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who is  
illumin8?  

Why are Illumin8 gathering experts in their fields to talk 
all about how small businesses can do better, and be 
better?

To explain, we might start with sharing a bit of 
our journey. We went from being a fairly standard 
accounting firm, in a quant seaside town on the 
outskirts of the Mornington Peninsula, to the firm 
we are today. A firm known for doing things a little 
differently, one that innovates, and one that is a leader in 
the cloud accounting space. We asked a lot of questions, 
drank good whisky, and spent a many late nights 
together trying to distill who we were, who we really 
were. In the process we challenged the norm, and took 
courage to jump into the unknown. We were finally able 
to articulate who we’ve been the whole time, it’s we just 
never felt like an accountant should be the things we felt 
we were. Freedom fighters. Rebels with a cause. Youthful, 
and playful. Pursuing innovation and a better way. 

When you think of an accountant, what do you honestly 
think? Number crunchers? An old guy in a dark office? 
White collared shirts? Ties and bad combovers? It’s not 
the prettiest picture.

In many ways, we’re the anthesis of what a stereotypical 
accountant is. But in the most important way, we’re 
what every accountant should be. One that really cares 
for their customers, genuinely wants to see them thrive, 
and allows them to get out of bed every morning, to 
dedicate their time to what they value most. Hint, for 
most people, that isn’t compliance or bookkeeping. 

So when it comes to this guide. We hope it becomes 
really clear, no arm twisting, or fancy marketing hacks, 
that we genuinely care for small businesses across 
Australia. And that anything we can do to empower 
Aussie businesses to get up, and make 2019 the best 
year yet, we are so ready to get behind. We hope you love 
the guide – that you find it helpful, thought-provoking, 
challenging, and encouraging too. Small business is 
tough, and can lonely be at times. From us to you, a 
big pat on the back, a thumbs up, and keep at it! You’re 
amazing. 

 
               – Andrew + Illumin8 Family
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Trent Innes 
 
Managing Director of Xero, Australia and Asia

Is that really a 
small business? 
Why the business 
landscape is 
changing the shape 
of small in 2019.

Fun fact: Ran the New York Marathon

Trent Innes is the Managing Director of Xero Australia, 
the global small business platform. Guided by a strong 
people-focus, he has developed and grown Xero’s teams  
to better help small businesses thrive.

Named Managing Director of the Year in 2017, by CEO 
Magazine, Trent’s focus on delivering excellence across 
all aspects of Xero’s business has seen the company win 
Canstar Blue’s award for ‘Most Satisfied Customers Award 
for Small Business Accounting Software’ four years in a 
row. Additionally, the significant revenue and subscriber 
growth under Trent’s careful watch, has ensured Xero’s 
position in the ranks of Australia’s Top 100 listed 
companies.

www.xero.com/au



One of the great Aussie dreams is to be your own boss. 
The numbers add up for themselves: over 97% of all 
businesses in Australia are considered to be small 
and they employ over 45% of people across the land.  
There are many reasons for starting a small business 
– following your passion, freedom, working your own 
hours and not getting told what to do. Sometimes 
businesses are born out of necessity.  

I’m fortunate in my role that I get to visit many small 
businesses who continually amaze me with what they 
are doing, how passionate they are and how resilient 
they are. I see that it can be massively rewarding. But it 
isn’t always easy. Behind every small business there is a 
person or people who are chasing their dream, trying to 
make ends meet, agonising over hiring their first or next 
employee, chewing over buying more stock, expanding 
or shrinking – the list goes on. 

One area that historically small businesses struggled 
to keep up with was technology. It was an area that had 
over promised and under delivered. As a result, small 
business owners were heavily reliant on doing things 
manually or were bolted to desktop computers, which 
restricted many of their growth opportunities. 

With the proliferation of mobile devices and cloud 
computing, I would argue now that small business 
has better access to technology than big business. 
Technology is now democratised, and the innovation 
going into development and new applications is 
happening at a blinding pace. There truly is an app for 
everything and if there isn’t today somebody is likely 
thinking about it. Apps are easy to deploy, easy to use 
and easy to integrate. Small business has the leg up on 
big business.

What we are seeing play out now is true digitisation 
which removes friction from business processes. 
Government and big business have seen the benefits and 
are rapidly developing integrations to allow frictionless 
workflows. Small business can now be digitally 
connected to their customers, suppliers, advisors, banks, 
government and more. They are truly connected to 
global opportunities. At Xero, we’ve been referring to 
the momentum of this shift as the digital domino effect 
– and it’s reshaping the small business landscape. Let’s 
look at some of the changes on the horizon and how you 
stand to benefit.

What is changing: Access to cloud technology  
What it means for you: Connected businesses thrive

I love hearing the different ways our customers benefit 
from connecting from anywhere – those who took a 
holiday who could keep business running on the move, 
those who could make their kids’ footie final by working 
on the way there, and those who enter new markets 
from the sofa in their living room. 

However you decide to use the freedom of cloud 
technology, don’t underestimate what it can do for 
your business, and those of your competitors, this year. 
According to our report, From little things big things 
grow, as NBN connectivity grows across Australia, so 
does small business revenue and hiring. 

For businesses on Xero, those in mature NBN regions 
grew employment by one-third more than peers in non-
NBN regions. Businesses on Xero in mature NBN regions 
grew revenue by almost two-thirds more than peers in 
non-NBN regions. Connectivity matters. Think about 
what you are doing to make the most of it.

What is changing: The proliferation of mobile devices  
What it means for you: Business must be mobile

https://www.xero.com/small-business-insights/wp-content/uploads/2018/10/From-little-things-big-things-grow-How-digital-connectivity-is-helping-Australian-small-businesses-thrive.pdf
https://www.xero.com/small-business-insights/wp-content/uploads/2018/10/From-little-things-big-things-grow-How-digital-connectivity-is-helping-Australian-small-businesses-thrive.pdf
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I don’t need to tell anyone who owns a smart device 
how intrinsic they are to our lives. But you may be 
surprised to know that Australian usage comes in at 
the spearhead of global trends. Research from Deloitte 
shows Australia will exceed global averages in mobile 
usage, with smartphone penetration in Australia sitting 
around 90% – while the rest of the world won’t reach 
those levels until 2023. Mobile interfaces demand 
simple, streamlined processes. And as business in 
Australia becomes increasingly mobile, technology 
providers will only respond with yet more simple and 
connected services you can use to your advantage.

What is changing: Wide-sweeping Government 
mandates  
What it means for you: Secure and frictionless is 
becoming standard

In addition to these broader changes, it’s likely you’ve 
experienced the impact of changes in Government 
regulations in recent months. If you use a digital service 
provider like Xero, for example, you now have two-
step authentication (2SA) activated on your account to 
protect your sensitive data. Last year the ATO also rolled 
out its digital payroll initiative, Single Touch Payroll 
(STP), to some larger business employers and is expected 
to extend this requirement to employers of all sizes in 
2019.

While these changes can seem overwhelming at first, 
they point in the direction of better business practices 
for the future. A focus on 2SA and STP shows that the 
Government is committed to secure and frictionless 
workflows as standard.

And if you’re finding any of the legislative changes 
confusing, I recommend reaching out to your 
accountant and bookkeeper. They can help you unpick 
the ramifications and the opportunities that lie ahead.

What is changing: Investment in applications 
What it means for you: You are bigger than you think

In many ways, small businesses have an army of 
world-class developers working for them. The tech 
industry is full of bright sparks who create and code 
point-of-sale systems, e-commerce apps, reporting 
packages, timesheet trackers, and more – with every 
solution designed to help remove pain points for small 
businesses. 

You get to choose the solution that suits you, when it 
suits, according to your needs. And the results speak for 
themselves. Small businesses on Xero with at least one 
app are growing revenue by 5.5% a year, compared with 
only 3.6% for small businesses using no apps. Faster-
growing firms are more likely to use apps, irrespective of 
business size. 

So while there will be many changes to the small 
business economy in the year ahead, you are not alone 
in facing them – Xero and your advisors are there to help 
for a start.. You have the power to create a connected 
and competitive edge that redefines what it means to be 
small and mighty. 

And next time you buy something online, you may be 
amazed to find out just how small that business you 
bought from really is. 
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Andrew Van De Beek 
 
Illumin8

Why your workplace 
culture sucks - and 
what you can do 
about it.

Fun fact: I dream of opening a whisky bar!

I’m Andrew, and although I might not look like one, I’m  
an accountant. I’m the founder of Illumin8 where I lead 
an amazing team that share my passion for helping small 
business owners do more of what they love. What small 
business owners need from an accountant is different. The 
days of just doing the books and filing tax returns are gone. 
Accountants of today and tomorrow need to be more and 
do more. 

We’re lucky, we don’t have the legacy of the old world 
of accounting. All we know is cloud based, advisory lead 
accounting. I always push the boundaries, it’s the only  
way I can make the difference I want to make. I ask lots  
of questions. I listen to the answers and I’m not afraid  
to challenge what I hear.

andrew@illumin8.com.au 
www.illumin8.com.au
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Why should we be paying attention to our workplace 
cultures? Here are a few (of the many) reasons why:

• Creating a place that your team want to come to 
everyday means they will feel more connected to 
the goals of the business, and more importantly 
the ‘why’ you do what you do – thanks Simon Sinek. 
Thus, when the time comes for someone to step up, 
you’ll have a whole team ready to volunteer.

• The brand, or image, your business has, is a direct 
reflection of the people within it. Your clients will 
very easily spot the difference between who you say 
you are, and who you actually are when interacting 
with your staff.  

• Sometimes it’s not all about you – shock horror! 
As business owners we often fall into the trap 
of thinking only about what we want from the 
business. When that conversation is opened up to 
allow your team to be involved, they get more buy in, 
bring new ideas, and generally do a better job day in, 
day out.

So, if you are sitting here in 2019 wondering why your 
business culture sucks, here are three reasons why -  
and some things you can do today to change it.

1 – You don’t know what you stand for.

A business that doesn’t have a purpose, doesn’t have a 
future. That business will find it hard to attract quality 
team members, and will always be left wondering why it 
is not achieving what it wanted to achieve (provided you 
have set a target at all). By finding what you stand for, 
I don’t mean that quick one liner that gets attached to 
your logo when required. Rather, a thought out, purpose 
built belief system that drives what you do, and connects 
strongly to why you do it.

A number of years ago, if you had asked me what ‘good 
workplace culture’ looked like, I would have said ‘a 
place where you smash beer, not faces’. Boy did I have it 
wrong. My, oh, my how my eyes have been opened. My 
assumption was that because the people that worked at 
Illumin8 got along, I didn’t have to do anything to drive 
a positive workplace culture. We could have lovely long 
leashes, just be who we were, and not give a rats about 
anything else. Because we were all adults, we’d be able to 
work it all out as we went, right? 

