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What People Are Saying
About Lifting The Lid

“I commend Kerrie Phipps for her passion and dedication in unearthing untold stories of inspiration. With the big agenda now including the global financial crisis and the potential global food and water shortage, the challenges to survive have never been greater. Within Kerrie’s book, stories of courage, innovation and adaptation will uplift and influence a new generation of Australians to ‘have a go’”. - Terry Underwood OAM, Northern Territory

“Whether you live in the country or city, this book will move you and your business to greater heights.” - Jenny Bailey, best selling author, former ABC Rural Reporter

“Congratulations to these Regional Entrepreneurs on their achievements and champion can-do attitude. Take inspiration from their stories, and remember - if you don’t quit, you will make it!” – Shelley Taylor-Smith, 7-time World Marathon Swimming Champion, International bestselling Author, Performance Coach & Motivational Speaker www.championmindset.com.au

“Kerrie is to our self-limiting tall poppy syndrome as is a scythe to a wheat field. She unashamedly celebrates the innovation and exploration of the entrepreneurial dream so often seen in the bush. Her book will give hope and spirit to all Australians, city or country, and will help pave the way for a good deal more rural success.” – Andrew Mowat, Coach, Author Victoria

“Growing up in a small country town, I watched in amazement the people who tirelessly achieved what most thought was impossible. These people never expected any recognition. They just did it so we could all have a better lifestyle and the children could have more fun things to do. By changing their attitude, they changed and built a better community. Now Kerrie has done justice to all these quiet achievers and is giving them the credit they truly deserve. Good on you Kerrie!” - Mandy Healey Designer Jeweller, QLD

“As a regional business owner for over 30 years, I appreciate common sense and practical, no-nonsense ideas. This book gives you the fodder to think outside the square.” - John Gordon, Electrician, Dubbo Chamber of Commerce member 15 years

“What an inspiring collection of stories showing us that you can step out from the shadows and with a pinch of confidence and optimism - we can all reach our own version of SUCCESS.” - Sally-Anne Blanshard, Sydney myambition.com

“Kerrie is shining a wonderful spotlight on the success of regional entrepreneurs, who are often the forgotten achievers in our modern city-centric approach to life. Through her work, Kerrie is also providing great inspiration to those of us who choose to make our mark in regional settings. This book serves to remind us all that the fresh air of regional development has its own unique brand of innovation and success. Congratulations to Kerrie and all those whose stories colour the pages of this very worthwhile addition to the business development library”. - Heather Yelland, Wangaratta

“What do Kerrie Phipps, this book and a bottle of champagne all have in common? They are effervescent, bubbly and all celebrate success. Kerrie is a gifted networker who believes in connecting people and is such a brilliant and perceptive writer and coach. She was born to write this book!” - Julie Woods, New Zealand, www.ThatBlindWoman.co.nz

“Once in a while someone comes into your life that has the ability to not only create magic for everyone she works with but also for herself. Kerrie Phipps is an absolute example of passion, persistence and purpose, which she has transferred into her amazing book. Congratulations Kerrie for being the regional entrepreneur you are and allowing me to be one of the privileged many who gets to change their life because of your book.” - Terri Billington, ActionCOACH, WA Franchise Woman of the Year – 2009

“I guarantee that anyone reading this book will be instantly excited by the challenge of dynamic adventure and growth. Lifting the Lid on Quiet Achievers gives you the tools to PROSPER & THRIVE in any economy, in any environment… Step up and lift the lid on your possibilities.” - Victoria Millar-Wise, WA, Award Winning Interior Designer, Author wwwHowtoDesignandCreate.com.au
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For entrepreneurs, and budding
entrepreneurs everywhere…

Go for it!

Your country needs you.
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Foreword

By TIM FISCHER AC (Former Deputy Prime Minister and joint Author of “Outback Heroes and Communities that Count” Allen and Unwin 2004.)

In tough times the need is even greater for a burst of positive stories, in fact stories about people getting on with things in a realistic but broadly positive way. There are many of these stories in all that follows in this book; people having a go against the odds.

All of this is in the best tradition of the “Spirit of Australia” over the centuries, contributing and achieving against the odds. Two of these great dynamic and positive Australians from the past that come to mind are John Flynn of the Inland, Royal Flying Doctor Service founder, and Mary MacKillop of Penola, pioneer of education structure across South Australia.

These two managed to ‘overflow the overflow’ with their huge personal contributions to the fabric of Australia, to borrow a line from ‘Clancy of the Overflow’. Whilst both were in their own right religious leaders, they reached out beyond their denominations to make huge contributions to helping the community at large - John Flynn with outback emergency health and Mary MacKillop with a structure for education that set the pace in the nineteenth century.

In the twentieth century, two World Wars and the Great Depression imposed an even tougher set of circumstances, but again some huge contributors emerged. To pick three, Raphael Cilento pioneering many breakthroughs with tropical medicine, John Bradfield and his brilliant engineering including the Sydney Harbour Bridge and Terry Underwood from Riveren Station in the outback of the NT, who showed how to turn adversity around and provide leadership across an industry.

There are many more of course, but it is always interesting to go leftfield to the lesser known Australians and this is exactly what Kerrie Phipps has done as we turn to this century, the twenty first century, with the worst opening decade in many ways of any century in five hundred years. It started brilliantly, strong economic growth and lots of colour, action, movement, eg, the brilliant Sydney Olympics and Para Olympics, but then came 9/11, the Bali bombings and later in London 7/7, when many were killed by bombers in the tube. The last three years of the opening decade have now become dominated by the impact of the Global Financial Crisis, or GFC, on economies large and small.

This is exactly when a positive contribution is needed about positive people and so now it is the turn of a new generation, of people with get up and go, ready to get on top of this twenty first century and help revamp things and build a better future for family, community and country. Ellen Bathgate, Mark Crutcher and Pamela Hardgrave are great examples from this book, in fact all listed have made a difference. There are always too many to list all in this category but also include people such as Scott Pape with his Ouyen background, the Barefoot Investor of renown, and Mick Denigan of www.mickswhips.com. au, exporting by Internet to the world from down the track south of Darwin.

Not everyone can shine forth and match the efforts mentioned above, for various reasons, but most are in a position to try something new, even part-time as an extra to the day job. The examples in this book will certainly create new ideas and help you launch along the pathway of positive success and this is the case no matter how humble the background, albeit with education playing a big role.

There once was a Jerilderie schoolboy, the son of very poor Prussian Jewish migrants, who arguably met Ned Kelly in the main street of Jerilderie in 1878 and who learnt much at Jerilderie Primary School. From humble beginnings, he graduated in Law, Arts and Engineering from Melbourne University and went on to build much in reinforced concrete, e.g. bridges at Benalla and Bendigo, before commanding as a Militia General on the Western Front and showing many British Generals how to get out of the trenches and win the war, with casualties minimised.

His name was General Sir John Monash and he went on to head up the Victorian SEC and build Australia's first Hydro Scheme. But the real test of leadership is also knowing when to say no. In the Great Depression he was asked to lead a Coup d'Etat and abolish all Parliaments and become a Dictator/President like Franco in Spain or Mussolini in Italy.

In a famous letter back to the New Guard he said no and again no, adding and I quote, “The best hope for Australia is the ballot box and good education”. Amen to this, whether you live at Dubbo or Darwin or in between. And after reading this book, at least have a go and be positive!

Finally in a book I wrote with Peter Rees, Outback Heroes and Communities that Count, we argued that there were three key factors in turning around a town or community, firstly good local leadership, secondly community cohesion and unity of purpose and thirdly good lateral thinking. Examples include Longreach with its classic Qantas jumbo anchoring the Qantas Founders Museum, TREC and the Tamworth Country Music Festival (almost stolen by the Gold Coast), and the successful submarine at Holbrook.

In all of this it was the positive contribution and get up and have a go attitude of certain key individuals that lifted things along and created a win-win situation, just as Mark Crutcher has done at Grenfell and indirectly elsewhere. In short he sorted himself out and then helped boost the town. Again, soak up all the examples laid out in this book and have a go!

Tim Fischer, AC
Ambassador
Australian Embassy to the Holy See
Via Paola, 24
00186 Rome Italy


Introduction

I’m thrilled to be sharing with you in this book, the stories of some ‘everyday Aussies’ having a go at what they love doing - creating great businesses and impacting their community along the way.

It’s an honour to share the pages with these wonderful Australians who have entrusted me with their thoughts and their words, in the hope that readers will find these pages incredibly useful and inspiring.

When I’ve asked these “regional entrepreneurs” to share their thoughts, the response from each of them has been similar. “Me? I’m not sure I’m the best person... others have achieved more than I have!”

Sound like quiet achievers? They don’t blow their own trumpet, even if they market their business well. It’s usual to achieve more and make a far bigger difference in people’s lives than you ever realise.

Another question has been, “Am I an entrepreneur?” - what does it really mean?

An entrepreneur, according to dictionary.com is -

a person who organises and manages any enterprise,
esp. a business, usually with considerable initiative and risk.

We imagine an entrepreneur to be one who is creative, energetic, motivated and daring. We think of people like Richard Branson, Dick Smith and Walt Disney. It’s great to be inspired by these people, however the gap between their reality and yours can be so big that you can disqualify yourself from running an amazing race yourself.

For this reason I have included not only the very established business success stories like Fletcher International Exports, but gutsy young businesses such as Thrive Media and style magazine.

Many people around us are incredibly entrepreneurial, and we don’t realise the chances they’ve taken, the challenges they’ve overcome, and the creativity they’ve applied to achieve what they want. We tend to overlook our own qualities and achievements, and can miss opportunities because they seem to be for someone more adventurous, gifted or wealthy.

Whenever we consider somebody “more” we are falling into the trap of comparing ourselves to others, which is not wise. A friend remarked to me one day, “you’re so disciplined Kerrie”. I couldn’t believe she said it, thinking, something along the lines of “I wish!” and noticed that

my thinking had immediately gone to gurus of self-discipline, Dr John Maxwell and Brian Tracy. My next train of thought was more generous. I realised that instead of comparing myself to others, looking at how far I’d come in the past few years, even months, in terms of self-discipline was far more encouraging.

We must encourage ourselves so that we don’t give up! It is my hope that this book will support you to encourage yourself. The honest thoughts shared in this book are from real people like you who are having a go, and keep on having a go. Perseverance is one of the most powerful tools in your business and life toolkit.

I have been asked, and pondered myself, what has led me to write this book? I’m a professional question asker. In my years of coaching and mentoring I have asked millions of questions that get people thinking. Some of the thoughts that come to them are great ideas, sometimes they are breathtaking insights - and often they are realisations that they have done more than they thought they had. They have more to celebrate than they thought they did, and they become more confident to tackle bigger and more significant projects and make a bigger difference.

We can all forget most of our achievements, and the more you go on achieving, the more it can become the norm, and you don’t have any idea the impact you’re having. I gave a chapter of this book to a friend to edit, and she sent me this message. “Interesting story. It goes to show how many opportunities are really available to us. Just taking that first step is what holds us back. Glad you stepped out.”

As Nelson Mandela said in his inaugural speech (as written by Marianne Williamson), “When we let our own light shine, we give other people permission to do the same”.

Some of the people you’ll meet in the pages of this book were given permission to shine, some had no mentors to begin with and took their shining light out whether anyone else gave permission or not! They all, by sharing their thoughts on their success journey, are cheering you on to create the life and business you imagine when you lift the lid on your own potential.

There is an incredible wealth in our towns and the quiet places in between. There are outstanding farmers, artists, teachers and writers

who are among thousands carving out for themselves the life they want, where they want it, and with whom they want it. They might be considered ordinary people, but they have tapped into an extraordinary determination to live the best life, making the most of each day.

This book is an honest look at business in regional Australia. The possibilities, the challenges faced, and the creativity and resilience that are strong traits of regional entrepreneurs. Although each one is unique, the individuals sharing these pages have several strong themes in common and I trust that you will enjoy pulling the gems from their pages and taking what’s most useful into your own toolkit.

When I speak to business owners in regional and rural Australia, one thing they all want is authenticity. This is a place to be real. Think big, be confident, and enjoy the journey.

Kerrie Phipps



CHAPTER 1

Life on Purpose


	“People can be inspired by what you do, mostly by who you are, but simply by believing in them, you can inspire them to be their best.”
	[image: image1]
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KERRIE PHIPPS
Kerrie Phipps Coaching &
Development / Create the Life Club,
Dubbo, New South Wales

Kerrie Phipps

Kerrie Phipps was born in Gilgandra, NSW in 1973 to Ross and Jenny Stockings, a local farmer and an ex-Sydney nurse. Growing up on the farm provided opportunities to work hard and enjoy great adventures.

Kerrie’s career began in Dubbo as a dental nurse, where she discovered her love of customer care and developing leadership skills. A diverse background, which has contributed strongly to her learning and passion for excellence includes sales, banking and community service roles.

An undiagnosed virus Kerrie contracted in Singapore in December 2002 and a workaholic lifestyle led her to complete burnout and chronic fatigue by mid 2003.

This gave Kerrie the opportunity to think significantly about her future and the way in which she could make a powerful difference.

Training extensively with Results Coaching Systems since 2004, Kerrie has earned the Results Certified Coach credential and has represented Results globally as a training consultant and mentor for coaches.

In 2005, her coaching practice grew quickly and her husband Lyndon, a licensed real estate agent offered to leave his full-time work to take on her administration and achieve his own goal of quality and quantity time with their young son.

The learning from this lifestyle change inspired Kerrie and Lyndon to establish Create the Life Club in 2008, which enabled them to support more people through their online personal development business.

Coaching many inspiring regional entrepreneurs and introducing them to each other has unearthed a passion in Kerrie for connecting like-minded people and providing a platform for them to resource and inspire others.

Kerrie wrote the Personal Best page for Regional Business Magazine from 2006 - 2008 and published her first book, Create the Life Journal in December 2008. She loves seeing people light up with inspiring ideas and supporting them in achieving their goals, positively impacting their colleagues, staff, family and community in the process.

Kerrie now lives on the edge of Dubbo where she loves life with Lyndon, their son Ethan and his Spaniel, Suede.


Life on Purpose

If you imagine a voice saying “you did that on purpose” it might remind you of a school yard conversation or an accusation – it generally means that something was done deliberately, and perhaps not a positive situation. However if you leave those experiences in the past and consider what you could do “on purpose” to have a deliberate, positive impact on the world around you, you might find it really fun!

Since I stepped into the world of professional coaching, where encouragement and acknowledgement is the norm, I have often been acknowledged for my energy – with comments such as “your energy is amazing” or “you bring a great energy to the room”. This has been a surprise to me, as I felt that energy was my biggest challenge! In terms of my health, I had a long way to go in regaining enough energy to maintain a full schedule or swim more than two laps of the pool. What people were seeing was the energy that comes with the passion and enthusiasm of living on purpose.

As I was doing research for this book, online and through many conversations – I kept hearing that people wanted to hear from me in this book too, not just my friends. So I’ve answered some of the questions that I’m often asked…

When did you first consider building your own business?

My husband Lyndon surprised me with the answer to this one! (Does he know me better than I know myself?) He heard me say to someone recently – “I’d never really thought about being in business until I came across coaching – it meant creating a business as there were no coaching jobs around here”.

 “My first foray into business was when I was about 11.”

He said, “that’s not true – you were always talking about having your own business when we first met”. Wow. What happened?

Thinking about this makes me wonder who else has buried dreams? It’s not too late to uncover them and breathe life into them again!

My first foray into business was when I was about 11. The girls from my primary school were visiting our farm and I saw an opportunity to share my treasure. My grandparents had given me bucket loads of the most amazing large seashells they’d collected over time. I thought I could offer some to my admiring friends for 20 to 50 cents and everyone would be happy. I sold quite a few that day and we were all happy with our trade. Until a parent of one of the girls decided it was wrong and insisted that all money be returned. I didn’t understand, but I was horrified that I’d “done the wrong thing” and upset someone. Was selling wrong?

Sometimes small incidents like this can be the beginning of a limiting belief that lies dormant until it’s challenged later in life!

The desire to be creative and to share with people the gems that I have discovered has been there for a long time - I just lost confidence along the way. Lyndon’s belief in me has been an incredible platform for me to dive off, into the great unknown of the entrepreneurial journey, and I am forever grateful.

How did you get into coaching?

When I began coaching at the end of 2004, most people I spoke to (with great enthusiasm) said, “that’s awesome! Sounds like you … but um … what is it?”.

I was forced to take a sabbatical in 2003. I was just too sick to work and could barely function for a long time. It was quite depressing. I took lots of walks around the neighbourhood and on one particular day I was pondering, “God, where do I go from here? How can I more effectively help people?” I ran through several conversations in my head, imagining meeting people and running through a number of titles, people helping kind of roles … and nothing quite fit. The phrase “I’m a coach” popped into my head and the lights went on, angels started singing, fireworks were going off. That was it! Although it sounded completely new to me, as though the idea had just fallen from Heaven – it was a perfect fit! My next question was “what is it?” Soon after, Google came to the rescue and answered my questions. Results Coaching Systems, the leading Australian Coach trainer I found used words on their web pages that could have been borrowed from my personal journal. Again, a perfect fit.

What have been the biggest challenges in establishing your business?

From a practical angle - definitely cash flow; I hadn’t earned much in years! My previous seven years of youth work were almost voluntary and I had no sense of valuing my time. We were seriously in debt and I could say it was money challenges. But external challenges such as cash flow, technology issues or a lack of support can be an excuse to not look at the internal challenges – which I believe are more important to deal with. Then the practical issues can be sorted much more easily.

 “That turned out to be the catalyst for change and the opportunity to discover how I could live more purposefully.”

This may come as a surprise, but we’re more equipped to overcome these challenges if we get out of our own way. Perhaps we need to learn something new, approach something differently or believe in ourselves more. It’s easier to blame external circumstances than be honest and say, “I missed the opportunity because I lacked the confidence to speak up” or, “I didn’t manage my time well”.

My health was seriously challenged when I began the business – I was recovering from a chronic illness that cost me my job. That turned out to be the catalyst for change and the opportunity to discover how I could live more purposefully. I learned how to look after myself and do the best I could, resting when I needed to – and not feeling guilty! This allowed me to be fair to myself, and to see what was really going on in my thinking. I discovered that the major challenge I’ve faced in business is me.

I think communicating my passion has also been a challenge – and I like to tackle a challenge head on (thanks for that trait, Dad). This requires absolute authenticity and a risk of rejection. So I’ve taken this on, finding that sometimes this has opened incredible doors and at times surprisingly tough. I love people and I want to be understood. I’ve had to learn that not everyone will understand where I’m coming from; everyone is unique and has different perspectives and passions. Over the past few years the importance of being understood and accepted has slipped down the priorities list as being myself absolutely has risen to the top, along with doing whatever it takes to learn and grow, living on purpose, regardless of what others think of me.

“This above all: to thine own self be true, and it must follow, as the night the day, thou canst not then be false to any man.” Shakespeare

Shakespeare’s comment is worth pondering – if you’re true to yourself, you’ll be true to others. That is the kind of person that people want to do business with, the kind of person who sleeps well at night, and walks through challenges with greater ease.

Another great quote that I really relate to and find encouragement in is:

“To be nobody but yourself in a world that’s doing its best to make you somebody else, is to fight the hardest battle you are ever going to fight, and never stop fighting.” e.e.Cummings

[image: image4]

Who has inspired you to make a difference?

Many of us didn’t have the most wonderful time at school, however most of us can think of a teacher who had a positive impact on us. One of the teachers at my high school was an inspiration to me as a young girl. Mrs. Linda Cook was the most creative and enthusiastic teacher I’ve known. Even the boys in the class who never usually cared about the quality of their bookwork did their best in her class. As we walked into her history class we’d see her standing at the blackboard, colourfully dressed, filling the board with huge, coloured letters to start each paragraph of her text. It looked more like an art class than a history lesson. Our books reflected her creativity and we took care with our work, as she did with everything she shared with us. When she walked around the playground at recess, she was dignified, beautiful and ladylike, and I wondered if even my grandmother would recognise that Mrs. Cook’s habit of dipping her biscuit in her tea was done with elegance. She believed in us, encouraged us and brought the best out in her students. She made me feel creative, which I had not seen in myself before. She was a great example of how passion and enthusiasm inspires people and she may never have known it.

There have been many in my life I’ve looked up to and a few of them will be mentioned in these pages. I’ve always loved learning from people and continue to do so, regardless of age or occupation. To list each one would fill a library. As people have made a difference in my life, the best thing I can do is to pass on that kind of generosity.

What is a simple way to inspire people?

People can be inspired by what you do, mostly by who you are, but simply by believing in them, you can inspire them to be their best.

“We do not believe in ourselves until someone reveals that deep inside us something is valuable, worth listening to, worthy of our trust, sacred to our touch. Once we believe in ourselves we can risk curiosity, wonder, spontaneous delight or any experience that reveals the human spirit.” e.e.Cummings

I think one of the key ways people have inspired me to make a difference is to believe in me. Too often people make a difference in someone’s life, and they can be completely unaware. People have pulled me up and made me see that my actions or who I am has helped others and this makes me keep going, when otherwise I might give up, which affects more than just me.

In 2008 I was asked to run a workshop at Results Coaching Systems (RCS) conference “CoachFest”. It was the 10 year anniversary of RCS, and a huge honour to be invited to speak. It was however, a little daunting to consider standing up before my peers and new coaches speaking about “making a bigger difference.” I spoke with Maryanne Perry, a wonderful friend (awarded Coach of the Year at the 10th Anniversary dinner) a few weeks before the event and she heard my concerns about the session I was planning. Maryanne commented, “but Kerrie, everything you do is beautiful”. I was surprised by this, especially as her tone said “didn’t you know that?” and I realised, again, that we don’t see ourselves the way others do. The kind of encouragement I’ve received from Maryanne, and countless colleagues and friends – even people I don’t even know – makes me keep going.

“The greatest good you can do for another is not just to share your riches but to reveal to him his own.”
Benjamin Disraeli


Mary Brell is another wonderful friend who has encouraged me greatly through her belief in me. Natalie Bramble, a brilliant local businesswoman, and champion for regional women, suggested that Mary connect with me, as Mary was looking for speakers for her women’s events in the central west. We met at a café and instantly connected like great friends. I then spoke at Mary’s “Women, Wine & Wellbeing” event in Dubbo. I left the event discouraged, being very hard on myself and thought she wouldn’t ask me again. She did, and we went on to do “Women Wine & Wealth”, then “Women, Wine & Wisdom” in other locations. Mary is a great believer in people, and was one of the first I invited to be part of this book. I’m incredibly grateful for her friendship, support, and matter-of-fact acknowledgements and observations that have encouraged my development.

These faithful friends don’t just acknowledge what I do well or what they love about me to make me feel good, they tell me to put a bomb under me sometimes! When you see that compliments are great opportunities to learn it changes the whole look and feel of them - it’s not about a ‘warm-fuzzy’ - but an opportunity to learn more about yourself, the way people perceive you, and the way you can make a difference.

When you think about someone’s qualities or notice them do something well – let them know! It’s a powerful thing, and one of the greatest gifts you can give someone is a sincere word of encouragement – especially if it’s written too!

I wonder how many people have walked away from their destiny, burnt out and discouraged because they didn’t see the value in what they did and who they are – and people forgot to tell them, or worse, didn’t mention because they didn’t want them to “get a big head”.

When discouragement comes we can forget who we are and what we’re here for – and forget all about living on purpose.

Do you ever feel like you’ re not living on purpose?

Absolutely! The energy disappears after great excitement and it’s all part of the journey.

At the end of 2008 I celebrated an amazing year, full of highlights, massive challenges and an ever-steep learning curve. I had launched our website, (with Lyndon) coached inspiring, motivated people, spoken at a variety of functions, been there for my brother as he lay in hospital recovering from a life-threatening accident, created and launched my book within a month, and the same week my book arrived I presented at CoachFest, and was awarded “2008 Making a Bigger Difference Award”.

After Christmas, I found myself exhausted and in need of a good rest. I had a quiet month, writing in my journal each day and reading through old journals. I noticed that I was thinking about inspiring concepts in my head, imagining speaking to groups of people about the power of words, and effective thinking. I could see myself speaking with passion and clarity. It was great to imagine, but it felt so far from reality, especially in my tired state. I felt that I was “not a speaker”, and found that somewhere along the way, my confidence had disappeared. I was becoming frustrated with the visions of speaking and the challenge of making it a reality. I told one of my friends, Amanda, about my lack of confidence in speaking and that I wasn’t really a speaker, and she looked at me like I’d said the most ridiculous thing. I was about to defend myself, then realised that she’s actually been in the audience a few times when I’ve spoken locally so my argument fell to pieces. I saw that I just had to get over the lack of confidence and keep moving forward and stepping into my potential and purpose in a greater way.

What is success?

It’s a question that’s been asked a million times, one you can ask yourself and keep asking until you’re clear about what it means for YOU.

There’s a great deal of success in loving what you do. This is something you can choose! It takes thinking about, talking about, and planning, but most of all being courageous and taking a leap of faith and backing yourself all the way.

“Success secrets need to be shared and we need to pay attention to them.”

Lyndon and I knew that we had to be in business to fulfill our purpose. We never wanted to be “just comfortable” having money to renovate, holiday and enjoy life, we knew we were called to make a difference in countless lives - and there’s only so much you can do with a limited income. Children around the world are waiting for generous-hearted people to become wealthy and for wealthy people to become generous. Fortunately there are already many generous, wealthy people, but the world needs more. Truly wealthy people have learned how to create wealth and to overcome challenges – this is what needs to be taught. Our world needs more mentors to share their learning and encourage others to discover their own learning. It’s been said countless times “Give a man a fish and you’ve fed him for a day. Teach him how to fish, and he’s fed for a lifetime”.

Success secrets need to be shared and we need to pay attention to them. Take the time at the end of each chapter to ask yourself – what is the learning for me here? To make this exercise even more powerful – write it down! And then take action, small steps, but keep moving. Small steps can lead to great results.

Find what you love to do, and throw yourself wholeheartedly into it! You might feel that there isn’t anything you really love to do. I would suggest that you just haven’t found it, which keeps you trapped in a place of feeling that these ideas are just for others. Loving life and living on purpose is an option for you too!

What has being in business done for you?

It has completely changed my life. Absolutely. I wouldn’t say I’m a different person, I am more me than I have been since I was a child. There’s nothing like building your own business to discover who you really are and what you’re made of. Challenges come and test you to the limit and pushing through, you find what you’re made of. You might discover that you expect too much of yourself or that you don’t stretch yourself enough to find out what you’re truly capable of.

Building a business has brought to the surface what has really mattered to me. Since launching my business as I was recovering from chronic burnout, I found that my priorities and values were so important to me yet had been buried under the busyness of life and the demands and expectations of others. My family and my health were my primary focus, both in serious need of regeneration. With these priorities in place, my business began to unfold at a good pace and open some significant doors for all of us.

What motivates you?

I’ve always been motivated to help and encourage people. I think that being bullied at school and losing my natural confidence gave me the advantage of quickly identifying people who just needed a little encouragement to get their wings back on and fly again.

I’m grateful for the challenges I’ve faced in my life as they have turned to gold that I can draw on to help others.

My son Ethan motivates me. Being a parent you will know that this title is more than a word – it’s a life changing experience. I will never be the same again, since the Wednesday night in July 2000, when Ethan was born (with his own set of health challenges). I am driven to give Ethan the best possible chance in life, and although it’s hard to see your own child facing challenges of all kinds, I know that challenges are an important part of life, and learning to support without rescuing is vital.

How important is it to support without rescuing?

To really support people to grow, the rescuing habit has got go! Rescuing people can actually hinder their growth – consider the butterfly…

Learning to support people without rescuing them has been my biggest challenge in leadership. I can do it well in a coaching arrangement, where I’m focused on supporting my clients to do the thinking for themselves, but when it comes to friends and family, I naturally want to step in and make things right if I possibly can; unfortunately this is not always useful.

“We cannot choose what is right for someone else.”

I can vividly recall a night out in Sydney between two days of training in 2006. I was one of three coaches, one who I’d trained with over the previous two years and another from a different city, who we’d both met earlier that day. Over dinner the other two had a difference of opinion that was escalating into something dreadful. Wanting a peaceful, cheerful meal, I spoke up in an attempt to diffuse the situation. My friend turned to me and loudly snapped, “I don’t need you to rescue me!” I was stunned, as he’d seen something in me that I had not recognised – but I have recognised it a few times since then.

Being a people person, while a lot of fun, can be incredibly challenging as you face dilemmas such as how can I keep everyone happy? Which, of course, is absurd – how can you be responsible for the thoughts and feelings of others?

Sometimes we want to help others more than they want help. We cannot choose what is right for someone else.

How do you approach challenges now?

Challenges are great learning opportunities! I’m so aware that the greatest challenges are usually right before a breakthrough - so there’s absolutely no point in giving up at that point – you’re almost there!

We all experience adverse circumstances but our response is what makes the difference. I know I can be very hard on myself, but I’d rather go that way than blame others. To reflect on, and be aware of one’s own thinking, is the most useful skill to develop. This is essential in making the right decisions. People can blindly follow the advice of others, often given in sincerity (as it’s worked for them), but if it’s someone else’s idea and not well thought through, the wheels can easily fall off down the track, either from lack of knowledge, passion or simply because it was someone else’s idea. The opinions of others can shape us and we need to think carefully for ourselves. If you follow the advice of others, you’ll blame them when things go wrong and possibly forget to praise them when it goes well. It is so incredibly important to think challenges through yourself.

As you do, your brain will increase it’s connections for problem solving and your thinking habits that build resilience and creativity strengthen. You can literally train your brain to be looking for solutions. Julie Woods, author of How To Make A Silver Lining – 8 Keys For Adapting To Extraordinary Change, wrote about her learning from her first 10 years of blindness, and is a champion when it comes to building this habit of looking for solutions and the learning in every challenge. Julie looks for the learning in everything. I coached Julie in 2008 to complete her book and achieve a couple of other inspiring goals, so had the privilege of observing her thinking up close. When faced with an apparently insurmountable challenge, Julie looks at it creatively, and rather than being shattered by disappointment, asks herself, “what can I learn here?”. When you’re thrown into a difficult situation, it can be useful to think, “this is interesting … if I have to be here for the moment, what can I learn?”. This shifts your thinking from panic, annoyance or stress to a creative space – all the better for problem solving.

