o d  c a d e n c e  to  d rivin g  c h a n g e  & im p le m e n ta tio n

5 . All b o u g h t in  to  wh y we  a re  d o in g  wh a t we  a re  d o in g .  
Go o d  c o m m u n ic a tio n  a c ro s s  th e  firm



Th re e  St e p s  To  Brin g  Yo u r Te a m  On  Th e  Bu s in e s s  Ad v is o ry J o u rn e y  

Ste p  3
Bu s in e s s  
Ad v is o ry  
Ch a m p io n s

Ste p  2
Bu s in e s s  
Ad v is o ry  Ris in g  
St a rs

St e p  1
Bu s in e s s  
Ad v is o ry  
Fo u n d a t io n s

Le a rn in g
In te rn a l c h a m p io n s  
e d u c a te  c lie n t fa c in g  
te a m  in  Ad vis o ry 
Fu n d a m e n ta ls  

En c o u ra g e  te a m  to  a p p ly 
le a rn in g  in te rn a lly a n d  
with  c lie n ts

In t e rn a l 
Ad v is o ry  

Ch a m p io n s

Clie n t  
fa c in g  
t e a m  

Ea rly  
Ad o p te rs

Ea rly  
Ad o p te rs

Go a ls
Bu ild  a  b u s in e s s  a d vis o ry 
m in d s e t /  to o ls e t in to  
h o w te a m  wo rk in te rn a lly 
a n d  with  c lie n ts

Stro n g  p ro b le m  s o lvin g , 
lis te n in g , q u e s tio n s  s kills

Le a rn in g
Le a rn in g  c o n tin u e s  fo r 
e a rly a d o p te rs  in  a re a s  
s u c h  a s  Ad va n c e d  p ro b le m  
s o lvin g , Sa le s , Pro fit  
Im p ro ve m e n t, Fa c ilita tio n  
s kills  a n d  Stra te g ic  
Pla n n in g .

Go a ls
Co m m e rc ia lis e  d e live ry 
o f p ro b le m  s o lvin g  
m e e tin g s  a n d  d ia g n o s tic  
to o ls  with  c lie n ts

In te g ra te  a d vis o ry s kills  
in to  o th e r s e rvic e  lin e s

Le a rn in g
Co n tin u e  to  b u ild  
c a p a b ilit ie s  a n d  m a s te ry 
th ro u g h  e d u c a tio n , 
c o a c h in g , s h a rin g  with  
o th e r h ig h  p e rfo rm e rs . 
Em b ra c e  a  g ro wth  
m in d s e t to  c o n tin u o u s  
im p ro ve  o ffe rin g s  /  s kills .

Go a ls
De live r h ig h e r va lu e  
b u s in e s s  a d vis o ry s e rvic e s  
s u c h  a s  s tra te g ic  p la n n in g  
a n d  im p le m e n ta t io n  
s u p p o rt

Hig h  c o n fid e n c e  in  s c a lin g  
b u s in e s s  a d vis o ry s e rvic e s

Clie n t  
fa c in g  
t e a m  

Clie n t  
fa c in g  
t e a m  

Clie n t  
fa c in g  
t e a m  





5 . Cu t  t h ro u g h

So u rc e : Da vid  Ma is te r



ORDER TAKER SALES MAKER

It’s  a b o u t THEM

Pitc h e s  a  p ro d u c t

Ta lks  m o re

Ma ke s  s ta te m e n ts

Ove r p ro m is e , u n d e r d e live r

Sin g le  tra n s a c tio n  m in d s e t

Give s  c u s to m e rs  wh a t th e y wa n t

Po o r p ro d u c t /  s e rvic e  kn o wle d g e

Sc rip te d

Ro b o tic

Re a c tive

It’s  a b o u t YOU

Pro a c tive

Lis te n s  m o re

As ks  q u e s tio n s

Un d e r p ro m is e , o ve r d e live r

Cu s to m e r life tim e  va lu e  m in d s e t

Dis c o ve rs  c u s to m e r n e e d s

Stro n g  p ro d u c t /  s e rvic e  kn o wle d g e

Au th e n tic

Hu m a n

So lve s  yo u r p ro b le m

VS



De m o n s t ra t e  Ca p a b ilit y

• Nic h e  /  Cle a r ta rg e ts

• Pe rs o n a l b ra n d  a c ro s s  Lin ke d In  p rim a rily

• Cle a r s to ry a n d  h o w yo u  d o  b u s in e s s  – All n e e d  to  b e  a b le  to  te ll it  c le a rly

• Re fe rra l s tra te g y

• Us e  d ia g n o s tic s  to  d is c o ve r c h a lle n g e s  fo r c lie n ts  in  a d va n c e  o f m e e tin g s

• De m o n s tra te  c a p a b ility:

• We b in a rs  /  Eve n ts  (with  ta rg e t m a rke t)

• Pro b le m  s o lve  in  m e e tin g s  

• Ca s e  s tu d ie s  /  c lie n t te s tim o n ia ls





Th re e  R’s t o  d riv e  fo rw a rd  a d v is o ry
1. Re s e t  Bu ild  c a p a c ity fo r rig h t o p p o rtu n itie s
Sys te m s , p ro c e s s e s , te c h n o lo g y, p e o p le , rig h t c lie n ts  & c a p a c ity.
Ho w c a n  yo u  d e live r s a m e  va lu e  in  h a lf th e  tim e  to  c lie n ts ?

2. Re s k ill Bu ild  c a p a b ilit ie s  & s e rvic e s
Wh a t n e w s kills  d o  yo u  n e e d  to  b u ild , wh a t n e w s e rvic e  lin e s ?
Ho w will yo u  a lig n  we ll to  yo u r ta rg e t c u s to m e rs ’ n e e d s ?

3 . Re fire  Stro n g  m a rke tin g , re fe rra ls  & le a d e r s u p p o rt
Cle a r o ffe rin g s , c le a r s to ry a n d  re fe rra ls  s tra te g y
En s u re  yo u  h a ve  s tro n g  le a d e rs h ip  s u p p o rt a n d  re s o u rc e s



Su m m a ry  fro m  t o d a y
• We a lth  o f a d vis o ry o p p o rtu n itie s  fo r th o s e  with  th e  

c u ltu re , c a p a b ility a n d  c a p a c ity to  s a y ye s
• Pro b le m  s o lve rs  a re  th e  n e w s a le s  p e o p le
• 5 c ’s  o f b u s in e s s  a d vis o ry s u c c e s s

1. Ca p a b ility

2. Ca p a c ity

3. Cla rity

4 .Co m m itm e n t

5 .Cu t th ro u g h

• Im p le m e n t b y e m b ra c in g  th e  Th re e  R’s  – Re s e t, 
Re s kill, Re fire



Th a n k  y o u  fo r  a t t e n d in g .
Qu e s t io n s ?  
Gill Bu rn
Re g io n a l Dire c t o r

Min d s h o p

g ill@m in d s h o p .c o m

Co n n e c t with  m e  o n  Lin ke d In .

mailto:gill@mindshop.com
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