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Learning From the Wisdom of Others
A structured mentoring program provides an organisation with the
greatest opportunity for growth and professional development.

Taming Those Difficult People...

“Why be difficult — when, with a little effort, you can be impossible!” Are
you working with someone who is difficult to deal with, aggressive,
submissive or totally disinterested? Does it make you wonder if some
people’s main ambition in life is to gain an MBA — a “Master of
Business Aggression!”

Coping with the Difficult Person on Your Team...
No, you're not imagining it. There are some people who can brighten a
room just by leaving it!

Switch on Your Selling Power!

When faced with the task of having to ‘SELL’, many staff secretly believe
it is ‘beneath them.” And, whilst they may pay ‘lip service’ to any sales
training offered, the question remains: “Do they really enjoy selling?”
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Change is Inevitable. Learning is Optional!
We can’t stop change but some people just never learn to accept it
and adjust.

The Customer Service Zoo
Create customers for life—and a life for yourself!

Life is Like a Bicycle...
Life is like a 21 speed bicycle...most of us have gears we never e
ven use...

Hot Lemon & Honey
Think of people, outside family and friends, who have contributed in
some way, large or small, to make your life more pleasant.

Reflections for Success in Times of Change...
When what used to work at work no longer works...it's time to change
our ways of thinking — and think of ways of changing.

The Five Circles of Excellence...
With Australia hosting the Olympics, why not go for gold in achieving
your goals in life?

Dream it... Dare it... and Do it!
During the Olympic Games, many a dream was achieved or shattered in
just a mere thousandth of a second...

Make Any New Millennium Resolutions?
When what used to work at work no longer works, it's time to change our
ways of thinking and think of ways of changing...

‘Life is not a Practice Round’
If you're not a golfer, never have been or never wish to become one,
then read no further...

How to Avoid Death by Voicemail...
Arthur C Clarke, once said, “We had better pay attention to the future,
because that's where we are going to spend the rest of our lives!”

Moving on from Disbelief to Belief
We grow when we move from disbelief in others to a stronger belief
in ourselves

Hope Happens!

“A leader is a dealer in hope.” So said Napoleon Bonaparte before his
death in 1821. Nearly two centuries later, we need hope more than ever,
in our organisations and our personal lives.
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Your top performers are doing something different and better, mapping
is how you discover what it is.

Sack the Salespeople... Hire a Buyer’s Assistant
Prepare for the revolution! Read this and decide which side you want to
be on...

No Pain, No Gain — That’s for Amateurs!
One of the best salespeople I've ever met turned out to be someone
totally unexpected...

Rainbow Balls and the Corner Store
Do you remember shopping at the corner store? Why did you like it?

Why up to 90% of Your Staff Training Could be Wasted...

Would you like to achieve a ten times greater return on your training
investment? Silly question, right? Well, the chances are you can do just
that because according to the latest research, on average, only ten per
cent of every dollar you spend on your staff training is effective.

You Can Lead a Horse to Water — So What!
Good salespeople ask good questions. The kind of questions that you
would ask at a function when you first meet someone...

Are Your Customers Suffering from Sales Information Overload?
Renaming old sales techniques and practices, won't make them work
any better than they did in the past...

400BC, The Thunderbirds & Rumpole
Looking for the world's best sales person? Look to 400 BC, the
Thunderbirds and Rumpole...

Two Ways to Sell More in a Recession

“This is the best time ever for good sales people. There is more
opportunity now than there has been for the last five years and we plan
to take advantage of the current conditions. We intend to put all the
expertise we can gather into the marketplace.”

Confused in Paradise? Not Anymore!
Sitting on the back of an army truck going up a very steep road is not
the normal place you’'d expect a sales lesson but it happened

How to Manage Sales so Everyone Does Better...

With the headlong rush towards what is new and exciting in technology
and business tools, it is timely to ensure that we remember what works
and what doesn't. It's also very necessary to create stability and
certainty in sales and in your sales force.

The Sales Competence Trap
Many of today’s top business managers make the mistake if hiring
for skills...
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The Magic of Networking...
Networking is the best way of increasing your business and usually at
little or no cost.