The most powerful understanding, which has also been spoken of for thousands of years, is that pressure is necessary for perfection. Butterflies are not alone in this struggle. It is essential for the development “The greatest challenges are usually right before a breakthrough.”of their wings to wrestle their way out of their cocoon. Where would you be today if you had not faced any challenges? Would you be as resilient, as creative and as wise? It’s easier to appreciate them in hindsight, but to tackle challenges head-on, knowing that to work through it will take you to a stronger wiser place, is a mindset worth developing. It may not always occur to you in the moment of greatest challenge, but the more you are aware, the faster you can get your thinking back on track, choosing focus and determination, even a sense of anticipation, rather than fear or frustration.

Now I’m sure many readers won’t want a birthing story, but as it relates to my business and everyday thinking now, I’ll share, but keep it high level. When delivering Ethan, I was so aware of my thinking, being absolutely “in the moment”. I felt that I had focus and peace in front of me, and a sense of fear and darkness on either side. It was as though I was on a narrow track with steep banks that fell away into darkness. I kept my focus, aware that to slip off the edge into fear and panic might be a challenging place to come back from. It was amazing to discover in that testing moment, that I could choose peace or panic. I’m sure I would have been forgiven if I’d “lost it” and said “sorry, I couldn’t help myself”. I know everyone’s experiences are different, but we can all learn to choose the most useful way of thinking.

To discover more about learning to choose your thinking, check out the following books –

	Your Brain at Work – David Rock
	The Users Guide to the Brain - John Ratey
	Social Intelligence - Daniel Goleman
	The Decisive Moment – How The Brain Makes Up its Mind - Jonah Lehrer
	The Success Zone – Andrew Mowat, John Corrigan and Doug Long.


How can people look beyond the challenges?

A common thread we see is that successful people work hard, doing what they love. They have their sights set on the big picture.

People look for a quick fix, an easy way to success, and just frustrate themselves (and others) in their pursuit. Discover what it is you love to do and throw yourself wholeheartedly into it. Don’t be afraid of hard work, it is what makes you a champion. No gold medalist stood on the podium to receive their medal because it came easily to them. They may have been especially talented, but they gave their life to create that moment.

Challenges reveal to you who you are – if you’ll be honest with yourself. There’s no point dressing up the outside to look amazing when the inside is barely held together. Live life from the inside out, being honest with yourself and others. Long term, it’s the only way to go. Unfortunately, a “live for today” attitude permeates our culture, insisting that it’s all about you, it’s all about now, and you don’t have to wait for anything – get another loan, take something home that you can’t afford and don’t pay until next year.

My father’s parents, at the time of writing are 94 and almost 95 years old and my mother’s parents are 89 and 91. They may not have expected to live this long, and if they had lived just for themselves, with a “live for today” attitude, they might not have found themselves surrounded by loving family and friends to support them. We love to visit them and learn something new every time. I’m so grateful for these beautiful people with amazing histories, who have taught us in so many ways.
“We need men who can dream of things that never were.” John F Kennedy
Have youever spent time imagining what ‘the long term’ might look like for you? What is your big picture, the life you want? If you’re not imaging something worth holding out for, perhaps now is the time to start thinking, and making a few changes.Imagine your 70th birthday, or your 90th or 100th. Who would be there? What would the speeches sound like? Can you imagine a common theme? If what you imagine doesn’t sound realistic, consider what you can do today (and tomorrow and the next) to move you towards that picture.

“We need men who can dream of things that never were.” John F Kennedy

What are you most passionate about?

I just love people! I love connecting and inspiring others.

We can learn so much from each other and I take great delight in introducing people to others. When I make a connection in my thinking, a simple thought, for example, “if you love adventure sports or just a great conversation, you’ve got to meet my dad”. It’s not just people I know – I can walk into a function and soon find someone who doesn’t know anyone and I’m so happy to chat with them and then introduce them to others. This has been an exciting part of my business, just to connect and meet new people. There’s always something interesting, and often quite useful to learn. I have hosted “coaching celebration parties” for clients, and other networking events including telephone conference calls, where I facilitate a conversation around an inspiring topic, giving people a platform to connect and inspire each other. What a privilege – and what a delight to see them leave the event buzzing!

I’m passionate about encouraging people that it is entirely possible to create the life you want. The business you want. The life you’re made for!

As I wrote in Create the Life Journal, “I want people to walk taller, happier, with a sense of purpose that cannot be shaken, a direction in life and a moving forward that can’t be stopped by the challenges of life. My dream is huge. What if we all lived on purpose?”

I first wrote the above statement in the wee hours of the morning in October 2008, the day before my brother David was nearly killed in an accident. I woke up so inspired and with a sense of purpose that took my breath away. Our days are so important, but we let them go by so easily, as if we have a lifetime. We do, but we don’t know how long that is. I want my days to count – and I want to support those who share this passion. As Mark Crutcher says, “…give it a red-hot go!”

How can people live on purpose?

Get to know yourself. What matters to you, really matters! I think we can be taken off course, off our purpose and authentic self by the opinions of others and the expectations of society. Each person is completely unique and adds to society in a unique and important way.

Take time to think, reflect on your experiences, your achievements, and begin to look at the learning that is there. Often we don’t learn from moments in our lives, as we just don’t stop to think about them, or we think about them from one angle. You’ll know about this if you beat yourself up over mistakes – the “why did I do that!?” thought goes around and around with no answer. Kurek Ashley discusses in his incredible book, How Would Love Respond? the importance of asking yourself empowering questions. That’s where the changes start to take place.

How can people connect with others in a powerful and authentic way?

Be yourself! The best way to do this, which also eliminates nervousness, is to focus on others. Maryanne Perry says, “If you’re nervous - you’re thinking about yourself”. This is an awesome insight to consider whether you’re public speaking or meeting new people.

“Look for the potential in people; assume they are successful, intelligent and resourceful.”


Even before you walk in to a function, choose your focus – for example, how can I make other new people feel comfortable and relaxed? Or if you’re stepping up to speak to an audience, keep in mind what you want people to take away – such as important information, inspiring ideas or confidence.

Consider, “What do I have that can support them?” This does not mean your business card! Perhaps it’s just asking about their business or their family, start with their stunning hairstyle if you like! Sincerely of course – ask a non-invasive question, get them talking and listen with your full attention, not looking around the room to see who else walks in. Look for the potential in people; assume they are successful, intelligent and resourceful. One or two genuine connections are far more powerful than many quick business card swaps.

What has been the impact of coaching successful entrepreneurs?

I think I’m the most privileged person on earth! In helping these busy people unpack their thinking, clarify their goals and ideas, and cheering them on to achieve an exciting balanced life, I learn so much along the way. You can’t support someone else to grow without growing yourself. To be a part of their world has enlarged mine. I have travelled to various locations that I’d never heard of before, although I do a lot of coaching on the phone. A few highlights in the past couple of years with regional entrepreneurs have included team coaching in Broken Hill (I fell in love with the town, and the people) and flying with Mark Crutcher in his new little plane, down to Greenthorpe to meet Adrian Capra of Art of Espresso. I had been coaching Adrian for the previous six months on the phone, so it was delightful to meet him and his beautiful family that I’d heard so much about. And the coffee! I didn’t know how amazing it could be until that day!
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These encounters and more have been wonderful to share with our newsletter subscribers and Create the Life Club members, so it’s been a natural progression to also include books in my way of introducing the wonderful people and inspiring stories that I have the opportunity to share each day. I have been in awe as I have coached regional entrepreneurs, seeing them become more confident, more effective, and achieving great goals that impact their families and their communities.

As you read through this book, a chapter here and there, or from cover to cover, you’ll have a few insights from time to time, a few lines that will really speak to you. Grab a pen (and paper if this book belongs to someone else) and make notes, underline key words and CONSIDER what you could do with this information. Make the most of the Coaching Corner at the end of each chapter. What will be the small steps you take to move forward, how will you Create the Life You Want?

When you’re clear on what’s most important to you, and what’s an achievable time-frame, make your plans and go for it! Commit wholeheartedly and don’t look back, keep focused and believe that it’s possible. This quote, one of my favourites, expresses it beautifully…

“Until one is committed, there is hesitancy, the chance to draw back, always ineffectiveness, concerning all acts of initiative [and creation]. There is one elementary truth the ignorance of which kills countless ideas and splendid plans; that the moment one definitely commits oneself, then providence moves too. All sorts of things occur to help one that would never otherwise have occurred. A whole stream of events issues from the decision, raising in one’s favour all manner of unforeseen incidents and meetings and material assistance which no man could have dreamed would have come his way. ‘Whatever you can do or dream you can do, begin it. Boldness has genius, power and magic in it. Begin it now’

Sir Edmund Hillary/Johann Wolfgang Von Goethe
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as aresult?





	[image: image]	A GIFT FOR YOU

Kerrie Phipps would love to share an exciting gift valued at $197 with readers of this book…

Create the Life Club’s Success Tips Newsletter

Kerrie invites you to discover more inspiring stories, success tips and updates from regional entrepreneurs, plus invitations to special events.

Simply visit the website below and follow the directions and you will start receiving this valuable tool for FREE from the next issue.

www.LiftingTheLid.com/quiet-achievers




CHAPTER 2

It’s All About
Attitude


	“Everything in life comes back to one thing. ATTITUDE.”
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Crutchers IGA, Grenfell, New South Wales
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Mark Crutcher

Mark Crutcher was born and raised in regional New South Wales in the small town of Grenfell, which is best known as the birthplace of another great Australian talent; poet and writer Henry Lawson. Mark was an accomplished athlete at school and was head prefect in his final year. Rather than pursuing a career in sport Mark chose to join the New South Wales police and after completing training in Goulburn was stationed outside Sydney in Penrith.

Mark’s courage was recognised during his tenure in Penrith with a bravery commendation for saving the lives of three men during a flood. Mark married Kellie during his stay in Penrith and the couple later relocated with the police to Wellington in country NSW.

During this time Mark’s entrepreneurial spirit kicked in and he decided to leave the Police force to run a pub with his mother Nancy back home in Grenfell. It was here that he really learned the grounding for running a business, the work ethic required for success and the desire to challenge himself.

This is not to say the path was easy. After the lease at the pub expired he had a period of unemployment. Later he owned the local indoor cricket center and during that time purchased a removalist business and worked extremely hard. Those were tough times for him personally and his family.

This is when something clicked inside Mark and he was inspired to purchase the local supermarket. It combined his passion for community, entrepreneurial flare and thirst for knowledge. As with everything he did from that point onwards - he did with a positive “can do” attitude.

His store in Grenfell is now turning over more than seven times its original sales per week and he owns stores in Temora and Dubbo. He is well respected by his peers and was nominated and appointed Chairman of the state IGA board. He enjoys quality time with his wife and four kids. He has managed to find the unique work life balance that eludes most successful people.

This is the story of Mr Positive!


What propels you toward your goals?

It is simple - you only get one shot at life! I want to be the best person I can be. I want to test myself and be the most successful person I can be in business and in relationships. I want to leave this earth saying, “I gave that a red hot go, and gave life my best shot.” Can there be anything more important than that?

What is the most encouraging thing anyone has told you about your business?

Wow, that is easy. The greatest compliment was when a patron at our Grenfell store thanked me for helping save the town. She was not only so proud of our store and its improvements but she was also proud of me. Her opinion was that the town was going backwards 10 years ago, with up to 20 vacant stores in the main street and most people leaving town for their weekly shop. What you find is that if your supermarket does not have an offer “that is good enough” then people will travel to shop elsewhere. This creates an adverse effect on other businesses in town and they struggle as well. I am proud to say that through the expansion and refurbishment of our store the community of Grenfell has supported us, and this has had a roll-on effect with other businesses in town. Our main street is pretty well full and our town has not only survived nine years of drought but has flourished.

What do you believe was your biggest sacrifice in getting the business off the ground?

The biggest sacrifice is time. I have seen many a business fall over simply because the owners didn’t have a dig. It might sound harsh, but lot of people see the romantic side of owning their own business, want to work “bank hours” and then expect the thing to stand up. Nearly every business starts off slow and you need to keep your overheads down. I still remember quite clearly, when we first started out I would go in at 2.30am to unload the veggie truck, then clean the floors ready for a day’s trade. I was the boss, the cleaner, the fix-it man, the forklift driver and anything else that would save on our overheads. My wife and parents were the same. It was a real team effort and made success all the sweeter. My business evolved at the same pace I did. You can’t be a bull at a gate and change the world in a day. Work hard to make your dream come true. It truly is worth it!

How would you describe your management style?

My style is very personal. I try to treat our employees as friends and business Our main street is pretty well full and our town has not only survived nine years of drought but has flourished.”partners, making it clear that our employees have FUN at work and be happy. If you have happy employees you also have happy customers. I am fair but firm when employees cross the line. I think my style works. I have had only one dismissal in 10 years and have an incredibly low turnover of staff. Remember it is your attitude that becomes infectious to your staff.

What would you say have been the highlights so far for your business?

The single biggest highlight has been watching our business mature from a struggling business, employing a handful of staff, to one of a group of stores with nearly a couple of hundred employees. I have really enjoyed watching our business evolve and the positive impact this has had on our hometown and our staff in particular.
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Along the way we have been privileged to be recognised by the IGA Network as well. Our Grenfell store has achieved enormous success winning many state awards for our departments. We have won awards for our customer service, general merchandise, grocery and meat departments and the honour of winning IGA store of the Year for NSW in 2008. We also won National Meat Department of the Year in 2007 and recently National Customer Service Department single biggest achievement was when we were awarded the National “Local Hero” Award in 2008. This was particularly satisfying as the award recognised the effect our store has had on our local community.

The most satisfying and rewarding part of running your own business is the positive effect you can have on your staff and community.

What can people do to stay on track when challenges come?

The biggest pressure you feel in business is financial and the effect it has on you emotionally. Every business goes through cycles of great success to incredible hardships. The best way to overcome this is to truly understand your business. Understand the cash flows, the reasons for the down turn in trade and what effect this is having on not only your business but also your staff. If you understand why then you can work on ways to rectify. The second and most important way is your attitude - be positive! Be the most positive person in the room - it is addictive. Attitude is everything.

Have you had any mentors along the way?

Mentors are simply essential for growth. I have been blessed to have some great mentors along the way. Firstly my mother - who has the greatest work ethic I have ever seen. Her devotion not only her children but to being the absolute best employee is inspiring. I also have had a great mentor in my close mate Angus Robertson who taught me the value in staying true to yourself, being forthright and honest; to treat people with respect and appreciation. I have also had some mentors within the IGA network including John McLaren and Ian Ashcroft who taught me the business, ethics and cashflows. Without their inspiration we would not be where we are today.


“Every business goes through cycles of great success to incredible hardships.”


I must also mention (even though I’ve never met him) is Robert Kiyosaki, the author of Rich Dad, Poor Dad - the greatest inspirational book I have ever read.

My older brother David, who started his own business, Montare Recruitment out of the basement of his house, has also had a huge impact. We will quite often talk about business, expansion and generally life itself. He has done enormously well specializing in the IT industry and his business has delivered him results far beyond his initial expectations. His is a great story.

What recommendations would you make to people wanting to improve their marketing?

You need to truly understand your market and what message you are trying to sell them. This involves really understanding your own business. For example, we market to women and families. We market ourselves as a friendly, convenient place to shop that offers range and value for money. Once you understand this, you can hire a professional marketing company who can assist you in ways to reach your market. They can write your ads, help identify the best ways to advertise and can even negotiate rates on your behalf.

As a successful regional-based business owner what is the most common question you get asked and what is your answer to it?

The most common question I am asked is without doubt, “how do you manage three stores in different towns with so many staff?” My answer is simple, “I let go.” So many business owners these days try to do everything themselves because they do not trust their staff to do it properly. To many times I have heard owners say, “I may as well do it myself as I know it will be done properly then.” This is the wrong attitude.

I chose to empower my staff and trust in their abilities to meet goals. Having the right structure is crucial to being able to do this. Your staff must be trained and your department managers need to understand clearly their responsibilities and powers. All my department managers are given gross profit and sales targets and are reviewed quarterly. Senior management is responsible for recruitment and keeping wage percentages in check. Everybody in our organisation has a clear understanding of their role and responsibilities. We have also taken a lot of pressure off our staff through the use of technology with automatic re-ordering and invoicing which helps our senior staff concentrate on the more important parts of the business. The true measure of a good business is one that operates without you. If you need to be 24/7 checking and cross checking then you have not empowered your staff. You have not trained them and you absolutely do not have the right structure. Of course there are exceptions to this rule. A great tip is, “Work on your business not in it.” I really do not have anything to do with our businesses operationally on a day-to-day basis. I instead choose to work on the business. I have meetings regularly with our managers to see what help they need and to measure their performance.

I realised early on that doing business in regional Australia would present some issues with the vast distances between towns being an obstacle.“I would say that the majority of successful people have failed many a time before becoming great.” Now I am not the most educated person, I didn’t go to college and I really only went to school for the sport, so the next thing I did also surprised myself and many of my friends. I took a flying lesson and fell in love with aviation. I was amazed at the feeling of freedom when in the air and found it amazingly relaxing. What was also amazing is the fact I am afraid of heights. This opened up my world and solved a lot of the obstacles (in relation to travel) with my future expansion plans. I soon had my pilots licence and brought a little two-seater Tecnam aircraft and felt very special indeed. I like the old joke, “How do you know there is a pilot in the room? Answer. He will tell you!” On a serious note I was actually surprised at how easy it was to learn to fly and would say without doubt it is easier to learn to fly and learn the rules of the air then it is to learn to drive and learn the rules of the road. So really it is not that special. What is special to me is that I believed in myself and thought why not? I can do that!

What does success mean to you?

Success can be measured in many ways and for me success is measured by what you make of the opportunities you receive. There will be opportunities for everyone at some stage in their life to follow their dream. The question is: are you ready mentally, do you have the right attitude towards life to give it a red hot go, or are you going to listen to everyone’s opinion and take the safe option? Success is going for it (even if you fail) and facing the consequences. I would say that the majority of successful people have failed many a time before becoming GREAT.

What do you believe are the essential qualities of a successful person?

Most people who are successful have one or more of the following attributes.

	Great attitude - the sort of person you want to hang around.
	An incredible understanding of their business.
	Great supporters of their local communities.
	Great communicators.
	Motivated, without a doubt!


What is the most important thing you have learnt about successful businesses in regional/rural Australia?

The biggest mistake that a lot of businesses make in rural /regional Australia is so common but business people still don’t get it - people will not shop with you JUST because you are local. The normal catch cry is “how do we survive if our locals won’t even support us” or “they should support us because we are employing locals”. The reality is that people shopped out of town because we did not have anything to offer. I remember going to Auckland in New Zealand and having a look at the standards of their supermarkets. They were outstanding, beautiful, well ranged, with terrific staff and great variety. I came home that Sunday night late and went down to our store, turned on the lights and had for the first time a real close look at our own store presentation. I am not too ashamed to tell you that a tear came to my eye. You see I wasn’t proud. My store really was a dump. I was ashamed. My problem was not lack of support but my problem was my offer wasn’t good enough. It was sub-standard. Why would anyone want to shop with me? I think all business people should take a break from their store and go and visit other stores in bigger centres. Rate your own store against theirs and incorporate what best practice you find back into your own business. Give your customers a store they are proud of, and I guarantee the customers will come.

What were the significant turning points for you?

There were two big turning points for me.

Buying out my business partner after two years. This was significant as the business was really struggling and I had to believe that I could make it work. There comes a time in your life that you have to make a life changing decision. Once I made the decision I knew I had to make it work. Failure was not an option.

This made me drill right down into the numbers, study cash flows and really understand why and how our business works. I visited hundreds of other stores looking at their standards and procedures and incorporated best practice into our store with immediate results. There are two people I must thank as well. My business banker and friend Penelope Starr, who was a rock of support and belief, and secondly our original partners David and Anne Hill who supported us into the original business. I am forever grateful to them both.

While the numbers said to sell I saw that this was my shot at the title, my opportunity to take something that was broken and fix it. I am really proud when I look back to our turnover of about three million a year and seven employees to now owning three stores, having over 170 employees with an annual turnover closer to 30 million than three.

The second turning point was reading Rich Dad Poor Dad. The single biggest insight from the book for me is in regard to clarity. Rich Dad spoke about how many people will talk you out of a great idea with educated well grounded reasoning. In the end you will start to believe that your idea was a bad one. Rich Dad will tell you to explore that idea to its fullest and find ways to make it happen, not reasons for why it won’t work. After reading this I had a great clarity and the confidence to make decisions that supported my dream. I still asked advice of my peers and friends but simply put more weight to the advice that led me closer to my dream.

 “If you want to go somewhere, it is best to find someone who has already been there.”
Robert Kiyosaki


Whilst on the subject of clarity, I was fortunate enough to meet Kerrie Phipps at a seminar in Orange that we were both speaking at a few years ago. I was more than interested in her coaching and some of the people she had worked with intrigued me.

I soon signed up to a twelve-session course, not sure what to expect but open minded to see what I could achieve. I found Kerrie’s style very comfortable where she encouraged a lot of self-analysis and awareness. She helped me clarify a lot of things in my personal and business life and move forward with precise goals and greater confidence. I found the experience very rewarding and recommend personal coaching to others wanting increased clarity and success.

What other changes have been important?

Updating our store to a standard we can be proud of has made a huge impact. Too many retailers rape their stores of their profit and build nice big homes but do not re-invest back into their stores. We re-invest 33% of our profits each year into refurbishment. Give your customers a store they would be proud to call their own.
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Has your business been impacted by drought or extreme weather?

I have been asked this question a lot actually and I am not really sure how to answer it. We have been in business for nine years and our region has really been in drought conditions for the past decade. Our farmers have had some incredibly difficult years to deal with. I really believe that our farmers are the most resilient of all and have a great attitude. I’m not sure how this has affected our growth. When times are hard people do not go out as much and spend on themselves. Having said this, “you still have to eat”. The more luxurious chocolates and ice-creams slow down but more people are eating in which means more people are shopping in our supermarkets.

When times are tough you must remain positive. I do believe the one thing we have done that has helped us achieve double digit growth year after year is that we have spent millions of dollars on refurbishment to give our customers a store and shopping experience they deserve. This has without doubt been the single most important decision we have made in our business.

What do you think are unique aspects of country business?

There are many reasons why country businesses are unique. Firstly, a lot more country businesses employ more family and personal friends. There are obviously less people to choose from in regional centres than in heavily populated city centres. You know a lot more people in your town and thus have a good knowledge of an employee’s background and family history.

A lower crime rate is also a significant advantage in regional centres. Whilst we all have our fair share of theft and social problems I would say they are insignificant in comparison to our city cousins.

Transport costs and logistics are more demanding in regional centres. The simple cost of freight can make you seem uncompetitive when consumers are comparing your prices to larger centres closer to the city. However, advertising in your local media is much cheaper in the smaller community and your local paper can reach over 90% of your consumers. Regional consumers are loyal, they support you, they shop locally and they want you to be successful.

Whilst business in regional areas can be challenging, and logistically difficult I feel that the great benefits of belonging to a community and being able to make a difference to that community far outweigh the advantages of city convenience.

What are the most crucial things you have done to grow your business?

I took full responsibility for the business and changed my attitude completely. I wanted to be the most positive person in the room. I fully explored the operation of the business and gained a great understanding of how our business worked. I embraced best practice and spent money refurbishing our store into one of great standards.

We also made plenty of controversial decisions along the way like buying the local butcher and incorporating his business into our store, and trading seven days. These decisions were very difficult and I did receive a lot of public criticism but I always made the decision on not only what was best for the business but also best for our community.

“Success is not measured by how many stores you have or how much money you make, but by how you live your life, chase your dreams and make a difference to those around you.”


I will never forget a couple of older ladies who wished me all the best but stated they could no longer shop with me because Sundays are the “Lords day” and we should not trade then. I did understand their protest but as it turns out most people are just afraid of change. You should not be afraid of change but embrace it, change is all around us and if you don’t change with the world I can guarantee that you will not be successful. I like telling this story as now those same two most lovely ladies give me grief if I close for a public holiday or for some reason are not open for them to shop after church on a Sunday.

What plans do you have now to expand your business further?

Our business model is now tried and tested and we have three successful stores. The golden question is how big can you become before you lose your core values of family and community. For the immediate future I have plans for two new stores in the next twelve months, which will enable us to have a bit more structure but still be small enough to care for our employees. After that who knows? Success is not measured by how many stores you have or how much money you make, but by how you live your life, chase your dreams and make a difference to those around you. One thing I do know is that our future growth is in regional centres. We understand the market, we understand the people and we love being part of the community.

How does your business contribute to the community?

We contribute to the community in every way. I don’t think we have ever knocked back a sponsorship for a local school or sporting event. We love our community and it is our community that makes us successful.
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What key factors do you consider when taking on a new store or project?

There is a range of things. The biggest, first and most important question - are you doing it for your ego or are you doing it to for the right business and commercial reasons? Your ego is important - but also your single biggest hurdle. All decisions must be made for the right commercial reasons.

	Does the acquisition fit well with your business philosophy?
	Does it add value to your existing business?
	Do you have the ability and experience to handle another acquisition?
	Is the location right? Do you like the town?
	Can your existing structure support this new business?


All these questions need to be answered and the risks not too high. Our decisions on growth have revolved around these questions. Whilst we have taken opportunities and they have worked, we have also turned down opportunities because our structure wasn’t right or our cash flow would have been stressed. Timing is crucial.

Please do not grow for the sake of growing. Grow because you are ready, cash flow is in order, your existing business is strong, and you have the right team around you. Having said this growth is important. If you are not growing in turnover or acquisition than chances are you will not survive long term.
“Diversity is another form ofprotection and growth if youhave the right structure tosupport it.”
People have asked me why we have expanded to other towns. They ask if this is risky and could this put pressure on our existing business. All good questions, but because we asked ourselves all these questions prior to expansion, and we were ready with the structure, we succeeded. In fact I would say that our business is less vulnerable now, as we have expanded to different markets with different pressures. I have seen many a month where business has been slow at one store but up in sales in another. I would without doubt say that our expansion has protected us from certain market pressures and has given us a well-balanced platform to fight going forward. I would also like to think that we may expand into other areas going forward as well. If we see opportunities to break into new fields (and the risks are not too high), I believe that we would take the opportunity. Diversity is another form of protection and growth if you have the right structure to support it. Ask how much pressure is this going to put on YOU. If you are happy that you have answered all these questions then GO FOR IT. What a wonderful experience it is growing your baby (your business). There is nothing more rewarding than watching your baby grow, watching it mature and expand to heights you only dreamed as possible. GO FOR IT!

What have you learnt from the hard times in your life, both personal and business?

To be honest, a hell of a lot. A lot of people I meet think we have been successful because we were born with money and had opportunities. Nothing could be further from the truth. We were definitely, absolutely not from a rich background.

My mother, Nancy, was a single mum, raising three young children in our hometown of Grenfell. I remember clearly my older brother David and I would look after my little sister Denise, whilst mum worked endless hours at the local hotel. Mum had a reputation as one of the best barmaids in the town and so was always working the busy shifts quite often until past midnight most nights. David and I were probably above average at sports and spent most weekends and early mornings at sport. It’s funny when you look back but Mum worked so hard just to keep things afloat that she hardly ever came to one of our games of footy or to a presentation night for golf. She did not have the opportunity to enjoy watching us as she was always working.

I had a wonderful upbringing, sharing a lot of time with my brother and sister and I really enjoyed the time we spent playing sport. It wasn’t until in my teenage years that Mum married Geoff McClelland and now I have two sisters, Denise and Emma and two brothers David and James. Geoff has been an incredible influence on us. He raised us as his own, and gave us all the support and love that any person could want. I really enjoy having a beer with Poppy, as my children call him, and talking business with him.

I have learnt to appreciate everything I have now. I have learned to stop and smell the roses along the way. I have made it absolutely my priority to have our business structure strong enough that I could spend every weekend with my family. I tell you it is hard yakka as well. From soccer to netball to league all in one day in three separate towns all over 50km away. I kiss my wife in the morning and say have a great day as we head off to separate towns with kids shared between us.
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What else did you learn from your earlier years?

I learned a lot from my five years in the Police Force. I really enjoyed this time in my life and it gave me such a grounding for what lay ahead. I would say I experienced more in those five years than a normal person would experience in five lifetimes. I found that normal everyday people act so irrationally and out of character when they are confronted with a stressful situation that they quite literally lose control of what they are doing. Once you can calm them down and sympathise with them, you can bring them back to a level where they are rational and can think things through.

This has a huge relevance to business today and especially customer service. We have all witnessed or experienced what we perceive irrational behaviour by a customer (or even an employee). The secret is not to isolate their behaviour to that one incident. For example, if you have a customer come in and be quite rude and abusive towards you or your staff because of a perceived lack of service or some other complaint you need to stand back and think. You need to take into account that you may have contributed to their displeasure but on the whole that person may be just having a rotten day and that they feel everything is going against them. It may have nothing to do with you at all and they just had an argument with their spouse or children.

You must try to engage them, apologise, and ask how you can help. Let them know that you want to fix whatever it is they are complaining about and that they are important to you. Always speak softly and do not“Attitude starts from the top and filters down through the business.” engage in the blame game. Accept responsibility until you get them back into the rational state. This too, is so true with your employees. Some days you have employees who are cranky. You must realise that they may have experienced some trauma at home and this is affecting their attitude at work. This is tough, as you need to get their attitude right without being military in your handling of them. I always pull that employee aside, start the conversations with a few positives about their usual performance, then ask are things OK because their attitude today is not in keeping with their normal happy positive attitude. I guarantee you, nine times out of ten, it has nothing to do with work and that they have had a bad experience before coming to work.

I have the utmost respect for police officers and admire their dedication. Statistics show that they do become a product of their environment with more officers on stress leave than any other occupation in Australia. Be mindful of this - your employees are a product of their environment. If they are unhappy and disgruntled, then you are not giving them a happy and friendly environment to work in. The buck stops with you. Attitude starts from the top and filters down through the business. I cringe when I hear the owner of a business complaining about their staff, as this is a direct reflection on how they run their business and treat their staff.

What is your attitude towards money?

