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Welcome! 

Listening to many business and community leaders, it is interesting to hear some 

common blockages that prevent our peers and ourselves from investing our 

energy in fostering future growth. Some of these may ring true for you, too. 

 Time to do everything you need to do  

 Having the right identity and direction as an organisation 

 For CEOs, having an agile-thinking board of directors that let you get on 

with the job 

…and I have to admit this one took me a little by surprise… 

 Backing yourself – belief in your own leadership. 

If you are distracted by an unhelpful inner-voice, financial worries, or just 

spending a substantial portion of your time ineffectively finding new customers 

then you're caught in a trap. And you’re not alone.  

If you have ever grown your own veggies in the backyard, you will know all about 

nurturing, patience and bounty. You will understand that a seed planted in the 

morning does not bear fruit that afternoon. A seed planted, and not nurtured will 

not bear fruit. Business is just like maintaining a veggie patch. You have to start 

planting today and learn to nurture your seeds. It isn’t so much about planting as 

many seeds as you can, but planting quality seeds. 

  



‐ | P4 | ‐ 

Foster Future Growth | 10 Consultant Secrets| Summary Report 
SHAYNE LESLIE | © 2016 INTEGRATED GOVERNANCE 

"I ask not for a larger garden, but for finer seeds." ‐  Russell H. Conwell  
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Consultant Secret 1: Use Evidence, Not Instinct 

A big mistake many community and business leaders make is that they rely 

on their ‘gut instinct’.  

Why do people rely on gut instinct? It’s easy. It’s right there. It feels good, 

especially when your gut instinct pays dividends. However, like betting on the 

horses, it’s not a science. It’s luck. And luck isn’t a plan for fostering future 

growth. Luck isn’t going to grow your income or revenue – except if you’re lucky 

enough to with the lotto (and that isn’t a business plan either). 

As a consultant, I won’t advise you to follow my hunch unless I’ve backed it up 

with evidence. Reports, numbers, trends, research… you have to take the same 

approach.  

Gut instinct is the distillation of knowledge and experience. Unfortunately, instinct 

is clouded and cultured with an incredible amount of psychological baggage. 

Instinct, like flight or fight, often takes you down the road of your personal 

averages - I always pick the team in blue.  

This leads to the next secret. 

 

Consultant Secret 2: Fit Thinking 

A big mistake many community and business leaders make is that they 

don’t nurture a healthy and intelligent approach to their mindset. 

We have to ditch that ‘trust my gut’ mindset and be actively aware of our 

response patterns. Toxic thought patterns include; 

 I already know it all… I’m smart and superior to everyone else 

 I’m too old… busy… tired… hip… broke… to learn new things 

 What if it doesn’t work… people will think that I am stupid 

 I’ve tried that before… 
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As a consultant, the hardest thing to do is to ‘push the boat out’ on new ideas and 

techniques. I’m accountable to my clients and my family, and consulting is quite 

difficult and challenging, so my thinking has to be pretty fit. I admit I found this out 

the hard way when I let toxic thoughts get in the way of success. 

Fostering future growth starts with your mindset – recognising bad thinking habits 

about yourself, your ability to achieve success and your willingness to learn new 

things.  

So turn those toxic thoughts around… which leads to the next secret. 

 

 

"One for the rock, one for the crow, one to die, and one to grow." ‐  English saying 
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Consultant Secret 3: Staying Sharp Requires Work 

A big mistake many community and business leaders make is that they let 

external distractions cloud their goals. 

It’s the beginning of the year we can’t help but set some vague resolutions. When 

we don’t set clear goals for our business or work, then external distractions are 

our ‘way out’ of finding purpose to our daily tasks… and give us an excuse why 

we’re not achieving our goal of fostering future growth.  

Fostering future growth starts with what you do today. The best way is to make 

sure what you do today is nurturing the seeds to bear fruit in the future. Part of 

nurturing seeds is pulling out weeds… which you’ve got to get out into the garden 

and do frequently. 