We’ll, you see, creating a great workplace culture extends 
beyond your employees having an amicable working 
relationship; it includes things like:

• Providing a workplace where your team can fully 
immerse themselves in what they do.

• Encouraging work to be a safe space that people 
draw strength and inspiration from.

• Driving excitement about both the professional and 
personal futures of your employees.

• Allowing your team to have a level of freedom and 
responsibility without micro-managing.

My guess is you’ve heard the old ‘the customer comes 
first’ approach to business. Well, let me introduce you 
to the ‘your employees come first’ approach. The idea 
behind this is that when your employees feel valued, 
they will start to provide that same culture to your 
customers. 

Why your workplace 
culture sucks - and 
what you can do 
about it.
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3 - Recognition does not have to come as a bonus.

Money talks yeah? Well, in this day and age (and really 
any day or age) money isn’t the be all and end all. It 
might be how we justify a salary based on a role, and 
a percentage we can pay as a bonus, but if all you are 
doing is treating someone like a dollar value, they will 
very quickly start treating your business like a bank. If 
there is money in the account they will rock up, but if 
the well is dry, they are gone! People feel appreciated 
in many different ways. Gary Chapman’s book, The Five 
Love Languages explains the notion that people feel 
loved in different ways. 

Words of affirmation - Let your employees know when 
they are doing well! Encouragement is always welcome! 
Acts of service - Do the dishes, grab the coffee, make the 
phone call for a busy someone - it’s the little things! 
Receiving gifts - A bonus, or a well thought out gift can 
say thank you or that you were thinking of them! 
Quality time - Take time to help a teammate with a 
question or issue they may have, be it work or personal. 
Physical touch – A high five, a pat on the back.

There’s a simple one – start giving out more high fives 
and fist bumps! A year long study of an NBA basketball 
team showed that the number of times they touched 
each other either via high five, fist bump or butt 
tap (maybe avoid that one in the workplace) had a 
correlation to the performance of that team. 

2019 is upon us, and maybe by the time you are reading 
this, it’s long gone. Anytime is a good time to ask, “what 
am I going to do to ensure my workplace culture doesn’t 
suck”? Make 2019 the year of empowerment, where you 
drive positive culture with your people and see great 
results within your business because of it. Bonus tip 
- if you want to be able to easily track how your team 
feel, start using Officevibe. A fantastic tool that has a 
freemium version and provides incredible insights into 
how your actions impact others. Without it Illumin8 
would have flunked hard in 2018. Go into 2019 with a 
better business!

The brand, or image, 
your business has,  
is a direct reflection 
of the people within 
it. Your clients will 
very easily spot the 
difference between 
who you say you  
are, and who you 
actually are.

Why your workplace culture sucks - and what you can do about it.

How to get started - Go and read Start With Why by 
Simon Sinek – it’s been around for a while, and can 
sometimes be overused, but it sums up the how and why 
of getting to the WHY of your business. Ask yourself, why 
am I doing this and why are we doing this. Here’s a hint, 
the answer is not ‘because we are good at it’. Go deeper, 
explore further and get your team to contribute to it.

2 - You treat your employees like employees.

Ok, so they are technically employees. They are paid  
to do a job, and therefore are deemed valuable based 
on their output. If all you want is a bunch of people who 
turn up (potentially reluctantly) do their job everyday, 
and then go home as soon as it’s 5pm, then sure,  
that’s fine. 

But if you want a group of people passionately driving 
your business forward, contributing to conversations, 
going out of their way to ensure a good result and are 
willing to have tough conversations when the time 
requires it, then you need to start looking at them 
differently.

How to make the transition? Lock down a regular “walk 
and talk” for each individual. Take ten minutes to get out 
of the office and start with the question “how are you 
feeling” and end with the question “what can I do to help 
you right now”. Then make sure you follow it up.  
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it’s
Business

 
but 

BETTER
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Carly Amado 
 
Armadillo HR

high performing 
team? how do  
you know?

Fun fact: I love anything sparkling and am scared  
of moths and flying insects!

I’m one of those rare people that left school knowing 
what they wanted to do and have stayed in the same 
career because I actually love it! I’m an Operational HR 
consultant with a really practical approach. Armadillo 
HR finds people solutions to suit YOUR business, 
industry, size and culture. 

I love to partner with SME’s to help create realistic 
people solutions which are ultimately aligned to 
achieving their business goals. I strive to add value and 
integrate myself as a true strategic partner with your 
organisation. My knowledge can be easily transferred to 
your business to arm you with HR strategies to create 
success!

carly@armadillohr.com.au  
www.armadillohr.com.au
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We all want the ultimate high performing team. We  
want to be part of one and we’d love to lead one.   
We aspire to have the perfect work-life balance that 
includes flexibility, wellbeing and mindfulness, as well 
as opportunities to grow and work at the cutting edge. 
We want to introduce market-leading software, increase 
our automation and get on the artificial intelligence 
bandwagon. There are many shiny new strategies 
and buzzwords in corporate HR today…. But do they 
genuinely fit your business?  

It’s great to aim for best practise and leading-edge 
programs, BUT you must have the fundamentals 
right first. As a consultant to small and medium sized 
enterprises (SMEs), the gaping holes in key HR practises 
I see all too frequently are: Policies and Procedures, 
Training and Development, Rewards and Recognition and 
Performance Management. Performance Management, 
in particular, is an absolute must for business growth 
and success. Unfortunately, many businesses grow so 
rapidly that they skip the basics in the quest to simply 
keep up and to continue bringing in the dollars. Staff 
performance is often managed informally or with a 
broken tick and flick review system, and in other cases 
I’ve met some leaders that haven’t sat down with their 
staff to discuss their performance for  YEARS! Let’s 
take a look at this fundamental HR practise and ensure 
you’re doing what you can to build the ultimate high 
performing team to support your business. 

What is Performance Management?

Thought leaders are now referring to it as ‘performance 
motivation’ rather than management. I think Google 
describes it very well: “The fundamental goal of 
performance management is to promote and improve 
employee effectiveness. It is a continuous process 
where managers and employees work together to plan, 
monitor and review an employee’s work objectives 
or goals and his or her overall contribution to the 
organisation”.  

I agree with this definition - performance should 
be linked to effectiveness, should be considered an 
ongoing process and should be linked to goals and 
the organisation. Performance Management looks 
different in every organisation. The latest fad in large 
corporates like GE and Netflix is to remove formal 
performance reviews, but rather actively manage and 
measure performance in an informal but regular way. 
To do this effectively they need experienced leaders and 
programs to support them. At the other end of the scale, 
a small business may use a spreadsheet and diary notes.  
Somewhere in the middle, an organisation may have 
some form of technology to assist them. I’m not too 
fussed what systems, technology or amazing tools you 
use… 360 feedback, self-evaluations or peer feedback.  
What’s most important is that it gets done effectively, 
fits your business and adds value.

How do you manage employee Performance? 

Best practice in large corporations will not typically 
work for your small business. What you need is a simple 
process to help you build a solid productive, highly 
engaged team that will help you grow your business.  
It looks like this:

Expectations

Do your staff know what they are responsible and 
accountable for? Have you set minimum expectations or 
KPI’s? And don’t think KPIs are only for the sales or tech 
team - ALL roles can be measured via responsibilities, 
projects, portfolios etc. Make sure your staff know what 
their key tasks and responsibilities are and what they 
will be measured on.  

A key element to consider here is does the team 
member have the tools and capability to meet these 
expectations? 
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high performing 
team? how do  
you know?



Examples of these larger goals could be a financial 
strategy, an acquisition, a revenue target, or a profit 
target where when it is met, everyone receives  
the benefits.  

Be aware that these big goals don’t always have to 
be financial; it could be an environmental initiative, 
broadening your product offering, new product launch, 
or cross selling of your services. Whether it is a financial, 
growth, customer or operationally focused strategy, 
make sure you choose a goal for the entire team to focus 
on. When the staff feel part of something bigger the 
benefits are widespread.

Check in

What is the point in having expectations or goals if they 
are never discussed? Check in with your staff regularly 
– please! This is where great leaders thrive and the 
average ones fail. Great leaders give real time feedback 
and are constantly open and honest about how the 
individual and the team are tracking. Check-ins can be 
daily, weekly, monthly, quarterly – there is no hard and 
fast rule here depending on your business, but it MUST 
be done. I recently did some work with a SME whose 
leader knowingly lacks emotional intelligence. I assisted 
this business owner by having performance discussions 
with some staff around his areas of concern. I was really 
happy he recognised his weakness in this area and 
chose to outsource this process in a productive manner. 
However, when I next visited, that leader had done no 
check ins and offered no feedback on how the staff were 
tracking in the areas of concern!  

 

High Performing Team? How do you know?

If not, can they be trained? Can you provide them with 
the tools? Are they even in the right job? Too often 
I see that staff have evolved into roles they are not 
actually qualified for, which sets everyone up for failure. 
I recently worked with a company in the construction 
industry that grew very quickly. What we discovered was 
that most people were in roles they weren’t qualified 
or trained for, which meant they were out of their 
depth. The risk of this became evident to the owner, 
who realised that if he had the right people in the right 
roles, he would have higher productivity and higher job 
satisfaction and better overall results. So I took him back 
to basics and jotted down key responsibilities for each 
role, which then turned into a skills matrix and training 
plan. It may sound complicated but it’s actually not! 
Feedback from the staff and owner provided evidence 
that when grey areas are removed, and everyone knows 
what they are responsible for, clarity and purpose 
is achieved. The owner was able to more effectively 
delegate tasks and projects and therefore have time  
to focus on his business strategy.

Goals 

Do your staff know how they contribute to the ‘big 
picture’? Are they aware of your overall strategy? If 
not, take them on the journey with you and watch the 
benefits. Beyond day-to-day expectations, create larger 
goals and/or projects for the team to contribute to. In 
corporate HR I would always sit with the CEO on the key 
strategy points, discuss how we could incorporate that 
into the people strategy and have it flow through the 
entire organisation so everyone is working towards the 
same goals.

SET  
EXPECTATIONS GOALS CHECK-IN reCOGNITION
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Great leaders manage performance... We’ve all had good 
and bad managers. I still remember the one who took 
all my ideas for his own and openly took credit for them. 
It taught me a valuable lesson about what not to do in 
my early career! A recent study by CareerBuilder.com 
(US Seek equivalent) shows that a whopping 58 percent 
of managers said they didn’t receive any management 
training. In SME’s this is particularly common. Most 
managers are promoted because they were good at 
what they do rather than because they were good at 
making the people around them better. This is the 
reality in SME’s where many leaders aren’t trained on 
how to lead. To create a high performing, future proof 
business, I’d love to see more SME’s placing the right 
capabilities into the right roles. A good performance 
management structure facilitates this. 