Money has never been an issue for Kellie and I. By this I mean we never had any so it was not an issue. What I mean is that we were generally just as happy when we were struggling to pay the bills. One occasion really stands out for me. I can clearly remember 11 years ago that I had to go to my mum and ask for a thousand dollars to pay some bills. We were basically broke and I had little income coming in to support my then two children and pregnant wife. This was a defining moment for me. It is probably the first time I thought to myself, “I really have some serious responsibilities here, this is embarrassing, what am I going to do”. It is so true that money does not buy you happiness. Kellie and I have always lived our life to the fullest and enjoyed every minute of it. Whether we were broke and enjoying a day at the footy or when financially we were better off and enjoying a holiday in Fiji with the kids I would maintain that we were just as happy either way. It is your attitude that dictates whether or not you are lucky or unlucky, fortunate or unfortunate. We have simply decided to always look at the glass as being half full.

“I realised that I should have been at home and something weird happened.”

Just a little clarifier, I do say, that whilst money DOES NOT buy you happiness, it does allow you to deal with financial pressures and thus make your life easier. As I have said before, financial pressure is one of the greatest pressures you can go through and with your success comes the ability to handle this better.

Whilst talking of life experiences there is one more that I must share with you. This really had a massive effect on me. This was ten years ago. I am a bit of a man’s man. I enjoy having beers with my mates and going to the footy and all those blokey things. It was a time in my life that I was selfish and not really a great person. This particular Saturday Kellie asked me to stay at home and do some things with the kids. I on the other hand wanted to go to the footy with the boys. I won and went to the footy.

Something happened to me this day. I didn’t enjoy the footy. I realised that I should have been at home and something weird happened. On our way home instead of going to the pub, I asked Glenn (great mate and Godfather of my son Angus) to stop at the Church. It was 6pm. I remember it clearly. Well he laughed at me or thought I was joking, as he would. I had never really been to church and was not that way inclined. I did believe but I did not commit to church. Glenn stopped and I went into the church and I sat there and prayed. I prayed for something very personal and what I felt near impossible. I left there feeling different. I had a new outlook and a sense of a fresh start. I am not really sure what it was. It felt good to admit all my shortcomings and confess that I was not the man I wanted to be. We keep so much bottled up inside us, embarrassed to admit our shortcomings. For me this was quite an experience even though I did admit them in church and not out aloud (in my prayer).

I left with a weight off my shoulders and a feeling that everything was going to be okay no matter what. It was life changing. It is good to be honest with yourself (self-appraisal if you like) and to let it all out. Sit by yourself in a quiet place and be honest. Tell yourself, or the tree, or the park bench, or God or whoever you feel comfortable with all your triumphs and tragedies, self-doubts and embarrassments and start again. A type of cleansing if you like. You don’t have to go to church. I must say that church is a regular occurrence for me now and that I really enjoy the time. I enjoy the company of others who attend and listening to the stories.

Simple as that! Oh and by the way … what I prayed for … came true.

How has the increasing success of your business impacted your personal/family life?

I am truly blessed to have a wonderful supportive wife and four fantastic children. I believe our success has helped me grow personally and made me a better person. My family life has never been better. Success has turned me into a more positive thinker with a better attitude towards life and definitely more caring about the people around me.

I must say I am so very proud of my family. My wife of 19 years, Kellie, has been a rock of support and  “A business has to be involving, it has to be fun, and it has to exercise your creative instincts.”
Richard Bransonhas always encouraged me to be my best. My children, Jordan (16), Emily (15), Angus (11), and Samuel (9) are such well balanced children and are the pride of my life. I include Kellie, Jordan and Emily in all discussions about our future growth and take their advice seriously. I have also been taking Jordan and Emily to business meetings recently so that they get an understanding of the business world at a young age. This has given the girls a greater appreciation of our business and of what their dad does.

Is there anything else you’d like to add?

Everything in life comes back to one thing. ATTITUDE. This determines how you are going to live your life. Are you going to see all the problems in the world and say, “it’s too hard” or “what if …?”, or are you going to see opportunities and find ways of making the world a better place? I pick the latter.
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?





	A GIFT FOR YOU
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Mark Crutcher has kindly offered a BONUS GIFT Valued at $30 to all readers of this book…

Changing Your Attitude To Change Your Community.

In this audio, you’ll hear the passion and enthusiasm of Mr Positive as he discusses how to increase your business and personal success, by a shift in thinking.

(Valued at $30)

Simply visit the website below and follow the directions to download this insightful audio presentation to your PC or Notebook.

www.LiftingTheLid.com/quiet-achievers




CHAPTER 3

Women Of
Excellence


	“When you put all that you have into all that you do, a woman of excellence will be defined in you.”
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BRONWYN WATERHOUSE
Mary Kay Cosmetics, Turners Beach, Tasmania

Bronwyn Waterhouse

Bronwyn Waterhouse is the youngest of four children born in Ulverstone, Tasmania. She has lived and worked in Tasmania most of her life, apart from one brief year where they moved to Sydney while her husband Scott studied at a Creative Ministries College in Waterloo.

Her father was a Builder by trade and eventually the local Building Surveyor and her mother, a homemaker. A happy childhood with close relatives and friends provided many special memories and a great foundation for relating to others.

Bronwyn married at an early age to Scott who was a Police Officer. They have two beautiful children, Sam, 16 and Giorgia, 12. Bronwyn and Scott have been married for 24 years and until recently they were Pastors of a Church in Sheffield, working this around family life and Bronwyn’s business as an Independent Sales Director with cosmetic giant, Mary Kay.

Bronwyn holds the title of Executive Senior Sales Director with Mary Kay, a multi-billion dollar global Company. The Company is known for being one of the greatest and richest opportunities for women. Bronwyn’s Unit, “Women of Excellence”, consistently ranks in the top 3 Units in the nation. Twice she has been crowned their Seminar Queen for Unit Sales in Australia and New Zealand.

Bronwyn is part of the Millionaires Club within her organisation, earning in excess of 1.5 Million dollars in commissions. She has more than 800 women under her influence and leadership.

Her passion is to unlock the potential in women and encourage them to rise up and take their place in life. This is a privilege that Bronwyn values, as she supports women to turn around their circumstances through their own business. She appreciates the flexibility, and financial rewards and personal growth that she has uncovered in this opportunity. She is empowered by seeing others taking steps on their own journey to greatness and realising their gifting and potential.

Bronwyn recently celebrated her 20th anniversary with Mary Kay.

She has a strong faith and is committed to her awesome family who she enjoys doing life with in the beautiful town of Turners Beach, Tasmania, where their home overlooks sweeping ocean views.


What happens in the day to day of your Mary Kay business?

When I started my career, my focus was on teaching skin care and creating personal colour looks for potential clients through beauty appointments. They were conducted on a one on one basis or with 3 or 4 friends together. As my business expanded and women were attracted to our business opportunity, it was necessary to support them with training and to transfer my knowledge and skill across, so they could be build their own independent business.

Our product is consumable, we love the fact that it is being washed down the bathroom sink morning and night, however, it is important to give great client care and follow up service to keep a satisfied customer. Review appointments were booked in for existing customers that became happy with our product line and keen to create a new colour look for the season. In the beauty industry, there is always a new product launch, so it is important to keep clients updated on what’s new and offer a recommendation to assist with their skincare or colour needs.

20 years on, I still have a wonderful client base and conduct beauty appointments but my main focus and passion is to spend time developing the women who are serious about building this business. I am passionate about developing leaders. It has gone beyond just teaching makeup application to teaching life skills and business skills. Now, most of my time is spent communicating and supporting the Consultants and Directors in my team.

When I began my business, I was working full time as a secretary. As my Mary Kay business increased I gradually stepped aside from my employment. After 9 months, I was working for myself.

Why do you call your team of consultants, Women of Excellence?

“When you put all that you have into all that you do, a woman of excellence will be defined in you”. These words have been the platform on which I have built my success.

There is a noticeable difference between excellence and perfection. Excellence is giving your best at all times; it’s about being the best you. Oftentimes, when we compare ourselves to others we only see their strengths and talent, we look at ourselves we see our shortcomings or how we may not measure up.
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Women Of Excellence


Perfection can be debilitating, everything you do is never quite good enough, it can freeze you in your tracks and totally paralyse you from getting started, not to mention the cost in time by doing everything so perfectly. As John Maxwell says, “there’s no need to gift wrap the garbage!” The time invested in attempting to do everything so well can be exhausting.

My team of consultants are women of excellence; they aspire to be excellent in all they put their hand to. This is encouraged by our Directors who have journeyed forward; also through our education programs, abundant mindset and expectation of always giving your best. It’s important that you are impressive to your audience; that you represent your Company with excellence.

“To lead people to new heights, it’s important to be constantly growing personally in all areas.”

It’s exciting to watch my Directors and Consultants work on shaping their character and skills. They continue to rise up and expect more of themselves and are making a huge impact on others by their personal development and attitude toward greatness. I love doing life with women like this. They inspire me, bless me and continue to make my job a pleasure.

Do you have a favourite quote or saying which inspires you?

I have a couple actually, “Someone’s destiny is waiting on the other side of your obedience” (unknown) and John Maxwell inspired me with “When was the last time you did something for the first time?”

Both quotes speak to me personally and cause me to re-evaluate my thinking. They are like a check in my spirit! In my business I have an opportunity to turn someone’s world around. They don’t need a College degree, need to wait to be hired and they don’t need to be considered the right person for the job. They can be groomed into their role with Mary Kay and be taught from the ground up, if they say yes to our opportunity! If I choose to hold back or lose time, or am having a ‘come-apart day’, I may miss an opportunity and cause another woman not to realise her dream, which could inevitably keep her locked in her circumstances, when I know I have something worthwhile to offer. It is a prompt to think beyond myself and be reminded of how blessed and grateful I am for the opportunity that was given to me 20 years ago and how it has brought about incredible choices for our family.

I have just been challenged recently with the question “when was the last time you did something for the first time?” and I love this question! I am not a naturally driven person, I need prompting to be constantly growing in new areas. We say in our business, ‘you can’t teach what you don’t know and you can’t lead where you don’t go’. To lead people to new heights, it’s important to be constantly growing personally in all areas – professionally, emotionally, financially, spiritually, and physically – this ensures that I am constantly standing in the truth of who I am and being honest with myself and in my leadership to others. As I put time into growing personally, others naturally benefit from the overflow. If nothing is changing, then nothing is changing!

What do you believe a successful person looks like?

Because I work in the beauty industry – we are taught, ‘that you only get one chance to make a good first impression’ – so dressing for success is important – however, we all wake up and look “interesting” – it’s all done with mirrors and make-up!

“People remember you for how you made them feel, not by what you have achieved or job title you hold.”

I believe a successful person is confident and self-assured but not arrogant and still has that soft edge of appreciation when a compliment is given rather than a conceited response. They are someone who takes the time to remember where they started and that we are all on a journey – I don’t think you ever arrive – you just continue to move forward. Ignorance, believing that you have learned it all, would be the day that you stop moving forward. Our company president always says, “your best is yet to come” – this is regardless of age. If we have a forward focused mentality then growth is inevitable and success will increase. I’ve heard it said, “be careful how you treat people on the way up as you will probably meet them on the way down”. Not every year in business is going to be your best so it is important to respect and treat others with dignity. Ultimately, I believe it is our character that makes us an impressive success story. Not just our accolades but the person that we are when no one else is watching. People remember you for how you made them feel, not by what you have achieved or job title you hold.

Mary Kay Ash always said, “never forget where you started”. This allows you to take time out for others and never have too high an opinion of yourself.

I recently attended an information evening for our son at his school. It was regarding what the college could offer the students if they continued to pursue higher education. As the school has a strong standing on Christian education and character building, they showed a document from a company that said, “we once used to employ people for their skills, then have to fire them because of their character, now we employ them for their character and teach them the skills”. I thought this was excellent and a reminder that sometimes our talent and gifts can take us further than our character can sustain us.

Mary Kay Ash says, “who you are speaks so loudly, I can’t hear what you are saying”. You can tell everybody how great you think you are, but a successful person will shine differently because there is humility attached to their accolades and strong character traits of excellence following their journey.

What has been one of the biggest challenges you have faced in building your business and how did you grow from this experience?

The fact that I am not answerable to anybody was a real challenge for me in the early days. I have no boss and no one is telling me I have to do anything, I am only encouraged to move forward; it’s my own desire that builds this business. We all dream of not having a boss and having all the flexibility in the world and it is awesome; it is one of the greatest benefits of working for yourself. However it can be one of the greatest pitfalls as well because you can procrastinate and say that you will do it tomorrow and nobody reprimands you if you don’t.

The more success you build, the more responsibility follows and eventually you have people who rely on your consistency and dependability. Over time my business took on a life of its own.“I have had to learn to be self disciplined and to plan my work and work my plan.”I could have sped up the outcome and been a lot further ahead if I had been a bigger thinker and more driven. Many women in the Mary Kay world have achieved incredible success in a very short space of time. I have had to learn to be self-disciplined and to plan my work and work my plan. I needed to make sure I was working on income producing activities and not just thinking about working, or moving things around on my desk or enjoying the new range of cosmetics just released, but actually being productive with my time and working on purpose; hence the importance of having a clear goal.

How has the increasing success of your business impacted your personal/family life?

Sometimes I feel like I am the most blessed woman alive and I don’t say this lightly. When you love what you do and you appreciate your life, then the overflow of gratitude follows. Do I work? Yes I do. Do I have time for my family? Yes I do, I really have the best of both worlds. If someone says to me, “make sure you take time to smell the roses”, I think “I live among the roses!” I have a wonderful life, I have the privilege of working from home, I am always around – especially important with teenagers. When your children are little they need you around, when they are teenagers, they don’t necessarily want you around but you need to be around and they need you emotionally.

I am grateful that I have been able to blend what I do around the family and I don’t feel that I have had to compromise family values to be successful. This is also one of the wonderful factors about Mary Kay – our philosophy is God First, Family Second and Career Third. I have built success under our Company’s philosophy.

The increasing success has given us more choices and a beautiful new home to enjoy overlooking the Bass Strait on the North West Coast of Tasmania. It also gave my husband the option of leaving the Police Force 15 years ago and to be able to change direction. We have travelled the world because of my success with Mary Kay and the company has paid the way –“It is the self-development and the fact that it will overflow into our children.” I am pinching myself too, we are going to Argentina and Rio as this book goes to print; our tenth overseas trip together.

However, it isn’t just the tangible things that have impacted our family, success is not just about material things. It is the self-development and the fact that it will overflow into our children. Confident parents produce confident children. Our abundant mentality is hopefully rubbing off and they see an exciting future ahead for themselves. Once upon a time, I had such insular thinking; now I know the world is my oyster. I have had to retrain my thinking from minimum to abundant and this reflects in our family and how we do life. I am constantly reminded that I have been fashioned for greatness and a life worthy of greatness.
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Bronwyn, Sam, Giorgia and Scott Waterhouse


What is the most important piece of advice anyone has ever given you?

Again, two things. Firstly, from the Bible, “Seek first the kingdom of God and everything else will be added unto you” (Matthew 6:33) – I know this is foundational in my success so far.

Also our Company President, Ian Duncan, an incredibly wise man who I have total respect for, said, “You can have 10 years experience in life or you can have 1 year 10 times over”, that really impacted me. I could have easily drifted through life and just existed from day to day with no clear goal or dreams as many people do. Very few people are setting goals or stretching for something or prepared to put in some effort to bring about change, they settle for what, they believe, is their lot in life or perhaps what their parents have handed down to them.
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I knew I was potentially in danger of being that person who lived the same year over. This advice inspires me and reminds me, not to be complacent and to set clear goals and to do life on purpose.

If you had to start over, would you do anything differently?

Definitely, I would make a decision to not be disappointed so easily by a “no” or let someone else’s opinion hold me back. I now realise that people love to “ick on your wow” (love this expression) they may give you a ‘throw away line’ and it can bring you unstuck or hinder your dream, especially when you are already vulnerable and questioning your own ability. Again our company president says, “there are builders and wreckers in your life and often they are the people closest to you – the builders can also be the wreckers, they aren’t intentionally trying to discourage you, so much as to protect you from making a mistake of getting hurt or feeling disappointed.”

We can make lifetime decisions based on other people’s opinions and interests. The dream was mine, not someone else’s, I know that now, but when you start out in any new business venture, very few people are cheering you on, it’s only a couple, who may say, “I know you can do it”; most delight in telling you a horror story about someone they heard about where things didn’t work out. My advice is to be careful who you share your dreams with. We have very few balcony friends that will champion you on. Choose your friends wisely, we become like the 5 people we hang around with the most.

Have you grown personally on your entrepreneurial journey?

Yes I have. I am an avid learner and believe in self-education. I can’t even fathom what sort of person I would be today if it wasn’t for my career. When I left School in Grade 10 I was employed at a local Supermarket and worked in the Delicatessen, my only goal was to get to the front end and work as a checkout operator. I never dreamt of travelling the world or building my own business, or even contemplated the thought that I could work outside my home town; the seed wasn’t planted by my parents and I wasn’t visionary enough to look beyond my circumstances.

I wanted to work as a secretary but I always loved make-up from an early age. I would sift through the 50 cent bins in the Chemist and buy make-up on special that was probably five shades too dark, wear it and think I looked “great”.

Two years on, I did end up working as a secretary for 6 years. In this time I was offered a Mary Kay appointment where I experienced the product and loved it. The business was offered to me and I said yes. The fact I loved make-up is what drew me, not the career opportunity. If I didn’t say yes to this opportunity, probably very few of the gifts and talents I have discovered in myself would have ever come to light.

Today though, I seek out information from people I respect. I glean a lot of information and material from the author John Maxwell who has numerous books and CD’s on leadership and people development. Our Company is committed to developing and supporting their people and this is always appreciated and supports growth. I also run workshops and meetings focused around emotional growth and life skills.

When did you begin your Mary Kay business?

In June, 1989 whilst working full time as a Secretary/Receptionist. We were newly married and had just purchased our first home. My husband was a Police Officer.

What did you imagine your life would look like as a result of saying Yes?

I didn’t realise there was a greater opportunity beyond selling lipsticks; all I saw was the goodies in my starter kit. It took time to realise there was much more to this business. The cosmetics were just the vehicle to enrich women’s lives.

I do however, remember my first office desk.“I stumbled forward to success.” My husband and I purchased an old desk at a garage sale; it had the top right hand corner sawn off. We paid $50. He brought it home and cut the other corner off so it would match and polished it up so I could get my things in order. Last year I had a beautiful, black granite, three metre desk made for my new office. It took eight men to carry it up our staircase. I must say, I did have a flash back to where I started and again that sense of gratitude washed over me.

As for being visionary and seeing it all, honestly, I didn’t. The lady who shared the career opportunity with me left within weeks, so I stumbled forward to success. I did have great support from my Director who lived in Melbourne.

How do you balance work and family time in a non-traditional business?

I had to realise that my life would always look different to other people who worked 9 to 5; that it would be different to my upbringing and that it was ok.

I grew up in a very stable, healthy home. My Dad worked hard through the day and my mum was a homemaker. I always felt very safe and loved and have no ugly memories of my childhood which I am very grateful for today. I appreciate now, that I am very fortunate to have this upbringing, I believe it has given me an uncomplicated life with strength and stability (my husband may debate the stability comment on certain days!)

I had to acknowledge that “different” doesn’t mean wrong or out of order, it is just different from another person who works 9 to 5. An entrepreneurial family doesn’t necessarily eat their meals at 6 pm every night or knock off work at the same time every day. It is a non-traditional business but because of this, it brings an excitement and edge that every day is different and exciting and there is always something new around the corner. It also brings unlimited opportunity and reward. It is more about harmony than it is about balance. Life will never be in perfect balance because “life happens”. It’s not what happens to us, it’s how we deal with our situations and circumstances with the least amount of crisis and turmoil.

I have learned to “switch off’ and compartmentalise my life. This has taken time and effort. It is important to me to be a good mum and wife and I value these roles. I have learnt from one of my mentors with Mary Kay, National Sales Director Pamela Shaw, that “time invested in one area is time away from another”, if I am constantly playing mental gymnastics – when I am with my family, thinking of what I need to be doing with work, or when I am working – feeling guilty because I should be with my family, then I do nothing well. Women are born guilty, guilty if we do and guilty if we don’t; so I decided to be the best me I can be and if my husband and children are happy then that is my benchmark, not another persons’ opinion. As the saying goes, “if you don’t want to be criticised, do nothing, say nothing and be nothing!”

What accelerates people to achieve their goals?

When your passion and reason and purpose are greater than your fears or excuses, you will move forward and find a way to make your goal happen. When the goal is clear you can think strategically and form a plan of action and it propels you forward.

I found it a challenge to set clear goals in the early days and have worked extremely hard in this area to be sure that I am stretching myself on a constant basis; it didn’t happen naturally. No one enjoys being uncomfortable because of growing pains but I am aware that it is good and equals long term growth and continual self-development when we are stretching ourselves. It’s everything I teach and believe in, but it’s not always enjoyable when you are taking a quantum leap personally. The danger is, when you’re comfortable in life, apathy can kick in very quickly. You just exist.

Two percent of the population set goals. Majority of people would spend more time organising their holiday plans than they do their future. If you shoot for nothing, then you’ll probably hit it. Mary Kay Ash reminded us, “shoot for the moon because if you miss, you’ll still land among the stars”.

When a plan is in place and you follow it with passion, it is amazing what can be achieved. I remember back in 2000 I had a desire to break a Company record for the highest Unit Sales in Australia/ New Zealand. The record had stood for years and even though I had the desire, I never put any action behind it. Wishing changes nothing, decisions change everything, so I decided to put my heart on paper and tell my team what I was thinking and that I believed together we could break a Company record in Unit Sales for one month. It came to June and it wasn’t until we were into the second week that I mustered up the courage to write my goal and share it with my people. I hesitated because I knew that we would have to approximately double what our best month ever and I didn’t really have a plan in place as to how it was going to happen, just that it would be exciting to attempt it. To this day, it has been my most exciting month because of the momentum generated and excitement built. We went over and above the Company record and positioned our Unit as the No. 2 Unit in the Company for the entire year. The following year we were No. 1 in Australia/ New Zealand. It taught me the lesson, that when there is passion and purpose behind the goal, anything is possible.

Everybody wants to be part of a winning team. Don’t underestimate the power of a dream. (“Be careful of your dreams because if you don’t put action behind them, they end up becoming your nightmare” - KK Chua)

How do you keep yourself motivated and focused?

I like to listen to motivational and educational CD’s. I also enjoy books with good material but find CD’s easy to listen to on the run or while I am getting my day started. They can be work related CD’s, inspirational messages, sermons, anything that equips me to run my race better and remind me of my calling and purpose and not to get sidetracked.
 “It takes a really secure man to allow his wife the freedom to fly”
Many people never achieve the things that they set out to do, because they get derail in the side-show alley of life and miss the main attraction! There is so much buzz and activity that can distract us and cause us to lose focus and forget what our original intention was. It’s important to be clear on your goals and purpose and to start each day with a focused plan. Life is full of detours, hiccups and circumstances. I am refuelled by inspirational resources. I thrive on being fed by switched on, abundant-thinking champions, and people that have overcome their circumstances. The no-excuses winners!

Who are your biggest supporters?

My husband is definitely my biggest supporter and I can honestly thank him for giving me the freedom to discover myself. I always say, “It takes a really secure man to allow his wife the freedom to fly”. Our Company President, Ian Duncan has been a constant encourager and belief builder. His belief in the value of women and what they can attain, his integrity, passion for his work and our Company is evident and has stood the test of time. I am indebted to him for his support and faith in me. There are many others that have supported me along my journey, my Directors and Consultants continue to affirm me and support the vision. It’s exciting doing life with great people!
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How would you describe your management style?

I have an army of women who volunteer to work. I am not their employer, they are Independent Beauty Consultants. My role is to equip, inspire, encourage, build self-belief and position them to win. I can’t demand that they work; I can only encourage certain standards, expectations and provide an environment that encourages to flourish and build their opportunity. Obviously some do and others don’t. Some Consultants are here for just a season of time, others for a particular reason, perhaps to gain self confidence, recognition or to earn extra finances, but many are committed to building their dream and “enriching women’s lives around the world”, which is our Company’s mission statement.

Management is more about telling people what they should or shouldn’t be doing. Leadership is inspiring someone to rise up and take their place and follow the champions who have achieved before them and pioneered the way.


“Leadership is… much more influence rather than position.” John Maxwell


I lead from the front and teach from experience. Mary Kay is about life skills. I have deliberately worked on my communication skills; to be empathetic and understanding in supporting my people as they journey along the career path and establish their skill and techniques. My business is an emotionally driven business. The majority of our sales force would work out of emotion rather than vision or commitment. Much of my day is spent building value and self worth into a woman along with necessary business skills and I love this. I consider it a privilege to be able to impact someone’s day and lift their thinking. We all get stuck in life because of numerous circumstances, but very few of us have someone to jump into our day and lift the situation. As a Sales Director, this is my job description, to love, lift and lead women. I consider it an honour and I don’t take it lightly. There is much power in the spoken word, used without wisdom, much heartache could be done.

By nature I am a relaxed person. I am not easily upset or displaced through choices others make, however I stand strong on ethics and values and will not compromise when I think this is being violated. We can buy publicity but no business can buy their reputation. It is very important to me that our Company’s name is not tarnished. We are a well-established and respected brand globally. As a Sales Director in the Company it is my responsibility and privilege to set the bar high for others to follow, just as our founder Mary Kay Ash did.

What do you think are unique aspects of a direct selling business?

I can only speak on behalf of my Company, but overall, there are numerous advantages. Firstly overheads are so small that even the most financially strapped person could find the dollars to purchase a Showcase and begin making a profit within a 30 day window, if they were prepared to be educated and work.

The flexibility is fantastic. Today people are demanding to “have it all”, craving more time, even more than money. The Direct Selling Industry offers lifestyle choices. Flexibility doesn’t mean you don’t work, it means you choose when you work.

The training and support is fantastic and usually free. You are rewarded for going to work. In my Company it is diamond rings and overseas trips, flowers and applause and much more. You get to work from home and it offers you an unlimited income, you write your pay cheque and get to do life with switched on, like-minded, positive people!

I actually can’t think of a downside to direct selling because I’ve experienced and built the dream. I am aware that there can be a low opinion of the direct selling industry and for it not to be considered a ‘real job’; however this is an opinion often based on ignorance or hearsay of someone who perhaps didn’t follow the ethics or was challenged with self-motivation or time management. It isn’t for everybody, that’s for sure because some of us need a supervisor to tell us when to start and when to knock off, but many people would thrive in the direct selling industry. I also believe that it is very hard to get caught financially unless you make some very careless decisions.

What benefits have you discovered in living and working in regional Tasmania?

Tassie is a beautiful place and I have found that my business has flourished here. I have focused on building a good client base and skilled Sales Directors and Consultants who are now Australia wide. Tasmania is too small to compromise on ethics or by not treating customers with respect.

Depending on the style of business, Tasmania is a great place to live and work. Are there benefits because I’m in Tasmania? Not necessarily, my business works all over the world, so location is not necessarily a priority. The benefits would be that everything is relatively in close proximity, it’s not a hectic lifestyle and the roads aren’t chaotic.

I can also afford to live on the beach here and the people are fantastic!

What were the significant turning points for you?

In March 2009 I was invited to be a mentor (guest speaker) for the Asia Pacific Leadership Rally in Hangzhou, China. There were new Sales Directors from Korea, China, Malaysia, Philippines, India, Taiwan, Australia and New Zealand. I had the honour of teaching alongside a Korean Executive Senior Sales Director, who had only been with our Company seven years and had accomplished incredible success. I also listened (via translation) to the incredible success of one of China’s top National Sales Directors and the impact and influence that she has had on so many women’s lives. It was phenomenal and she was just one of many that were shining success stories. I began thinking, this is my 20th year in Mary Kay and this beautiful Chinese National Sales Director has only been working her business for half that time. Mary Kay China opened its doors 13 years ago. I began to feel really responsible for wasted time and was reminded of just how great my opportunity is - it was time to keep my foot on the accelerator and take the handbrake off.

During this time, I had fresh revelation of how necessary and urgent it was to take the next step on the career path to National Sales Director. There are currently only four in Australia. It had been my dream but more action was necessary!

I was invited there to teach and inspire; in turn I was motivated, humbled and empowered. It was a reminder to me that I must continue to keep growing and giving my best. As Mary Kay Ash said, “Don’t take forever to do what you can do today”. It was a significant turning point, to be a “rise-up” woman!

“It was from that night, that I took my business seriously.”

Another significant turning point was in my earlier years when our son was two and my husband was still working in the Police Force. We discussed changing direction with his work as he wasn’t fulfilled or enjoying it after eighteen years. It was time to go in a different direction. As for when would be the perfect time? There wasn’t going to be a perfect time! I definitely didn’t want the responsibility of having to make money and be the breadwinner for the family. We had just started our family. I loved my business and enjoyed everything about it, the income was a plus and it was increasing and my husband could see that. The fact that I could work around our son was a wonderful bonus.

One evening my husband came home from evening shift and said, “I quit tonight”. It was an interesting evening! He went for a walk and all I can remember was thinking, I am now responsible to pay the bills. The first thing I did was walk around the house and turn off the heaters (it was winter in Tasmania). I smile as I remember this today but I was fearful of the responsibility and also of my ability to build the consistent success.

It was from that night that I took my business seriously; it was a significant turning point. I began to operate my business with professionalism and reliability. It positioned me well and became a blessing in disguise. Other women that have followed my path or who are under my leadership and influence today have benefited because of this decision to step up.

As for my husband, lucky for him that I still think he’s gorgeous! He’s my greatest champion.

What are your top 5 tips for business success?
	Don’t be afraid to dream big
	Choose carefully with whom you share your dreams and goals
	Let integrity guide every business decision
	Treat others how you would like to be treated
	Go the extra mile for people


Is there anything else you would like to add?

Don’t underestimate yourself. Be careful who you allow to influence your life. If they don’t have the same values and purpose as you, it’s ok, but don’t let go of yours. Refuse to be disappointed by people. Nobody really owes you anything; if you have this mentality, then you can never be disappointed. You will see everything as a blessing rather than an injustice.

Give your best. Chose to be a “rise-up” person, someone who chooses to take the high road in life and can bounce back. We’re either a push-through or pull-back person; in other words, when the going gets tough or a challenging situation emerges, do you push through or pull back? We get the same lesson in life over and over until we learn that lesson.