Hot Tips for Attending Networking Functions
If you are going to attend networking functions, why not make the most
of the opportunity?

Hot Tips for Attending Conferences and Seminars
With the main conference season about to commence, here are some
timely tips to sharpen your networking skills

Networking Millennium Style... Making Money for Your Clients
Business today goes to those service providers who without questions
exceed their clients expectations...

What Do | Say, After | Say, “Hello”?
Mastering the gentle art of conversation, can help you become a much
more effective networker.

9 Keys to Developing Strategic Alliances
Strategic alliances can help you get the edge in today’s competitive
marketplace. But where do you start?

Are You an Interesting Person?
Off the top of your head, you can probably list the names of 20 people
you consider to be interesting...

No Time to Network?
Are you one of the new time poor? Too much to do and so little time to
do it in? All the more reason to network...

Don’t Just Focus on the ‘Big Kahuna!’
Mastering the gentle art of conversation, can help you avoid trade expo
disasters and set sales records...

B2B - Beyond Business Cards to Actual Business
The number one reason many people don’t convert business cards into
business is — they never follow up!

Stop Sabotaging - Start Networking
You're attending the business networks, handing out the business cards,
following up within 48 hours of exchanging cards and still NOTHING.

Can you make the TOUGH DECISIONS?
It's okay to make a mistake. Successful networkers make lots of
mistakes — that’'s what makes them successful!
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Four Secrets for Creative Thinking
Call it thinking outside of the square or creative thinking but what you
think is what you become

Too old to learn about the Internet?
All Things Being Equal...

Thanks for the Memory...
Have you ever forgotten someone’s name less than three seconds after
you have been introduced?

You CAN Remember!
Developing a good memory, is a skill you can learn. It's simply a matter
of Patience, Persistence and Practice!

The #1 Business Skill - Remembering Names...
Dale Carnegie said, “The most important sound in the English language
is the sound of your own name!”

Those Magic Olympic Moments...

Have you ever been somewhere — seen a potentially wonderful photo —
and wished you had your camera with you? Have you ever been in a
room with a celebrity and wished you had your camera with you? Have
you ever been standing behind a crowd of TALL PEOPLE and missed
getting the photo you so desperately wanted to take...?

The Power of Words...

“The sky weeps because you are leaving us were the beautiful words
used by my new friend Areef, as he bade me farewell from the paradise
that is the Rangali Hilton Hotel in the Maldives, in the Indian Ocean...

Our General Manager is Hopeless!
Well, that's what the receptionist of one of Brisbane’s leading hotels told
me recently...

Take Time Out To Think...

Clarence Birdseye took time to think. So did Edward Lowe, Joe Resnik
and even good old Gene Autry. If you have an open mind for ideas and
you take time out to think, sometimes synchronicity can occur. “Synchro
what, | hear you ask? What's synchronicity?”

OPMs Can Save You Millions!
OPMs are other people’s mistakes. You might be surprised at how much
you can learn from them...

The Problem of One

“ONE is a very dangerous number, Max.” my American friend Bill Marvin,
wrote in an email to me recently. “ONE type thinking can kill a business
stone dead,” he continued...
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Think like a Magician!
Magicians think differently to other people. And this often produces
‘magic’ results!

The Secret of the Service Station...
Psst...like to learn a magic trick? One that will stop your customers from
disappearing?

The Secret of Juan the Smuggler...

Timothy Hyde, our resident magician, explores the irresistible power of

our own hypnosis and explains why our expectations and assumptions,
ultimately form our beliefs and tells us how to put this to good use when
solving our own problems and challenges...
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All of us are blessed with inner strengths. It's just through circumstance,
some of us have to use them more than others...

Never Ever, Say Never...
Nothing splendid has ever been achieved, except by those who believed
that something inside of them was superior to circumstances....

My Biggest Fee Ever...

He suffered burns to 65 per cent of his body in a terrible motor

cycle accident. Then, he was involved in a plane crash and paralysed
from the waist down. In spite of his fate, today, Mitchell travels the world
spreading his message of hope. He claims, “It's not what happens to you
in life, it's what you do about it.”