Managing staff is tough and without the right people 
skills and emotional intelligence, it’s even tougher. Great 
leaders of teams will follow my four principles regularly.  
To quote Jack Welch “Good business leaders create a 
vision, articulate the vision, passionately own the vision, 
and relentlessly drive it to completion”. Leaders engage 
with the team, bring them on-board with the team or 
organisational goals, check in constantly so all the team 
know where they are at and they recognise and reward 
those accordingly.

In summary, whilst I love helping SME’s build great 
programs around cutting edge HR practises, the 
basics need to be in order before aspiring to great 
people programs. Regardless of where you are on the 
Performance Management spectrum I’d love to see 
you all reflect on the four steps and consider whether 
you’re successfully implementing them. Make sure your 
staff are in the right roles, have clear expectations, 
are involved in organisational goals, and are receiving 
recognition for their efforts along the way!

We’ve all had good 
managers and bad 
managers, but Great 
Leaders Manage 
Performance.

High Performing Team? How do you know?

Recognition

When expectations are met, when projects are 
completed on time and on budget, recognise it! Reward 
good performance and share the news amongst the 
entire business. Remember, a reward does not always 
have to equal money! There are many variables we 
can add to this simple system like wellbeing, money, 
professional development and flexibility but get 1,2 and 
3 working well and the additional recognition variables 
then flow naturally. Research clearly shows that money 
is not the key driver of rewards. As business leaders I 
want to remind you all of the value of the old fashioned 
1:1 with your staff. It is priceless, literally! We are all 
sooo busy working on and in our businesses that we 
sometimes forget who is right in front of us. A great 
example of the value of this was demonstrated by  
one of my clients. 

The CEO of a large international transport company 
puts a time in his calendar once per week to have a 
coffee with a staff member. He gains enormous value 
in getting back to grassroots and receiving direct 
feedback on the business and any issues, and the coffee 
chats provide huge motivation and reward to the staff 
members. 

The staff were lost, disengaged and probably job 
hunting. Make sure that your performance management 
process includes accountability for your people 
leaders to check in on their staff. They must discuss 
expectations and goals, provide feedback and develop 
their team.
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Scott McKenzie 
 
Velocity Legal

Common legal 
traps and how  
to avoid them.

Fun fact: Slightly obsessed with meditation.

Scott is a corporate lawyer and Director at Velocity 
Legal. He is very different to your average lawyer, and 
prides himself on cutting through legal jargon to deliver 
clear guidance.

scott@velocitylegal.com.au 
www.velocitylegal.com.au



As a business owner, or an aspiring business owner, you 
will inevitably encounter a broad range of legal traps 
during your journey. How you navigate these legal traps 
can ultimately make the difference between achieving 
success, or witnessing your business implode. In this 
article we will canvass some of the most common legal 
challenges, and we will provide you with some tips about 
how you can tackle them.

ONE: Co-owned businesses –  
having a ‘business pre-nup’ in place.

Sport and business have many similarities. A 
championship winning sports team generally wins 
because the team runs like a well-oiled machine, 
where each team member knows their role and their 
responsibilities. Having that agreed framework reduces 
the scope for conflict, particularly during times of stress 
or adversity. The same can be said about co-owned 
businesses. Operating a co-owned business without 
a co-ownership agreement is like an AFL team with 
twenty two roving midfielders. Lots of passion and 
intensity, but little defensive or offensive structure!

Why do you need a ‘business pre-nup’? A co-ownership 
agreement is a legally binding contract which covers a 
number of key boundaries of the business relationship 
between the owners. An appropriately tailored co-
ownership agreement is an essential legal document for 
every co-owned business. It is commercially negligent 
for business co-owners to not have one, irrespective of 
the quality of the relationship between the owners. In 
fact, being friends or family with your co-owners often 
heightens the risk.

What do you do if you don’t have one? Regarding timing, 
the best time to plant a tree was yesterday… however, 
the second best time is today. There is no such thing as 
getting a ‘business pre-nup’ in place too soon.  

We recommend having the difficult conversations at the 
beginning of the relationship to avoid greater issues at a 
later stage. Investing in a co-ownership agreement can 
save significant time, expense and energy in the long 
run. If you are running a co-owned business and you do 
not have a ‘business pre-nup’ in place then you really 
need to have a conversation about getting the right 
protections in place.

What do they cover?

The ‘business pre-nup’ should set clear boundaries for 
the operation of the business. Some of the important 
questions to be considered include:

1. What situations will a co-owner be forced to sell 
their equity? (e.g. upon death, incapacity, breach of 
their obligations, insolvency, ceasing to be an active 
participant in the business, bringing the business  
into disrepute or any other events).

2. How much will be paid to someone being forced to sell 
their equity? (e.g. will they be paid full fair market value 
or a discounted price?)

3. How will a buy-out be funded? (e.g. via insurance or 
self-funded?)

4. Working capital funding requirements – who is to 
provide what, and how will it be repaid (if at all)?

5. Dispute resolution – how are disputes between  
co-owners to be managed? What process should be 
adopted to minimise the risk of disputes derailing the 
business and ending up in court?

6. Will the business allow passive owners? Or must every 
equity holder be actively involved in the business? If so, 
does every equity holder have the same role?
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It is commercially 
negligent not to 
have an appropriately 
tailored, robust  
co-ownership 
agreement in place. 

Common legal traps for business owners, and how to avoid them

7. What decision-making thresholds should exist? 
Contrast the day to day operational decisions and the 
significant strategic decisions (which often require a 
greater level of buy-in).

8. What should the dividend / distribution policy 
be? Some business owners may want to maximise 
distributions received by the co-owners, whereas other 
business owners may prefer to reinvest a portion of 
profits into enhancing the business. The dividend / 
distribution policy will need to clearly address  
these aspects.

9. Selling the business or the equity in the business 
entity to a third party – when can this be done and what 
rights do the other parties have (particularly minority 
parties) to join in on that sale?

10. What restraints should be put in place to ensure that 
the co-owners do not undermine the business, either 
now or on a co-owner exit?

11. Are there any unique pressure points for the 
business? If so, how should they be dealt with?

Key Takeaways –  
Having a well thought out co-ownership agreement can 
help to prevent disputes and knowing where everybody 
stands can foster harmony amongst co-owners.  
Get one in place before it is too late…

TWO: Third party contracts

Business owners commonly fall into the trap of not 
putting things in writing. The thought process is usually 
something along the lines of a) ‘This supplier / customer 
is good quality, and I trust their word… even if it is not 
written down in a formal contract’; or, b) ‘My supplier has 
a standard set of terms and conditions which are  
non-negotiable’. Some of the implications of these 
thought processes are outlined below.

Verbal Contracts – Relying on verbal agreements is 
a very risky game. The problem is the whole ‘he said, 
she said’ debate can be extremely messy from a legal 
perspective. The solution to this potential issue is 
getting something in writing so that you have a strong 
first line of defence if there are any issues. This principle 
applies to pretty much any arrangement where you 
need to protect your rights – e.g. contracts with your 
customers or suppliers. Long story short – make sure 
that you get a proper first line of defence in place, and 
do not just rely on handshake promises, no matter how 
trustworthy the other party might be.

Non-Negotiable Contracts – Legal issues can arise when 
someone (e.g. a supplier) tells you that their terms and 
conditions are non-negotiable. In these situations, the 
contract is often aggressively favourable to the other 
party, and protections that should be provided to you 
can be missing entirely. The risk is that contracts can 
be very one sided if there is no deliberate input from 
both parties or contracts can be poorly drafted. Poorly 
documented contracts can lead to ambiguity and 
eventually, disputes. So if you have any concerns or 
queries about the paperwork in front of you, it is worth 
taking the time to seek advice.

Key Takeaways – 
• Verbal agreements are not enough! 
• Poorly documented contracts can do more harm  
   than good, so be cautious and seek advice. 
•Well drafted contracts are an investment for  
  the working relationship.
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THREE: Buying or selling a business –  
starting or ending your journey the right way

Buyers and sellers of businesses both want the same 
things when it comes to a business sale / purchase 
transaction. Generally speaking, they have the same 
goals in mind: a smooth transaction, to hold on to as 
much money as possible and for NO legal issues to arise. 
What can come in the way of achieving these goals is 
the simple fact that buyers and sellers have directly 
competing interests.

For example, a seller will want to hand over the keys 
at settlement, draw a line in the sand and sail off into 
the sunset (in their newly purchased boat courtesy of 
the business sale!) with their cash in hand from the 
sale of their business. On the other hand, the buyer will 
(metaphorically speaking) be at the shoreline hanging on 
to the boat’s anchor for dear life, ready to drag the boat 
back in, in case the business is not all that it is cracked 
up to be, or the skeletons start creeping out of the 
closet shortly after settlement.

Some key considerations when entering into a business 
sale contract from both buyer and seller perspectives 
are: 

Conditions precedent: 
 
Buyers: will look to include a list of events that must 
occur before the contract becomes binding. For example, 
‘subject to finance’ and ‘subject to due diligence’.  
Sellers: will benefit from limiting ‘conditions precedent’ 
as much as possible so that the buyer does not have 
broad ‘escape hatches’. 

Restraints of trade: 
 
Buyers: will look to include robust restraints so that 
the Seller cannot disrupt the business after settlement.
Sellers: will be prudent to negotiate these restraints 
down so that they can enjoy as much freedom  
post-settlement as possible.

Warranties and indemnities: 

Buyers: will look to include extensive warranties and 
indemnities, so that if any skeletons come out of the 
closet after settlement, the seller may be liable and 
required to compensate the buyer for any related losses. 
Sellers: on the other hand, will logically aim to limit 
these warranties and indemnities so that settlement 
brings a truly clean exit with no looking back.

These are just a handful of the components that will 
be carefully documented in a well drafted business sale 
contract. It is imperative that in any sale of business, 
buyers and sellers opt for a tailored business sale 
contract rather than an off the shelf contract. A solid 
contract is an investment towards the ‘happy ever after’ 
that both buyer and seller are hoping to achieve.

well Drafted  
COntracts are an 
investment in the 
working relationship.
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Shirley Reeder  
 
Brave Consulting

what’s changed 
about change 
management?

Fun fact: I’ve been to prison - twice!

I help people and organisations work hard to discover 
their brave. Together we create ways to make that brave 
happen. It could be around the setting of a vision, to  
re-setting a strategic plan. My area of specialty is 
helping manage the ‘hearts and minds’ of change, 
approaching this with an ‘all-in’ engaged methodology.

People say I’m a “big-room facilitator” – capturing great 
ideas from diverse perspectives, whether it is a small 
or large group, keeping the excitement while ensuring 
realistic outcomes. They also say I have this ability to 
sense an opportunity or know when to challenge, and 
this can sometimes be the key to an individual or group 
achieving their brave objectives.

shirley@braveconsulting.com.au 
www.shirleyreeder.com



A few years ago I stopped using the term change 
management because I kept meeting Change Managers 
who were failing in their roles of MANAGING change. 
Being brought into an organisation or a project that was 
falling apart, became a great way for me to make a lot of 
money, but ‘fixing’ change initiatives that go wrong  
soon became boring.