Another thought is, “what will it take to stop you?”. Growing up and growing old are two totally different things. Maturity is not age related. “Don’t underestimate yourself.”It is about taking responsibility for your circumstances and making change. It’s not blaming parents or others for why life is not how you expected it to be; it’s about redirecting your pathway, especially if it is spattered with hurt or shame, disappointment or setbacks. I love the fact that every day is a fresh start. The Bible says, “His mercies are new every morning” - we can make a new start every day. I encourage you to operate your day out of your potential, not out of your current circumstance. It’s time to shine!
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COACHING CORNER

What inspired you most about this chapter?
How can this relate to your life/business?
What will you do differently as a result?






CHAPTER 4

Future by Design


	“Maximise today, to create opportunities for tomorrow.”
	[image: image1]
	



[image: image10]
NATHAN SHOOTER
Thrive Media, Dubbo, New South Wales

[image: image1]

Nathan Shooter

Nathan is a business owner, contemporary artist and musician who is passionate about empowering the ideas of business people to create enterprises that thrive. This vision is what drives his design business, Thrive Media. In addition to this, he is passionate about the arts being seen as an increasingly significant form of dialogue of life experience within his generation. This mandate provides Nathan with inspiration for his graphic design, contemporary artwork and music.

Nathan’s commitment to excellence in attitude and achievement has enabled Thrive Media to grow to become a provider of innovative visual design solutions to clients in commercial, private and government sectors. Thrive Media has attracted a client list of people who place a high value on quality graphic design, printing and video production. His work has empowered the ideas of businesses in Australia, America and Europe.

The theme of his contemporary artwork is based on life observation, relationships and places travelled. His mixed-media work has been exhibited around New South Wales and other states. The traditional and modern portrayal of these themes are realised through original photography, paint and digital design.

Born in 1983 in Grafton on the New South Wales north coast, he spent his childhood enjoying the benefits of coastal living. Nathan is currently based in Dubbo, regional New South Wales, where he is studying Media Communications at Charles Sturt University. He also holds a Training and Assessment qualification.

Within the musical arts, Nathan tours with his band Original Liberty as a lead vocalist and guitarist. The rock/pop band regularly performs live and their album and singles receive radio play in Australia and around the world. He co-produced their two records, strengthening their sound in a strong, radio-ready production. The songs’ lyrics speak of living with greater meaning and purpose.

Nathan is Vice President of Fresh Arts Inc, executive member of the Friends of Western Plains Cultural Centre, an Orana Arts Inc board member and also sits on other organisation boards.

Leisure time for Nathan is typically spent reading, watching movies, visiting galleries, travelling with family and friends as well as enjoying a quality latte.


When did you decide to establish Thrive Media?

Business ownership was a dream that I had always held as a child. Before graduating from school I had often thought about starting and developing a creative business of my own. Although I didn’t know exactly what industry, product or service, I knew that art and business would become significant parts of my life.

After school, my introduction to the employment world was a full-time job offering a meagre wage in a communications retail store. The work was enjoyable, and it proved to be a time of learning how to survive on a tight but livable budget. Anyone who has been a trainee would relate! During this time, valuable lessons in cash flow began to form the basis of some of the ways I budget today. There are some things that only experience can teach.

A year later, the business that I worked for had to make some tough financial decisions as their trading had begun to slow. Working hours began to be reduced, gradually transitioning to a part-time/casual position. For some time my hours grew or shrunk, according to financial pressure or prosperity of the store. I needed more stability.

Travel and think big

Saving up everything I could, I took six unpaid weeks from work, and travelled throughout America in a friend’s band, travelling from Los Angeles to New York, and everywhere in between. My twentieth birthday was spent in Seattle, visiting the famous space needle, museums, massive malls and restaurants that served meals bigger than I had ever seen. Travel helped shape part of my worldview, and reminded me that life truly is limitless. During our time in the US, I meet struggling families in regional areas where the cinemas closed during the day, to amazing musicians and songwriters in underground New York jazz clubs. We also met leaders, business people and billionaires, including one who owned two private jets. Needless to say, something rubbed off on me. It wasn’t their wealth that impressed me most; it was their big thinking, and expansive attitude toward life.

Many in-flight magazines and security checks later, I returned to my home in Dubbo, and developed a plan to go into a business of my own. Returning to casual work, my spare time begun to be occupied with business books, design magazines, and free design jobs. By age twentyone, I launched into full time business with my first business computer, first client and first commercial design job. I was in finally in the game! Nothing can adequately prepare you for that first transaction, when a client exchanges money for something that you produced from your dream. Knowing that my dream was beginning to benefit others gave me a sense of incredible fulfillment.

What do you believe was your biggest sacrifice in getting the business off the ground?

Starting a business is by no means an easy feat. Initially I had unrealistic ideas about the kind of support new business owners might receive from the government, and other non-government organisations. At the time, I wasn’t aware of the New Enterprise Incentive Scheme, but have since found out that I wouldn’t have been eligible for the grant, given that I hadn’t been terminated from my previous employment.

The business was started with no financial assistance of any kind, no money borrowed from family or friends - just the twenty dollars I had on me when I opened the business account.

The biggest sacrifices faced when embarking on something significant, are often time, and finance. Both were very true in this case. Weekends blurred into weekdays, money seemed to be constantly disappearing and new bills seemed to find their way to my mailbox. As business grew, and the physical demands began to mount, I began to understand that time itself was indeed a currency that should be spent wisely – like people say, time is money.

When committing to building a business, I begun to learn how to compartmentalise my time and finance decisions into three categories: need, opportunity and value.

Need – resources for today

People tell you that they need to get things done to meet deadlines, satisfy clients or reach new markets. What you need to do should be determined by where you are in your business growth, not dictated by other people’s expectations of you. Starting out, there are things that must be done in order build strong and solid foundations for your business’ present position. Need is about the now, the things that you are capable of doing today. It’s about finding out what’s necessary to get moving. Time spent on need alone is never going to build tomorrow, but it will enable you to build important foundations in your current context and level in business. I learned to crawl before I ran. A question I ask myself is, ‘what can I do to maximise where I am in life or business today?’

Opportunity – resources for tomorrow

What can I spend time on today, that will create opportunity for me tomorrow? This is a question that I regularly ask myself when looking ahead to the near future. When each day is over, there are lessons are worth remembering, so that they don’t get repeated tomorrow. Communication is something that I place a high value on, and I like to build relationships with people who will be a source of strength to me tomorrow, and in turn I can also reciprocate my support to them as well. Scheduling project updates, supplier meetings, local and interstate client visits are all ways that I deliberately remember to create opportunities for tomorrow.

Many people I know appear to live in a way that means they become subject to other people’s personal chaos, and end up allowing other people’s lack of planning to become their emergency. Discipline has never restricted my time, it’s always provided me with more.

Value - resources for life

Life is a value proposition. At some point, regardless of your faith or belief system, there will come a point in your life when you will look back on your days and ask yourself, “what did I exchange my life for?” Although you may not be given a blueprint or GPS to guide you through life, what you do have is the ability to add meaning (value), to your life by giving time to pursuits of lasting value. At the end of my life I want to be satisfied in knowing that I have exchanged my life (ie: time, finance, relationships etc) for something that really counts.

Seeking to add value to people is something that I am passionate about. Continually managing how I prioritise my time and finances means that I will always have resources to invest into people I see promise in. One of my life’s ambitions is to give as much finance as I can to charities, causes and people who will positively influence others.

Why is strategic goal setting so important to you?

When preparing for a new business or change in lifestyle, it’s vital to set strategic goals. As a young person in business, I decided early on that there were lessons and experiences that I didn’t want to learn the hard way. Why? Because there are people who have already gone through them, and written about it. As American philosopher George Santayana said, ‘Those who cannot remember the past are condemned to repeat it’.

“Those who cannot remember the past are condemned to repeat it” George Santayana


Consistent future-driven goal setting is an important way to me to know that I’m not repeating history. I don’t pretend to have formulas for five easy steps to goal success, but I do understand how they can transform the way you think about your present and future. How you see yourself in the future, even next year, will determine how you live today. Goals will always put legs on your dreams.

People with purpose

I am a strong believer in people knowing what they are called to do. Understanding and discovering my life’s mission is and will always be vital to my direction in life. Recently a friend recommended I have lunch with someone who wanted to create a career change. I was intrigued. Anyone who knows me will tell you that I am by no means a personal or business coach, so I was interested to know why a forty-five year old man was seeking advice from me, a twenty-something, barely older than his children! During the course of our lunch meeting, it became apparent that he had done what he was ‘supposed to do’ in life - school, university, steady job, a family, and now teenagers who hated him, and then finally a divorce. Needless to say, there wasn’t much this single, twenty-something shared in common.

When questioning him about whether he had goals, he said he had never really contemplated them or seen them as important. Then I went on to ask him how he would describe his personality and the broader picture of his worldview. After an initial hesitation, he spoke about his own upbringing, and how he was encouraged live for the day, because the rest is up to fate. A few lattes later, I had told him about what makes me tick (personality style), and the connection it had with goal setting. When I started my business, I knew that I would gain confidence and momentum by proving to myself that it could be done, by giving myself quantifiable, tangible results. This was a way of appeasing my analytical tendencies, enough to see that this wasn’t going to be the big mistake my mind was telling me it would be!

After conversing with this new friend, we decided that maybe his ‘living for today’ motto wasn’t serving him as well as he thought. Within two minutes, we set a course consisting of three small goals that suited his life direction and personality. He realised that life really is simple - if nothing changes, nothing changes.

Frustration and failure can be a fuel

There is a difference between contentment and satisfaction. After just two years of running my small regional business, I began to fall victim to impatience and frustration. Why wasn’t I driving a better car, or why hadn’t I taken an expensive holiday recently? After all, these are the perks that every business person automatically enjoys – right!? Dealing with unrealistic pressure was something that I quickly learned to manage.

Like the friend with the ‘living for today’ motto, I decided that some firm reward-based goals of my own were needed. The mission was simple – I deserved a bigger wage and I deserved better holidays.“I’ve learnt that it is important to always remain content, but not satisfied.” These two desires provided the drive behind my other business (operational) goals.

New targets were set, new strategies were developed and new passion was found. Within a year, I had doubled my wage, and later enjoyed holidays in more exotic locations than before! When setting targets in business, I’ve learnt that it is important to always remain content, but not satisfied. Resting on the satisfaction of previous ‘wins’ will often quench your desire to achieve more. I like to picture past successes as a springboard rather than a sofa. One will launch you into bigger things, while the other will keep you comfortable.

Nothing frightens me more than being mediocre, unfulfilled or unchallenged. If life gets monotonous or off track, I remember back to how I pictured life as a child, and how that picture contrasts with the reality of the life I currently lead. Goals are my method of remaining accountable to my dreams. There’s no one else you can blame for not achieving the results. I often hear people shifting responsibility for underperformance on their bad upbringing, the economy, the government and even the weather! While in some cases these factors may be true, the reality is sometimes people don’t set goals so they don’t fail. They try to avoid disappointing themselves. It’s a shame to think that we probably all know people who will live their whole life just like that. Untapped potential.

There are literally thousands of books, CDs and other resources available to guide you through the process of goal setting. Be wise and realistic about what kind of people and resources you allow to ‘speak’ into your life - a speaker or author’s character and attitude can quickly begin to influence your way of thinking. When I started to write the goals for my business, I realised that for my business to change, I must change first. That meant I had to establish very specific personal goals.

“Time well spent, will lead to a life well lived.”

Approaching dreams, achieving goals

As previously noted, there are as many goal-setting models around as there are books on the subject, including the well-known SMART goal setting system (Specific, Measurable, Achievable, Realistic, Timely). But what many of these systems fail to do is encourage you to dream before planning the goals – they bypass the creative time, and head straight to the construction.

What is the real desire of your heart? What is the broader picture of what you want to achieve? In How to reach your life goals (Peter J Daniels, 1985), Daniels illustrates the significance of spending time to dream. In his example, his son was on a business trip and decided to take just two hours of his schedule to spend dreaming about what his corporation might look like five years from then. Within that short time, he came up with new goals that established the corporate vision for an entire company. Time well spent, will lead to a life well lived.

“A goal properly set, is halfway reached.” Zig Ziglar


Even though I may not turn a dream into a multi-national company goal within two hours, I still have a license to dream. I’ve learnt to develop goals from a more creative mindset – a mindset that can’t necessarily be quantified in facts and figures. If your desire is really in you, then it will be easy to then formulate a plan to make it happen. As Zig Ziglar says, ‘a goal properly set, is halfway reached’.

Before you start planning your goals, take time to dream and ask yourself:

	 Is my life purpose clear?
	 Is my dream too small?
	 How can I enlarge my thinking?
	 Do I genuinely believe that my capacity is immeasurable?
	 What natural talents and skills do I have?
	 How do I picture my life in ten years from today?
	 Do I know the dream enough to ‘walk through’ and find its weaknesses?


Once I have thought through what it is that I want to achieve, I break it down into categories, each with a list of what time, finance, training or other resources are required to make it happen. Below is a basic example of the goal setting approach that suits me. It is also available from my website www.thrivemedia.com.au.
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Basic Guide To Goals

As a successful regional-based business owner, what is the most common question you are asked, and what is your answer?

Common Question: How did you build your business from scratch?

Simple Answer: Diligence, by committing to improving life 1% per day.

When we start out in life after school, we emerge full of dreams, plans and aspirations. As the drone and reality of life set in, we forget about the hopes we once held for ourselves. Routine begins to rule our lives, and starts to dictate how we structure our future. I believe that regardless of where we are in life, we are never beyond the point of change.

Improving 1% per day

When people who ask me how I started and build my business, I can honestly say that it doesn’t take anyone amazingly talented, it just takes someone who is diligent, and ready to improve their life and business at least one percent per day. Why one percent per day? Because it’s simple, attainable and realistic. Just imagine if every business on earth spent that extra one percent improving one thing they did in and on their business. Picture how that would change the lives of customers and employees! Likewise in our personal lives, imagine what kind of relationships and friendships we could have if we just placed one percent more value on each other. Before you realise it, a year on and you will be a three-hundred-and-sixty-five percent better person.

So what does that one percent mean to me? Given that I run a small business and not a multi-national corporation, my one percent isn’t going to be as large as someone who is a high-end CEO. However, what I do know is that my one percent will be proportionate to where I am in my business growth journey. Never have I assumed that I know enough, so lifelong learning is a value I subscribe to. The one percent for one day could mean completing a to-do item, reading something educational, studying for a university exam, making an important call, or seeking advice from a mentor. Even if I only learnt one thing that I didn’t know yesterday, I am still one percent better than I was the previous day. It’s about placing importance on personal effectiveness.

Making small improvements doesn’t require a high level of sophistication or thought - yet when done, it has the power to build a business. When the honeymoon period is over, and the new car smell is gone, people who are serious about building something great, push through the day-to-day, and get what they aim for.

What are the crucial things you do to grow your business?

As mentioned earlier, to grow my business, I first need to grow myself - I don’t ever want to have an outlook that says ‘I’ve arrived’. There are several key things that I do to continually develop as a person, and business owner.

Continually Dream – Goals will always be a crucial measuring tool to gauge my progress (refer to ‘approaching goals’ earlier in this chapter). Maintain the spontaneity and fun of dreaming - it will give you energy to keep going, and hope for the future.

Continually Learn - I want to always stay ‘young’ in business, meaning I want to keep my curiosity to learn, to create opportunities in every area of life. Many of the high achieving CEOs that I respect, have an attitude of life-long learning. It’s common knowledge that studies show that the level of training a person has, directly affects their ability to generate income.

“I’ve learnt to fuel intuition with innovation.”


Remain Innovative – The slogan for my business, Thrive Media, is ‘empowering your ideas’.

Over the last few years it’s been interesting to see how clients have interpreted this offer. Though our core business is graphic design and printing, I will always make sure that what we offer matches the shifting needs of our clients. Sometime ago we started to produce short films for small commercial/government projects. I weighed up the risk of investing in certain film equipment, and decided that it was a risk worth taking. It quickly paid off. Expanding our services has meant we can develop new client relationships that we never anticipated, while remaining true to our core business of design. Like the line in the famous movie Field of Dreams, ‘Build it, and they will come!’ I’ve learnt to fuel intuition with innovation.

Understand your Personality –  Knowing how you’re ‘wired up’ can help you understand people and how they respond. I’m sure you are familiar with the different personality types, and how they work in everyday communication. For example, I am a blend of Phlegmatic and Melancholy. Broadly speaking, that means that I enjoy order and planning, and also like to be diplomatic and peaceable. In case you aren’t already familiar with these types, I’ve included a basic chart below that includes a short list of the attributes of each type. It is also available from my website www.thrivemedia.com.au. I would also encourage you to do your own further research to find out more about your personality type.

Understand your learning style –  Some time ago I attended a development workshop called ‘Do you really know your Learning Style?’ (presented by Mary Brell, based on the work of Emeritus Professor Barbara Prashnig) about learning styles and how they relate to information retention. What I learnt about myself was both amazing and most embarrassing! I found that I preferred a strong, self-directed learning environment that provided variation. Environmentally, I discovered that I functioned best in the late morning, in a cool environment with a small team, using visual communication methods (very fitting, being a designer). In my case, the style of learning matched my style of working environment. Enrolling yourself in a workshop such as this will open your eyes to how you can learn and live at a higher level.
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Basic Guide To Personality Types

Who are your biggest supporters?

I am blessed to have a business and personal life filled with many loyal and supportive people.

In my personal life, family and friends have been a constant source [image: image1] The Shooter Familyof encouragement and support.So many valuable things that I have learned have been the result of conversations that have gone well into the early hours of the morning, or on twelve hour long road trips (most travels become road trips when you live inland!) Having people around who believe in me, and my ability, infuses me with confidence for life and business.

In the business, the most obvious source of support has been, and will always be, my amazing clients. The first design job ever done was for a friend who understood the value of taking a risk on someone new. I’m grateful that friends helped bring out the uncultivated potential in me, and I hope I can do that for others. My biggest hope and mission is that our clients are made stronger or more prosperous because they have dealt with us. Some clients have won marketing awards as a direct result of the marketing work we do with them, so it’s extremely satisfying to know that we are part of their journey.

Have you had any mentors along the way?

Reading has been a long-term passion, a hobby that will continue to shape my thinking. In keeping with my desire to be a life-long learner, I often have two or three books on the go – titles about people, processes, or about lifestyle in general. There’s something timeless and romantic about reading an author’s thoughts on a page rather than a screen. After my trip to America, I made a list of all the entrepreneurs and authors I admired, and then composed a list of attributes and qualities I believed those people would have. In life, I don’t always get it right, but still I have a clear picture of the kind of person that I want to become.

People who overcome and create

Many of the authors and leaders I’ve read about all shared the trait of being an ‘overcomer’ despite the circumstances life may throw at them. In their books they share stories of tragedy and weakness, which become the catalyst for major life or business transformation. Each of them shared a desire to create. They were people with a vision to build things of lasting significance, creating a legacy.

“If you can take control of what you let into your life, then you will become the person you’ve always wanted to be.”


These people have become virtual mentors to me, mentors I may never meet. However, the connection I can make with them is to allow their attributes to be transferred to my own life and business. This happens with application in everyday life. With this in mind, I have become increasingly vigilant about what and who I allow to influence me. Learning to be a good discerner has been part of my journey. Supposed experts and leadership gurus have so many opinions, principles, and formulas for ‘success’, that it can become confusing, almost to the point of being overwhelming. If you can take control of what you let into your life, then you will become the person you’ve always wanted to be.

I have chosen to develop a vocabulary of being an ‘overcomer’, by reading the biographies of high calibre people who have faced hardship and impossibility. Authors and speakers such as John C Maxwell, Sir Richard Branson, Edward de Bono, Peter J Daniels, Justin Herald and Robert T Kiyosaki are among the great leaders of our generation who, I believe, will help positively shape our generation. It would be great to one day meet all of these great thinkers – mentors from afar.

Staying Connected

Living in a regional area in inland New South Wales has its geographic challenges, and can sometimes leave us feeling remote and disconnected. But as you know, we live in a global village, so it’s not hard for technology to bridge the geographical gap. In addition to constantly reading, I regularly listen to speakers on CDs, podcasts and websites. This allows me to stay connected to people who discuss industry changes (eg: design trends) and leadership principles. This sense of being ‘away’ from the metro areas has fostered in me a greater importance on relationship and connection. I travel a lot to the coast to attend workshops and training days, sometimes to the point that I get asked if I’ve moved to the coast because I always seem to be around!

On a local and regional level, there are many business leaders from who I regularly seek practical advice. One of the many benefits of regional living is the sense of community that exists among the people. People genuinely want to know about you, not necessarily just what you are achieving.

Those I trust

As mentioned earlier, my family and friends are some of my business’s greatest advocates. Every six months I evaluate my business progress over a coffee, then develop bigger and bolder goals for the approaching months. Parents are great people to have as mentors as they know exactly where you have come from, know what you are capable of achieving and aren’t afraid to be honest to the point of pain!

Business coaches and advisers, who have real experience, have all been rich sources of wisdom. In particular a friend in Brisbane was vital in guiding me through the intellectual property minefield. Financial planners and accountants have also been a pillar of strength for my decision-making. You can walk into their office feeling like you have everything done correctly, then walk out with a massive list of things to change and implement!

What were the significant turning points for you?

A ‘learned optimist’

By nature, I have an analytical, conservative yet phlegmatic personality, which doesn’t enjoy taking risks without knowing all the facts, figures and possible end games. I must also confess that I have a slight negative streak, so early on I was determined to become a ‘learned optimist’. In fact, even my blood type is B-Negative! (It’s true!) Fear of the unknown, negativity, insecurity and doubt are all obstacles that so many of us face when breaking into to new seasons in life, business and family. The make up of your DNA can have a lot do with how you approach life and what you expect to acquire from it. I could only begin to wage war on my own personality weaknesses, once I identified them.

I love what author Zig Ziglar has to say about believing in your attributes and attitudes - and how you can intentionally turn your mindset around. He encourages me to see myself as a person who is visionary and optimistic, yet dependable, balanced and strategic.

Overcoming health challenges

A few years ago, the day before a friend’s wedding, I developed a severe digestive system condition that landed me in hospital dehydrated and shaking. I then lost more than seven kilos in two days. I couldn’t eat, drink or move around. Later on walking from my car my front door became a task, experiencing great pain.

Over the course of the following year, the condition fluctuated but I was able to continue working from home. I remember getting the call from my father, to explain the results of the first round tests that I had undergone. Without an official diagnosis, “I am incredibly honoured to have such a supportive and caring family.” I was unable to know how long it would last. Our band was in Queensland performing at a music festival the next day, and he said the specialist believed that I had Crohn’s Disease. More tests and biopsies were then done, all with inconclusive results. Not the most encouraging news for a factual person like me, who prefers to just name it and face it.

This became a significant turning point for me, as I had to make a decision to respond with strength and optimism. Many of the autobiographies I read became solid sources of encouragement and hope during my time of weakness. As mentioned before, I am incredibly honoured to have such a supportive and caring family. Both of my parents have health issues of their own, so I gleaned a lot from them, learning how to manage poor health, but not accept it as final fate. The prayer and support I received from my church family and friends put me on the road to recovery, and today I can say I that poor health is now behind me.

Creating financial choice

As I sat in a hospital ward hundreds of kilometres from home, waiting for the results of another health test, I stumbled across a book called The Barefoot Investor (Scott Pape, Pluto Press Australia, 2005). Sitting there alone, with electronic sensors, tubes, plastic bandages and monitors strapped to me, I was completely absorbed in this Gen-Y finance book, completely forgetting that I looked like a lab experiment! Pape’s perspective on personal finance resonated with me, and articulated many of the desires that I had outside of business life. It served as an important reminder to me that owning a business should provide me with more financial freedom and choice – not less.
“An author can provide information and revelation; but it’s you that has to do the application.”
Earlier in this chapter I referred to goal setting as a way of putting legs on my personal and business dreams. After reading through this personal finance book, I began to ‘tread my own path’ to eradicate institutional debt, and develop a strong savings strategy. By the end of that year, I had paid out the balance of my car loan, zeroed my credit cards and developed major savings for a house deposit. Understanding what you need to do to get ahead is great, but it’s even more powerful when you do it in a way that uniquely suits you. An author can provide information and revelation; but it’s you that has to do the application. As a result of implementing what I learnt, my business was then able to give me what it was supposed to – financial choice.

At this turning point I was then able to confidently invest more into our band, which I consider to be another business in it’s own right. I partnered with my brother to co-produce an album that was recorded in our studio, and in a world-class studio on the New South Wales central coast. Producing the album was a massive but rewarding task, taking over two years to complete. The album was well received by the listening market, and is currently on air in Australia and around the world.

Self-employment has given me the choice to spend time and finance on pursuits I enjoy outside of my core business. It’s the small, everyday decisions that have lead me to bigger turning points, enabling me to achieve my current ambitions.

[image: image1]

Diversity by design


Has your business been impacted by drought or economic changes? How has this affected the way you do business?

Despite living in the heart of regional inland New South Wales, Thrive Media remains unaffected by major changes in seasons such as droughts. This is because of several factors including client, industry and geographic diversity.

In the early days of setting up my business, I remember talking to a small business owner who was in a similar industry to me, and we spoke one day about how she was a victim of the drought, economic downturn and big business competition. Her attitude wasn’t great, and it showed. A year on and the doors were closed. It got me thinking about what I would have done differently in her business, in that position. What could I learn to avoid that happening to me?

Deliberately creating industry diversity within my client base has been one of the most beneficial things I’ve done. We’ve created design solutions for local plumbers to national politicians, and everything in between. This means if there is an episode within an industry or market, I need not worry too much about being put of out work the next day. Having said that, no one is invincible. If you were an investor, you would want to spread your investment over property, stocks and shares. The same principle applies to developing a spread of client types within a client base. A basic, yet worthwhile exercise.

Geographical diversity is a valuable consideration when building. As technology closes the gap between service provider and client, developing relationships with my clients in Europe and America has become easier than ever. We’ve designed books in several languages, which certainly makes life interesting!

Build reserves

Even though I live in a regional, agriculturally based economy, we’ve managed to ensure that we can stay strong despite times of hardship during severe drought. I have great admiration for the stoic farmers who stay on the land, and ride the changes in drought, enduring environmentally tough times. That would take real determination.

Building financial reserves has been an effective way to maintain cash flow during difficult periods. And inevitably these days do come! My personal and business savings are structured in the same way, so that I have long term, short term and general savings.

“When you help people get what they want, you’ll get what you want.” Zig Ziglar


Building people reserves is a priority in my business. Building equity into supplier relationships allows you to negotiate win-win deals with trust. I also place great importance on the way I communicate with staff, as it’s my hope that they develop a desire for excellence. As Zig Ziglar says ‘when you help people get what they want, you’ll get what you want’ because when you build a life of significance, it will always benefit others.

10 key questions for designing your future:
	When was the last time I experienced something new, which expanded my thinking?
	How recently have I set or reviewed my goals?
	What are my personality, learning and working styles? How do I function?
	What frustrations and failure could I use to fuel positive change?
	How can I improve my life 1% per day? What does it look like for me?
	Am I accountable to an experienced mentor?
	Have I developed financial and social reserves for the present and the future?
	Who are some entrepreneurs I admire? What attributes do they have?
	What are some steps I can take toward creating more financial choice?
	What resources can I use to close the gap between where I am, and where I want to be
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?





	A GIFT FOR YOU
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Nathan Shooter has kindly offered a BONUS GIFT Valued at $30 to all readers of this book…

How to maximize your influence

This audio presentation will give you five keys to increase your business image and maximise your influence in the marketplace.

Simply visit the website below and follow the directions to download this insightful audio presentation to your PC or Notebook.

www.LiftingTheLid.com/quiet-achievers




CHAPTER 5

A Bushwalkers
Track to Success


	“Never stop believing that you can reach the top”
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MARY BRELL
Keys To Success, Orange, New South Wales
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Mary Brell

Mary Brell was born in the New South Wales central western town of Gilgandra. Her parents, Mollie and Graham, were farmers from the nearby community of Mendooran. Mary’s early years were spent in regional NSW as the family moved from Gilgandra to Gunnedah. Mary completed her secondary education in Armidale.

A career in science teaching took Mary to The Rock Central School, followed by Blayney and then Yeoval. While teaching at Yeoval, Mary was also helping her former husband run a property close to the nearby town of Cumnock in Central West New South Wales. It was during the 20 years on that property that Mary, her husband and three small children experienced the joys of life in the bush yet the heartache of drought and its resultant despair.

Mary’s career then moved into a consultancy role within the NSW Department of Education and Training. Travelling throughout Western NSW, Mary worked with many teachers, parents and students who inspired her. She realised that she wanted her own business so that she could really pursue her passion – supporting people to achieve their true potential.

Mary began her training business, Keys To Success, in 2002 and it has grown beyond her wildest dreams. She now works across Australia and has spoken at Conferences in China, USA and Austria. Working with organisations and individuals, Mary shares her knowledge, experience and passion about learning, communication, and leadership.

Her experiences working in Cape Town, South Africa, on an AusAid project left a lifelong impact, as she realised that we really do take education for granted in Australia.

While travelling, Mary and her husband Murray Paterson, spend many hours walking and hiking. They have hiked in most Australian states, in New Zealand, and through Europe. Mary maintains that each of these hikes reminds her that individuals can achieve their goals if they really approach them with a positive and ‘can do’ attitude.

Mary currently lives in Orange in NSW with her husband Murray. Her daughter Danielle lives on a property with her husband near Gilgandra. Her second daughter Katlyn is a fitness and health coach at Palm Beach, QLD. Her son Matthew is a financial lawyer in Brisbane, QLD.


The track to success
[image: image4]
My husband Murray and I love walking through the Australian bush and in many other parts of the world. We have been fortunate to be able to do this during the last few years. We have walked the Milford Tack and Tongariro Crossing in New Zealand, many tracks around Europe; particularly Switzerland, Italy and also in the UK, notably in Scotland.

Walking certainly allows us to maintain some level of fitness but it also allows us to plan, explore, make exciting decisions, meet many new people, look out over exceptional views and feel fantastic when we have reached the end, particularly when we are totally physically and mentally exhausted.

Using a metaphor of walking made sense to me as I began my thinking for this book. I hope you are able to experience my walking as I try to unravel the many tracks I have been on through the years of Keys to Success.

When did you actually decide to go out and start Keys to Success?


Beginning to set out on a long walk takes some thinking and planning. You don’t just put your foot onto the track. There is generally some impetus, some provocation and some motivation to set out on the track.

My motivation to begin Keys To Success took a while to be determined.

I began my career within the Department of Education and Training. During that time I held positions as a teacher, consultant and leader of teams within the administrative area.