Staying sharp… setting clear goals (what we’re setting and why), learning about 

what we need to do differently to move towards those goals, concentrating on 

daily actions that move us closer to our goals and prioritising those actions 

requires work.  

As a consultant, it is easy for me to engage in non-productive habits that take me 

away from my goals. For many of my clients, they often get sidelined by 

operational matters, or a board of directors that doesn’t quite understand a 

director’s role is not operational.  

One of my goals this year is: 

Be known as an authentic and open trusted advisor and confidant that makes a 

difference to people's lives and careers. WHY? To build resilience within my 

community, long-lasting relationships and offer significant value through my 

knowledge, networks and experience. 

One activity I undertook when designing my actions to realise this goal was 

uncovering issues back to their root cause – pulling out the weeds. I used a 

technique called the ‘five whys’. For example, I struggle calling new prospects. 

When I drilled down to the root cause of why and why and why, I found that I 
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didn’t ‘back myself’. That led me to realise I hadn’t set my value statement clearly 

to myself… so how could I hope to teach others about the value I have to offer. 

Staying sharp also means reviewing goals and being sharp enough to adjust the 

path if it isn’t working – did I plant the seed in the wrong kind of soil? For 

example, for the last few years I have tried to plant seeds through local business 

networking events. That has not been very successful for me so this year I won’t 

be spending so much time in this activity.  

Staying sharp, being fit in our thinking and using evidence not instinct leads to 

the next secret. 

 

 

"Bad seed is a robbery of the worst kind: for your pocket‐book not only suffers by it, 

but your preparations are lost and a season passes away unimproved."  ‐  George 

Washington 
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Consultant Secret 4: Inspiration to Innovation 

A big mistake many community and business leaders make is that they 

think that they’re not an innovative person.  

Innovation generally refers to changing or creating more effective processes, 

products and ideas that move us towards a productive future. If you can improve 

your productivity and the quality of your ideas, you are going to be in a better 

position to foster future growth.  

The key aspect about innovation is that is closely linked to inspiration. We 

also need to give ourselves permission to be an inspirational leader. That is why 

the first three secrets are so important.  

When we engage with this concept of innovation, we’re signing an agreement 

that recognises that we are going to do business differently, with different types 

of people and different technologies. If we don’t, then we’re not going to foster 

future growth because we’ll be stuck in yesterday.  

However, you’ll be glad to know that the next secret is possibly the easiest secret 

to achieve. 
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Consultant Secret 5: Your Customer List is Gold  

One of the biggest mistakes community and business leaders make is that 

they don’t know who is on their List. 

The number one list I have is my customer list. These are the people who have 

actually paid me to work. This list is GOLD. People who are like the people who 

are my long-term customers are my target market.  

When I go into a consulting job, the first thing I ask for is THE LIST. I start by 

understanding the bedrock of a business and building from there. In this list are 

the clues to nurturing ‘finer seeds’ rather than mass-advertising to everyone and 

hoping for the best.  

Personally, I DON’T LIKE hope marketing. I don’t like hope leadership. Hope is 

not a marketing strategy. Hope is not a business plan. You can’t show up every 

day and hope. Hope that someone who might be your customer will show up too.  

Understanding your customers is a better strategy than hope. 

In my book, Foster Future Growth, I talk in detail about analysing your customer 

list so I won’t do it here. Let me share with you this… when I looked at my 

customer list, I looked at personal attributes. I was thrilled to find my long-term 

customers had these qualities: 

 Learning – They’re educated and possess a continuous-learning mindset 

 Sharing - They want me to teach them what I know  

 Listening - They want to teach me what they know 

 Forward-thinking - They’re open-minded in thinking about the future 

 Connected - They’re technologically proficient and use this medium to 

stay connected 

 Passionate - They have diligently worked up to their position because of 

their passion to serve their community and provide for their family 

 Ethical - They want to do business with people who are honest and 

transparent, and loathe industry politics 
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 Improvement – Despite different levels of success and the knowledge that 

they can have impact, they all want to do better; they want to get out of 

their comfort zone and follow a process to achieve their improvement. 