Time and time again, I would hear this frustrated 
cry: “How can it be going so wrong when we are 
doing everything right!” When reviewing their change 
management plans – clients were doing everything 
‘technically’ that is required for a change program to  
be successful. If you search online for change programs, 
they all tend to have the same methods within them 
(here is one that I have designed and used myself -  
see figure 1).

Alongside their solid plans, they could also show me 
evidence of an adequate budget for the plan, a change 
management team representing the organisation with 
good decision-making models, a communications plan 
that used various channels to reach the diverse needs 
of staff, some even design a special place for Change 
Labs and Brainstorming sessions. They could even show 
the WHY for the change (go, Simon Sinek)! So what was 
causing the continued failures – and dare I say, will 
continue to cause failures in change programs?

Lack of Authentic Bravery

Why authentic bravery? First, can I tell you a story about 
someone close to me who decided to be truly authentic 
and truly brave about a very significant change that he 
was required to drive in his business?  

Picture Janet, sitting in her kitchen eating breakfast 
flicking through her phone before she was about to 
head off to work. An email titled CHANGE came in, and 
there was a voice-memo attached. It was from her big 
boss, the one above her actual boss – and you always 
pay attention to emails from the big boss! So she 
immediately clicked on the play icon:

“Hi Janet” (she almost fell off her chair at this point, 
because her big boss used her actual name, did he do 
that for all the staff? – there were lots!)

“It’s Dirk here”, (short pause, you could almost hear him 
take a big breath……)

“In one year from today, you are going to get another 
piece of communication from me, and it will be one of 
two things. It will either be an invitation to the biggest 
celebration our business has ever had, or it will be my 
letter of resignation because I will have failed you in the 
change that I am about to initiate.”

The rest of the message went on to explain the what, 
the why and the how of the change – all the usual things 
that are required to ensure Janet was able to know the 
best way forward for herself and her team.

71% of change  
projects are  
flat-out failures!
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WHAT’S CHANGED ABOUT CHANGE MANAGEMENT?

1. Change Readiness: Assess the organisation’s preparedness for the project. Disseminate new information as per 
needs expressed.
2. Preliminary Stakeholder analysis: Consult with stakeholders on key concerns / opportunities. This information 
with inform the communication plan for the change project, including internal and external marketing collateral. 
(Stakeholder analysis: Analysis of their objectives, concerns, likely support and needs)
3. Business Continuity:  Manage impacts on operations. This will include an assessment of the Strategic Plan to-
gether with the Business Plans to ascertain key risk areas.
4. Change Plan: Develop tools to manage the chnage project and intergrate with the core business. This includes 
any new policies and procedures such as changes to succession planning processes.
5. Training and Development: Manage the workforce to ensure the appropriate skills are available through the 
chnage project and beyond. Provide training for new and reshaped roles on a temporary of permanent basis, in-
cluding induction / orientation programs.
6. Cultural Change Management: Harness interest, enthusiasm and commitment to manage the challenges that 
chnage brings and achieve change project outcomes.
7. Overcoming Change Fatigue: Maintain wellbeing of all stakeholders through regular monitoring and evaluating 
against people and chnage project objectives.
8. Post-change Review: Final engagement with all stakeholders to get Lessons Learner, and to Celebrate.

1 2 3 4 5 6 7 8

Understanding Change Supporting Change

Change Timeline

Ongoing resource management, communication, monitoring and evaluation
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I know about this story because Dirk was my brother. 
His change was successful, but oh my, it wasn’t easy – I 
got to have an honest insider’s view of this change (it 
was some time ago now). I have since continued to have 
insider’s views of leaders in change, and none of them 
have it easy – but I do believe I know the difference 
between the ones that genuinely worked, and the ones 
that didn’t (remember the 71% failure stat).

Authentic bravery – Dirk’s team had completed a 
comprehensive Change Management Plan (similar to 
what I have written above), but somehow he knew that 
he needed to do something to show his staff that this 
was a big deal – he had to take a risk by putting some 
“skin in the game”. He didn’t want his people to feel this 
was a gimmick – so he had to do something which they 
would see was authentically him.  

Figure 1

After taking some time to examine himself first (and he 
also spoke with his family) – he decided that this was his 
best way forward. Without realising it at the time, his 
initial communication, and subsequent behaviours built 
a sense of overwhelming trust with his staff. 

But who actually is the brave one? The person managing 
the change or the person who has been invited to 
participate in making the change work? I will leave you 
to ponder this. Authentic bravery is a key attribute that 
leaders need to have today, not just in change, but in 
all business interactions. When your words and actions 
match, your business will do well, and you will have loyal 
staff and customers who will trust you, and who will ride 
the ups and downs of business changes with you. 
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WHAT’S CHANGED ABOUT CHANGE MANAGEMENT?

A Human-Centred Approach to Change

I will leave you with a methodology which works in 
business but is especially important during a change.  
You may have heard the term used before, ‘human-
centred design’. Mainly used in the built environment 
and for product design. It is also important to be 
reminded of the need for a human-centred approach to 
change. With this model, the actual order as shown in 
figure 2 is the key. You don’t move from one component 
until you have nailed it. When you think it through 
logically, or even emotionally, you understand that if you 
don’t or can’t treat people with authentic respect, you 
probably won’t have success in asking them to change. If 
you can’t find a reason to work together, then you won’t 
be successful in the change initiative – you get my drift. 

It’s nicer when you put it in the positive. When people 
feel genuinely acknowledged, they are open to what you 
have to offer or what you are asking. When they feel that 
their talents are valued, they will be willing to find ways 
to work together. 

The best part about this model, is when you get to the 
fun stuff, “Work better” together usually means business 
innovations that could link to growth opportunities.

There is so much more I could write on bravery and 
engagement, but I will leave you with some questions  
to reflect on:

• When was the last time you were Brave?  
What did you learn from that experience?

• If you are about to hit go on a Change Management 
initiative, have you considered how you will be 
authentically brave? What “skin in the game” would  
you risk?

• How would you rate the trust in your organisation 
and with your customers – is it strong enough to stand 
the change? If you aren’t sure, then consider ways to 
“acknowledge them”. 

Acknowledge  The  Person
First and foremost - treating each person with respect, 
identifying and appreciating their individual character 
and competence.

Preparing  
People Work well

Professionally and personally, in our time, our 
information our quality of work and how we adhere  
to policy and processes.

Work better
Where possible, seeking feedback, learning and finding 
new ideas and solutions.

Work together
Finding effective reasons to consult, connect and create.

Figure 2
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Adam Selwood   
 
Cynch Security

better
business
security.

Fun fact: I’m a TV and Podcast addict.

I’ve been helping businesses of all sizes solve problems 
with technology for more than 15 years. As co-founder 
of Cynch Security, I have dedicated my cybersecurity 
expertise to helping business leaders avoid what could 
be one of the worst days of their life.

adam@cynch.com.au 
www.cynch.com.au
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News of Facebook data leaks, privacy concerns around 
the My Health Record and stories of growing financial 
losses from cybersecurity failures have bombarded 
us over the last year. The introduction of General Data 
Protection Regulation (GDPR) in the UK and Mandatory 
Data Breach Notification here in Australia continues to 
complicate things and if the My Health Record opt-out 
movement is any indication, our customers are going 
to expect and demand we start to take these risks more 
seriously as well.

Staying on top of all this while running a business is 
tough. The good news is there’s a better way where you 
can continue to grow with confidence in your technology 
and be rewarded for your efforts by increased trust 
from your customers. It’s easy to think you’ll never be 
hacked, you’re not big enough to be a target or your 
cloud providers have it sorted. The reality is that every 
business will, at some point, experience a cybersecurity 
incident. The goal isn’t perfect security, but resilience in 
your business so you continue to operate and grow no 
matter what happens.

Governments and large businesses have taken this 
approach for years. The National Institute of Standards 
and Technology (NIST) out of the US publishes a 
Cybersecurity Framework designed around the concept 
of resilience that is quickly being adopted globally. 
Approached in the right way, this framework can be 
used to create a resilient business of any size. Let’s take 
a lightning tour of the five areas of the framework and 
review some of the things you can do today to improve 
your business’ cyber resilience.

Identify

Have you ever stopped and had a think about all the 
technology you use in your business? Laptops, phones, 
servers and all the things running on them. Cloud 
services, websites, social media. Mountains of email 
and the new tech promising to make the difficult job of 
running a business a little easier. Before you can actually 
secure something, you need to know what you have. If 
you can get an even half decent list of all the stuff that’s 
important to your business you’re already a step ahead 
of most.

While making this list, keep in mind a few important 
things:

•Does it store anything sensitive?  
•How bad would it be if this disappeared? 
•What could someone change if they got access?

Once you have a list of the important stuff, you’re ready 
to start looking into how to protect it.

Detect

Cybersecurity  
Framework

better
business
security.



Protect

If this is the first time you’ve compiled a list of the 
technology you use, you might be a bit surprised at the 
size and be left wondering what you can do to protect it 
all. The Australian Signals Directorate (ASD) maintains 
an awesome list of things that can be done to protect 
IT systems. Their ‘Essential 8’ list is the what you should 
be aiming to introduce over time. Here are some free 
suggestions along the same lines to get you started:

Question the defaults - When adopting technology, 
look at it with a bit of cynicism and check for ways to 
configure it more securely.

Keep access ‘need to know’ - Unless someone truly 
needs access to something, it’s best not to give it  
to them.

Patch everything, automatically if possible - Even if you 
only install security patches, you’ll be able to sleep well 
knowing you’re protected against the stuff that makes 
the news.

Turn on multi-factor authentication - It can be a pain to 
enter another code before logging in, but it’s really the 
only good defence against stolen passwords.

Backup anything important - If you can’t do business 
without your data, make sure you always have a recent 
copy so you can continue to operate when everything 
else disappears. You should also protect against 
accidents. Reports show almost 40% of incidents are 
caused by human error. 

Take some cues from the safety industry and think 
about how you can help your team stay aware and make 
changes to avoid cyber slips. Start by looking for ways to 
slow down in higher risk moments, like when you make 
large transfers.

Detect

The next best thing to nothing going wrong is knowing 
when something’s gone wrong quickly so you can 
respond. While you’re helping your team become more 
mindful of the risks, ask them to look out for things 
that look off. Once they start looking you’ll hear about 
all sorts of stuff. Some businesses even reward people 
for reporting issues they find, have a think about if this 
could work for you. Modern businesses rely heavily on 
third parties, and many of these providers (e.g. Xero) are 
happy to let you know if they spot something that looks 
wrong, like someone logging into your account. Turning 
on these sorts of notifications will help ensure you can 
respond to any problems quickly.