It was throughout the 20 years of being in these positions that I realised that I loved working with people and making a difference to the lives of the many students, teachers and my own team members with whom I worked.

I still find that there many ex-students who I meet and talk with about the great times we had in the lab at school; about “your high expectations”; about “what a difference you made to my student”. It is the most amazing feeling to meet ex-students who have succeeded beyond their own expectations as the result of direct or indirect intervention during my time in their lives.

It was also during the time while working in teaching and administrative roles within the Department that I began to feel that my beliefs and values about education were being tested. I felt that I could make a greater difference to students and teachers if I was not constrained by the tight restrictions that were often placed on me as the result of the constantly changing political agenda; an agenda that I did not necessarily believe in.

I started to reflect. “I would love to have my own business. I need to be in control. I need to be able to express my values and beliefs in the work that I do and not to be dictated to by a political agenda. I need to feel that I can make a real difference so that students and teachers can reach their true potential.”

My supervisor at that time was Barry Foster who asked me one day what I wanted to do, once my contract finished. I needed to make a decision. I replied, “I will return to school as a Principal”. His response, “but what do you REALLY want to do?” “I want to start my own business,” was my response. “Well, what are you doing about it?”

“We help individuals to discover and achieve their own keys to success.”

I took leave from the Department of Education and started to think more seriously about the business and how it would work.

Although I was no longer in a position within the Department, I knew at all times that my qualifications as a to gain employment. This was always my back up plan.

I resigned from the Department in 2002.

Lessons I learnt –

	Clarify values, preferences and skills
	Always follow your own beliefs and values and never compromise them
	Think and talk about your ideas carefully
	Develop a plan, but always have a back up plan


What type of business is Keys To Success?

Keys To Success is essentially a training business. We market ourselves as specialists in learning techniques and tools that enable people to understand themselves as learners and also the learning of others Thereby helping individuals to discover and achieve their own keys to success.

We pride ourselves on being able to personalise training needs of organisations who are really trying to achieve success by developing the individual skills of members of their teams.

We offer many programs ranging from executive development, leadership and communication to WorkCover accredited Occupational Health and Safety committee training.

When I established the business I did not see myself as a “consultant” but rather as a learning specialist since understanding learning is the area I had been operating in for many years.

Did you have anyone you networked with in the early stages and what value did you see in that?


My foot was now firmly on the track! I wasn’t sure which way to go. Which track to take? I knew that I could not do it on my own; I needed to ask people and determine the best route to take. This is a scary thought particularly if you have never walked on many tracks in the past let alone intending to walk great distances in the future.

I knew that networking was going to be a key to success.

I attended business breakfast groups in Orange that were mainly business men at the time, I joined community service clubs such as Zonta and Rotary, and I joined the Australian Business Women’s Network and attended their forums and conferences in Sydney.

It was as the result of these meetings that I started to get a real feel for the business world and what was required.

The women within the Business Women’s Network gave me ideas on how to run a successful business and particularly being able to balance family and business.

The Rotary and Zonta Clubs provided me with links into the community and the voluntary work that I could be involved with. It also allowed me to meet with other business people, people who had established business within regional New South Wales.

“I knew that networking was going to be a key to success.”

I visited Bruce Buchanan at the Orange Business Enterprise Centre. He helped me find my way through the maze of business information that I needed to understand. “Develop a business plan!” were his words to me. Help! I don’t know what a business plan looks like let alone how to develop one.

Bruce not only provided support for my idea he also helped me clarify my thinking in terms of what business I was really trying to establish.

All of the conversations I had continued to clarify what it was exactly that I was trying to establish, how I was going to set it up and when I might actually begin.

I enrolled in a TAFE course that was specifically designed to help fledgling businesses like mine, think about, develop and write business plans. I often look back at the plan I wrote and reflect, “Wow, I have come a long way since then!”

It was as the result of enrolling in that TAFE course that I was asked to teach some of the evening TAFE courses. Meeting the head teacher allowed me to promote my qualifications and she offered me a job. I had an income!

I learnt at a very early stage that we must make every meeting a good meeting; a meeting where you will learn something to add value to the business.

Lessons I learnt –

	Network, network and keep networking
	Use every opportunity to explore different and exciting options
	Learn about business and the business community
	Develop links within your community
	Write a business plan


What skills did you have coming into the business?


Before setting out on a long hike, you must be prepared. The right boots, correct and adequate clothing for all weather eventualities, hat, water and food and sustenance. A level of fitness is also required for different types of hiking. You must know your own capabilities to proceed on the track.

When I first launched Keys To Success, I had been training and presenting many courses and workshops to teachers and executive for at least 10 years.

I had qualifications in a number of internationally recognised training tools and had extensive background in teaching and learning, I managed and led a number of teams and worked as a member of the leadership team at State level in the Department. I felt that at the time of leaving the Department that I had the correct and adequate “clothing” to step onto the track and begin the journey.

I was also aware of my own capabilities and believed in them to such an extent that I felt that I was able to succeed in the business.

Lessons I learnt –

	Develop self-awareness
	Believe in yourself and know, recognise and celebrate your capabilities
	Ensure you have the right skills to support the business


Have you had any mentors along the way?


As you travel along the track, you meet many people. People who can tell you what the track ahead is like; what the conditions are; what extra clothing or footwear you might need. They will also guide you to new and interesting places; places that you did not know were there as they are often not marked on the map. These people are very important for any walker and certainly add diversity and excitement to the journey along the track.

Mentors throughout my journey within the Department were very important to me as they certainly helped me develop and clarify my career path. Amazing people who mentored me were John Vallely, Arthur Townsend, Barry Foster and my husband Murray Paterson. Upon stepping into the unknown world of business my mentors necessarily changed.

I quickly found that my children became my biggest supporters and believers. Unbeknown to them they mentored me through the transition and continue to do so.

My highly creative daughter Katlyn gave me many valuable insights into marketing strategies and techniques. Using her background in marketing and her creative brain, she developed my first logo and all the initial stationary. She continues to this day to give me new ideas, techniques and strategies for marketing. She also inspires me with her own business Equilibrium – Fitness, nutrition and natural health, a business that helps people achieve optimal wellness through holistic nutrition and intelligent movement.

Danielle, my very practical and organised daughter, constantly checked to see if I was heading in the right direction.

My very analytical son Matthew, continues to monitor my business knowledge. He is a commerce law graduate who in the early days of the business would constantly say, “what EXACTLY do you do? Give it to me in three words”. This was a very necessary but hard task as I felt that I could do a million and one things. He has also established his own business www.vatconnect.com.au, a tax advisory business that specialises in value added tax recovery for Australian businesses that have incurred expenses in the European marketplace.

“My children became my biggest supporters and believers. Unbeknown to them they mentored me through the transition.”


My husband Murray has mentored and supported me all the way from the beginning. It was he who ensured that I knew what the conditions were; suggested different routes that I had not thought of, nor planned; all of his support enabled me to be free to pursue my dream.

My very good friend Judy Vaughan, a farmer from Yeoval, New South Wales, has supported me for twenty years throughout my various journeys. A true friend indeed.

These people have all become my own personal “Board of Directors” and they serve as a support system and sounding board.

Other people have been incidental mentors along the way. People I met at various points along the journey who gave me much needed and valuable advice, particularly related to the business world.

Lessons I learnt –

	Surround yourself with people who will help you and who BELIEVE in YOU
	Find a mentor or personal business coach
	Ask yourself the question, “What do you REALLY do?”
	Never forget your true friends - they will always stay with you


What have you found are the best methods or strategies for keeping oneself motivated and focused?


Sometimes when you have walked a long way you feel exhausted and you are nowhere near your destination, it is easy to stop and forget about why it was you started on the walk in the first place. Someone will invariably come along and tell you that the destination is just around the corner or that the track gets easier or that there is an exciting view just ahead that you “must not miss”.

It is important to take time out to do some stretching and exercise so that your body is able to cope with the demands of the track.

Keep an eye on the “big picture”. What was the initial plan? Why did I decide to do this? What do I believe and value? These questions constantly refocus me.

“ It is important to take time out from the business and pursue an interest outside your work.”


Managing and growing a business takes a huge amount of energy and can at times be completely exhausting – as of course can any work situation. Because the business belonged to me and because I felt that I needed to prove myself, I worked many long hours, particularly during the weekends, often at the expense of my health. It is important to take time out from the business and pursue an interest outside your work. I sometimes play very poor golf with Murray. This activity really helps me to take time out and enjoy the serenity of the world around as golf courses are often very beautiful places.

My daughter Katlyn who is a fitness and nutrition expert constantly reminds me of the need to maintain a healthy lifestyle and balance with plenty of exercise.

Reading many books, journals and articles, particularly about people who have successful businesses and who inspire, are critical to success.

	Prashnig, Barbara. The Power of Diversity. 3rd ed Network Continuum, 2008
	Branson, Richard. Business Stripped Bare. Virgin Books, 2008
	Jeffers, Susan. Feel the Fear and Do It Anyway. Arrow Books, 1991
	Misner, Ivan R and Morgan, Don. Masters of Networking. Bard Press, 2000
	Covey, Stephen R. The 7 Habits of Highly Effective People.lst ed Simon and Schuster 1990


Continuing to meet with other business owners who I believe are operating successful businesses is very important to me. They continue to give me new and fresh ideas and different approaches to operating the business.

Helping to establish the Women in Business Forums has helped me maintain motivation because it is an exciting venture that will support not only my own business but many other businesses across the region.

Lessons I learnt –

	Never lose sight of the big picture
	Read about people who inspire you and learn from them
	Meet with people who inspire you; that you aspire to
	Maintain a healthy lifestyle


How have you grown personally on your entrepreneurial journey?


Walking is a very physical activity and certainly an end result is a greater level of fitness, a level of fitness that enables you to keep on the journey. The track at times can be tough with many obstacles, but the fitter you are the easier it is to overcome the different obstacles that present themselves.

Establishing the business has certainly taken me into realms of business and enterprise that I had no idea about. I did not realise the time it would take to manage the business; the marketing aspects took me into the unknown. Managing my time to balance the business and life was a huge learning curve.

Learning that I would have to take on all aspects of the enterprise was very daunting. I was taken completely out of my comfort zone. I knew at the beginning that I had skills that I could use in the business, but I did not realise I how many more skills I would need along the track.

The realization that “Managing my time to balance the business and life was a huge learning curve.”I COULD manage all of those aspects enabled me to pursue new ventures, recognising that they may not all be successful.

Lessons I learnt –

	Recognise that we have more skills than we realise
	Believe in yourself – be prepared to back yourself and your abilities
	Be able to manage your time so that you can balance life and business


What does success mean to you and how does one achieve it?


Reaching the goal is certainly a measure of success on the track, but there are many other achievements on the way. Helping a walker who is in distress; taking photos that capture special moments; the mere fact that we have set out on the journey.

I established Keys To Success to help people in any way that I could to assist them achieve their true potential. I feel that I have done this by using processes and tools that have allowed individuals and organisations to make and determine their own decisions and change their own pathways. Success to me is when I see people who feel that their lives are now heading along their own path to success as the result of some of the work I did with them, either as an individual or in a group situation. Some of the comments I have received over the years from participants:

	She (Mary) has been extremely motivating and has pushed me to think about my own leadership and the skills I possess
	Very rarely do you meet in life a person who can be so much to such a big range of people
	Mary’s ability to engage successfully with all age groups and tailor her delivery(style) to match those present is outstanding


Success is also about being authentic. Authenticity is very important,

as it is about being genuine; being able to be myself; developing self-awareness and continually clarifying my values, preferences and skills.

In many cases I have used the Herrmann Brain Dominance Instrument (HBDI) www.herrmann.com.au, it is the worlds leading thinking style assessment tool. It identifies your preferred approach to emotional, analytical, structural and strategic thinking. It also provides individuals with a significantly increased level of personal understanding.

From this, individuals are able to improve their communication style and interrelationships with other people. Many have made comment about their new insights and how this has assisted them.

	The application of the HBDI technique has been extremely effectively implemented, to enable staff to understand themselves and others
	I believe that each one of us walked away with a greater appreciation and understanding of the impact we have on the people around us, both in a personal and professional capacity


By using the style diversity work of Emeritus Professor Barbara Prashnig www.pss-styles.com, educators with whom I have worked in Australia now have a far greater awareness of their own teaching style as well as a better understanding of their students’ natural learning preferences. Based on the results of the Learning Style Analysis (LSA instruments) they have been able to adapt their teaching to better meet the true learning needs of their students.
“I am surprised how well this works - no chaos, just better motivated students!”
I find that most teachers have a general understanding of learning styles - often just reduced to V-A-K (visual-auditory-kinesthetic), there is much more to the LSA model consisting of 48 elements which are divided into biological and learned or conditioned style features. Every human being has a certain number of preferences, non-preferences and flexibilities that combine to a very personal leaning style. These style features are responsible for learning success when they are matched but lead to school failure when mismatched by teachers who do not consider their importance, mainly because they seem unimportant, therefore generally overlooked. However, I have also found that it is at this micro level where personal learning takes place and teachers have truly helped their students become effective learners with lasting results. But this has only been made possible because they have an in-depth knowledge of their learning styles.

After completing learning styles training and practical applications in the classroom, teachers frequently comment to me:

	I have been given freedom and confidence.
	Teaching has become more enjoyable and I feel much less stressed.
	I am surprised how well this works - no chaos, just better motivated students!
	Now I know why my students react as they do. Wow!


Those comments reflect “success”.

Success for me has been that I dared to live my dream; that I did begin my own business; that it did not fail within the first three years; that I have grown personally as a result and am able to reach and achieve my capacity and use my capabilities; that in some small way I might inspire my own children as they witnessed the journey that I have embarked upon and that I may have helped people along the way achieve their dreams and aspirations.

Lessons I learnt -

Success for me is about:

	leaving a legacy
	making a difference
	connecting with people
	developing relationships
	being authentic


Has your business been impacted by external factors beyond your control e.g. drought or extreme weather, political agendas, global financial crisis? How has this affected the way you do business?


Walking the track always presents unexpected challenges. Challenges over which we have no control. The weather may suddenly change; there may be obstacles in the way (fallen trees, wash-aways); the signs may have fallen over; the track is steeper than you had planned for; the fog may come in. Many things happen that cause you to rethink the strategy.

The drought in NSW and Victoria has been extremely hard during the last 10 years. It has had major impact on many people and their way of life. Thankfully there are many organisations such as YWCA, Landcare, Centrecare, and Country Women’s Association that have been given Government funding to provide support to people in rural communities. I have been involved with a number of those organisations in a variety of ways. I have been asked to present workshops, particularly in the area of effective communication, which will help people understand each other more and therefore be able to deal more effectively with some of the stress that the drought has created.

Consequently I needed to change my strategy and either offer my services free of charge or at a greatly reduced rate.

If I can make any difference at all I am more than happy to do so. As my husband keeps reminding me, “remember what you are really on about - it’s about people”.

Government policy in NSW has seen major cutbacks in funding to many agencies. This has necessarily involved cutbacks to some of the workshops that I had been presenting. Once again I needed a change of focus for the types of workshops that I was presenting. I still work with these agencies but now offer programs that support people through changes in career or lifestyle.

Lessons I learnt along the way -

	Be prepared to change your strategy to meet the need at the time
	Research and know your market
	Recognise that you don’t have total control all the time
	Control the things that you can, particularly yourself

Who are your biggest supporters?

I always walk with my husband. Whilst walking the Milford track, I became quite unwell. Murray was either at the front pulling me along with a walking pole or at the back pushing me and encouraging me.

When walking one of the high peaks in Scotland we found ourselves shrouded by fog. It had come in very quickly and made the track impossible to follow as visibility was less than one metre. Thankfully we were with very experienced walkers who had a portable GPS system that was able to guide us through the fog.
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Mary with her husband Murray Paterson hiking in Europe



In the business I have always had people who have supported and encouraged me along the way. They are my family; my children, my husband and my mother and brother. They have always been there to pull or push me through the times not only when I felt that it was all becoming a little overwhelming, but also when there were lots of celebrations for successes.

Participants in courses that I have presented have become close friends and they continue to encourage and support new ventures that I pursue. Their supportive (and sometimes not so supportive) comments continue to allow me to reflect on the work that I do and that I continually improve. I would hate to become complacent and take people for granted.

Lessons I learnt –

	Don’t think that you can do it on your own
	Have extra support that you can call on when the “fog becomes too thick to see through”
	Never become complacent and think you are more important than others

Do you have a favorite quote or saying that inspires you?

There are many quotes that inspire me. I have listed a few below.

	“Circumstances and opportunities change. The world changes, come to that. The only constant change is change itself.” Richard Branson
	“Do not confine your children to your own learning. For they have been born in another time.” Hebrew Proverb
	“What lies behind us and what lies before us are tiny matters compared to what lies within us.” Oliver Wendell Holmes
	“There is nothing more unequal than the equal treatment of unequals.” Dr Rita Dunn
	“A mind once stretched by a new idea can never go back to its original dimension.” Oliver W Holmes
	“He who knows much about others may be learned, but he who understands himself is more intelligent.” Lao-tsu,” 604 - 531BC
	“He who controls others may be powerful, but he who masters himself is mightier still. Lao-tsu,” 604 - 531BC
	Walking is man’s best medicine. Hippocrates, c.460 - 377BC Greek physician


I think these quotes speak for themselves. They inspire me to reflect and renew and to remain on the track that I have set out on to achieve success.

“What lies behind us and what lies before us are tiny matters compared to what lies within us.”
Oliver Wendell Holmes

What advantages do you see for regional businesses?


Walking any track enables the walker to see many aspects not previously experienced; beautiful views; side tracks that you did not know were there; other walkers on the track; sounds of birds; sounds of the bush. In Europe we were constantly amazed by the number of elderly people walking the track. There are just so many advantages and opportunities we find when walking these tracks. The walking itself also creates an environment for thinking and learning.

Since operating my business, which is based in regional Australia, I am constantly reminded of the breadth of talent, knowledge, experience and capabilities of business people in regional areas, such as:

	Farmers who operate and manage multi-million dollar businesses
	Large companies that service all of Australia and are regionally based
	Small businesses that either operate from a home base or from a shop front
	Training businesses like mine that travel all around Australia and internationally


When I initially began the business I was constantly confronted by business owners who called in the “expert “from the metropolitan area to train their staff. This proved to be quite a challenge, as I believed that we in regional areas have the knowledge and expertise to carry out that training. We certainly understand the culture and the thinking of regional people and the issues confronting them as they manage their businesses.

Of course there are exceptions to that rule particularly related to specific industry training.

Regional Australia is a huge untapped source for business and opportunity. There are so many areas that have not been exposed to outstanding “Regional Australia is a huge untapped source for business and opportunity ”.training or business activities.

People in these areas would like the same benefits and access to business as their metropolitan counterparts have, but at the same time recognise the advantage of operating from a regional base.

I have found that I have become known more quickly within the region than had I been operating from a large metropolitan area as there is far less competition for the work that I do.

The improvements in technology with resultant reduced costs have increased the viability and comparative advantage of regional businesses.

Maintaining a satisfying lifestyle; fewer overhead business costs; greater networking opportunities; becoming known more easily are some of the great advantages.

When I first established Keys To Success, I was asked by many people when I would be moving to Sydney. There was certainly the perception that I needed to be in Sydney to “capture the market”. That idea was never in my plan.

Lessons I learnt –

	Regional business operators have exceptional capabilities, knowledge and understanding of regional, national and international markets
	Regional businesses can have lower operating expenses than those in metropolitan areas
	Lifestyle in regional Australia is far more relaxed and there are greater opportunities for networking and getting to know the client
	There are untapped areas for business opportunities


What systems have you used to automate your business to give you more time for business planning and development?

I know that I am no expert when it comes to walking the track. I am able to do the walking but understanding the maps and the total planning of the walk is really not my strength. I will prepare myself physically for the walk but will rely on others to support me in the process.

When I first established Keys to Success, I had to be involved in all aspects of the business. The management of the books, the diary, the phone calls, the marketing, the preparation, meeting people and so on!

Some aspects I did extremely well, some aspects I did not do very well.

It really was a matter of recognising what I could do and eventually being able to employ another person to do the tasks that were not my strengths.


“Use your strengths to grow and develop the business where you know you can be successful.”


I found this to be a very wise move in the end as I could concentrate on preparing and presenting courses and workshops and the business manager could manage all of the aspects of the business that I found quite challenging and particularly uninteresting.

As the business grew, so did the technology systems we put into place. We constantly upgrade systems and equipment so that we are able to be as effective as possible.

Lessons I learnt –

	Use your strengths to grow and develop the business where you know you can be successful
	Use the strengths of others to grow and develop the business where you would not be as successful
	Ensure that the technology you have in place matches the demands of the business


What plans do you have now to expand your business further?


There are many unexplored tracks around Australia that we have not yet walked. European tracks are also beckoning. There are many maps, books and people we can learn from to determine which will be the best tracks that suit us.

I am not so sure about expansion, but I know I want to explore new opportunities. I am constantly on the lookout for new ideas and ways of doing things differently and have a few ideas that I have begun to pursue and others that are waiting in the wings.

Recently I met with Bruce Buchanan of the Business Enterprise Centre in Orange. My concern was that women in regional NSW do not have access to levels of support that they deserve and require to be the best they can be. The drought in southern Australia has affected many businesses and this has impacted on the morale of the business owners and communities, not to mention loss of income.
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Consequently we held a Regional Women in Business Forum in March 2009. Women from many centres around the central west of NSW attended the day. It was an opportunity for women to network, to promote their business and to learn from each other. Kerri Pottharst, the 2000 Olympic Volleyball Gold medalist, was an amazing motivational speaker.

From this initial Forum I am now leading a team of women with the Business Enterprise Centre that will organise mini-forums in many centres around the central west of NSW.

This idea has been met with great enthusiasm from women in regional NSW and I believe that it will grow and expand to other areas.



Final thinking

I would like to ensure that Keys to Success is the best business it can be.

I will continue to focus on programs that I know I can do well and grow and develop new programs; continue to look for opportunities that will grow the dream.

I still don’t have it right – maybe I never will, but I am certainly enjoying the walk along the track. Continually improving myself and constantly reflecting and learning is critical to my success and the success of the business.

Walking is man’s best medicine.
Hippocrates, c.460 - 377BC Greek physician

My track to success

	Find your mountain to climb. Work out what you are good at
	Be realistic about the mountain. There is no point trying to climb the Andes when your mountain is really Everest
	Determine how you will climb the mountain. Develop a plan
	Always have a back up plan – you may need to take another route
	Make sure you have the right equipment – continually reflect and learn
	Work out your success criteria and celebrate at points along the way
	Take supporters with you on the track – they will share your load
	Always seek advice about direction – make sure you are going the right way
	Be inspired by other walkers – they will take you in directions that you had not even thought of
	Never stop believing that you can reach the top
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?





	[image: image]	A GIFT FOR YOU


Mary Brell has kindly offered a BONUS GIFT Valued at $30 to all readers of this book…

10 Keys to Your Success.

In this audio presentation Mary will share with you her 10 keys to success that will inspire and motivate you to achieve your potential.

Simply visit the website below and follow the directions to download this insightful audio presentation to your PC or Notebook.
www.LiftingTheLid.com/quiet/achievers




CHAPTER 6

Mixing Business
With Style


	“I was so incredibly enthusiastic about what I could do that I just made it happen.”
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Jacqui Greig
style magazine, Forbes, New South Wales
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Jacqui Greig

Jacqui Greig was born in 1981 in Condobolin NSW, to parents Cary and Lorraine L’Estrange. Jacqui spent her early years growing up on the family property “Lara” before Cary and Lorraine sold the property–complete with bumper crop – and purchased the local newsagency.

Jacqui’s schooling took her to Bathurst in 1996 where she was a boarder at All Saints’ College for four years. This experience was a formative one for Jacqui, who relished the opportunity to grow academically and socially. She finished her years at All Saints’ as house captain and prefect.

Jacqui took 12 months off between high school and university and spent a gap year in Somerset, England, where she taught physical education in a co-educational secondary school and assisted in a boarding house. Her year in the UK provided many travel prospects and gave Jacqui an understanding of her own resilience and an appreciation for the wider world.

Returning home, Jacqui completed a Bachelor of Communications majoring in Print Journalism at Charles Sturt University in Bathurst, universally recognised as the top communication course in the State.

Jacqui’s first career job after finishing university was as Editorial Associate at Luxury Travel Magazine in Sydney and from here she took a position as Deputy Editor at Instyle magazine.

Jacqui’s next move – starting her own magazine - was due to a desire to move back to Central NSW to her husband’s property in Tottenham.

This meant that Jacqui had to consider her future career as a journalist in a town of 300 people with no newspaper.

Hence the concept of style magazine came about. Jacqui’s vision was to create a vehicle for women in regional areas – to showcase their lifestyles and experiences, creating an essential lifestyle guide –a magazine to celebrate real women, and one they would have ownership of.

Jacqui now resides in Forbes with her husband, and firmly believes that style magazine provides a valuable service to the region, not only by keeping people informed and entertained, but also by providing them with pride in their communities.


When did you decide to go out and start style magazine?

Out of the blue, my then-partner, now husband, and I decided to move from Sydney back to country NSW. I can remember the exact moment it happened. We were living in Woollahra and driving to Bondi Junction in my husband’s old, beat-up and horrifically loud WB ute (we’d pull up at traffic lights and pedestrians would be too afraid to cross in front of us), when his father called. We pulled over, and his father explained that they were considering purchasing more property to expand their farming enterprise in Tottenham, and would we like to move back to Tottenham to help run it? Now, my husband has an older brother who was already involved in the farm, and had never really considered it was an option for him. He turned to me and said, “do you want to live in Tottenham?” And there it was, the rest of our lives stretching in front of us!

From there, style magazine was an organically grown concept that quickly took over my life! With the decision to move to Tottenham within 12 months, I had to seriously consider what my job prospects were in a town of 300 people in the very middle of NSW. I have frequently said since; as I was neither a teacher nor a nurse, and with tractor driving skills as dubious as my cooking ones, I had to think outside the square.

I used to regularly meet two girlfriends at Max Brenner in Paddington of a weekend and over two or three weeks I nutted out the idea of producing my own magazine with a twelve-month timeframe for getting things up and running. The next weekend I saw the girls I announced I had quit my job and was going to get this project underway immediately. They almost choked on their hot chocolate.

I recognised a need in rural and regional NSW for a quality publication that focused on the achievements and experiences of real women.”


Once I started to visualise what this magazine could be, how it could represent the fabulousness of the country lifestyle, giving women pride in their communities and reinvigorating spirits and passions, I couldn’t not get started straight away.

I recognised a need in rural and regional NSW for a quality publication that focused on the achievements and experiences of real women, one that emulated the look and feel of the national glossies but which my readers would have ownership of. My aim has always been to highlight the people, businesses and events that make country NSW such an amazing place to live and be involved with. To renew our focus on community issues and share and learn from the resilient, adaptive, motivated and dedicated women who populate the bush.

When did you and your family first realise you had an entrepreneurial flair?

I’ve always been very creative. My Ma put together a ‘craft box’ for me when I was five and I used to make animals out of toilet paper rolls and then sell them to my parents. When I left uni and was working for a pittance on my first ‘real’ job in Sydney I made jewellery, which I sold via party plan and through my mother’s retail business.

I recognised a need in rural and regional NSW for a quality publication that focused on the achievements and experiences of real women.”


I don’t know that I’ve ever had a conscious decision to be entrepreneurial, I had more attitude than experience – I was so incredibly enthusiastic about what I could do that I just made it happen.

It is also the background I came from. My parents are self-employed, which I saw gave them great satisfaction, and my older brother has created an enormously successful construction business in Sydney. I’ve always known that if you apply yourself you’ll get results. As they say, ‘it’s 10% inspiration and 90% perspiration’.

What makes your business unique?

style magazine is the only glossy women’s lifestyle magazine specifically aimed at, and about, the women of country NSW. What I think really makes the business stand apart is that we strive for the quality of a national glossy magazine, but all of our editorial content is about locals; real women living real lives with real stories. I would like to think that style magazine is a true reflection of our country lifestyle and showcases this to other regions.

Probably another thing that makes this business different is that it is a magazine owned and published by one person, which is not the norm in country NSW where Rural Press owns the majority of newspapers.

What experience did you have prior to starting style magazine?

Not enough! People will often say that if they knew what a project involved before they started, they never would have. I can certainly empathise with that sentiment. I hadn’t completed my Bachelor of Communications majoring in Print Journalism at Charles Sturt University in Bathurst before I took my first full-time journalism job. As part of my course requirement I had undertaken internship placements, and my last was with Luxury Travel Magazine in Sydney. When they offered me a job as Editorial Assistant (on $25,000 a year) I cannot tell you how thrilled I was. I was going to work on a glossy magazine and travel! I completed my last semester of uni via distance and moved in with a girlfriend in Leichardt - ready to take on the publishing world!

Luxury Travel Magazine was published by a small publishing company called Gadfly Media and the team producing this quarterly magazine was incredibly small (not that I knew any better). There was our Editor-in-Chief, Editor, myself, a uni-student who came in part-time to process subscriptions, two sales managers plus a production manager and graphic designer who were shared within the company’s titles. This was actually an ideal start to a journalism career; an environment with limited resources, which pushed me to show initiative and account for my actions from day one. I should mention here that throughout all of my university holidays I worked on the local newspaper in Condobolin which was invaluable and the smartest thing I could have done. Most of my uni friends looked down on the idea of working on a small town newspaper – they had aspirations of writing editorials for The Sydney Morning Herald’s Good Weekend magazine – and didn’t realise that to get to The Sydney Morning Herald you needed a starting block and small town newspapers are amazing for this. You literally get to do it all; source and research the story, write it, photograph it, and then design it on the page.

However, it was this same small team, which prompted my move from Luxury Travel Magazine after 18 months. There was nowhere “In my university holidays I worked on the local newspaper in Condobolin which was invaluable.”for me to move within the magazine structure – I had been promoted to Editorial Associate (and was thankfully earning more money!) but my actual job description hadn’t evolved a great deal. I took a job with The Intermedia Group as Deputy Editor of Instyle – a trade hairdressing magazine. Now, I have to admit that taking this position had more to do with the job title and the associated free products than any journalistic ambition. There is, after all, only so much you can write about hair products.

What has been one of the biggest challenges you have had to face in creating style magazine, and how did you overcome it?