And that’s why | Speak...

He suffered burns to 65 per cent of his body in a terrible motor cycle
accident. Then, he was involved in a plane crash and paralysed from the
waist down. In spite of his fate today, Mitchell travels the world spreading
his messages of hope and inspiration. He claims, “It's not what happens
to you in life, it's what you do about it.”

Take Responsibility for Your Life...
\When you take responsibility for your life, you take responsibility for
where you are going to go next...

The Choice is Yours...

In July 1971, Mitchell was involved in a terrible accident when his
motorcycle was hit by a laundry truck. The petrol capped popped off and
the fuel caught fire, he suffered burns to 65 per cent of his body. In spite of
his misfortune, today Mitchell travels the world spreading his message of
hope: It's not what happens to you, it's what you do about it...

Why | Travel the World Speaking to People...

W Mitchell was involved in a terrible accident when his motorcycle was
hit by a truck. The fuel caught fire and he suffered terrible burns to 65
per cent of his body. He was later involved in a plane crash that left him
unable to walk. Despite these setbacks, today Mitchell travels the world
spreading his message of hope to others — it's not what happens to you,
it's what you do about it...

Breaking the Barriers

So many barriers we are told are real, don’t exist at all. And even the real
ones cpan be vanquished through sheer effort. Things like picking up a
guarter with no fingers or having a wonderful, accomplished life though you
are burned and in a wheelchair — most can be surmounted through effort
and a willingness to dig under them, go around them or hop over them...

The Man Who Would Not Be Defeated...
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What’s the Real Secret of Successful People?
Why are some people fabulously successful, while others never make fit,
no matter how hard they try?

Managing Chaos!
| guarantee that 99 per cent of you reading this now, found it a challenge
to find the time to do so...

Personal Leadership for the Present Moment...
Has your work environment changed in the last 12 months? Found it
challenging?

Conditions for Successful Change...
A useful definition of insanity is: “Doing what you did yesterday and
expecting a different outcome.

Who’s in Charge Around Here, Anyway?
“What this business/ organisation/team needs is some good old-
fashioned leadership!”

Life Can Be So Easy... With a System
There are three kinds of people... those who make it happen, those who
let it happen and those who wonder what happened!

Life is Merely Froth and Bubble...
Two things stand ike stone... Kindness in another’s trouble, Courage in
your own.

Turning People On!

If you have responsibility for getting results through people while keeping
your costs under control, you'll already have discovered that the
challenge of motivation and retention in your organisation is a bit like
trying to keep frogs together in a wheelbarrow!

Here’s a Certain Formula for Failure!
Aren’t you sick of formulas for success? | know | am. Well, prepare
yourself for something totally different...

Moving Forward - the only way to go!
When you're green you're growing, when you’re not, you rot...
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Don’t Look at my Desk!
Somebody once said a busy desk is the sign of a busy mind but it is
more likely to mean chaos!

Have You Got a Minute?
If you want more time in your day, try training people to come up with
their own solutions to their problems...

How To Stretch Time
24 hours are definitely enough to do what you want to do — the secret
lies in how you use them...

Which Diary or Planner Should | Use?
It's not the diary or planner that makes you organised — it's how you use it!

The Magic of Chunking
Ever looked at a task, shaken your head and walked away feeling
overwhelmed?

“Oh, She’s Always Late!”
Have you ever been driven to the point of near distraction by other
people's time habits?

Those Meetings Can Start On Time!
Sitting around waiting for a meeting to start is not only annoying, it can
also be a very costly exercise...

Time-Saving Travel Tips
If your business requires a reasonable amount of travel, you will find
these tips invaluable...

Hot Email Tips for Time Efficiency
Most people understand, at least intellectually, that a clear desk equals
an uncluttered mind

Are You Drowning in E-mail?
Email is a wonderful tool. Only problem is, many people are trying to use
it in the same way they handle paper — not very well!