You should also keep an eye out for things that could 
lead to a problem. Stay Smart Online provide a free alert 
service that will email you about incidents you should 
be aware of. The site HaveIBeenPwned is another free 
service that’s worth signing up to that will let you if your 
company email addresses are part of a data breach. 
Knowing about these things early gives you a chance to 
deal with them before they become serious.

better business security
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Respond

Things will go wrong, and it can be devastating. Planning 
for when things go wrong is one of the key things you 
can do to keep your business cyber resilient. Start by 
putting together a list of people you’d call in a crisis. 
Consider including: 

• Your outsourced IT provider;  
• Specialised cybersecurity expertise; and 
• Legal, particularly if you need to notify regulators  
   of a breach 

Often the best idea is to plan to notify anyone caught 
up in an incident (staff, customers, suppliers) as well. 
Don’t rush to letting people know until you’re sure about 
what’s happened and you’re ready to help them. A really 
well prepared business doesn’t just write a response plan 
and forget about it either.  

Testing the plan by running a fire-drill-like exercise or 
talking through with your staff how to follow it under 
specific scenarios is a great way to make sure you really 
are ready to respond when things go wrong. You can use 
the Office of the Australian Information Commissioner’s 
(OAIC) Notifiable Data Breaches reports as a starting 
point to figure out the sorts of incidents you’re likely  
to encounter.

Recover

It can take time to recover from a cybersecurity incident. 
The impacts can be felt long after your initial response. 
Have a think about the sorts of contingencies you might 
need to have in place to allow you to recover fully from 
an incident.

Cyber Insurance can play an important role here, as 
well as in response, by giving you access to expertise 
and financial support when things get serious. This is a 
relatively new type of insurance so make sure you review 
your policy carefully against the sorts of things your 
business is likely to run into and the steps you’ll need to 
take to recover. Incidents can be amazing opportunities 
to learn about your business. After things settle down, 
look for ways to improve and adapt based on the 
experience. Is there somewhere else the same thing 
could happen? What could you add or change to protect 
yourself from the same thing in the future? Could you 
have detected it earlier or responded better?

It doesn’t take a mountain of cash or teams of people 
to become cyber resilient. All it takes is a change in 
approach to data and technology and a bit of planning.

Businesses that invest in becoming cyber resilient 
will be rewarded in the long run. Owners of resilient 
businesses sleep well at night in the knowledge they’re 
doing everything they can to avoid and prepare for some 
of their biggest threats. As the number of customers 
concerned about the security of the data they share 
grows, those that can demonstrate they are doing all 
they can will have a competitive advantage and  
continue to succeed.

2019 can be the start of a safer, more secure and 
ultimately better way for everyone to do business.

better business security
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James O’Reily   
 
Northeast Wealth

what are you 
doing with  
your sausages?

Fun fact: I’m a proud father, cyclist, daily learner, lover of 
amusing animal videos, spirited snooze alarm advocate.

I’m the director at Northeast, a fast-growing financial 
advice firm that’s helping create a new era in advice. 
We’re passionate about providing advice which is 
personalised, shows leadership and delivers outcomes 
based on the goals and outcomes that people want to 
achieve. If you also believe that getting the most from 
your money is going to help you get the most from your 
life, please get in touch, I’d love to learn more about you.

james@northeastwealth.com.au 
www.northeastwealth.com.au



If I had one dollar for every time my Dad had given me 
the ‘sausage machine’ story I’d have been a very rich man 
well before I finished school. My parents owned their 
own financial planning business and Dad was very eager 
to impart his knowledge – especially when money or 
business was involved.

‘The sausage machine’ is a fairly simple device – you put 
the skin on the machine at one end, continually poor 
whatever filling you want into the machine and turn 
the grinder. Keep filling and grinding, filing and grinding, 
and eventually sausages come out the other end. My 
Dad used this as a constant reminder – and believe me, 
it was constant – that if you get the ‘inputs’ right for an 
extended period of time, you’ll get the result you’re after.

As business owners, we all own ‘sausage machines’. There 
are slight differences with the inputs: instead of ‘filling 
and grinding’ our inputs are meeting new prospects and 
presenting, or sourcing and brewing, or designing plans 
and building. 

But we are all striving for the same outputs: purposeful 
work that we enjoy, and income to meet our needs. If 
you have a successful business, you’re receiving enough 
‘sausages’ to make it all worthwhile.

Now with my own financial advice business, I spend 
a lot of time asking what people are doing with their 
sausages! For business owners and employees, I know 
there’s a hell of a lot of work behind the income that 
you bring home every week. Many business owners I 
meet are meticulous about the income through their 
business. They build processes to monitor revenue and 
keep it on track, and find new and creative ways to do 
more business. At the expense end they are constantly 
asking if costs can be reduced by removing something 
unnecessary, or using a supplier which will lower their 
costs.This is perhaps why I find it startling that so few 
people have the same care for the income that they  
have now earned. 

For many, these important processes stop as soon as 
the money comes into their own bank accounts. After 
years of talking all-things-money with people, I know 
that most people don’t know to the nearest 20% what 
their expenses are – even if they think they do. Fewer 
people have any real framework around where their 
personal income money goes, let alone whether it’s 
going to the right places.

A good deal of this guide offers advice on how to grow 
and improve your business, from a team of amazing 
professionals. I’d like to encourage that you take some 
time to consider the second part of the equation: what 
am I doing with the income that I earn through my 
business? Fortunately, the steps you took to be running 
a great business are the same steps you take to get on 
top of your personal wealth:

29 ILLUMIN8 better Business

Few people have any 
real framework around 
where their personal 
income money goes, 
let alone whether it’s 
going to the right 
places.

what are you  
doing with  
your sausages?



1. Know your outcomes: All great business have a clear 
vision for the outcomes they want to achieve. The same 
is true of personal finances – are you clear on what 
you’re looking to achieve in the future? These may be 
goals like spending more time on your hobbies, seeing 
more of the world, funding your kids’ educations or just 
overcoming financial stresses, and will vary depending 
on your individual goals and values. Regardless of what 
your personal goals are, be clear and keep them at the 
centrepiece of everything you do.

2. Track the important stuff: Now that you have 
reframed what you want, it’s time to track your progress 
to achieving this. The tracking of each outcome will 
depend on the goals themselves – if you want to ‘see 
more of the world’ you’ll need to determine the costs 
and build this into your annual savings plan. 

On the other hand, ‘overcoming financial stresses’ may 
involve closely following the progress of your finances so 
you can feel more confident.

what are you doing with your sausages?
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3. Call on professionals: This really comes down to 
acknowledging your blind spots. If you’re reading this 
there’s a good chance that you’ve partnered with a 
damn good accountant. You did this because there are 
some things that you either a) lack the expertise to do, 
or b) think it would better to handpass to a professional. 
Personal finances are no different. If you lack the skills, 
expertise, or time to make this a focus, get in touch with 
a financial adviser to learn what they may be able to 
help you with.

4. Be consistent: Rome wasn’t built in a day, neither 
was your business, and neither will be your personal 
financial successes. Great businesses demand consistent 
application over an extended period of time, and you 
may need to take a long-term mindset to achieving the 
outcomes that are important to you. The sausages will 
come - just keep filling and grinding!
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Your  
business 
deserves 
better
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Daniela De Fazio  
& Brooke Davis     
 
Launch Psychology     

how to thrive 
in business.

Fun fact: Daniela - 2019 family tennis champion. 

I am a co-director at Launch Psychology and a clinical 
Neuropsychologist. I am fascinated by what makes 
people tick and I love talking with people about the 
possibilities that come when brain science meets the 
practical art of thriving. My ideal day would be spent on 
top of a mountain with my special people and a mystery 
selection of cheeses.

Fun fact: Brooke - loves a chat!

As a clinical Neuropsychologist and a co-director at 
Launch Psychology, I am interested in the psychology 
behind actions that enhance wellbeing, helping people 
to discover, connect, and set goals for better health and 
vitality. When I’m not on-the-go with my three boys, I 
enjoy great conversation over good food, keeping fit  
and family holidays.

hello@launchpsychology.com.au 
www.launchpsychology.com.au
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In any business, peak work performance is never just 
about what employees do at work. It is also about your 
people knowing and doing what matters to look after 
themselves outside of work. In other words, it is about 
individual wellbeing. 

Many employers offer wellbeing programs that include 
worthy topics such as leadership and communication 
skills, conflict management, and team building. Despite 
this, a study of more than 1000 Australian workers1 
found that 3 out of 4 continue to report workplace 
stress, and these workers are 2.5 times more likely to 
look for a new job in the next 12 months. The same study 
suggested that two steps employers can take to improve 
the wellbeing of their employees are 1) proactively 
address stress in the workplace, and 2) encourage and 
model work/life balance. So what can business owners 
do to address stress, and to encourage and model work/
life balance for the people in their business? Well that’s  
a big question, but there are a couple of simple places  
to start.

1. Manage stress by focusing on what matters most

Start by scrapping your list of what’s not working. 
Instead, put your energy into what is working, what you 
and your people are good at, and what you value most. 
Once you have a clear picture of your strengths and 
values, use them as a compass for setting and taking 
action towards specific, achievable goals. Our top tips for 
getting your compass up and running are:

Pause and notice: You might be amazed at how much 
work your body and mind do without you even noticing. 
The more you practice noticing, the more you’ll be able 
to get off autopilot and start to choose how you respond 
to unexpected or stressful events. If you need an app to 
get you started, try Smiling Mind2 (its free).

Check your compass: Get into the habit of using your 
values to guide your actions. Try asking yourself ‘what 
do I want to be about right now, and am I on the right 
track?’  

Play to your strengths: Spend some time getting to know 
what you are good at. Practice checking in with yourself 
to plan how to use your strengths to solve problems or 
deal with tricky situations in your business. 

Be curious: Regularly review the skills you want to 
strengthen and make a realistic plan for doing that.  
If you need help to discover your strengths and values, 
then actively seek that help. 

Once you have a 
clear picture of your 
strengths and values, 
use them as a compass 
for setting and taking 
action towards specific, 
achievable goals.

how to thrive 
in business.
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2. Model work/life balance by having a personal 
wellbeing routine that works for you, and encourage 
your people to have one too.

The Five Ways to Wellbeing model comes from world 
wide research into the types of actions that promote 
mental health and wellbeing3. It offers inspiration for a 
wellbeing routine that is both flexible and sustainable. 

1. Connect – Connection improves mood and wellbeing 
and is the most important factor that comes up again 
and again in studies of what helps us stay healthier and 
live longer. So message a friend, host a dinner party, or 
say ‘hi’ to someone new. They might be awesome.

2. Be Active – Regular exercise is a fast track to mental 
health. Gym not for you? Try something new. Commit to 
running with a mate, challenge your partner to a push 
up competition, or try something random.  Like rock 
climbing. 

3. Notice – Doing your day on autopilot? Pause, focus 
and notice. Mindfulness training is fun and can help with 
relationships, learning, and stress management.