The first challenge I came across was trying to access support from government bodies. There seemed to be a lot of grants available, but none that covered my industry, or were only available to Indigenous people or those who were unemployed. As I looked to quit my full-time job and start up on my own I looked into the New Enterprise Incentive Scheme. I had to attend an interview that required me to have funding confirmed, and in order to have funding confirmed I had put together a concrete business plan. However because my business plan was too developed, I wasn’t eligible for the program. Also, to be supported by the scheme I had to be registered for Centrelink’s Newstart Allowance, but because I had voluntarily left my job, they said I did not have a “reasonable excuse for my actions” and had “committed what is known as a serious failure”. Kind of funny to look back on now, but for someone starting out in a new business on shaky legs, that was pretty hard to swallow. (Maybe they just need to rethink how they phrase their letters?). I still wouldn’t know where to recommend someone wanting to start their own business to go to for support of this nature. At some stage the government was running a Small Business Field Officer and Home-Based Business Program which was not at all helpful; it consisted of monthly meetings which primarily featured Centrelink or rural mental health advocates who would detail how governments benefits could assist farmers, not small business owners.

When I started out, because the concept of a regionally based glossy magazine was new, I found it very difficult for advertisers – the lifeblood of any publication - to believe in the product. Instead, I had to get them to believe in me, and I would prove the product!

One of my first lessons was to develop a thick skin and a sense of grace. style magazine isn’t for everyone, and I had to learn to not take it personally when a business didn’t want to even talk to me, let alone advertise with me. For a while there I had a real taste of what Indian call centre employees have to endure! The sense of grace is something I find I have to constantly work on; it’s about accepting that some people don’t have the same values or objectives as you do, and moving on when people let you down instead of dwelling on it.

For the first 18 months of the business I had a perpetually sore jaw from grinding teeth in my sleep – stress followed me even into my dreams.
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However I can see this sleeplessness paying off, the market recognition of the magazine has been phenomenal. I can go almost anywhere within my distribution area and if I am introduced as Jacqui Greig people will immediately associate me with the magazine, and then tell me how much they love the magazine!

By re-launching the magazine as a seasonal quarterly in May 2009 I have expanded on the editorial content and the magazine is now almost double the size it was. We have not only increased the number of pages, but the quality of the paper as well.

Perhaps the biggest challenge has had nothing to do with the magazine and everything to do with my lack of business skills. To be honest I still haven’t got a handle on the financials, which is my new goal. My accountant finds it endlessly amusing that I have managed to stay afloat for so long without working from a cash flow projection. And he has a point. I know that to be successful in business you need to understand your financial position, so I’m working hard to change this. My mother, who is also my bookkeeper, is also keen to change this!

I have recently started to work with a business coach – the amazing Karen Saunders from 10x in Dubbo–and we’re working on management systems, budgets and project plans. There’s so much I don’t know and need to!

What year did the business first start to make a profit?

The very first issue of the magazine was 48 pages, had 16 advertisers and ran at an enormous loss! I knew I needed to introduce the concept of the magazine on absolutely no marketing budget, so I made the decision to give away the first copy via newsagents. So we loaded up a ute and drove around country NSW delivering the magazine to newsagents; introducing myself, the magazine and generally making the foundations of the network I base my distribution on now. I also did a contra-deal with a winery, giving them an ad in the magazine and they gave me several cases of wine to give to the newsagents – never underestimate the power of receiving something for free!

“While I did start to make a profit in the second year of business, it wasn’t until well into the third year that my bank balance started to look healthy.”


So obviously the next 12 months I was making up the printing cost of that first issue while attempting to cover each issue’s print bill with advertising dollars – not the easiest task in the middle of a drought when businesses were forced to watch every dollar they spent.

Fast forward three years and the average magazine has 140 pages and 170 advertisers. In 2008, style magazine sales figures were up 17.7% and while that might not sound like much, when you consider many national glossies are losing readers - Australian Women’s Weekly was down 13.8% and Cleo was down 16.9% - it doesn’t sound too bad!

While I did start to make a (small!) profit in the second year of business, it wasn’t until well into the third year that my bank balance started to look healthy. The primary reason for this was my decision to restructure the magazine from a bi-monthly to a quarterly. There were many pros and cons for this move, but not being a terribly analytical person by nature, I largely made the decision by ‘gut’ and couldn’t be happier with the end result. I have decreased my deadline pressures from six to four a year (which also means a decrease in printing costs) and the magazine has jumped in pages and advertisers to become a much more substantial publication.

What recommendations would you make to someone else who wants to learn how to better market their business?

Businesses need to realise that every single thing they do represents their business. From developing a relevant logo to using that logo consistently on business cards, invoices and advertising. Marketing a business isn’t just about the dollars you spend on advertising; it encompasses every action you take to represent the business. I have always made an effort and spent the dollars to ensure every single thing I do is branded the ‘style’ way. My media kits are attractive, informative and printed to the highest quality, my website is a direct and consistent reflection of the magazine, my logo appears on everything I do. One of the most challenging issues with many smaller businesses who advertise in style magazine is that they don’t appreciate the concept of branding. They see style magazine and want their business in it and are happy to spend upwards of $400 on an ad, but then shirk at spending an additional $50 to have their ad professionally designed. Dianna Kearney is an amazingly talented graphic designer in Blayney who puts together the majority of the ads in style magazine, and she has really brought home to me the concept that good design is a wise investment in the future of your business. If you have professionally designed material with a strong message, a potential customer will be more likely to call you than someone who is less professionally presented. The success of your marketing efforts may be affected if your visual identity and promotional material does not convey the right message. Dianna stresses that logo designs don’t need not be complex or difficult to create in order for them to work. In fact some of the most effective logos around are really simple … think of Australia Post, the Commonwealth Bank or Jetstar. She also advises businesses to invest in good quality photographs of their businesses premises and products. After all; a picture is worth a thousand words!

As a successful regional-based business owner, what is the most common question you are asked and what is your answer?

Most people are curious as to how I operate the business from a home office, and I’ll admit that it wasn’t easy to go from working in an office environment with many people to keep me stimulated and who I could bounce ideas off, to working alone at home. It wasn’t motivation I lacked - I knew I could succeed and was determined to do so - but I really missed having people to talk to!

However, as the business has evolved and my network has expanded I don’t feel alone at all. I have my fabulous team who are accessible via phone or email and I am regularly travelling all over the countryside meeting people and attending events. In addition, so many people now know about the magazine that I receive literally hundreds of emails a month informing me of what is happening in the region.

I think the key to successfully working at home is to have an office that functions solely as your work space, which you can separate from the rest of the house (no sharing with ironing boards or spare beds) and you need to have a mindset that considers this a professional space. I find I get more work done if start my day dressed and ready, as though I really were travelling into a work place. Set regular hours and stick to them; try not to hang laundry out in between replying to emails. Some who read this will laugh, as when I’m on deadline my work hours are anything but regular, but I have aspirations of one day working an eight-hour day! I found early on that starting late and thinking you could make up those hours at a later date was a recipe for disaster. I was forever behind schedule. Working from home does require self-discipline and you need to structure yourself carefully – it can be hard to separate home and work. This is particularly hard for me as deadline for each issue approaches. And while it offers me autonomy and comfort, I also have to be creative in certain situations, for example I try not to meet people in a professional capacity at home. Instead I invite people to meet me at a cafe (an added bonus is that the coffee is always better!).

I’m hoping that later in life when we start a family, working from home will be a great solution to the career/family conundrum - although it’s always going to be a balancing act!

What are your top tips for reaching greater levels of success?

I think the saying is ‘no man is an island’, and I think that is no more relevant than it is in business. In order to succeed you need to be willing to reach out and bring people on board, and interact with those in the community or your industry. You may have fabulous ideas but if you establish relationships and networks it will make bringing this idea to fruition so much easier.

For example, there is no way I could put a magazine together by myself. Yes, to begin with it was largely all my own doing, but in order for the magazine to grow I had to trust others with my vision and share it with them.

I often pay tribute to my parents who had enough faith in my vision to go “When you realise you’ve made a mistake, take immediate steps to correct it.”guarantor on my bank loan, my in-laws who are my personal cheer squad, my uncomplaining (mostly!) husband, my girlfriends Sarah and Polly (the two who choked on their hot chocolates), and my fabulous sales managers who ensure the magazine stays afloat (no advertising = no magazine). But I have new additions to the team, who are making an amazing contributions, my three Regional Editors who have joined the style ranks; Jennifer Birchall from Wellington, Julia Andrews from Canowindra and Freda Nicholls from Gundagai. These three women are motivated and inspirational in their own right, and each has been a staunch advocate of the magazine for a long time now. I don’t often use the word ‘delighted’, but I’m pretty delighted to be working with these women!

Something else I have learned the hard way is that when you realise you’ve made a mistake, take immediate steps to correct it. It’s easy, when on deadline and under pressure, to make mistakes or overlook things, and then just as easy to be completely devastated when you realise – no matter how small or insignificant the mistake may be. Even if you’re the only person who knows about the mistake, you’ll feel better if you do something about it.

A recent example of a pretty major mistake I made was to miscalculate the print time of the magazine at a new printer (my fault, not theirs!), which meant the delivery date was a few days behind what I had expected. In itself this wouldn’t have been disastrous – it just meant that newsagents received the magazine a few days later than expected – but I had to quickly reschedule television advertising to commence on the new release and, much more tricky, I had a magazine launch in the West Wyalong newsagency… with no magazine! Obviously I couldn’t correct this mistake, but I could print half price vouchers for West Wyalong customers. The lesson I learned from this was that we are all human and thus susceptible to making mistakes, and it is human nature to understand and forgive. The 100 or-so women present at the launch in West Wyalong were incredibly gracious and when the magazine did reach them they bought 137 copies in one day!

I’ve also learned the hard way that the earlier you put procedures and systems in place the easier your business will run. They say that if you have to do it more than once, then it should have its own procedure. While it does take time to put this into place, the amount of time it will save you in the long run is phenomenal, and it also makes it easier for you to delegate the job because it isn’t a haphazard system that exists only in your head.

Don’t choose a business name until you know you can trademark it. Because the word ‘style’ is so universal and many businesses use it in some manner in their business name, I found it impossible to trademark. Having said that, I still believe it - along with my tagline of “The essential lifestyle guide for women in country NSW” - perfectly encapsulates what the publication achieves. style magazine proves that living in regional, rural and remote NSW doesn’t mean you can’t live a fulfilling, involved and exciting life. Style as a word envelops the entire editorial covered in the magazine, from social events and local people, to business and travel, food and wine, homes and gardens and fashion and beauty.

And finally, stay abreast of technology. For example, I used to back up each issue by burning them onto discs – which was time consuming and then space consuming – my office was becoming overrun with discs. I now back up everything onto an external hard drive. Now, I’m not saying the external hard drive technology wasn’t available to me earlier, I just didn’t know about it. So make sure that you keep an eye out for any technology that will help you do your job better. Another helpful tip that is worth passing on is a fabulous website called www. yousendit.com - it enables you to email files of enormous size quickly and easily - which has been super handy for me.

“Stay abreast of technology.”

What do you believe was your biggest sacrifice in getting the business off the ground?

Time. Time with my husband, time with family and friends and time sleeping. Time is something you can’t ever get back and you better make sure you’re doing something worthwhile with it. It’s not until you’re on deadline and working through the day and night that you realise 24 hours in one day sometimes just isn’t enough.

How would you describe your management style?

This is interesting because I’ve only recently taken a personality profile; it says that I am an effective communicator. I prefer to use a personable, persuasive approach to others, and while I have a degree of assertiveness, I have an adaptable and flexible approach.

The cornerstone of my management technique is personal influence. I prefer to build relationships with those in my team, to persuade rather than enforce. This means that I don’t tend to have a formal and structured management style, and because it corresponds with the nature of the organisation as a whole, this approach results in a positive working environment.

It’s important to value the people – and their personality differences – on your team. Each can offer different qualities and skills, and you need to know the best way to work with each of them to bring out their best.

How has drought affected your business?

Most of my distribution area for the magazine had been drought declared for several years prior to my starting the business, and this has been the status quo since. So for me, drought has been a constant factor in my business environment and I don’t think it has negatively affected me. Obviously growth may have been quicker in a more certain economic time, but I’ve never known differently.

[image: image5]

Some aspects of the business are certainly made more difficult by the drought; the two primary ones being that many businesses have a reduced marketing budget and hence a less inclined to advertise. This has just meant I’ve had to be more creative with my approach. Fortunately, style magazine is a completely different advertising medium than had previously been available in my distribution area and advertisers can see the possibilities and advantages in using it. I have always ensured that my advertising rates are comparable and we have an emphasis on personal and individual attention and offer attractive packages, which include complementary, high quality editorial. People are still spending money, although maybe not as much as they were previously – everyone is watching their pennies – but nevertheless they haven’t stopped spending completely. And the smart businesses have realised this and know that advertising in tough times is probably better than in good times, because if their competitors aren’t advertising then they start to dominate the market. Country businesses are just as savvy with their marketing as city businesses – perhaps more so because they have less to work with and have to be creative.

Another affect of the drought has been a noticeable delay in my cash cycle, which is a vicious cycle! Some of my advertisers have been paid late by their customers and consequently pay me late – and I hate to be late in paying my bills. It is something I struggle with, because chasing money isn’t an easy task. Having said that, most of my advertisers are small businesses themselves and realise how debilitating a slow cash cycle can be and are conscious of being prompt with their payments. To combat the slow ones, I’ve implemented a set procedure to follow to manage and collect debts, which does make the job easier.

What benefits have you discovered in regional NSW?

I think something that most people don’t realise, or take for granted, is that you can get almost everything you need out here. Obviously the exception to this is the severe lack of health and medical services available to rural areas, but you’ll find the retail sector has pretty much everything you could need to run a business. Local businesses only exist with the support of local people – and the business owners know this and will go to great lengths to get you what you need. Small businesses out here pride themselves on being able to supply you. And what you can’t get, chances are you can order online and have delivered!

For me personally, I’ve received amazing support from regional NSW; I doubt my profile would be what it is in a larger centre because it would be much harder to get my message out.

I can’t stress enough how supportive and community-minded rural people are; whether it’s banding together to fight to ensure they keep their ambulance service, or raising $50,000 to purchase a theatre bed for the local hospital - they care about their communities.

What advantages do you see for regional business?

There has been a shift recently towards a more ‘home grown’ approach to life. Consumers want to know where their food is coming from, and what it is packaged in. There has been a revival of arts and crafts, farmers’ markets and the Slow Food movement is gaining momentum. More and more people are becoming eco-conscious; planting their own vegetable garden, entertaining at home and purchasing locally.

“The 100 mile Diet is about supporting local communities and economies, reinvigorating agriculture and the family farm, and reconnecting with the earth and seasons.”


There are people – called locavores – who only eat food produced within a 160-kilometre radius to help the environment, and because it tastes so good! And when you consider that many of the foods in your local supermarket are more travelled than Getaway’s Catriona Rowntree, you can see how what seems to be small changes can in fact make a great impact on the overall carbon footprint.

For example, early in 2009 the community of Canowindra held a 100 Mile Dinner – where they served food and wine from within a 160-kilometer radius, which was a huge success. Like the international Slow Food Movement, the 100 Mile Diet is concerned with the concept of ‘food miles’ – how far food has travelled from paddock to plate and the energy or carbon footprint this creates. The 100 mile Diet is about supporting local communities and economies, reinvigorating agriculture and the family farm, and reconnecting with the earth and seasons.

This is where I see the potential for growth in regional businesses – which have access to fabulous local products and produce (you won’t find locally-grown olives in the middle of Sydney). Savvy restaurants have wine lists stocked from local vineyards and I was recently speaking with Simonn Hawke from Lolli Redini restaurant in Orange and she’d just incorporated duck egg into that day’s menu because a neighbour from down the road had dropped some in.

With many cutting down on the expense of an overseas holiday, the country is becoming a more popular destination choice and every issue of style magazine is showcasing the amazing things women and businesses are offering, quite literally from their own backyard.

Regional businesses need to embrace their differences from city-based business; their advantage is local knowledge, personalised service and an innate friendliness, which is much of the time lacking in bigger centers.

Who are your biggest supporters?

The women who read style magazine – they are my biggest advocates. style magazine is inclusive of all ages and backgrounds. The style woman is just as concerned about the government’s actions on paid maternity leave and the latest in grain trading, as she is in the new-season Sabatini frock available at her local boutique. And she loves the relevancy and intimacy of style magazine as a regional forum.
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Jacqui with Gabrielle Miller at the Bedgerabong Picnic Races


I receive many fabulous emails and letters from my readers; Jen Quirk-Moss from Forbes sent me an email saying; “I was given a copy of your magazine and love it, love it, love it! Finally something that feels relevant”. Sally Rowley from Parkes sent one saying, “great layout and excellent stories about real people we can relate to… even my husband sat down and read it!” Kym Ryan from Narromine says, “the stories are interesting, the overall content is fun and intelligent and the advertisements are relevant to our area”.

This kind of feedback really reaffirms for me why I’m doing what I’m doing, and makes it that much easier to keep on keeping on!
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?






CHAPTER 7

Yes You Can


	“There’s no such thing as can’t”
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ROGER FLETCHER
Fletcher International Exports Pty Ltd, Dubbo, New South Wales
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Roger Fletcher

Roger Fletcher is a self-made success story. From droving sheep in 1967, he is now the owner and proprietor of one of the most successful abattoirs in New South Wales, Fletcher International Exports Pty Ltd at Dubbo and Fletcher International WA near Albany in Western Australia. This now making Fletcher International Exports the largest sheep meat processors in Australia.

Roger’s droving days came to an end in 1972 when he started using the council and government owned abattoirs throughout NSW and QLD – especially Moree – and then branching out to lease the boning rooms at Mudgee and Gunnedah abattoirs. In 1988, the Greenfield site of the Dubbo abattoir was commissioned, and has since been expanded to become one of the world’s leading sheep meat processing plants. In 1990, the fellmongery commenced operations and 1995 saw the start of the wool scouring and topmaking plant. The company processes its own wool and significant quantities of shorn wool into tops, which are sold across the world to be made into yarn.

In 1998, the company expanded into Western Australia with yet another Greenfield site being developed at Narrikup (near Albany). Like the Dubbo plant, Narrikup is fully integrated, processing all parts of the animal, with wool being sent to Dubbo for processing. The Western Australian plant also includes pelt-pickling facilities and a fellmongery.

The company’s main production is sheep meat, wooltops and various by-products, which are exported to more than 95 countries. Fletcher International – both plants - has the capacity to process up to 90,000 sheep per week, and employs over 1300 employees in total.

Roger is currently a member of the following committees:

	Chairman of the Australian Processors Council (National and NSW State Export Lamb, Sheep and Goat Industries Council)
	Board member of the Australian Meat Industry Council
	Vice Chairman of the Australian Wool Innovation


Locally, Roger is also a patron of Westhaven Industries, the driving force behind the Get Real Program, and a board member of the Australian Technical College – Central Western NSW.

Roger is married to Gail, has three children, Pamela, Melissa and Farron, and lots of grandchildren.


What do you think is different between the people who achieve and those who don’t?

One of the most successful things I’ve done is to ask questions. Don’t be afraid or embarrassed to ask questions. Focus on the real things rather than the theory, like do simple mathematics … and try and solve problems.

I do think there’s a problem out there today and it’s not the young people’s fault but as soon as there’s something wrong, they get on the mobile, “Come and help me, Mum, Dad.” And it starts at a young age. We didn’t have that legacy which was good.

From an early age, you had to make decisions for yourself; can you tell us about that?

I had to think and work it out. Going as a drover for a few years we had no phones. You couldn’t run for help and whatever went wrong, you had to fix it. Whether it was the old truck breaking down or the sheep getting sick, or it was going to rain or not rain, well you were the weather forecaster because it was going to affect you. You got pretty good at it. Then you found out that you’re in an agronomist because you looked at the country and said – the sheep will settle there or the cattle will settle down there, or they’re not going to walk there. I’d see that they’d get grass seed in them in some places so we’d dodge that country. And that was it. I just had to work it out myself.

So, when people are so busy these days, how can people take that kind of time out to think and get clarity to make the best decisions?

Oh, I think we’ve all got time to think. I mean you can think when you’re on a plane or driving a car and probably the best time to do thinking is when you’re driving. I can wake up through the middle of the night and I got great ideas, the things I couldn’t solve through the day.

"And that was it. I just had to work it out myself.”


I think the other thing is live within your means. I mean if you don’t make money, you can’t keep borrowing. And you can’t have something you can’t have. I’ve seen it with people where they say, “We just need this…”. But you can make do with what you have.

Did you always want to be in your own business? Did you ever think about having a job?

Well, I only ever worked for another person for five days.

I worked on the family farm for a little bit but then I virtually did my own thing. And I never had the security of a wage coming in. A lot of people see that as security and I suppose it is but I never had that.

How would you describe your business and in a snapshot?

I’m a farmer. We make commodities together. We process commodities. We find the customer that wants the commodity that we’re producing. We don’t go out and get a customer and then try and get a product for him. We already have the products and we keep breaking down the products and then we find the customer to suit that product.

I’ve been working in abattoirs since 1972, and we’re still adding products. We keep developing them as we find a new market for them or a new customer.

How do you go about finding new customers?

Well, it’s a good question. We started small and then we saw what someone was doing with our product and we said, we can do that better and we can split it again and improve it and we just kept working down that line.

The best promotion of customers is our other customers. They are our best advertisement and I’ve always kept one brand, one name and we maintain that name no matter what. Even if something goes wrong, we can’t just go and change the brand. I believe that’s the wrong thing to do. People do that. I won’t. I believe we’ve got to live by our brand, grow by our brand. Naturally, when you get a lot of people working for you, things don’t always go right, but you still have to work with your brand.

Would you have any advice for people who want to break into the export market?

The best advice is don’t go to the hard markets first. Go to the secure, simple markets with probably less money in them.

A lot of people said to us about five or ten years ago that if I could get into India or China, this is a place we should be going. Well if you know nothing about it, you’re better off going to the old standard markets like Japan, America, England, Germany where you are safe and in safe hands. If you go into emerging markets you want to be skilled.

I think we have to realise that the world is bigger than Australia. And when we deal with people in other countries, you get off the plane and you say I’m in China, I’m Chinese. Think about their culture and how they trade. We need to get out and find a customer who wants a product we have. I don’t find a customer and then try to find the products for them. I have a product and I need to find a home for it.

What can people do to stay on track when they have major challenges?

Well, naturally, you do have some failures. Just don’t give up. We’re not going to win every one. So, you must be able to get off the ground and go again. You learn by your mistakes. The main thing I always believe is I accept everyone making a mistake as long as you don’t do it again. And it’s very cheap to learn from someone else making a mistake – if you can learn from someone else’s mistake then that’s better.

Unfortunately, we do learn most things from making mistakes.

What is your response when people say, “you can’t do that”?

If I wrote it here the pages would curl. There’s no such word as “can’t” on this plant and that there’s not in the dictionary and you don’t say it here.

What impact do you think that has on your staff?

They’re more enlightened and they do think more for themselves and think outside the square. If they come to me asking what to do about a problem, I will answer by saying “what would you do? You’re the one on the ground. How would you solve it?” Because if they’re going to just come to me with every whim, I will just be answering questions all day and I’m not the one. The company is bigger me.

Did you always have that approach or have you developed that?

It has been one of the hardest skills to develop. It is probably the worst problem and the hardest thing for any person growing a business is to be able to trust people to give jobs to. But, you can’t be everywhere. It is impossible to do all the jobs and the challenge is to be able to say, “this is your task. You go out there. I’ll be your support but it is your challenge”. And we do that.

“There are times when you feel like giving up, and they’re just there at the right time to give a bit of support.”

I think what you need to do is try to give the staff confidence and you have to keep the jobs a little bit challenging in front of them. A lot of people don’t do their best because you don’t take them forward. As long as they’re keen, confident and want to learn you can do it.

Do your managers work the same way with their staff too?

We try to teach them to do that and it is one of the skills that I try and instill into them. I said to one today, “no, that should be fixed up so get him to fix it. Your job is not to fix it – I’m paying you as a supervisor. I’m not paying you as a labourer. So, you have to be a supervisor.”

Did you have any mentors along the way when you got started?

I think we all have mentors and some of mine probably didn’t even know they were mentors. There are times when you feel like giving up, and they’re just there at the right time to give a bit of support. When I say support, it’s being able to give you the confidence to go on and a bit of guidance.

And yes, there’s no doubt, I couldn’t have made it without them.

I think probably the most important one was Ron Hunter. He was a bloke at Moree; if it wasn’t for him I wouldn’t be here. And he probably didn’t know he did it at all, or how much benefit he gave me. But he was just there at the right time. I was going to throw it in; I hadn’t slept all night and decided to give up. I’d worked for 10 years and I had nothing to show for it and I said, “Oh, I’m just going to go and get a job”. Ron said, “Stop, stop.” He said, “you’ve got a massive asset.” I said, “I can’t see it”. Ron said, “start using your brains”. It was the best advice I ever got. Quite frankly, I turned it around in a day. Ron Hunter was a bit of a pillar and he guided me through with the willpower to go on properly - and that day was very important. A conversation for an hour or so can change someone’s life.

And how often do you get out of your comfort zone?

What is my comfort zone? I think that once we get to our comfort zone, we go backwards. I enjoy the journey. It’s only a sport. It’s a struggle, a challenge – we’re only playing Monopoly. Everyone has opportunities in front of them, but they don’t pick up the cards. They just walk past them. You have to be game to have a go with the challenges in front of you.

You’re playing a challenge and it’s not like going to the races where the horse flies past the post and someone has got a winner; that’s a gamble. In business it’s calculated games, that’s what we do. We measure it and then it might be over a three-year program, to achieve what we wanted to achieve and it makes me a business. We don’t expect to make a profit for the first 12 months.

When you start, you’re way behind your competition, naturally, because you have no knowledge, you have no money. You have no customers, no brand, no experience – and the opposition has all those things out there. Now, if you can get through that over that next first five to six years, it gets easy after that. You’ve done the hard part.

So you just stick with it?

Yes and that’s why most companies fail in the first whatever it is, they stay one or two years, don’t they? It’s logical they’re going to fail. They are on a handicap. I don’t think that’s probably the most important thing to realise but when you’re going to take this business on, you’re on handicap. Banks don’t trust you. You have no market. All the customers, the first customers were all the crooks because how did they come and want to work with us because none of the good (or established) companies will deal with them. We’ll, it’s only logical - very simple.

So what were some of the greatest breakthroughs that got you past those early years?

I don’t think there’s any one breakthrough, but it was the decision to do something no-one else was. If everyone says you’re going down the right path, the way everyone else is going – take a different path. Don’t follow everyone else – you’ll be deadset wrong.

In our early years, most of the sheep processing and abattoirs was either owned by British companies and the others were council-run abattoirs. They were inefficient, hopelessly costed. And I can prove they’re inefficient. They’re all bankrupt. Everyone went broke. There was a council chain of business across Australia. I mean we’re talking about 47 of them sort of co-op councils. And they all failed - not some -all failed. Technically, should councils run businesses? Well, tell me I’m wrong. You don’t need a bureaucrat or a consultant to tell you.

“We never expected to be where we are today.”


The councils are full of good people but most people on councils have got no skills with people, have never handled a lot of finance and never had to bargain for tough deals. Then council managers were under pressure and they were trying to keep everyone happy which was their failure.

There had been no new plants built for 20 years, so when we built this plant, all we did was look at the faults with the council and government abattoirs I’ve worked at. We learned from those and addressed the faults to make it more efficient.

What are some of the highlights of your business?

We never expected to be where we are today. At one stage, I thought I might end up a drover for life. My dream when I was 10 was that I’d be the biggest sheep dealer in Australia, or I wanted to be like the man who was one of the biggest sheep dealers in Australia at the time. We listened to this man on the wireless, and I said to Dad, “I want to be the biggest sheep dealer in Australia”. And he said, “you can never be like him. You haven’t got the connections”.

Twenty years later, that old guy rang me up and he said, “Roger, I want to have one of my last sheep sales”. He said, “You’ve got all the sheep tied up, can you find some sheep for me?” And that was (even though it’s nothing) the classic thing to think, “Jesus, life’s turned”.

Where are your major customers from?

We’ve got many customers. We’re right across the world, but there’s no one major customer.

We had to do that because we’re living off the sheep market and the biggest fear in sheep numbers dropping off is that we can’t rely on one market. You see so many businesses fail when they get one customer and they don’t look for more. It’s very dangerous.

It sounds like one of the keys to your success has been multiple products and multiple customers?

Yes, if we don’t do that, what are we going to do if we can’t move the meat out of here tomorrow? We’re gone – and we dictate it. If we’ve got a customer that’s taking 50% of our product, he owns our business because he can say, “this is how much I can pay”. Then we can’t argue for more. I talked to a young man at the airport one day. He was in the rich 200 list, he had one major customer, was getting paid every week and thought it was great. I told him to spread his customer base. He called me three months later, when it was too late – he went broke as he hadn’t done what I’d told him. Don’t rely on joint venture partners or major customers. If we lost a major customer tonight I wouldn’t lose sleep because we have other customers who can take the product.

If you had to start over with only $100 in your pocket, where would you start or what would you do?

There’s still opportunities out there that people today don’t see. We waste a lot of things in this country and there’s money in waste. The first things I started with, people wouldn’t do today. You know I started work at five, and not in the morning, we used to pick the wool from the dead sheep, that people just let rot in the paddocks, within five or six miles (or 10 kilometers) at our place and people wouldn’t dare pick it up. Today, it’s still worth money.

“It’s up to the parents to guide their kids through that.”

We would go around those days and do that and we caught rabbits and sold lemonade bottles. I think there’s still opportunities for people, just as many as ever. People work less hours these days, but if you work longer, don’t drink and smoke, you can make more money.

And it’s up to the parents to guide their kids through that, instead of just allowing give me, give me, give me.

You’re an advocate for young people. Can you share your passion?

I think the biggest problem we’ve got with the young people today is the schooling. They are at school but then not taught how to ever get a career or job. No reflection on the teachers; the teachers are teachers and they’ve never really had a job outside school, so they don’t know to do that. They’re not the right people to teach you to go into business.

The students don’t have to concentrate on one subject all day. They don’t have to stay in the classroom if they don’t want to, and that is unfair because when they leave school and they get their first job they say, “Oh, geez, I got to do this all day!”