It’s About Time!
You could be forgiven for thinking every thing there is to say about time
management has already been said

Procrastinate! - Who, Me?

| regularly ask participants at speeches and workshops what their big
issues are and procrastination always rears its ugly head. But — is it
always ugly? Did you know there is such a thing as creative
procrastination? So, let’s poke a stick at the topic and see if we can't find
some new angles.
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Don’t Shoot the Messenger
You spent a lot of time and money getting the message right but what
about the messenger?

Blueprinting Success...
What is it that makes one person a success and another person
a failure?

The Casualisation of Australian Workplaces
It's no secret that businesses that are receptive to change move forward
but take that step forward with caution...

Dare Yourself to Shine!
If your company’s products or services were packaged like you, would
they sell?

Scary First Steps
Being the new kid on the block isn't easy and at times you will feel like a
leprechaun at a bar mitzvah!
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Surviving, Thriving and Driving Change
When implementing change managers often overlook the most important
factor - people!

You Must be Consistent If You Want to Change
Are you sending out conflicting messages and sabotaging the
change process?

The Four Emotional Stages of Change
When organisations go through major change, employees experience a
strong sense of loss...

The Power of Emotionally Intelligent Teams
US$28 Trillion! That's the estimated value of mergers and acquisitions
world wide for 1999.

Leadership & Change - an Oxymoron?
If you want to institute changes in culture, attitude and behaviour — get
out there and communicate!

How ‘Valuable’ Are Your Values...?
One of the most significant and difficult challenges facing organisations
today is the ‘War for Talent'.

Are You an HR Manager or a Business Partner?
Chief Executives are worried. The trans-lation of strategy into
organisational performance is the critical success factor.

Culture - Are you Dancing with the Devil?
The challenges of reforming the NSW Police Force, provide some vivid
examples of the difficulties in implementing change.

The Power of Emotionally Intelligent Teams
These days the importance of emotional intelligence (EQ) at work is
largely accepted by most organisations...

Choosing a facilitator...
Companies often use outside facilitators for various reasons, however,
it's important to get the right one for the job

Leadership at Ground Zero
Leadership is almost impossible to define. Yet you know it when you see
it and you know when it's not there...

What is the Value of Your Values?
Do you know how your values fit in with your organisation’s values?
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Good Service is Simply Not Enough...
Most people think if they simply provide good service, the world will beat
a path to their door...

Change or be Changed
The customer is going to win. But is the customer going to win with you
or somebody else?

It’s Not the Product — It’s You!
According to Albert Gray, winners have simply formed the habit of doing
the things losers don't like to do.

Winners are Grinners!
Everybody loves a winner, its true but there is more to creating winners
than just handing out awards. . .

The Secret of Prospecting
“Who's calling?” A bit abrupt but it is still an easy one to answer.
(Although with my name | have to be careful not to go too fast).

Management vs Leadership — What’s the Difference?
The King, President, or Prime Minister is the leader of the nation. Have
you ever heard them referred to as the manager of the nation?

Can You Afford to be so Busy?
Unfortunately, some sales people go through life collecting excuses
instead of results...

A Genius Taught Me...
“How many joys are crushed under foot because people look up at the
sky and disregard what is at their feet?” Catharina Goethe

It’s About Building Relationships...
The fundamentals of wake up, show up, and follow up, will serve to keep
you focused on the values you deliver...

Listening — Your Shortcut to Success
Oliver Wendell Holmes Sr. once said, “It is the province of knowledge to
speak, and it is the privilege of wisdom to listen.

Are You a Relationship Builder?
Technology is getting a bad rap. It is being blamed for stale voice mail that
sounds like a filter and incomplete email that is so abrupt it offends people.

Where Have All The People Gone?
In 2001, there is a worldwide shortage of skilled staff. Finding the right
people is going to be one of your biggest challenges...
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Propaganda... It Simply Won’t Work
Telling people you are a wonderful company isn’t enough, you have to
add congruence and action...

Cultural Changes Can Make Your Team Fly...
... but careful planning and good communication re the keys to
successfully carrying them out.