4. Learn – Get your curious on and learn something new. 
Press play on that podcast, join a class, or drop in to that 
place you always walk past.

5. Give – Acting in kindness is the bees’ knees for 
wellbeing. Give an unexpected gift, take time to say 
thank you, or volunteer to help. 

how to thrive in business

Our top tips for making the Five Ways to Wellbeing work?  
Put them in your schedule. Say your plans out loud and 
proud. Mix it up to keep yourself interested. Check in 
weekly to see what you’ve done and what’s next. Get 
social (you are less likely to cancel on others). And above 
all else, be kind to yourself when things don’t go to plan. 

At Launch Psychology we are fascinated by what 
businesses and workplaces of the future will consider 
key ingredients to success, and particularly what 
that means for the people who will work there. Our 
philosophy on workplace wellbeing is pretty simple.  
We believe that when you focus on your own wellbeing, 
and that of your employees, you can take your workplace 
from surviving to thriving. And that has benefits for 
team morale, work stress, retention, and productivity. 
What’s not to like?

1. Reventure Workplace Wellbeing Report (2017). Click here. 

2. www.smilingmind.com.au 

3. See http://www.5waystowellbeing.org.au for more information.

http://mccrindle.com.au/insights/blog/creating-healthy-workplaces-for-employees-to-thrive/
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Dan Fairbairn 
 
Waypoint

technology  
and software 
‘stacks’.

Fun fact: I’m a long-suffering Portsmouth FC soccer fan. 
Translated that on arrival to Australia to Carlton FC. 
Grumble!

I’m the proud father of Waypoint, a business helping 
businesses run more efficiently. Whether that’s setting 
up project management, implementing an inventory 
system or selling online, we’re there for small business!

dan@wearewaypoint.com 
www.wearewaypoint.com



When looking at a small business, much is often made 
of the software ‘stack’ that they use within their 
operations. However, when that small business involves 
a remote team, or a distributed team then the types 
of software they require takes a sharp left turn and 
includes some different conversations. Let’s rewind for  
a moment, and ask what a software stack is and what  
a remote or distributed team is.

A software stack, put simply, is a collection of software 
that a business uses in its daily operations. A simple 
example of this for a wholesaler might be Microsoft 
Outlook, Microsoft Word and an inventory platform. 
This would also be an example of a stack which likely 
wouldn’t work for a remote team. 

A remote business and distributed business have some 
subtle differences, let’s consider them equally, and call 
a remote business any one which has no physical office 
for employees to work from. Every employee works from 
his or her home, a café, or a co-working space of their 
choice. 

This presents a very unique set of challenges, but also 
for the right business presents a huge strength in being 
able to offer employees a modern way of working and a 
flexible role. A business operating in a remote working 
environment will use their software ‘stack’ to solve 
common problems that exist within modern teams. 

Although the nature of the application can change 
between industries, effective communication, as an 
example, is a critical need for teams regardless of 
their core business. Which is to say, the benefit is in 
understanding the underlying problem, behaviours, and 
habits that are contributing to problem, and tailoring 
a solution to the unique need. You could argue that the 
team needs to improve the way they’re currently using 
email, through process, scheduling, and time-blocking, 
to see gains across internal communication. 

Or you could take the view, as many do, that email 
as a system doesn’t allow for the synchronous 
communication we would otherwise have in an office 
environment, and that an application that would allow 
teams to communicate as close to what they would in 
person would be a better solution. The following is a 
summary of common problems remote teams can face, 
and common tools teams can look at to find solutions.  

Lack of Communication

There are plenty of reasons why email kills companies, 
but in remote teams this is especially true. The need 
for synchronous communication is massive and many 
fully remote companies ban internal email. Without the 
ability to turn to a colleague and ask a quick question, 
people can get isolated in remote teams. Furthermore, 
asynchronous communication can lead to nothing being 
achieved in the day apart from a email reply ping-pong 
match. Tools like Slack, and Microsoft Teams allow 
distributed staff to stay in constant communication 
when and where required, to reduce the friction in 
organising work. 
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a remote business 
offers employees  
a modern way of  
working and a flexible 
role, but also presents  
new challenges.

technology  
and software 
‘stacks’.



One downside to watch out for is that teams don’t get 
distracted by the constant ‘shiny light’ of a chat room. 
Times for ‘do not disturb’ are definitely called for.

Lack of Accountability

Without being in front of someone, it’s important to be 
able to judge results. Let people loose, don’t focus on the 
timesheet, and give them the tools to do their best work, 
whenever and wherever it comes to them. Whilst tools 
like those mentioned above are key, another important 
factor is ensuring that everybody has accountabilities 
that are clear, defined, appropriate and realistic. Again, 
remembering that a staff member can’t turn around and 
ask the person next to them something - the team have 
to ensure that they know who is working on what, and 
when - and what’s required of them to ensure that the 
business as a whole succeeds.

Lack of Productivity

Whilst working remotely, it’s important everyone has 
the key information to do their job, be it customer 
data or processes and policies. With the rise of remote 
working, and the benefits to employees and organisation 
such as increased productivity, work life balance,  
happier staff and many more, it’s easy to see this  
as a ‘fix-all’ option. 

Without the right tools in place however, problems that 
you experience in the office could be exacerbated. For 
example, if you always struggle to log onto a server, and 
know who’s accessing or updating a file, this will only 
be made worse working remotely. Use tools which allow 
staff members to work as if they are next to each other, 
in real time, from anywhere.

Lack of Security

Security should be front of mind for any modern 
business owner, especially when you don’t have 
constant interaction with employees. Great web based 
tools can protect from both accidental and malicious 
security risks. The most common reason traditional 
office managers/business owners believe that their 
information is secure, is because they can ‘see’ it - 
although that opinion is often myth-busted. Owners 
believe because they can see the server in the corner  
of the room, and see the customer files on the shelf, 
they are safe. Conversely, if staff are at home, or working 
remotely, they could be doing anything, accessing any 
information or similar. Get the right tools in place 
and you’ll never be safer. Instead of watching the file 
room to see if anyone takes a look inside, imagine your 
web storage being able to report to you when anyone 
updates files, replaces information, downloads key  
data or similar.

Lack of Communication

 
 
Lack of accountability 
 
 
Lack of productivity

 
 
Lack of Security

Problem Solutions Example tools

Slack, Google Hangouts, 
Microsoft Teams,  
Facebook Workplace 
 
Any CRM with centralised 
email, Asana, Guru 
 
Google Drive 
OneDrive / Office 365

 
Lastpass, NordVPN,  
G suite

• Avoid email 
• Hold virtual meetings 
• Use central CCRM  / project management

• Increase transperancy 
• Have clear points and areas of authority 
 
• Encourage ‘productive tools’ 
• Let people lose 
• Focus on results

• Use modern tools 
• Proactively monitor 
• Train on the basics

technology and software ‘stacks’
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Lachie  Wallace                                    
 
Virtus Human Performance

FILLING YOUR  
CUP — WHY  
AND HOW.

Fun fact: I have an irrational hatred for gourmet pizza.

My name is Lachie. I am a work in progress.  
A compassionate soul. I am content with who I am yet 
hungry to be more. I am always up for adventure and 
new experiences. I am an avid reader and consumer 
of quality content. I’m a business owner, coach, writer, 
‘former’ athlete and a human doing his best to make  
the world a better place. 

lachlanwallace@virtusperformance.com 
www.virtusperformance.com



When asked what surprised him about humanity 
the most, the Dalai Lama replied: “Man. Because he 
sacrifices his health in order to make money. Then  
he sacrifices money to recuperate his health.”

Ok, I started with a Dalai Lama quote, what a self-
righteous piece of shit. My guess is that you didn’t start 
your business to make money. Sure the dollars and 
financial freedom are a nice by-product, to be rewarded 
for putting your heart and soul into something, but that 
isn’t the reward you are searching for. You most likely 
saw a gap in the market, an opportunity to do things 
differently, to innovate and help people in a way few 
others do. You took on the responsibilities, the liabilities, 
the extra hours, and the added stress because you 
wanted to contribute to the greater good.  

On some level at the very least, these pursuits may be 
costing you your physical, social, mental and emotional 
health and wellbeing. I know because I’ve been there. 
And honestly, I still find myself there some days. 

Burnout is real. I’ve spent time on that path, and I’ve 
seen others head much further down it than I have, and 
suffer an immense amount as a result - physically and 
mentally. It’s not a great place to be. The love that you 
have for what you do and why you do it will sustain you 
for a period of time, but not forever. Eventually, your cup 
will be empty and as the cliche goes –  you can’t pour 
from an empty cup. 

When it comes to cliches, I think sometimes they are too 
easily dismissed. Cliches are there for a reason, and this 
one most definitely should not be forgotten. 

We have all been there experiencing the suffocatingly 
long hours, the missed meals, the stress and anxiety 
that replaces sleep and any form of relaxation. 

We are all sacrificing ourselves for the betterment of 
other peoples’ lives. But the truth is that self-sacrificing 
your own wellbeing for your staff, clients and business 
isn’t helping anybody. It’s actually making things worse. 
There’s a reason why in the event of a plane crash we are 
taught to put our oxygen masks on first. 

Self-sacrificing does not help anybody, and it never will.

We are not being courageous or brave by relinquishing 
our own wants and needs, in fact, this is the height of 
unintentional selfishness. The world doesn’t need more 
self-sacrificing people. What the world really needs is 
more self-respecting people. 

I believe that true leadership is setting a good example. 
Showing integrity, and, beyond all else, doing the things 
you said you would do when you said you would do it. 
Basically, this is my long-winded way to tell you that you 
need to start looking after yourself. Health is wealth - 
your ability to fill your cup, to look after your mind body 
and soul will determine whether you find yourself full 
of vitality as you age, or spending all of your money to 
search for the health that will never return. 

If you’re anything like me, you’ll need to see the 
goalposts. Believing that health is wealth is great, but 
you need to have an idea of what you’re aiming for, a 
target to know what you need to hit to have ticked the 
health boxes for the day. Health is a holistic enterprise; 
you need to cover all bases. I’ve put together a little 
list, and the five key areas of health that I think will 
give you the most bang for your buck and tangible daily 
minimums to tick off each day. If you miss a day or 
don’t quite reach the target, you’ll get another chance 
tomorrow. At the end of the day, every little bit counts.
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SLEEP: 7 + hours!? Don’t have time? Well, you’d better 
make time, and quickly, because otherwise it’ll pay 
you back, and as we all know, payback is a bitch. Sleep 
is single-handedly the most effective thing we can do 
for our mental and physical wellbeing. There has been 
a significant amount of studies published on sleep, 
and well it’s not pretty. The must-read book - Why 
We Sleep: Unlocking the Power of Sleep and Dreams 
by Neuroscientist and Psychology Professor Matthew 
Walker reads more like a horror story than a book 
about sleep. Proving conclusively that ‘sleep deprivation 
contributes to depression, anxiety, obesity, memory loss, 
Alzheimer’s, cancer, stroke, infertility, heart attacks, an 
impaired immune system and more. As Matthew Walker 
would say “When sleep is abundant, minds flourish”. Hit 
the 7-hour minimum tonight, and thank yourself later. 