So, it is imperative we can get them while they are still in school and synchromesh them slowly into jobs where they’re doing one day a week with someone. It’s more difficult today, in that they can’t just go and work for their parents, now that society is different. Living on a farm, I came home from school and changed into working clothes two minutes after I got off the bus and went to work flat out. But in the town society, it’s a lot harder. My mother and father taught me how to work at five or six years old.

Yes, I was taught to work as soon as I could run but the opportunities are not the same for people in the towns and“We’re always looking at opportunities for young people to come through the ranks.” I think if we can change that concept, it’s the best thing we can do. It’s not being fair to the kids.

We’ve had a few connections with different schools – we’ve dabbled a lot here in Dubbo and we’ve always had a connection with Farrar Memorial Agricultural High School at Tamworth. We take on a lot of the young people from there and then they work at this company. We’re always looking at opportunities for young people to come through the ranks, and they’ve all come by word of mouth.

We’ve got an obligation to support the schools.

Can you tell us about the Get Real program?

Yes, we’ve got a “Get Real” program here in Dubbo, which we’ve done a lot of work on and we’re instrumental in. We get the kids at risk and try to get them into jobs, find something what they like doing, mentor them up with someone. We’re taking a lot on here ourselves and I think that’s a huge achievement because we can take those people through, give them confidence and they can earn some money instead of going to their parents for the money. It takes up their energy and they’re going forward. I think it’s a great idea where we can do something. By the way, they are the ones we’re going to have to look after us when we get old.

And it’s not the kids today that are the failure, it’s us as teachers and parents that have failed them. It’s not the school teachers, but us as people. It’s been said, “it’s not the parents that make the child, it’s the village that makes the child”. So, it’s all of us doing a little bit.

Where would be a great place to start in making a difference with young people?

I think everyone has got to do his or her little bit. Just give a young kid confidence and get the chip off his shoulder, take him through things and steer him in the right direction. Give him enough confidence; let him know there’s hope out there so that he can do things for himself.

What do you do when people reject ideas that you know will work?

I think you try and balance the argument and look forward and you put the ‘for’s and ‘against’ up and if you can’t win it on one direction, you look at another direction.

But if I believe I’m right, and I know I’m right in the subject as I’m an expert on what I’m talking about, and just because the majority this is very important - just because the majority wants to go down one path doesn’t mean to say it’s right. The majority hasn’t done their homework. That’s something that we all have to understand.

“Be sure you put your feet in the right place, and then stand firm.” Abraham Lincoln


I don’t like having an opinion on something that I don’t know about properly. And if I know the subject very well, I believe my opinion is better than another 100 people who don’t know the subject. It is my decision at the end of the day to convince them that I’m right and unfortunately, sometimes I fail. We don’t win every time but we keep solving problems.

It’s about putting down good foundations from the start, and if you put a complex in that’s got good foundations, you can grow around it whereas if you build a house with straw it will just fall down.

Would you call yourself a visionary?

Well, I do try and look forward and not back and unfortunately, that’s probably one of my faults, I’m always looking where we can be in 10 years in most projects that we do.

“It’s about putting down good foundations from the start.”

Unfortunately, governments are voted in and voted out and no different than a lot of public companies or councilors. When a decision is made it’s a quick decision and the easy decision; the way the water runs the easiest, gouges out the biggest gully. And to turn the water into the right direction is hard at the start but it does improve things at the end.

And I can give you instances of that, some people sitting down four or five years ago saying they were going to stop mulesing. That was easy to sit around the boardroom and say “by 2010 we’ve stopped mulesing… Okay, lets all go home, we’ve fixed it”. They hadn’t even started but they’re all gone now. They leave it to the next board to make it work. Governments do that and we probably all do that to some degree and I think that’s one of the things when you’re a private company - you do look at longer-term goals than a public company.

What do you believe are the essential qualities of a successful person?

I think you have look what they’re made of. As long as they’re keen nothing else really matters. They don’t have to have a lot of brains and a lot of qualifications, the main thing is that they are keen to try and do things and think for themselves. We can teach them everything else. Everyone that’s worked for us started from scratch.

If you want to do something, you can move forward.

Do you have a favorite quote that inspires you?

“There’s no such thing as can’t.”

What was your bravest moment in your business story?

It was when I said I was leaving home and going to make it on my own. That was the biggest day. It was about 1966 and I said, I’m going to go droving and they laughed at me, and luckily my father said, “you can always come back”. That’s what stopped me from coming back.

I bought my own sheep and started working them. I started with the family sheep on the road and drove them in droughts. I had plenty of time to think and I said, “Well, I could make this work”.

Another brave moment was probably in 1987 when I made a decision within one second that I was going to build this place and luckily, I made the decision in one second and then I couldn’t back out. It was the opportunity of a lifetime although people thought it was too hard. At that time everyone was closing abattoirs - people told me I was mad, but they missed the point. Everyone was exiting the industry and I was going the opposite direction.

What can you tell us about your plant in Albany?

We got the plant over there about 10 years ago. We’d been over there and we saw an opportunity. It was a huge struggle because people thought there were enough plants there, but if you don’t have quality plants built then the old worn out plants will never close down. If you don’t buy a new car you just keep driving the old one and that’s what they were doing – it was inefficient.

It’s been a major challenge. It’s a challenge right there now with the live sheep going overseas. They are subsidised by governments on both sides and that’s one of the very difficult things when you’re in production. We employ a lot of people and we’re building a huge modern asset, then along come the governments that can technically put you out of business. Instead of true competition. They make decisions based on listening to the majority, not common sense.
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What have you put in place as a result of having to deal with droughts and extreme weather?

I was a drover and a dealer to start with. I made my first money out of droughts. I’ve been fighting them ever since and it’s a challenge. I accept them as a challenge and that hasn’t changed. Life has been a challenge of managing the droughts and I’ll beat the old bugger. He’s probably been my main competitor. So, I’ve learned to work with them and tried to put things in place. We’ve got farms and grazing to control stock. We’ve got abattoirs and exterminating when there’s a drought and we look at all these different things and have to beat them. That’s the challenge you have and nature is one bloke that is always going to be there fighting you and it’s not going to change worldwide, nature’s moving everyday.

It is probably the greatest challenge of all and we’re always going to have droughts. There’s droughts all over the world and in the best country in the world where it rains all the time, they still have droughts and live with that challenge.

Hard times have improved our business and if you don’t have challenges you don’t win.

My mother and my father were very good to me, don’t get me wrong, very good but I was lucky when I went droving that I couldn’t just run down to Mum and Dad for help all the time. So, I’ve learned to do that and I don’t run to governments and people for aid. Or expect it.

What advantages do you see for regional businesses?

We have good employees in regional areas. You play to the advantage of the regional areas that you’re in. You look for where you can do it best. This business couldn’t have worked in Glen Innes and it probably wasn’t the right one in Moree. We moved to Gunnadah, and we picked Dubbo as a good spot because it’s very central and we think it was the right place to do what we wanted to do. We did the same thing in Western Australia trying to pick a suitable place. You can’t have a factory that doesn’t have the infrastructure to work with you and I think I see that as a big problem. If I can’t get road trains in here I’m buggered. It’s hard to get to Sydney from here, so I got around that by setting up my own rail system.

This issue is not really a problem. There have been worse problems that I had to solve.”


I will go and have look where it’s going to fit my business or the farm I’m going to buy. I will say to people, you have to buy the place that’s going to be suitable, that has the advantages for what you want. If you want to be wheat grower you choose the best place for that, or if you want to run cattle, you buy cattle country. You’re the only person who can work that out.

What are the unique aspects of country business?

There are a lot more advantages than the city businesses in a sense because you’ve got regional centres and you can work around that, and you’ve got smaller communities and we have to work with the communities too. We are part of the community and we have an obligation to those communities to grow with them and that’s the difference, where in the city you’re only a number.

Who are your biggest supporters?

My family are the biggest supporters. The whole staff and employees are too.

How has the increasing success of your business impacted your family life?

I think it hasn’t been good for them in some ways. We probably don’t get together as a family too much and the job takes a lot away from your family and I don’t know any different. I probably haven’t always been the best service to them. I couldn’t have managed it all without my wife as she has been a great support. We started with nothing. It’s something you’ve got to work together for and yes, we are a team.

What would you say to inspire young entrepreneurs who want to get out and have a go in business?

There’s a lot of challenges out there, there are always going to be challenges. But challenges can be overcome if you enjoy what you do, if you persevere, and if you trust those you have working with you.

What do people want to learn from you?

There are a lot of people out there who think there’s an easy way. If they’re always looking for the easy way, they’re going to be upset - there is no easy way. And there is no one specific thing that will manage to get you there. I think it’s just little steps - as long as you keep stepping.

People have to realise that there will be some days when you want to throw the towel in and you have to say, “well, this issue is not really a problem. I remember that there have been worse problems that I had to solve”.

All problems can be solved.
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?






CHAPTER 8

Choose your
focus


	“Focus on what you want. Think about it, dream about it, write about it, go for it and you’ll get it.”
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Ellen Bathgate

Ellen Bathgate was born in Sydney in 1983, and spent most of her primary school days living in small towns near Canberra. Ellen was home schooled for her primary school years, then attended Dubbo High School after moving to the central west of New South Wales with her family.

Ellen’s first job, at KFC, founded her love of customer service. While studying Business Administration at TAFE and working at KFC, Ellen began her career with an accounting firm. Having a couple of years experience in the accounting industry, Ellen found a way to pursue her passion for customer service, within the real estate industry.

The real estate industry lead to huge opportunities for Ellen, including the opportunity to run the property management department for Dubbo’s largest real estate agency.

In 2006, Ellen conquered her fear of public speaking by competing in, and winning the Orana Division Novice Auctioneer’s Competition and the NSW Novice Auctioneer’s Competition.

Ellen’s desire to own and run a business of her own led her to buying a beauty salon in 2007. Without any experience in the beauty industry, but with a passion for giving people amazing customer service, Ellen bought Rouge Beauty in Dubbo.

In her first three months of business, Ellen combined her training as a beauty therapist with learning how to run a business on her own.

A challenging turning point in 2008 led Ellen to become really focused on growing her business and she tripled her turnover in the following six months, creating sustainable systems for continued growth.

Ellen has been expanding her business by renting more space and taking on more staff that also deliver the great value and amazing customer service experience that Ellen’s clients rave about.

An enthusiastic young woman with a passion for learning and connecting with other successful entrepreneurs, Ellen is excited about her possibilities as she continues to develop sound business practices.

Although Ellen is very business focused and passionate about her career, she is also committed to her time with her close-knit family and friends and enjoys travelling, shopping and playing with lions and other animals when she gets the chance.


When did you decide to buy Rouge Beauty?

After working in the real estate industry for five years, I had a strong desire to be my own boss. I had been a regular client of Rouge Beauty and was aware that the owner of the business was planning to sell, and I saw my opportunity here. After weighing up the pros and cons of buying a business in an industry I had no experience in, I decided to go for it. Looking back over this time in my life, I realise now that I probably bought the business in too much haste and didn’t understand exactly what I was getting myself into. But I’m glad I had that much confidence and excitement about the opportunity. It has certainly been a very good decision for me.

Can you tell me about your business and the services you offer?

I own a beauty salon in Dubbo, central west NSW, which is located in the same building as a hair salon. We are a basic service salon, so we offer waxing, tinting, manicures, pedicures, facials, massage and homecare products to get some great results for your skin (with a mail order service to anywhere in Australia). Although we offer very similar services to those of our competitors in town, our point of difference is our guarantee: “If you’re not delighted with your treatment here at Rouge Beauty, we’ll not only refund your money in full, but we’ll book and pay for you to have a similar treatment at another salon in town!” And yes, I have had to honour that guarantee twice since I’ve implemented it. However, each time I have insisted on it and ended up retaining the client afterwards.

One thing that has become very apparent to me in my industry is that, although we offer very similar services to the other businesses in town, we offer an experience that clients can’t get elsewhere. That is what keeps people coming back.

“Be really specific about your goals and make them something that you feel passionate about.”

What techniques do you use to achieve your goals?

Write down your goals and give them a deadline. Be really specific about your goals and make them something that you feel passionate about. I have always been very financially driven, so having a financial goal was very effective for me. I wrote down how much money I wanted to make each month, then broke that down into a weekly, then daily amount, then an amount per day per staff member. We kept track of the figures on a daily basis and I had my parents to hold me accountable each day. I found it really important to find someone who will hold me accountable. In the early stages of my business, it was my parents. At a later stage, it was my coach. Either way, get accountable to someone you can trust!

What have you found are the best methods to be motivated and focused?

Having read many books written by other successful business people, I started to notice a pattern in their advice. All these books suggested I write down my goals, read them daily, create a “vision board”, meditate on your goals, speak as though you have already achieved your goals, and so on. It took me a few months of reading to realise that this advice may actually be worthwhile, especially if all of these successful business people recommend it.

Once I started writing down short-term financial goals, I started achieving them. So, I began to write down bigger goals, and longer-term goals and started achieving them. I started with financial goals, but then moved on to other personal goals, and it worked with those too. I would speak as though I expected a particular outcome. The more I spoke about it, the more confident I became about achieving the goal. Ultimately, I was able to achieve anything using these simple strategies.

The hardest part of staying motivated is when you’re on the verge of a breakthrough. I’ve only recently learned that this is when it’s the toughest, so you have to remind yourself of this whenever you’re losing motivation and momentum. I’ve even resorted to putting a reminder in my mobile phone, so that my goals flash up in front of me daily (or even twice daily, when I needed motivation).

If you do nothing else, keep writing down your goals and keep reading them (aloud if possible) every single day. Don’t take my word for it: Give it a go for a few months and see what you achieve.

What are your three top tips for reaching greater levels of success?
	Be contactable. Any time, day or night. This doesn’t mean you need to be available to talk on the phone at any time. It just means you need to have a system in place to allow a client to make contact with you. Facebook and Twitter are both great for this. They provide a free way for any of your clients to send you a message, which makes them feel as though they have contacted you. Having a website is also a relatively inexpensive way of being contactable. Most of our clients have my mobile number, and know they can send me an SMS at any time of the day. They may not get an instant reply, but they will get a reply. The beauty of Facebook, Twitter, websites and mobile numbers is that you can respond in your own time, without a client feeling ignored. If they ring your office number and can’t get you, they’ll get frustrated. If they email you and don’t get a reply for a few hours, that’s perfectly acceptable.
	Cherish your clients. Treat each transaction as though there is a chance the client may ask for their money back. Don’t respond with fear though. Just value your clients. Clients know if you value them, and they won’t stay if they think they can get a better experience somewhere else. I find the best way to really make a client feel cherished is to find a way to really enjoy the experience yourself. In my industry, I am fortunate enough to be able to really get to know my clients on a personal level. This means I can have wonderful conversations with them. I get the opportunity to learn so much from my clients, and really have a good time with them – almost as though we are two friends catching up after a few weeks apart. Once you’re having fun with your client and being authentic, you will automatically be cherishing them.
	Guarantee your work. As scary as it sounds, you need to have a guarantee. Your guarantee can’t have conditions or time frames, it needs to make your services or products risk free. This is a really effective way to gain new clients and to encourage existing clients to try other services and products with you. When people see that you guarantee your product or services, they know that it doesn’t have to cost them if they’re not happy with their experience. Of course, if you’re cherishing your clients and being contactable, you won’t be worried about having to honour your guarantee! And honestly, if you do have to honour your guarantee, it will be worth every cent.


What makes your business unique?

Given that there are a high number of beauty salons per capita in Dubbo, it was really important for me to define our points of difference very early on in my business.

The first thing I implemented when I bought the salon was to ensure that my clients were never ever left in a room alone during a treatment. For those of you who have had an eyelash tint and had the therapist leave the room while the tint is on your eyes, you will understand the potential terror that can fill your mind as you wonder when (and if) your therapist is going to come back and remove the tint from your eyes, so you can see again. I knew that I didn’t want any experience at my salon to be a bad one, so I made it policy that my staff would stay in the room, even just to chat while a client was having a treatment. I encourage my staff to be creative with this policy too. So now my staff are finding ways of improving my client’s experience – often with a simple hand massage during an eyelash tint, or a neck massage during a facial. As far as I’m aware, we are still the only salon in Dubbo to have this policy.

“I put my guarantee on every single piece of marketing.”

The next thing I could see a need for in Dubbo was an extension on “normal” trading hours. I used to work in a job where I worked nine to five Monday to Friday, just like everyone else, and it was near impossible to get in to see my beauty therapist. So I decided to make it easier for people to get an appointment, by extending our trading hours. Initially, this meant that I worked until 7pm every week night and until 5pm on a Saturday, but once I had a great team of staff trained up, we were able to share the hours amongst us. I soon discovered that I could open the salon later in the day, as so many more clients wanted later afternoon appointments, once they were available.

One of the other things I implemented to create a point of difference is the guarantee. I put in place a rock-solid, fool-proof, risk-free guarantee. I put my guarantee on every single piece of marketing, my website, my Facebook page and at the end of my email signature. I was pretty nervous about marketing this guarantee, but it has been incredibly worthwhile and has paid me far more money than it cost me.

What is the most encouraging thing anyone has told you about your business?

I’m always flattered when other business people offer me compliments or words of encouragement about my business. However, the words of encouragement that mean the most to me are those of my clients, because they are the reason I’m still in business.

What has been one of the biggest challenges you have had to face in building Rouge Beauty and how did you overcome it?

When I first purchased my business, I didn’t have a huge amount of capital to work with, and this was certainly my biggest challenge. It meant there wasn’t enough money to do much advertising in an attempt to grow my very new business. But in many ways, this was a great thing. It meant I had to get creative and find cheap (or even free) ways to advertise my business. I had to figure out the best way to market my business to ensure I was getting new business through my doors. It also made me very diligent at ensuring I was getting a good return on investment in my marketing costs.

What is the most important piece of advice anyone has given you?

A few years before buying my business, my boss at the time taught me the power of focusing on what you want – not what you don’t want. It’s a technique that requires practice, because it seems like a natural response to think things like, “I hope I don’t go broke,” or, “I hope my next appointment doesn’t cancel”. However, I’ve learnt to change that thinking. The trick is to speak “towards” your goals not “away” from your fears. For example, instead of saying, “I hope my appointments don’t cancel,” I now say, “I am happy and grateful now that my calendar is full of appointments”.

Recently, I attended a seminar where I had the opportunity to learn how“Focus on what you want.” to break a board with my bare hand. After three attempts at hitting this board, I was reminded that I was focusing on the board. The moment I focused on going through the board, I broke it quickly and easily with my bare hand. This was physical proof that focusing on what you want works.

In summary, focus on what you want. Think about it, dream about it, write about it, go for it and you’ll get it. No exceptions.

What do you believe are the essential qualities or personal attributes of a successful person?

I’d say there are three essential qualities of a successful person:

Passion: Life is so much easier when you’re passionate about it. Find your passion and figure out a way to make a living doing it. When you’re passionate about something, it will never feel like work.

Persistence: Be diligent about getting what you want and keep trying until you get it. You’ll get knock backs, for sure. But without persistence, you’ll never achieve your goals. When you get rejection, regroup, refocus and go again. Persist!

“Since owning my own business I’ve discovered how easy and effective being authentic is.”


Authenticity: Being my true self has been the thing that has helped to improve my sales figures, increased the number of clients in my database, and made people talk about my salon. Prior to buying my business, I used to love going to work and playing a different character. Since owning my own business I’ve discovered how easy and effective being authentic is.

Who are the mentors that have inspired you? What important lessons have you learnt from them?

In my third year in my real estate career, I was diagnosed with depression. Now that I’m fully recovered I remember very little of the emotions associated with the illness, but I still vividly remember situations that arose from suffering depression. When I was first diagnosed with depression I was working for Raine & Horne Dubbo, under directors who were passionate, inspiring and supportive of my career and personal life. I look back on this time and realise how very fortunate I was to be working for Raine & Horne Dubbo at this time, because I was able to tell my directors that I was suffering depression. The directors became very strong mentors to me, particularly during this time. Here’s what I learnt from each of them:

Kim Hamilton was the first director I told of my depression. I was fortunate that Kim was so compassionate and understanding. The emotional support that Kim offered me, outside of my work life, was outstanding. It was always Kim who kept me motivated about my job and helped me to maintain a sense of passion about everything I did. She encouraged me to look for the silver lining in every situation. Working in real estate often brought difficult situations, but Kim was always able to recognise something “fantastic” about each obstacle. She was always excited by challenges, and I think that is the main reason I loved the challenges that real estate brought me. Regardless of the time of day, Kim always moved quickly and enthusiastically through the office. Her level of energy never wavered, and this was a huge inspiration to me and the rest of the team.

Peter Allan played a strong role in my recovery after suffering depression. Peter had close family who had also suffered depression, so he had witnessed what it was like first hand. After telling Kim Hamilton of my diagnosis, Kim asked if she could discuss it with Peter, which I agreed to. Within a few minutes of Peter hearing of my depression, he had arrived at my desk, car keys in hand and insisted I leave my work while he took me to a cafe for a coffee. Peter then spent every Monday morning, for many weeks following, at a cafe with me helping me to work on my mindset and self-esteem, which ultimately led to my recovery from depression. I don’t think Peter ever really understood what an influence he had on me, but I am grateful to him every day. I still have the laminated list of affirmations he helped me create, and every time I see them I think of this wonderful man.

Grahame Allan was a quiet supporter of mine, and an inspiration in more ways than he would know. Grahame helped me to trust my own instincts and confidently make strong decisions. Over the years, as a department manager, I had to make some bold decisions, and often felt like I needed approval from a director. When I relied on Grahame for this feedback, he would always encourage me to make my own decision, and even on occasions where he felt he might have made a different decision, he would always support my decision and encourage me to continue in the same direction. As a mentor, he helped me to become a stronger manager and leader, and for this I am eternally grateful.

I also valued the support of expert Auctioneers. Under their guidance and instruction, I competed in and won the Real Estate Institute of NSW Novice Auctioneer’s Competition, Orana Division. I then went on to compete in and win the NSW Division as well. Over the months I was training, I was never told “no” or “wrong”. Regardless of how appalling my first few auctions were, they always found something I did well. Public speaking was my greatest fear before my auction training.“I really can’t even begin to express my gratitude and love for my parents.”I knew that my self-esteem could really have taken a battering if I didn’t have a good teacher, but I always walked away from my auction training feeling better about myself than when I had started.

Who are your biggest supporters?

I am lucky to have an amazing support network. Here are just some of them.

Mum and Dad, Claire and Robert Bathgate. They have been my rock. They have helped with everything from when I needed some financial backing, and late evenings spent looking over my budget, to the times when I’ve had one of them cleaning the salon with me during busy times. I really can’t even begin to express my gratitude and love for my parents, but I know that without them my business journey wouldn’t have been as low stress as it has been. I don’t know that my business would still be running without their support and I will never be able to explain to them how thankful I am for them every day.

My brothers, Daniel and Leigh Bathgate. Both younger and sillier than me, but they always believed in everything I put my hand to. Daniel and Leigh never questioned my ideas or doubted any new plans I had for the business. I always feel as though they expect my success, and every time they ask about my business there is a sense of anticipation in their voice as I tell them about my latest and greatest idea. Both Daniel and Leigh have business minds and although neither of them are in business for themselves at the time of printing of this book, I know it won’t be long until they are.

My special friends. I have a close group of friends who I have relied on for emotional support throughout the first few years of being in business. They have been patient when I initially was working very long hours, they have been financially supportive by becoming my most regular clients, and they have been willing to lend an ear when I’m feeling stressed and insecure. Every time I had a little success, these friends shared the joy with me, and every time I had a challenge they showed unfailing confidence in my ability to overcome the problem.

My coach, Kerrie Phipps. Although a coach in the beginning, Kerrie has also become a very close friend and mentor to me. Kerrie’s faith in my abilities has been inspirational and has made me more excited about my own abilities. My coaching series helped me to achieve amazing goals, but my friendship with Kerrie following our coach/client relationship has been just as valuable.

“If you look for it, you can get support and inspiration from every single person you meet.”


The few supporters I have mentioned here are not all the people who have supported my journey. In fact, there are many more people who I have gained knowledge and support from and I wish I could list them all here now. In fact, I’ve discovered that if you look for it, you can get support and inspiration from every single person you meet. I know that in my industry it’s pretty easy to learn a lot in a very short amount of time, just by listening to what your clients have to say.

What are the changes that have made the biggest difference in your business?

There were two big things I changed in my business approach, which had a huge impact on the success of my business.

Mindset. I know that every personal development and business growth book tells you that you have to think positively. I know that sometimes it’s hard to see the “silver lining” but I’ve found it easier to focus on the outcome you want, rather than trying to think positively. Once I started focusing on goals and the outcome I wanted, I started achieving results. If I buried my head in the sand, I would stop achieving my goals. To change my mindset, I found it constructive to write down daily financial targets and check them off at the end of the day. These would then form weekly targets, then monthly, then annual. But for me, I needed to break it down into smaller pieces to make it manageable in my mind.

Consistency. Once I had implemented a new procedure, I would make time in my calendar to continue this new procedure on a weekly basis. This meant that if I decided to send out regular newsletters, I would continue sending them. If I decided to run a weekly special, I would schedule time in my diary to promote this special. Especially in the case of my weekly specials, since taking time to promote the specials, I now have clients who wait and expect to receive notification each week. This is a great position to hold in the market.

Do you have a favourite quote or saying that inspires you

“Whether you think you can or you can’t, either way you are right.” – Henry Ford

This is a saying I have proven time and time again. Regardless of the situation, if I am expecting a particular outcome, I am always right about it. It only takes a few bad experiences to learn that it’s best to “think you can”.

What is your approach to marketing and how did you get your name out into the marketplace?

This is one of my favourite parts of my business – marketing. As I was really low on cash when I first bought the business, I had to get really creative in my marketing approaches. I did a few things:

“Whether you think you can or you can’t, either way you are right.” Henry Ford

Social media. I used sites like Facebook, My Space and Twitter to get my salon name known around our town.

Reward referrals. I ask my clients to refer their friends to my business and make sure that I give my client something in return for their referral. Every time, no matter what.

Never discount your services or products. This is one of the first things I learnt when offering specials. Rather than discount my services or products, I add value. I give away free stuff all the time, but never have to cut my prices.

Work with other business in town. I work with other businesses in town to market my services in return for marketing their services. It’s important to select businesses that reflect the level of services and professionalism you provide in your own business, and then work with them to create new business opportunities for both businesses.

How important are referrals in your business, and do you have a system to support this strategy?

Referrals are a huge percentage of my business. In fact, I would not have the success I do if it wasn’t for my wonderful existing clients referring all of their friends.

I have an effective system in place for rewarding and encouraging referrals, and all my clients know about it (because I tell them about it). Every time one of my clients refers one of their friends, they get a gift voucher with a set dollar amount for them to spend in my business. They get this every single time they refer someone. In fact, I once had a client refer seven people in one week, so she got seven gift vouchers the following week. The reaction she gave to receiving these vouchers made her refer even more clients to my business.

Recently, I’ve started asking my clients for referrals. I’ve found that the best way to do this is at the end of their treatment. All I do is tell my client that I’m looking to grow my business a bit more, and that I would like to meet their friends. I ask them to give me a name and address of their friends and I send their friend a gift voucher. In return for this referral, I give my client a gift voucher. I know that this can seem like I’m giving gift vouchers out “left, right and centre” but it’s worth it. I can assure you that if you try it, you’ll agree with me.

What can business owners do in “quiet periods” to increase their income?

It’s important to be focused on keeping your business busy all year round and plan for the times when your particular industry is known to be “quieter”.

The winter months are known to be quieter in the beauty industry. However, I’ve discovered that particular services sell better in winter months, so I target my marketing to sell those services in the “quieter” months.

I’ve found it effective to use social media to give you a forum for running specials (remember not to discount your services though), keep in touch with your clients via email (also a great way to run specials), and even use SMS to keep in touch with your clients. Keeping in touch with my clients means that they are more likely to respond to a special in a quiet time.

Another thing that I have found that has really helped my business avoid quiet times is establishing a reputation for value for money. This means that when my clients see that I’m running a special (particularly in quiet times) they already know it’s going to be great value for money.

	
“Never discount your services or products – add value instead”



Ultimately though, you need to prepare for these times. If you’re not sure when your quiet times are, find out. If you don’t know what sells best in those times, test the market – or better yet, find someone else in your industry who can teach you these things, to save you time and money!

What opportunities do you see for young entrepreneurs in regional areas?

I believe that the opportunities in regional areas are huge for entrepreneurs, both young and old. However, I think that young entrepreneurs today are braver and less frightened of risk, failure or the time commitment related to starting a new business.

I think that with a mature outlook, and passion for their industry an entrepreneur can be incredibly successful regardless of their age.

One thing I have found in my own experience is that when other business people find out that I own my own business, I receive a lot of praise and encouragement from them. The offer of support from experienced business owners is overwhelming. I think this has to do with my age and lack of business experience, but it’s a huge advantage to me as a young entrepreneur.

What were you afraid of when you bought your business?

I’ve always been a high achiever – at school, TAFE, and in my professional life. One of my biggest fears is failure. Of course my definition of failure was anything less than perfection, which is unrealistic! So my biggest fear associated with buying my business was “failing”. I also had a fear of success and what other people thought of that success. Unfortunately, I’ve learned that this is a dangerous combination – fear of failure and a fear of success!

Although I had lived with these fears since high school, buying my business made me confront these fears head-on. I had to stop being afraid of little failures and accept that I might experience little setbacks along the way. The easiest way for me to challenge this fear was to talk to my mum and dad about everything that was going on within my business. This was a really safe forum for me to voice my fears without judgment and criticism. My parents were very supportive and helped me to overcome this fear, just by giving me a safe place to voice my fears. My advice to anyone with any fears is to find someone safe to discuss this with. It could be a family member, a friend or a coach, but it will be worth it.

I also had to overcome my fear of success at the same time. Once again, I used a similar method for overcoming this fear. I found that my mum and dad were the most supportive people I could talk to about my successes. Of course, my parents were very encouraging, and extremely excited to hear of my success. This response made me feel more comfortable sharing my success with others. As I found a group of people I could confide in about my success, I became more confident talking about it.

Had I not purchased my business, I may not have ever had to really face my fears. So as much as it challenged me, I am grateful to have been able to overcome those fears and discover the freedom on the other side.
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?





	A GIFT FOR YOU
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Ellen Bathgate has kindly offered a BONUS GIFT Valued at $30 to all readers of this book…

The Inner World of a Young Entrepreneur

Discover the highs and lows and great rewards of beginning your entrepreneurial journey at a young age in this inspiring audio interview with coach Kerrie Phipps.

