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If | had an hour to
solve a problem and my

life depended on i,

| would use the

first 55 minutes
determining the

proper questions to ask.

Albek Ervngledin



The most successiul
advisors I've ohserved In
the market are often
those that also ask the
most poweriul questions
of clients and team
members
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FIVE PHASES OF BUSINESS ADVISORY Focus Today S MINDsHOP

3. PROBLEM SOLVING

Guidance and advice relating to a
specific minor business issue or
opportunity

1. DATA

Facts and figures provided about

5. IMPLEMENTATION

On-going guidance for the successful

4. STRATEGY

Developing strategies for a business,
specific major issue or opportunity
via workshops

VALUE TO CUSTOMER

MANAGERS AND UP

* High Business acumen required

* Accountants with problem solving
skills can guide and advise on
minor issues or opportunities
impacting a business, adding value.

* Ability to running a meeting
effectively, flexibility in approach,
structure conversations, use
business tools to lead to action in
meetings and give confidence to
clients on path forward

* Ability to win new business
through problem solving to
identify further opportunities

business and industry trends implementation of strategies within an

organization

PHASES OF
BUSINESS ADVICE

ANY TEAM MEMBER

* Basic business acumen required

* Providing valuable facts and figures
to a client about their business and
industry

* Gather information from cloud
accounting file, client business
applications etc.

* Leverage relationship through
compliance to gather data and
underpin business advisory success

* Basic interpretation to lead to
management of tasks

* Questioning skills

* Listening skills

PARTNERS AND PRINCIPALS SPECIALIST PARTNER
Senior client relationship holder * Passion for driving change with
Good facilitation skills clients. Specialist
Open to change and self starter * Unconsciously competent with
Ability to tackle major issues and broad range of tools and processes
opportunities for clients to * Project Management skills to bring
provide strategies, focus and in a broad range of other team
clear actions to make a members as required to projects
difference and drive a business * Can address more personal client
forward challenges or opportunities
High capabilities in strategic * Ability to address complex
planning strategic challenges, build project
Competent to tailor a workshop teams and support the
to suit the needs of a client implementation of projects
internally with a client

WHO DELIVERS EACH
SERVICE & CAPABILITIES

Client Problem solving meetings
to address issues / opportunities
Light touch coaching / mentoring
of clients. Advisory boards

Questionnaires / Diagnostics
Enhanced discussions on data
Sharing industry papers / reports
Benchmarking

Strategic Planning workshops Annual support programs

One Page Plans for client issues In-depth monthly / quarterly
Workshop’s on various topics client support

such as Growth, Profit, Change Project plans / implementation

KEY SERVICES

CAPABILITY REQUIRED TO DELIVER



“Failure is an
opportunity to grow”

GROWTH
MINDSET

“| can learn to do anything | want”

“Challenges help me to grow”

“My effort and attitude
determine my abilities"

“Feedback is constructive”

"l am inspired by the success of others”

“I like to try
new things”

“Failure is the
limit of my abilities”

FIXED
MINDSET

m either good at it or I'm not”
“My abilities are unchanging”

nll

"I don't like Jcan e'g‘r"l‘c‘:‘r"ft‘.‘
to be challenged”

“My potential is predetermined”
“When |I'm frustrated,
| give up”

*Feedback and criticism
are personal

"| stick to what | know”

Problem Solving requires a Growth Mindset

mindset

THE NEW PSYCHOLOGY OF SUCCESS
HOW WE CAN
LEARN TO FULFILL
OUR POTENTIAL

*parenting
=business
#school
«relationships

CAROL S. DWECK, Ph.D.
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RESEARCH
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Research

Linked [T}

Google i
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Preparation

KPIs

2 ALERTS RESULT TARGET TREND BENCHMARK
PROEITABILITY NOV 201 vsOCT201 *  MEDIAN PERCENTILE @ quickbooks
Total Reverus $1.091472 $750.000 v 2 6. 2 4
- o 14,15 25% v 4 43299 3 Dashboard
I &+, Your Business Name
Ope 1 i [ ] 305% 5% x v 6 10,.48% 2
Banking
ACTIVITY Profit and Loss - Expenses - Bank accounts rd
ateo 238 times 15 times v 119 timas s Invoicing $23,876 52,186 o
= Roceivable Days" [ ] BB days 40 days X A rday 62 days 1 . Bk s Py
Expenses ST
cunts Payabic Days 85 dlay: 45 days 18 day 90 days 2 538,468 o !
7
EFFICIENCY Employees
5% - e -
Reports
Retum on Capital Emj 0.3 e ® v 2 Sales - Invoices
$8,453 -
B cesring Taxes '
$2,000 $12.065
Dbt & . 50% x 6 2561 1
Accounting Break free from the desk
Equity 1o Assats o X v i o .
52,000 s110.3u4
\ O crsvrow Apps -
\
Operating h Flow 94019 £10.000 343930 3
Froe Cash Flow £10.000 4 -$488.151 4
Met Cash Flow $39.76 $10,000 4
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Listening skills — 6 steps