Reward Failures... Are You Kidding?
No! Not if you are serious about asking your people to perform with
initiative and adopt empowerment...

Know When to Say, No!
Knowing when and how to say, “no” is a skill worth learning in our ever
busier workplace...

Team Player or Team Slayer?
Beware. Some of the people on your team may be holding you back.
Ask the tough question — you may be surprised...

Customer or Culture — What Comes First?
Question: How many of your employees are volunteers?
Answer: ALL of them!

Cultural Due Diligence — the Secret to Success
For a truly successful merger to take place, each company must first
devolve in order to evolve...

Cultural Due Diligence — a window into the “how”
Organisations that are truly successful in enlisting the lasting support of
their people, are those that genuinely listen to their staff.

Lessons for a Successful Merger or Acquisition ...and some good
stuff for all businesses...

There are some important lessons that companies who wish to improve
their profits or simply stay in business, cannot afford to ignore. Especially
if they are involved in a merger or acquisition. These lessons were
brought sharply into focus recently while | was preparing a company for
its float...

Start by Changing Your Thinking...
Somebody once said, “You can’'t make a good omelette without first
breaking a few eggs.” How true...

Cultural Due Diligence: People Are The Key To Success...
Before the ink dries on the agreement is the best time to start planning
your cultural integration for a successful merger or acquisition.
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What Price Loyalty?
Most companies spend a fortune trying to win new clients and virtually
ignore their greatest profit centre...

Beware of the Fifth ‘P’
You can't enter the next millennium using the same marketing strategies
you are using now...

Sex and the Internet...
Using the word “sex” in my headline was a grubby way to get your
attention, wasn'’t it? But it is relevant to what | have to say...

The “Price’ of Success
For some people, dropping prices is the only way they know to combat
competition. But there is a better way—add value!

Have you seen our Company’s Website?
It's not enough to simply have a ‘presence’ on the Internet, you need a
valid reason for being there...

The Importance of the Three ‘R’s...
What employees want from their job is in stark contrast to what their
managers think they want...

Back to the Big Picture!
It's a well worn adage but it's as true today as it ever was — companies
that fail to plan, plan to fail...

What’s in a Name?
According to William Shakespeare, a rose by any other name would still
smell as sweet...

Relationship Marketing — Back to the Future

In real estate they talk about the three Ps — Position, Position, Position.
In our marketing efforts today, more than ever before, we need to think
about the three Rs — Relationships, Relationships, Relationships. If
you’re not working on better ways to build meaningful relationships with
your clients, then you are probably about to join the dinosaurs...

CRM = Customers Really Matter!
Why do so many companies spend a fortune upgrading their systems
and forget to upgrade their people?

Website Design Traps and Rip-offs

If you are thinking of getting a website for your company or you are
wanting to update your existing website — take care — you could pay a
hell of a lot more than you need to...
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How are you Managing?
The traditional roles of men and women in the workforce are
slowly changing...

IQ vs EQ...How’s Yours?
For years, companies have used IQ as an indication of suitability but now
they are looking at people’s EQ as well...

Handling Difficult People
Every organisation has some. There is often one in your team and more
than likely you have a number as clients...

Don’t Just Stand There... Stand Out!
Got an important presentation coming up? Here are a few simple tips to
make it more memorable!

How to Handle Those Difficult Conversations
The first step to handling difficult conversations lies in understanding
what'’s really going on...

That’s Not What | Meant (or how misunderstandings happen)
Agreeing on team values, goals and guidelines is one of the secrets to
creating successful team dynamics...

How to Sell to Women...
It's reported that Sigmund Freud studied “The Great Question...” for 30
years and still didn’t came up with a satisfactory answer.....

Male and Female Speak - understanding the differences
Generally speaking, men and women communicate quite differently and
use language to achieve different outcomes.

Resolving the Unresolved
Do you have someone in your life that you dread running into? Someone
you avoid like the plague?

What You Say vs What You Mean
Words are such powerful things — be sure to choose them carefully and
think before you write...

| See What You Are Saying...
It's not just what we say that counts. There are messages we can give,
without saying a word!