These are the people who will become my long-term customers of the future. 

They’re not people who believe in magic wands, working a little as possible or 

are attracted to power for the sake of power. 

Getting a sharp and accurate picture of the people you do business with 

today will help you understand the people you need to do business with in 

the future.  

Which leads us into the next secret. 

 

Consultant Secret 6: Growing and Harvesting  

A big mistake many community and business leaders make is that they 

don’t know how to target or who to target. 

When we haven’t got a clue as to where our money is made in our business, we 

tend to waste money and market everywhere to everyone and often at cross 

purposes. Tactics fly everywhere with all kinds of messages. That can get us 

down and cause us to lose our confidence. It can stifle our career and kill our 

business. 

Looking at your list a number of different ways allows you to better understand 

where you can attract future growth through; 

 LIKES - You can understand what products and services your current 

customers like and attract more of the same kind of people 

 GAPS - You can see groups of customers you may be missing. 
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When I work with customer lists for clients and we talk about who to target as part 

of strategy, I don’t talk about the customers who are already well represented. I 

talk about the ones that are LIKE your core customers. For example, if your core 

customer group is aged 55-64 years old, then your LIKE group may be 50-54 

years old and 65-70 years old. There is no point over-investing in your core 

customers. Fostering future growth means investing in people who are LIKE 

customers. 

Fostering future growth also means you will have to climb the tree or roam the 

garden and understand what other kinds of edibles are out there – that’s the gaps 

in the customer profile. You may find that there is a big chunk of 40-44 year olds 

missing from your profile. Use the five whys to find out why they’re not there and 

then invest in closing the gap. 

Considering gaps, you need to know that the edibles you’re looking for are there. 

You can search all day in my backyard garden but you’re not going to find any 

mangoes! You will find zucchinis. That’s why my starting point is always the 

Australian Bureau of Statistics (ABS). The ABS website has information collected 

from the census which you can use to see who else is out there in the market. 

There is also lots of other information on topics such as social trends, population 

growth, and industry.  

So we now have our targets, which leads us into the next secret… what are they 

going to purchase? 
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Consultant Secret 7: Small Boosts and Large Hauls 

A big mistake many community and business leaders make is that they 

don’t know what makes them money today. 

Fostering future growth is a balancing game between small boosts and large 

hauls. 

First, understand what is your bestselling product and most profitable product or 

product bundles and your price perception, then give them boosts to improve. 

There are a gazillion ways to look at your business sales to identify what you sell 

really well and what you sell profitably. I know many of my clients have invested 

in great point-of-sale systems where they can look at this information regularly.  

When all the forces align – the message is on target, the product is good and the 

machinery works, you may bring in a large haul. I’ve had clients who added six 

figures to the bottom line in a single year through targeting the right message to 

the right target with the right product. But we wouldn’t have got there if we didn’t 

go through the detail of what drives the business and invest in improvements. 

This needs to be balanced with what you’re going to sell in the future. It may be 

something similar… or it may be something very different which leads us to the 

next secret. 
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Consultant Secret 8: Understanding Future Trends 

A big mistake many community and business leaders make is that they 

don’t know what will make them money in the future. 

It is important for fostering future growth to keep in touch with your local, regional 

or national market. It is a huge risk to take a silo mentality to your business and 

the rest of the world. If you are in business, you are part of a vibrant economic 

community.  

There is a vast amount of information available about plans for the future. Some 

of it is extremely valuable while others are re-posts of questionable information. 

You’ll need to be critical in your thinking when reading information – check the 

sources and don’t jump on the first bandwagon. 

In my book, Foster Future Growth, I write about seven megatrends. If you 

cultivate an appreciation for the larger cycles in the world, you can achieve a 

better point of focus when creating a strategy… which is the next series.  