Eye Contact
Suspend Judgement

The reason why we

Paraphrase (content) (what)

have two ears and only

Reflection of Feeling (emotion)

one mouth is that we

may listen the more

Summarise
Ask Questions

and talk the less.

o Uk wh R

—Zeno of Citium
(¢.335-¢.263 BCE)

(avoid polite waiting)
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Powerful conversations open door way to opportunities

| want to grow my
business

| want to buy a new
investment property

I’m stressed by my
poor cash-flow

Not sure where | want
to take the business

My business partner wants to
sell the business in 3-4 years

| need to lift profits by 20%

My team need some
training in leadership

| need a great book keeper

Can you help me sell my
business?
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SPIN questions - can be used to sell

1. Situation — “How is business?”

Problem — “Why is growth such an issue for
the business?”

3. |mp|icati0n - ”What W|” happen |f grOWth SITUATION « PROBLEM » IMPLICATION « NEED-PAYOFF
keeps declining at current rates?”

‘T B
4. Need-Payoff — “If we could turn your poor SELLING

growth around over the next 6 months what  THE BEST-VALIDATED SALES
METHOD AVAILABLE TODAY.

would be the benefits to the business? DEVELOPED FROM RESEARCH
Would a solution be of interest to you?” EHESIEISJS%PI‘)SBSS’?%?{%A'II"&S’
o AL PR oS
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Rise of the challenger sales person

The Relationship
Builder

The
Problem Solver

The
Hard Worker

The
Lone Wolf

* Builds & nurtures
strong advocates in
the customer
organization.

* Generous in giving

Sales Profiles
* Gets along with

time to help others.

* Highly reliable in
responding to
internal and external
stakeholders.

* Detail oriented.

* Ensures that all
problems are solved.

12%

|

* Always willing to go
the extra mile.

* Doesn’t give up
easily.

* Self-motivated.

* Interested in
feedback and
development.

17%

|

* Tends to follow own
instincts instead of
the rules.

* Self-assured.

* Difficult to control.

25%

* Always has a
different view.

* Has a deep
understanding of the
customer’s business.

* Loves to debate.

* Pushes the customer.

39%

everyone.
7%
Top performers
High *
Low *

*
%k

* *

%k

In complex environments, the Challenger is by far the profile that is most likely to succeed. The Relationship

Complexity of
sales

Builder is highly unlikely to succeed in complex sales environments.
In environments with low complexity, the most successful profiles are the Hard Worker and the Lone Wolf.

MATTHEW DIXON and BRENT ADAMSON

Source:

Straligence, Adapted
from CEB, The
Challenger Sale,
Arlington VA

Global Support Lacal Knawledge
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Lets look at 5 great questioning approaches




1. Now-Where-How questions

Open up a conversation with a client using Now-Where-How

Powerful questions

“How is your business performing NOW?”

“What are your goals for the next 12
months as to WHERE you want to be?”

“What are the top 3 strategies you need
to focus on first as to HOW you will get
there?”

o~ powered by \
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2. Dig Deeper by asking ‘Why’
Dig deeper during any meeting using the concept of 5 why’s

Our sales are reducing across the business?

) Powerful questions

e No pipeline of prospective customers

g

“Why do you think that is?”

J

No contact program

g “So why did that occur?”

e No accountability for creating one

No Sales Manager in place

Poor cash-flow. So can’t afford one

o
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3. Change Readiness

Challenge their level of change readiness.

Out the box 30% probability of change success

L;a:,;e,;;; Powerful question
“How change ready are you when

L0 reflecting on your plans for 2019?”

5/30

Process
16

Success

Capabllity
40%
30/40

Organizational
120

o
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4. What’s worked, what hasn’t

Discover past history of success and / or failure

Powerful question

“Reflecting on last year, what worked,
what didn’t and what can we learn?”

Y SUCCESS |
( FAIURE 2
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5. If you had a magic wand?

Stretch people’s boundaries on what could be possible

Powerful questions

“If you had a Magic Wand and didn't
have to think about the cost or the
how, what would you change
about.......7?"

“If you had a Magic Wand and could
design up the ideal relationship with
an advisor what would that look

like?”
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Implementing back into your firm

1. Change your meeting pads to have powerful
guestions built into them

2. Link the purpose of asking to your offerings
(they need to understand what they are and
how they link). Role play

3. Train your team in these techniques

e Run lunch and learn sessions
* Lead by example

4. Turn using these questioning techniques into
a paid service offering (advisory boards,
problem solving meetings at hourly rates)




Summary — Powerful questions as an advisor

e The most successful advisors also ask the most
powerful questions

e Use them in client meetings, on your website,
workshops, prospect meetings with your teams ’P

* Reflect on SPIN and challenger sale approaches

* Ensure you listen effectively and prepare /
research well before hand

* Ask 5 key questions:

1. Where are you Now-Where-How? ?
2. Why? '
3. How change ready are you?

4. What’s worked, what hasn’t?

5. If you had a magic wand?




Thank you for attending

Any quest,icﬁns post
" email me élt!,jmasph@“m »
=, visit www.mindshop.com