MOVEMENT: 1 hour of movement + 3-4 60 minute 
training sessions per week. (Yes, training and 
movement are different) Surely I don’t have to spruik 
the importance of moving more often to improve your 
physical and mental health and wellbeing. It’s like 
climate change, its happening, the only difference is 
that it’s happening to you, and you can immediately do 
something about it. The movement part is simple. Walk, 
skip, dance, swim it doesn’t really matter, just don’t 
spend your day in one spot. Add an hour of training 3-4 
times a week and you’ll be well on your way to becoming 
a much, much more effective version of yourself. As we 
get older, simple things get more difficult. Learning how 
to move, getting stronger and growing your capacity 
will happen faster than you think. The older you get, the 
harder it gets. The last thing I’d want is to not be able to 
lift myself off of the toilet when I’m 70, unfortunately, 
this is all too common. 

filling your cup - why and how.
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Sleep  
Daily Target:  

7 Hours + 

Movement 
Daily Target:  

1 hr + 

Nutrition 
Daily Target:  

3 meals, 3l

Mindfulness 
Daily Target:  
10-20 mins

Stress 
Daily Target:  

Journal, 1 page

NUTRITION: Yes! Three meals and three litres of water. 
If you buy an expensive sports car and expect it to 
perform, you’re not going to be filling it with cheap 
and nasty fuel. Your body should be no different, but 
too often I see highly successful people sabotaging 
themselves by eating like an idiot. Simple advice, eat 
a wide variety of nutritious foods, not too little, not 
too much. You need to eat to fuel your meat vehicle, 
otherwise, it will let you down. Three quality meals can 
make all the difference to your energy levels and output. 
If it’s delivered on a bike or through your car window, 
it most likely doesn’t count. Plus, our bodies are about 
70-80% water, depending on which book your science 
teacher read. If you don’t keep it topped up, it won’t 
function optimally. 

MINDFULNESS: That’s 10-20 minutes of meditation 
(guided or unguided). When was the last time you 
stopped and observed your thoughts? If you’re a high 
performing individual and you’re yet to harness daily 
meditation, you’re missing out on an easy way to 
level up. Contrary to popular belief, meditation is not 
clearing your mind and thinking of nothing. It’s quite 
the opposite. I try to look at it as an observation of 
my thoughts. I use the analogy of sitting by a river, my 
thoughts are merely the water passing by. I observe I 
am aware and I let it flow. If you don’t know how to get 
started, download the Calm App and utilise the daily 
guided meditation. A genuine game changer. Pair it with 
a 60-minute walk and you’re ticking a few boxes at once. 

STRESS: Journaling one page a day goes hand in hand 
with meditation, learning to take control of your 
thoughts so that they don’t control you is an art. If I 
could identify the one thing that has changed the way 
I approach my day, and the world around it the most, 
it would be my daily habit of journaling. Each day, I 
dedicate a page of my diary to whatever is front of mind. 
It might be a rabble, or it might be something I publish 
online, regardless I always feel lighter and more in 
control of my life when my pen leaves the paper. 



Funnily enough, the list above is pretty simple. There 
were no horse tranquillizers or magical pills. But don’t 
be mistaking simple for easy. At the end of the day, if we 
become a better version of ourselves, if we look after #1 
with the same passion and consistency that we try to 
grow our businesses and look after others, if we can fill 
our own cup first, we will end up with a bigger container 
to give and help all those around us do the same. 

One little warning; Don’t try and tick off all of the above 
at once. Introduce it gradually into your life, replace 
your bad habits with these good ones one at a time, step 
by step and next thing you’ll know they’ll be regular 
occurrences and you’ll feel on top of the world. And 
never underestimate the impact these changes will 
make on those around you. Being someone your staff, 
customers, kids and friends can look up to is contagious. 
It’s about time health becomes the contagion. 

filling your cup - why and how.
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The love that you 
have for what you do 
will sustain you for a 
period of time, but not 
forever. Eventually, 
your cup will be empty 
and as the cliche goeS, 
you can’t pour from  
an empty cup. 
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Better 
you,  

better 
business
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Mick Walter   
 
Illumin8

Business or 
Investment?  
The long game.

Fun fact: Currently battling an unhealthy obsession  
with darts.

Accountant, CA, family man. 10 years of experience 
providing tax, accounting and advisory assistance to 
small - medium business. I am currently managing the 
rag-tag bunch of accounting prodigies at illumin8. I love 
a chat!

michael@illumin8.com.au 
www.illumin8.com.au
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Have you ever stopped to think about why you’re in 
business? Does your business strategy align with your 
personal or family goals? I know what you’re thinking, 
‘I’m too busy to think about that stuff, I just need to get 
these eleventy billion tasks done while processing the 
pays, answering the phone and replying to the plethora 
of emails that have rolled in while I’ve been thinking 
about making time to think about the future’. 

Yep, checks out. If that even slightly resembles you and 
your business, you are not alone. In fact, you would 
probably be in the majority. Working away, making 
just enough to put food on the table, without any real 
ambition for the business other than ‘one day, it’ll all 
just click and we’ll be rich!’. Hate to be the one to break  
it to you, but wishful thinking does not grow a business 
or an investment, strategic planning does.

Understand what is important 
- asking the right questions.

Have you ever thought about what you want out of your 
business? Start with this simple question: Long term, in 
ten years I’d like to have a business that only requires 
me three days a week, or a business that I can sell so 
we can be mortgage free, a business that I can pass 
down to my kids, a business that will provide a passive 
income stream. Why can’t you treat your business like an 
investment and what does that even mean? There is a 
difference between treating your business like a business 
and treating it like an investment.

If you have not thought about the long term of your 
business, you should. It can help you to make strategic 
decisions within the business. If I do this will I get closer 
to achieving that. If you don’t know what that is, how can 
you make the right decision? There is no wrong answer 
here but if you don’t know or haven’t thought about it, 
then how do you know if the direction of the business is 
on track?

What does it all mean?

A meaningful business can be something that you are 
passionate about and you could happily spend the rest 
of your days doing. It may be something that connects 
you to the community or something that helps you to 
fill your happiness bucket. If that is the case, you may 
decide to build your business into something you are 
proud of and have an emotional connection to. This 
frame of mind is more likely to result in emotional 
decision making in the business that may not lead to the 
most financially beneficial result, but will get you closer 
to building the business you are most proud of.

Now, think about most investments, cold, calculated 
decisions to get the best return on investment, the best 
bang for buck. Rarely these decisions are emotional 
ones, and the main consideration is how risky is it, 
what is the likely payback period and how much money 
will I make. Why can’t this rationale be applied to your 
business? In some cases, your business can be your most 
valuable asset and you don’t even know it!

Running your business like an investment requires clear, 
long-term goals that define how you make key decisions 
in the business. The end game might be to make the 
business as valuable as possible so you could sell it off 
for a lump sum (tax effectively, of course!), or to create a 
passive income stream. In the end it all comes down to 
adding value to your business to generate wealth. 

Generating value in your business.

Just working in the business very rarely creates value, 
you’re more like an employee to the business.  When you 
leave, the business will be worth nothing and all you got 
out of it was long hours, a new-found talent for creating 
spreadsheets at 11pm, the small income stream you 
took while working in it and probably a tax debt.

Business or 
Investment?  
The long game.
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Adding value to your business can take many forms 
and is often industry specific. What would make your 
business more valuable? Higher turnover, greater profit 
margins, larger customer base, asset acquisition, long 
term contracts, these can all increase the value of your 
business. Activities to aggressively increase the value of 
your business investment can contradict some of the 
internal values you may hold in the business. Different 
thought patterns are required and if you are clear in 
what you want to achieve, the decision is much easier.

Referring back to your long term strategy for the 
business can provide a much clearer picture of the type 
of advice you need, who do you need to talk to and what 
short term goals do you need to put in place.

Structure up!

Thinking about how you will run your business before 
you start your journey can be a big factor in which 
structure you may need to operate under. Sole trader, 
partnership, discretionary Trust, unit Trust, Company 
and Trumpany (may not be a real structure) all have 
different attributes that need to connect to the overall 
business strategy. Changing structures to suit a new 
business strategy down the track can be very costly 
(legal fees, capital gains tax, etc). It’s never too early  
to think about this stuff.

Connect your long term goals to your business strategy 
and carefully pick the operating structure that will help 
get you there.

Create more time

So what is stopping you from taking a step back to think 
all of this through? I mean really think about it. ‘Hold 
on a sec, I’m only halfway through those eleventy billion 
tasks I spoke about earlier because the phone is still 
ringing and somehow emails are flooding in quicker than 
I can reply to them’.

Business is tough. I hear ya, but it doesn’t need to be.  
There are a few basic things you can implement that 
will help efficiencies within your business so you can 
dedicate time to the higher level strategy stuff.

The name of the game here is automation, data 
collection and getting time back! So many small 
business owners still do their own bookkeeping, 
manually, at 10pm – seriously? This might work when 
you just start in business and you want to save money 
and think if you’re working long hours the cash will 
come, right? What happens when you increase sales, 
find more customers or hire staff and the 10pm 
workload stretches out to 1am? It happens and it’s 
totally unnecessary. That window to think business 
or investment is rapidly closing and you will soon be 
(if you aren’t already) a slave to your own business. 
Cloud accounting solutions and integrated apps are an 
absolute must have for any business, especially those 
that want to grow.  

Know what is out there, learn how it can help, learn to 
use it, implement and integrate it correctly and get your 
nights back. Learn to stress less about the tiny cogs that 
keep your business turning and start thinking about 
your long term goal, the big cog that will move your 
business forward!

So, business or investment?

If it’s neither, you are probably just an employee to your 
own business and should seriously consider why you are 
in business in the first place. Remember, there is no right 
or wrong destination but you do need a clear idea on 
what you want to achieve so you can start the journey!

business or investment? the long game.

wishful thinking  
does not grow 
a business or an 
investment, strategic 
planning does.
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Sean Murphy  
 
My Mortgage Freedom

the deal with 
business debt.

Fun fact: I’m an adventure addict. I love to kite board, 
wake board, skate board – anything outdoors!

Country born boy from a family of five, I moved to  
the city twelve years ago at the age of eighteen with  
the hopes and dreams of finding a job. I established 
myself in the finance industry after landing a job at a 
lending institution delivering fruit and pens. After a 
promotion to customer service, I spent the next seven 
years climbing the corporate ladder before leaving to 
begin my own business as a mortgage broker. After 
joining forces with a mate, five years on, we are a 
competitive brokerage on a national level with a team  
of eighteen legends. 

sean@mymf.com.au 
www.mymortgagefreedom.com.au 



The first few years in business are an extremely fast 
learning curve for those who take on the life changing 
journey. It has to be one of the most challenging task 
a person can tackle mentally, emotionally, physically, 
and financially. From the outset you are forced to make 
decisions where the stakes are increased tenfold. Most 
of us are looking after every aspect of the business from 
marketing and sales, to making sure you have coffee in 
the machine for the following morning. 