I’ve divided the seven megatrends into three ‘worlds’; 

 Natural World: Going, Going… Gone?  

 Man-Made World: Mega Urbanisation, The Silk Highway and the 

‘Switzerland’ of Asia, and The Innovation Imperative 

 Individual World: Forever Young, Virtually Here – Connectivity and 

Convergence, and Great Expectations 

Having a refined focus on WHO you are specifically marketing to will allow you to 

strategically refine your focus. You’ll begin to cultivate a CAMPAIGN focus to 

your marketing. That is a set of related tactics that work together to foster future 

growth. Which leads us into out next secret. 

"More grows in the garden than the gardener sows." ‐  Spanish Proverb 
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Consultant Secret 9: The Powerful Presentation 

A big mistake many community and business leaders make is that they 

don’t implement a future growth strategy holistically. 

 

While we may have done some terrific work analysing our customer list and the 

world around us and have some stunning results, it’s no good if we can’t present 

our results and have that information influence the direction of the organisation.  

That means writing a succinct and captivating FOR DECISION paper to influence 

boards, investors and, depending on your position, CEOs. 

To start a For Decision paper, we first clearly identify the issue. Now, put in your 

recommendation to solve the issue. This might be something like… This paper 

identifies the single biggest point of potential growth in our current market…and it 

is… and you’ll insert your number one finding here. 

Now, present the three to five points that represent your most supportive 

evidence to your recommendation. Each point should be no more than 60 words. 
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I usually try to pick an aspect of research I may have completed from each of the 

four quadrants of focus…  

1. Population - People on the outside 

2. Potential customers - People on the inside 

3. Product or service - Activity inside my business 

4. Revenue growth - Activity inside my business 

5. Megatrend - Activity outside my business 

The next part of the paper is your risk management section. Consider the risk of 

carrying out the recommendation. Importantly, include the risk of NOT carrying 

out the recommendation. 

Lastly, end on a positive note by clearly identifying what the result will look like – 

what will be the transformation – when the recommendation is achieved.  

In summary: 

 State the issue 

 State your recommendation 

 3 to 5 points of evidence 

 Answer objections and identify risks 

 The transformative outcome. 
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Consultant Secret 10: Lead the Transformation 

A big mistake many community and business leaders make is that they 

don’t back themselves in leading the transformation. 

Five surprising words that stop good executives from being great leaders are, “I 

want everyone on board.” Requiring everyone to be on board and ‘happy’ not 

only makes decision making slow and bureaucratic, but far worse, it makes it 

political.   

Great leaders should solicit input from their teams – and this includes boards. If a 

team member has compelling facts, those facts must be surfaced and used to 

make the decision. What leaders should not do is allow opinions without facts to 

substitute for their own good judgment. Opinions sound like… “I don’t feel 

comfortable with this… I don’t think it will work... I just don’t like this approach.”  

Use the four quadrants of focus and the five-whys to challenge empty opinions – 

get them to go to Consultant Secret No.1 and work through this quick paper. Not 

all people are happy with change. Often, fostering future growth requires a good 

dosage of change.  

Leadership is earned through consistently showing great intellectual curiosity, a 

hunger for facts, and the humility to change your mind when you learn new 

insights.  
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"Don't judge each day by the harvest you reap, but by the seeds you plant.” ‐  Robert 

Louis Stevenson  

 

Lastly, it doesn’t happen just once. For the best results on continuous future 

growth, your process of fostering future growth should be an ongoing event: 
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In closing, I’d like to congratulate you for stepping up and taking the challenge to 

keep growing your business. 

I am currently working on my next series called Beyond the Blazer, which are the 

common gaps between board expectations and reality. Read the work in 

progress on my blog at http://www.integratedgovernance.com.au/blog.  

Please be in touch if I can support you in any other way. Send me an email: 

shayne@integratedgovernance.com.au.  

 