I provide financial solutions for SME’s ranging from 
$80,000 in annual turnover to $25million. Not directly, 
but as a broker. I have seen a whole bunch of models 
detailing how people set their businesses up and how 
they approach their cashflow requirements. I am going 
to run through a couple of the most common funding 
solutions I see small businesses use, and how these can 
help you take your business to the next level. Or, how 
they can put you up against the ropes if you take on  
too much.  

FinTech – Welcome to the playing field.

There has been a heap of FinTech companies hit the 
market in the past three-four years. They have been 
developing platforms where you can get a quick injection 
of cashflow into your business by simply completing an 
online form and providing a bank feed of your trading 
account for the past three months. Boom, the funds are 
available in your account the next day without needing 
anything more than the phone in your pocket. 

This is really slick technology and it is here to stay, there 
are huge perks with cashflow options being available in 
24 hours from the moment you make the enquiry. We 
don’t have to suit up and head into the bank to pitch 
your reasons for needing cash. 

As any start up business would know, when an 
opportunity arises, you need to seize it before it’s gone. 

This provides us a huge opportunity to do things like buy 
stock, invest in personnel, clear debt, pay the tax man, 
the list goes on. I have even had clients acquire other 
businesses using this model, which I’ll touch on shortly. 
They don’t control what you want to spend the cash on, 
they leave that decision to you. They just do their best 
to make sure you can repay the debt, and this is usually 
paid back within a year or less! 

Now, with anything this easy there are always things 
to consider before diving in. It can be very tempting to 
go down this avenue once a bit of pressure starts to 
mount or someone dangles a carrot and you have to go 
for it. Without doing your groundwork, you can quickly 
overcapitalise and extend your business beyond its 
capability to repay the loan. 

47 ILLUMIN8 better Business

As any start up  
business would  
know, when an 
opportunity arises,  
you need to seize  
it before it’s gone. 

the deal with 
business debt.
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the deal with business debt

These lenders typically break the repayments up into 
daily direct debits, so you need to ensure your cashflow 
can sustain this. It is a lot easier than one large monthly 
repayment in theory, but it is constant, for a full 365 
days. These lenders are based on solving a problem for 
you and they base their service on convenience and 
speed, not price. So in all cases, weigh up the benefits 
and make sure the immediate receipt of cashflow will 
enable you to grow and prosper, rather than use it as a 
band aid that will become part of a bigger problem. 

Acquisition. Leverage and Grow faster.

Some of the fastest growth businesses I have ever seen 
have been those with the guts to seek out another 
business to do one of three things with. 

1. Joint Venture  
2. Venture Capitalists 
3. Acquisition

I am going to focus on the complete acquisition of 
another business. Where you are moving into the scale 
phase of your business, you can quickly multiply your top 
line by acquiring another business that is playing in your 
field. This can be done by leveraging debt from a bank 
or private investor, not everything has to be done using 
your cash and as we know leverage is an amazing skill to 
master. Whether a service or product-based business, 
you can access 50% of the purchase price without any 
worries as a completely unsecured loan. The bank figure 
if you have the ability to gather 50% of the purchase 
price, they’ll take a risk on the fact you can pay back the 
next 50% and meet you half way. 

For people in an even more fortunate position that  
own a home, you can allow the bank to use the equity 
in that property to fund 100% of the purchase price. So 
without using a cent of your own business cashflow you 
can capitalise on the acquisition of another business and 
multiply your top and bottom line without having to  
go out and grind for that growth over a longer period  
of time. 

When you consider this option for your own business, 
it is extremely important you do your homework and 
have a very good conversation with your accountant to 
prepare your cashflows, so you aren’t flying blind. A set 
of financials for a business will tell a very different tale 
to an accountant as it will to a small business owner. The 
banks are also pretty good at picking a deal that doesn’t 
stack up, but as you’re the one taking the real risk, you 
need to make sure you have done your due diligence and 
this decision isn’t one of your last in business. 

Debt is a very welcome friend in business, it has helped 
an enormous number of my clients achieve things they 
could never have dreamed of without debt. But with 
anything it is an act of balance and patience. Ensuring 
we can meet our commitments along the way and not 
putting the enterprise in jeopardy for the sake of a  
quick win. 
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Marcel McCarthy  
 
onetoo

Better  
businesses  
need better 
marketing.

Fun fact: Enjoys socks. 

Marcel helps people. Sometimes with marketing, 
sometimes with websites. If not that, taking photos, and 
drinking coffee in Japan sounds like a good back up plan.

marcel@onetoo.com.au 
www.onetoo.com.au
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Before sitting down to write this piece, I quickly visited 
my inbox. While sorting out a few emails, something 
grabbed my attention. Creative Review were reporting 
that brands lack originality, and that consumer polls 
were suggesting that close to 65% of all brands look 
alike. While that may feel like a hard stat to digest, it 
didn’t take a moment for me to reconcile that with what 
I was about to pen. 

I could have written tips, and perhaps you would have 
given them a go, or more honestly, maybe you would 
have never got around to it. You could have read the 
guide, and gone back to doing the same old things that 
you’ve always done. This is the truth, that is, unless 
you’re able to change the way you think. Your thinking 
is everything. Not only the thinking you’re aware of, 
that which you’re conscious of, but of your unconscious 
thinking, feeling, and beliefs. We’re bizarrely unaware of 
how the subconscious rules us, both as business owners, 
and as consumers. 

On any given day, you’re likely to act out of a set of 
subconscious beliefs. These form the questions that 
shape the way you work. What is the best way to run my 
business? What are the latest marketing strategies? Am I 
keeping up with my competitors? Can I get enough done 
in my 8 hour day? – What’s my point?

Well, without critical deconstruction and analysis of 
your brand, and your marketing, there’s a fair chance 
you’re following the crowd. We default to sheep-mode. 
Sadly, there are many agencies who will do a cookie 
cutter job, whack something together, push it out the 
door and call it marketing. Or more recently, pop a few 
ads together on social media and call that marketing. 
There’s no wonder that consumers think brands look 
and sound alike. 

What that really means is brands are confusing, and 
hard to differentiate. You really don’t want to be in that 
space, because getting new work is just as much about 
luck as anything else.

I think 2019 is going to be about thinking, asking big 
questions, and honestly challenging the status quo. 
Brands, messages and businesses are becoming more 
homogenous. On the outside we’re all trying to be these 
impressive risk takers, but on the inside we’re just toeing 
the line. It’s formulaic communication, branding and 
marketing.

Heart and head marketers are asking why are so 
many brands thinking so short term? Why do so many 
campaigns feel the same? If you’re going to advertise to 
me, make it exciting. How often do we want to play safe, 
and just stick to the rules? It seems like we’re leaning 
hard to the science of it all, and forgetting the role of art.

What’s Gone Wrong?

In part, I think one of the reasons behind this trend is 
the democratisation of digital marketing tools. Don’t 
get me wrong, it’s an incredible toolset, one that allows 
people to reach people, and brands to reach people, 
across the world.

In all the hustle and bustle of 21st century living, it’s 
easy to get stuck in our fast pace reality, and in doing 
so, be convinced we need to operate on shorter and 
shorter marketing and sales cycles. In other words, we 
become so concerned with the never ending tip lists, and 
clickbait-y, ‘5 things you need to do right now otherwise 
your business will fail’ articles, that we end up adopting  
a short term value cycle. 

Better  
businesses  
need better 
marketing.
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This often means making sales at the expense of 
building a sustainable brand and business. And it 
stresses me out. When someone writes about the latest 
thing I *need* to know about, I feel bad if I don’t click 
download. But in reality it just finds its way into my 
perpetually growing ‘reading’ list.

Reading through ‘The Long and the Short of It’ by Les 
Binet and Peter Field might be a good place to start. 
Are we building brands that make sales today, and are 
forgettable tomorrow, or are we building brands that 
consistently provide value over time. The temptation, as 
part of a generation that has seen massive success in a 
relatively short amount on time, is to believe that is now 
the norm.

The benefit and very nature of digital media is the 
immediacy that it provides. Credit card in, A/B test, 
action out, view reports. Incredible. But are we letting 
immediacy influence how we’re approaching our 
marketing? Results are important, but to what extent 
are you willing to compromise relationships in order to 
make a sale? Or comprise long term value? How willing 
are you to stress someone out in order to get some 
impressive metrics? This is a subtle and fine line.

What Can We Do?

What am I saying? Perhaps I’m encouraging you to 
dream again, be willing to dare a little, take some risks. 
Question whether you’re being led by your subconscious 
thinking or a fear of not keeping up with the Joneses, 
feeling like you have to do this or that because it’s what’s 
being done. Agencies, push the boundaries, don’t be 
afraid to take a leap of faith. 

Businesses, it’s tough out there, but with all your 
might fight the desire to get sucked in to do something 
‘average’. Give those in your communication teams the 
space to pioneer, to build something for the future, the 
freedom to fail, and to try again. 

Be daring. What if you weren’t on Instagram? What if you 
didn’t advertise in the local paper? What if you didn’t 
have a website? What if you pursued that crazy idea you 
had? There are glimpses of brands who are asking these 
questions, and actioning the answers they find. And 
honestly, as far as we can tell, it pays dividends. Because 
all of a sudden, they have a difference, they’re on a 
different playing field. As much as there appears to be 
rules and a ‘marketing playbook’, the rules are changing, 
and it’s because of people who are challenging the status 
quo. 

Culturally we’re moving into a time of authenticity, 
a huge opportunity for businesses to be just that – 
authentic. Yet the temptation to play copycat still exists. 
To the people of 2019, nothing is as fake as playing the 
game, playing all the same moves, saying the same 
things as everyone else.

I need to hear this as much as anyone else. We live in a 
time where realistically, anyone can be a marketer, and 
truthfully, we all are. 2019 presents an opportunity to 
be real, to be kind, to pursue value and relationships 
with customers, over – not instead of – dollars and sales 
funnels. Because it’s people that ultimately matter, 
without them, what would you have? Death to vanity 
metrics, to hacking the system, and playing the game. 
Long live brands who pioneer, who dream, and who fight 
the good fight.

On the outside we’re 
all trying to be these 
impressive risk takers, 
but on the inside we’re 
just toeing the line. 

better businesses need better marketing
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Illumin8 - Helping  
you build a  

better business.

illumin8.com.au/betterbusiness

Level 1, 46 Ranelagh Drive,  
Mount Eliza, VIC 3930

Phone –  (03) 9787 6872 
Email – hello@illumin8.com.au
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