Simply visit the website below and follow the directions to download this insightful audio presentation to your PC or Notebook.

www.LiftingTheLid.com/quiet-achievers




CHAPTER 9

Do What Makes
Your Heart Sing


	“Do something different that makes you stand out from the crowd.”
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ROBIN STRANG
The Two Madhatters, Townsville, Queensland
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Robin Strang

Robin Strang was born in Brisbane in 1961 to Ewan and Judy Bowly with three brothers and a sister. Her early years were spent in Gladstone, but with Ewan dying of cancer, the family moved to Brisbane. The death of her father when she was 12 years old had a huge impact.

Her mum, tired of complaints about her sewing from 13 year old Robin said, “do it yourself”. The best advice! Under guidance from a talented Gran and encouraging aunt, Robin discovered her love of fabrics.

A governess role landed her near Longreach in 1979, where Penny and Ian Button mentored this lost soul who’d failed Year 12. Robin fell in love with bush life and its people.

In 1983, Robin married Alan and they ran ‘’Drumlion”, the 40,000 acre sheep property, (near where Robin’s father grew up) which taught Robin many practical skills, and sewing for friends’ babies she eventually opened a kids shop in Townsville. The store was managed by someone else and Robin sewed at ‘’Drumlion”. The venture was a costly failure but the lessons invaluable.

They sold ‘’Drumlion” and moved into Longreach in 1992 with their three young children - Jack, Zoe and Roddy - setting up a commercial bed and breakfast.

Hats began their journey in 1996 with Kathy Moloney, through Bush Harvest, a craft co-op Robin helped found. By 1997/98, The Two Madhatters - a name born over a bottle of red with Robin’s slightly mad brother - were selling hats at many field days across two states. With a team of nearly five in the work room, a share market crash saw them lose almost everything. Alan and Robin, looking for a new challenge and with little money for boarding school fees, decided it was time to move.

The Strangs opened PetCafé - The Grocery Store for Pets - in Townsville in 2005, with Robins Madhatters studio built into the back and fondly nicknamed Hats and Hounds!

Now Robin is creating race hats as well as fabrics, with a wonderful team of seven in the PetCafé. Their children educated, they can finally see rainbows again.


What was the beginning of your entrepreneurial journey?

It began as a dare between two friends!

The other Madhatter Kathy Moloney and I had both been making a few hats. I had a kids label and a shop in Townsville, attempting to drought proof our place. I managed to lose a lot of money and self esteem - my first failure. But the result was friends asking me to make the little girls hats bigger for them. Both of us were doing fashion parades for many western functions and never able to find hats so we made them.

In May 1996, Bush Harvest, a co-operative craft shop I helped found in Longreach a few years prior was attending the local Longreach show. (Now that’s a wonderful story of people of the bush in need of off farm income – a shop that lasted 15 years on a shoestring and provided so many of us with a grounding for other businesses.) Kathy had dared me to beat her and see how many hats we could make. Kathy made six and I managed five out of hessian, calico and drills for added colour. They were a hit and we sold them all with orders for more. It was extraordinary.

So began the journey for us.“It was a crazy time but we realised what a great product and opportunity we had in our hands.” By August that year we were making hats nearly full time in amongst babies, families, properties and other businesses. The following May 1997 was Beef Expo in Rockhampton, which Bush Harvest attended. Kathy and I took our turn to work there, and were nearly run over in the rush by other country girls to buy our hats. It was a crazy time but we realised what a great product and opportunity we had in our hands.

How do you balance business and family life?

Badly most of the time, however, our kids seem to survive extraordinary well considering what we have put them through. We may be biased but we have been told many times what great young adults they are, so guess we have been lucky. I think the lack of funds through their growing years have made them self-sufficient. They have happily helped out and done without, just because.

The truth is, organisation is essential, lists on the fridge and communication, the trick is to remember to do them.

By the time the hats were serious, we had sold the family property amongst much heartache and a full-blown drought, topped off by a downturn in the wool industry. We picked ourselves up and started a commercial based bed and breakfast in Longreach. We bought out our partners from an existing backpackers that we had invested in with other bush couples - attempting yet more off farm income!

I worked the hats from home, setting up a front room in a gorgeous old Queenslander we bought and attempted to do up on a shoestring.

Our children were one, two and four years old when we moved to town so I sewed by night and afternoons when they slept. They grew up knowing not to wake mummy if she was sleeping in, so they became quite self-sufficient at early ages.

As they grew up and school came into our lives, things changed. I had this mad strategy as I would drive out the back of the house to take kids to school, do the Grade 1 reading at school which I loved, and then pull up at the front door where the work room was. It was psychological - if I walked through the back door I was tempted to put washing on or pick up a broom, if I came through the front I was at work! Crazy but it worked. Alan would be at ‘Hallview” our B&B around this time, and would meet me at the workroom about 9am to start the day. We pretty much shared all the duties of kids, hats and the guests staying at ‘Hallview”.

Alan learnt to cut and sew the hats, although his forte was the cutting. He reckoned if I could learn life of the property, surely he could sew. He was bought up with this wonderful ‘I can do it’ attitude.

We were building an Amway business around the same time and functions were often held in the cities, meaning we got time away from work and children to keep our marriage sweet. Luckily enough we had Alan’s parents living close by so the children got some valuable time with the grandparents they adored. These functions gave us our first taste of personal development.

What can people do to stay on track when challenges come?

“What doesn’t kill you makes you stronger.”

This is a saying given to me by best friend as her husband was dying. I believe that curve balls are sent our way for a reason. It makes us grow, challenge our values, our goals in life, strengthens our resolutions.

Go back and look at why you do what you do. Ask the question of yourself – “Does it make your heart sing?”

Thanks to the advice of a lovely lady of Longreach, I have photographed most of my work and I keep these close by for the tough days and they remind me of the appreciative looks and excitement when the creation is perfect for the customer.

Everybody has a switch. Find it and turn it on; find what stirs your pot and tap into that daily.

Write down your dreams and goals and refer to them regularly. What you see you believe.

The reasons you do what you do helps when the challenges build up and threaten to crush your spirit. My family is my reason. I keep my kids photos in front of me as I sew.

Favourite sayings on the walls inspire and challenge me to be a better me. No exceptions, no pity-parties, just a reason to do what I do.

“Ask the question of yourself - Does it make your heart sing?”


Do what you love and the money will follow, because when the going gets tough, the tough must get focused. Look at your challenges differently, concentrate on what you love to do as it will produce your best work. The passion of what you are achieving gives you motivation to stay on track.

Have you had any mentors along the way?

My first would have to be a couple that I went to work for in 1979 for three months and stayed over two years. Penny and Ian Button taught me belief in myself, of which I had little, and I discovered my natural creativity. It was my first real taste of bush life and it was instant love. Although my parents were both bush bred I had been city raised, always feeling a square peg in a round hole. I would want to do these wild creative things and the Buttons gave the space to do so. They encouraged independence and a belief that you can do anything if you have the passion and solid work ethic.

Another mentor was a milliner from Melbourne doing her courses in Emerald, QLD. Waltraud Reiner, an Austrian-born exuberant lady with an amazing gift to teach, encouraged me to find my soul. She believed in my evolving talent and although I learned the art form, it was the stretching beyond the square that excited me. I began to realise that I didn’t have to conform and this was a true revelation.

A life coach whose course I attended in Longreach in about 1999 sent me an egg flip that encourages me every day to flip the negativity that I was born with. It is still in my kitchen. A sensible stainless steel egg flip, I will have it for life and use it daily for cooking but it carries with it so much more. This lovely lady also introduced me to Kerrie Phipps to invite me to be part of this book. Thank you Sibylle Austin.

Don’t get me wrong, the negative attitude slips in way too much with a massive stubborn streak and perfectionism that challenges me daily – but I keep flipping to the positive.

“I began to realise that I didn’t have to conform and this was a true revelation.”

What would you say have been the highlights so far for your business?

During our many years on the road travelling to field trips near and far to sell our hats we have had many fun times. When a lovely lady of the bush who spends little money on herself due to drought and tough times, splurges on a new hat and just glows when that bit of colour is introduced - it truly makes my heart sing.

Now living in Townsville, the highlights come often when I see someone’s face light up with a creation designed to suit their outfit, their personality and the event. And a hug from a bride is a special moment when the headpiece is ‘’just perfect”.

At Brisbane Ekka one year, I was taking a rare break from our stand when over the loudspeaker came the announcers voice, who is an avid supporter and very generous in his praises of our work. “It is great to see one of our Madhatters ringside, these girls make the best produced hats for women in Australia. Ladies and gentleman these two put fashion and sun safety together, running the most amazing cottage industry in outback Longreach - well done Robin and Kathy,” or words to that effect. It has stuck in my head forever.

Other highlights include:

	An amazing sight at a polocross final in Chinchilla, on our way back from a field day somewhere, when a girl leaned across and said, “look down the side line…” There were so many of our hats in amongst the Akubras, the Madhatters and the master craftsman - it was a sight to see. Sadly I didn’t have a camera but the shot is indelible in my mind. Wow we did that, Kathy and I!
	Being asked by Liz Davenport to share the limelight on the catwalk with her outfits at Government House in Brisbane in 2004.
	A letter from Nancy Bird-Walton to thank me for a hat she had purchased at the Qantas Museum. Her praise of our business was a wonderful lift. That was so special from the diminutive lady of the skies who died just recently.
	Helping a girl with disabilities make her first hat at a workshop brought tears to my eyes. Seeing others achieve a goal in making their first hat is an awesome feeling.
	Having a TV crew with us at the opening of the Qantas Museum in Longreach in 2002 as they did a story on the TwoMadhatters. This was mad but fun with journalist Doug Murray. Seeing the end production on TV, it was our biggest recorded day of sales. It was crazy madness at its best, and we sold about 88 hats in about seven hours.
	Winning Best Hat at Townsville Cup in 2006. I wasn’t sure if I was up to standard of a huge city race meet so it was a big “feather” for my creation to win. It was definitely different so I guess the bush girl was good enough after all.
	Another creation won Most Innovative at Townsville Cup 2009. There have been others but those two are significant. At the time of the Cup 2009, Alan had been away on a land agents contract for three weeks so I was running the shop and creating hats. It made me realise just how organised I have become and how good my coping abilities are getting.


What do you think are the best ways to market a new business?

Do the hard yards yourself. We are the best promoters of our own product.

Emails are the greatest boon to a business as it costs so little; just time. When at field days we collect email addresses for our database to alert clients of upcoming events and promote the website for people to see our style. We also used this same approach when we opened the Petcafe, keeping us in their minds eye with events and products.

My car is a moving billboard with a good response around town, but more importantly, at field days so girls know we are there.

With social media becoming so popular we have pages on Facebook for both Petcafé and The Two Madhatters to keep clients up to date on our business. All new developments in the IT world are very important, don’t bury your head in the sand to think it is all too hard. Apart from great marketing opportunities, it challenges our minds as we get older. My beloved father-in-law bought his first computer at 80, an inspiration to us all.

Word of mouth would still have to be the best marketing tool available. Making sure clients have the best experience I can give. Go the extra mile that doesn’t cost the earth, like a follow up phone call or email or I add in an extra tie or bow for a hat. It speaks volumes for your business, and people talk… so make the positives flow.

When we opened PetCafé, finances were pretty skinny, so advertising money was just about non-existent. We had been helping our kids earn their pocket money by delivering junk mail on foot so we decided to deliver mail in the form of a postcard to households. This worked amazing well. We would do the same area a couple of times for better effect.

We did the same for Madhatters. The front was my logo and a handwritten message printed on the back made it more personal.

Giving away samples of anything we could get either free or very cheap. We make sure no pet leaves our shop without a treat of some sort. Each new puppy/kitten is given a paper bag of training treats and a cheap toy to take home. Doesn’t everyone love a freebie? Our entire team makes a huge fuss of our puppies and all animals that visit us. It takes our customer service to another level and we pride ourselves in that.

“Word of mouth would still have to be the best marketing tool available.”

Do something different that makes you stand out from the crowd. Our dog Kodi, a pound puppy we taught to greet people at the front door, then jumps up at the counter in an attempt to serve. She is a natural crowd pleaser so we have made her the face of all our advertising campaigns.

What makes your business unique?

Personally I think everyone’s business has a unique take.

Ours now is probably quite different in the fact that we running two totally different business under one roof. I call it time management but it also has an interesting take on marketing.

We built a room in the back of Petcafe, which is really a piece of tin that divides my working life in two. The whole shop is decked out in tin and wood, which reminds us daily of our bush roots.

On one side of the tin I talk ticks, fleas and nutrition, and the other side is feathers and fashion! It is a little weird and I feel for my new clients that come into a pet store and ask in disbelief, “is there a hat lady here?” It makes my day every time; I must have a bizarre sense of humour but it also breaks down the barrier to talk to someone new.

Kathy and I built our business from outback Queensland with little more than home sewing machines, scraps of fabrics and scissors. We devised our own patterns and were making some of the first fabric hats. Some basic one were in the market place when we started, but nothing like ours. That sounds a little bit brash but it was true. It wasn’t until we had been selling at field days for a couple of years that we started to see copies and similar hats emerge.

Kathy and I worked closely together, but never financially. We would put our individual collections together for a field day, pack up and drive together. We would set up to find we had complemented each other. One of us had made the conservative hats and the other the fun ones, or vice versa. It never ceased to amaze us. We devised a sizing system by accident; our sizes were in between each others. When we were selling together often I would sell more of Kathy’s hats and she would sell more of mine. We bounced off each other as our similar personalities made a great combination; the Two MadHatters a fitting name for us. The crazy part in the eight years of travelling together was that we would sit down to see who owed who money about every six months as we kept a tab and it normally came out within a few dollars to be square and rarely a cross word. We have a unique relationship and although we haven’t made hats together for nearly six years we still bounce ideas off each and it is a friendship that has evolved over time with a wedge of stories from driving miles, sewing nights, partying late and facing up next morning to sell more hats at yet another field day! We had a sleep, drive, sew policy in the car and set yearly goals to aim for and hit.

What are the biggest challenges you have had to face in building Two MadHatters and how did you overcome them?

Perhaps the biggest hurdle in the early days was letting someone else do the work. When your heart and soul is in every piece it is hard to let go.

When Alan got involved, he could see I was struggling to do it all so he reorganised my system, or lack thereof, in the cutting room. He made templates out of my paper patterns and we organised the fabrics and a production line. Daily I would write up the cutting list and little by little systemised the work so anyone could be taught to do it. We set a goal after this. If we made and sold 1000 hats that year we would buy an essential cutting machine and we did. Wow, wasn’t Alan happy with his new toy, the time saver, not to mention the wrist!

The next challenge was to take on sewers and eventually a cutter. This was a major challenge for me - a perfectionist by nature - having to sit back and allow others ownership of work. We cut everything and the girls came weekly to pick up their supply of hats, then sewing at their leisure in their home. This suited our country girls and at-home mums to a tee and worked well for us. I taught them to sew as I did. Although not hard, there are certain techniques to be followed. The first time I had to take back a badly sewn hat, I drove around the town about three times before I had the guts to tell her it was wrong. That was another growth challenge but it was my name on the label so it all came back to me and that day set me up for dealing with others for life. I put the “‘kiss ‘em before you kick ‘em” theory to work successfully and have used it many times since.

“Perhaps the biggest hurdle in the early days was letting someone else do the work. When your heart and soul is in every piece it is hard to let go.”


Once you have unpicked a hat, you won’t be keen again I can assure you. Every hat then came back through the workroom to be checked, eventually getting the girls to finish trims but I still tagged and packed every single one.

At the height of the hats we had a team of five girls sewing including myself and a cutter; Alan mostly, although a few of us took turns. We had moved the workroom into an old building at the back of the Longreach post office, as the dining room had become the packing room and our eldest son’s room, who had just gone to boarding school, was in danger of being lost under a plethora of fabrics, interface and boxes.

This major challenge has set me up for life in both businesses. And I learnt about giving others ownership which heightens their self esteem and in doing so produces their best work. We have taken on this same policy in Petcafe. Making everyone responsible and giving ownership in most areas gives them a pride in the shop/product, thus heightening customer service.

Doing so has taught me to grow and place trust in others’ judgment. It does admittedly have to be earned but I believe it brings out the best in people.

My other challenge was my accountant and my husband wanting to up production to make more money. There was a possibility we could have done this, going offshore to have them made. I resisted, although in reality the money aspect certainly would have been great. But to this day hats are truly Australian Made, Outback for most of them. I know both men didn’t see it that way but each hat is designed to be individual and take on the wearer’s personality. I have a passion for creating something especially for a person - so uniquely hers - this makes my heart sing to see them happy. I personally believe the hats would have lost their appeal if they were made in bulk and this was not what we wanted for the Madhats.

What is the most important piece of advice anyone has ever given you?

“Do what you do do well.” (This is from a 1960’s song, by Ned Miller)

A well know ring announcer, Angus Lane who I mentioned before, told me this just after we had seen nearly exact copies of our hats. It was bitter blow but as he said this to us, he also said to be proud that we were the first out there and it’s a compliment to have our work copied.

He also had a habit of calling any of the fabric hats he saw, particularly at a well known fashion parade in Toowoomba one year, as The Madhatters Hats. When I told him that not all of those were ours, he just said simply “well you girls are the original and the best”.

We found it tough be copied, so we upped our customer service and strived to individualise our hats even more. We introduced patchwork hats and different trims that were still copied however the patchwork were higher workload so it didn’t last long for others and these have become our signature, still the most sought after in my collection of fabric hats. In business you are always going to get a competitor that is bigger and better. Be the best possible you, you can be, go the extra mile and believe you do what you do, brilliantly.

“I have a passion for creating something especially for a person - so uniquely hers - this makes my heart sing to see them happy.”


The other piece of advice was to have my name and mobile phone number on the labels sewn on the hat, as people have kindly passed this number on again and again. I have always retained the same number and still get orders from very old hats!

How would you describe your management style?

I guess we have both always done everything from the ground up and still do.

Whether it is emptying the rubbish or making coffee, ordering, designing, stacking shelves or cleaning floors, we do it all. Lead by example has always been our motto, sometimes to the detriment of our kids as I get stressed and they see the worst kind of management there is. But that is my personality warts and all.

I wear my heart on my sleeve but have learned to take responsibility for my actions and I expect others to do the same. If I am are tired, hung over or stretched to the limit just suck it up and get on with it.

We allow our team to take ownership; we encourage it, in fact, we love it. I learnt that back in the early days when the first girl sewed a hat for me.

We don’t tend to take the boss/staff attitude at all and never have. At the end of the day if there is a big decision to be made, well then that is different but essentially we are a team and we like it that way. I believe it leads to success for everyone on all levels. Hopefully we can teach others that work with us the same attributes for when they move on. Give them roots and wings.

Do you have a favourite quote or saying which inspires you?

My walls are littered with sayings to inspire and guide me.

Go confidently in the direction of your dreams. Live the life you always imagined. - Henry David Thoreau


My belief in myself has finally come from reading the walls of my workroom and from reading many books. My favourite at the time of writing is - ‘Now is the time’ by Patrick Lindsay, given to me by my youngest son. I believe books find you when you need to be taught something new as do sayings or people.

Reading anything positive just reaffirms your belief in what you do, attitude and commitment.

	“What doesn’t kill you makes you stronger.” - Friedrich Nietzsche. This saying got me through the last three years, which would have to be the toughest we have ever endured. We got down to the bare bones after nearly losing everything and now we’re on the way up and never, never going on that road again.
	“The mind is everything. What you think you become.” - Buddha
	“You can achieve anything you want in life… If you have the courage to dream it, the intelligence to make a realistic plan and the will to see the plan through to the end.” - Sidney A. Friedman
	“Life is not about waiting for the storms to pass … it’s about learning how to dance in the rain.” - anonymous
	“Go confidently in the direction of your dreams. Live the life you always imagined.” - Henry David Thoreau


Have you grown personally on your entrepreneurial journey?

Have I grown? You bet your sweet bippy I have.

Challenges force you to grow; the importance is how you learn from that growth.

There have been some days when I raised my eyes to the heavens and said, “Hey God, haven’t I grown enough yet? I truly don’t want this curve ball”. Obviously not, as yet another is pitched.

Life is certainly a journey and when I think I have done enough growing in my 48 years I guess I look to the wisdom of my elders, especially my mum who has endured so much and my beloved parents-in-law and know I have so much more growing to do. But I have learnt to embrace the challenges as continual growth and make the life journey wonderful. Don’t think it doesn’t make it any less trying as I fight and whinge along the way!

Who are your biggest supporters?

My family without a doubt, Alan my husband of 26 years and three wonderful children. Jack 20, Zoe nearly 18 and Roddy nearly 17 years old as I write this.

Alan’s background was so different to mine; he believed in me long before I did. It continually surprises me that I can attack something I have no idea how to accomplish, but achieve the result I want.
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Roddy, Alan, Jack, Robin & Zoe Strang



My aunt Olive saw my creative streak and encouraged it, Penny and Ian Button shaped and pushed me outside my square and Alan grabbed all the bits and pieces and cemented it together with love.

The reason I do things in life is for my family. I would like to think we strive to make it a better place for everyone but especially our children. These kids have done without so much when times were tough and have jumped in to help out with little complaint.

I have a collection of cards through the years that I will cherish forever. They are a diary of their childhood years and the words so precious and personal show I am truly loved. I count my blessings everyday that they are great healthy young adults and I am as proud of them as they are of me.

My daughter Zoe when asked to write about her heroes in about Grade 7, wrote a piece on The TwoMadhatters. Kathy and I were thrilled.

My son Roddy’s card to me on Mothers Day when he was 9 years old read, “Mum you gave me life and taught me how to love it,” with a photo of him on our new back deck with a gorgeous grin on his face.

Jack recently gave me a card thanking me for all the time I spend doing the little things that make their life easier.

What more support can a mum ask for?

My best friend Kerry Deery and my slightly mad brother Andrew whom I love dearly; both have been dealt some cruel life blows and are true survivors. There are many, many others whom I will be forever grateful for their encouragement to keep going. My cousin Jenny who is more like a sister and, the entire Strang family who have taken me on. A myriad of other people that have dropped in and out of my life, obviously for a reason to teach me something or maybe I have taught them. Some thankfully have stayed, others only for a season, but I am eternally grateful to them all.

Along the way Kathy and I have been lucky enough to strike chords with various people in the media, charities and other business people who have been great encouragers and motivators.

Who could you have not done it without?

Kathy Moloney – the other Madhatter.
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The Two MadHatters-
Robin Strang & Kathy Moloney


She and I formed a bond initially based on a love of sewing, fabrics, colour and creativity. It is a friendship that will stand the test of time as we have true admiration for each other in all we do. She is a special person whose talent sees her succeed in all she does

My husband Alan, who has a constant belief in me and an amazing unwavering trait of finding good in everybody.

My sewers and cutters over the years, Heidi Stewart, Di Daniels, Jane Wilkinson, Cathy Saunders, Pammie Elmes, Lyndal Harriman. Some have remained constant friends and one who still gets the regular call in Longreach. “Jane have you time to sew some hats?” and always says yes! And Heidi, who is like a daughter with her gorgeous young family, is an inspiration to me.

What benefits have you discovered in living and working in regional Queensland?

Although I no longer live out west as we moved to Townsville in 2005, it is a similar feel. Townsville is just an oversized country town with traffic lights and a quicker get away to bigger cities!

With nearly everything here at our fingertips, Townsville is an easy place to live in, both the bush and the sea so close together. For a country girl that is a great thing. The biggest benefit of bush living would have to be the people; the incredible sense of community which you have to experience to really appreciate. You can get things done, as a close-knit community; help in any form is never far away.

Whether this is a good or bad thing - you are found with ease. I have had mail addressed The Madhatter Longreach, and it has found me!

I didn’t see living in the bush as a challenge. Our technology might have taken a while to catch up and it might be expensive to get places but I have seen many great success stories come from all parts of our Australian bush. It is not about where you live it is what you do with it.

“The biggest benefit of bush living would have to be the people; the incredible sense of community which you have to experience to really appreciate.”


I actually love the miles I travel and have done many on my own. It is valuable time to think, with music blaring; to set goals, reassess life and bring plans to action and to dream my dreams. But sometimes I mindlessly drive with music on – it is good for the soul.

How do you juggle two businesses?

With extreme care, especially since they are poles apart.

Planning daily, weekly and monthly would have to be the key. A specific day each week is designated to tackle all the paperwork. This is essential so nothing builds up and gets left undone, saving precious time. The ‘’touch it once” principle is pretty well adhered to by all team members to keep it from piling up on the office desk. For example mail, invoices on incoming stock or any paperwork is dealt with and filed by the team member who touches it the first time.

A diary on the front desk tells everyone what is going on. We have been systemising all the procedures in the shop so anyone can pick it up and do what is necessary. Manual stock counts have given us tighter stock control, which aids cash flow and teaches all team members product knowledge.

The hat workroom is run similarly although it is just me; it keeps me focused on work at hand. Making the daily list the night before sets this up. Switching the brain from one business to the other had to be mastered by allowing quiet time -often late evenings or early mornings.

Has the increasing success of you business impacted your personal/family life?

The growth of the business has meant many sacrifices. Working seven days a week has taken its toll but it has also made us both see the importance of communication in all areas. The evening family meal around our dining table keeps all the family close and informed. We have set goals to have regular days off and still working on that one, also slowly rebuilding some damage that was done to our relationship caused by financial pressures. To move on and put all the challenges behind has been a big mountain. It has been a long slow climb for me personally to gather back the dreams that were dashed. The goal to buy a home again was achieved in December 2008 after four rental years. Now we have reset the dream to travel overseas with our family this Christmas. Dreaming is a massive element to our lives and one that needs to be reaffirmed regularly.

“To stretch beyond my garden fence, taking some huge financial and personal risks is to have found the real person inside.”


Is there anything else you’d like to add?

Just writing this down has been an incredible journey. I have asked myself many times why anyone would want to know my story, the highs and lows of a fairly ordinary person?

If this helps just one person take the plunge of madness in a business/venture or takes them to another level on their personal journey I have achieved something. I want to thank Kerrie Phipps for asking me to take up the challenge - it has been a privilege.

To stretch beyond my garden fence, taking some huge financial and personal risks is to have found the real person inside. It has been an amazing and terrifying search to the depths of my soul. Having been to the brink of depression and back to discover that I am stronger than I thought has also bought me closer to my brother who suffers bipolar maniac disorder. To have been broke and still manage to get food on the table through my own hands has been a revelation.

Having learnt so much about myself and although I still drive myself hard to achieve goals and dreams, I have learned that the pleasure in helping others is what life is truly about.

My father-in-law died very recently but right to his last breath his family was his everything. He built his life on love; a great inspiration to me. His empire was his family, no huge greatness of wealth, no massive story but a trail of people he has helped in so many simple ways. Truly a successful man and doing so much for so many, he lived his life by example. He didn’t require any accolades but the people who lined the road on the way to his final resting place all had a story to tell of this lovely man with a big heart. He was a true quiet achiever.

Success is measured not by accolades you receive but more the little things you do and by the way that you do it.

To me success is not measured by what you do but how it makes you feel. Do what makes your heart sing and if I can make another’s heart sing then mine goes giddy-up.

Live your life with storms of passion and enjoy the rainbows that colour your world…
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?





	A GIFT FOR YOU
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Robin Strang has kindly offered a BONUS GIFT Valued at $30 to all readers of this book…

How to take your idea to market

Robin shares in this practical and inspiring interview, how to take your creative ideas to market days, expo’s and field days and build a following of raving fans. This audio could be the key to starting a successful cottage business or global brand!

Simply visit the website below and follow the directions to download this insightful audio presentation to your PC or Notebook.

www.LiftingTheLid.com/quiet-achievers




CHAPTER 10

Building a
Sustainable Future


	“Think about the solution and not the problem.”
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COLIN BEASLEY
Thurla Farms, Mildura, Victoria
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Colin Beasley

Col Beasley was born in Mildura, Victoria, in 1955. His parents Roy & Vern were farmers at Merinee South where Col was bought up; where in the 50’s their property had no electricity or other conveniences.

Col started schooling at Merbein South Primary School which was 55km bus ride leaving at 7.30am in the morning and returning at 5pm at night. In 1965 Col’s family moved closer to the town of Koorlong, 15 km outside of Mildura, where Col completed a professional agriculture course through his technical High School.

At the end of 1970 Col left school to work on the farm, working on his parents farm initially, and at the same time share-farming another property, then in 1974 he bought shares in this property.

In March 1977 Col and Karyn were married and in august 1978 had their first child Travis.

In 1980 Col purchased and moved to the property at Thurla, and in the same year their second son Brad was born and in 1983 their daughter Rebecca was born.

Col continued to improve this property and subsequently purchased 5 other properties surrounding the original property.

In 1995 Col then took a major step introducing horticulture into Thurla Farms, which incorporated overseas travel for marketing purposes to 8-9 different countries. The farm has now expanded to in excess of 3000 acres of irrigated crops.

In the early 2000’s Col looked at introducing fish farming into the enterprises using their existing water storage dams. Col, together with his sons developed a method of growing fish in what was essentially a lot-feed underwater for fish, later patenting the system to build the industry.

In the early 1980’s Col took up a hobby of driving racecars at the speedway, initially in sedans then moving into sprintcars, and for 25 years continued this sport, amassing hundreds of trophies around Australia with 9 State Titles. Col is also involved in a top fuel drag car business where he became Crew Chief for Darren Morgan Racing for the past 3 years.

Col enjoys working with his family and entertaining his grandchildren on the farm.


When did you first start farming?

I’ve been in the farming industry all my life as I grew up on a farm. However, in 1970 I started working on my parents farm as a dryland farmer. In 1975 bought a half-share in that property. At that stage, we relied heavily on rainfall to produce crops. My wife Karyn and I purchased our current property in 1980 and we have grown upon it to date by purchasing four other properties in the same area.

Can you give us an overview of your enterprises?

It is ultimately a farming business, but a diverse one that branches into multiple areas. The largest area is horticultural based which includes an extensive acreage of wine grape vines, almonds and avocados as well as dryland cereal grain farming, with all areas using vast amounts of water per annum. Our farm also has a lot feed and has quite a number of sheep spread throughout the farm. Our last area of diversity is the breeding and growing of “Murray Cod”, which is an aquaculture based business that also utilizes the annual water allocated to our farm.

When did you first start diversifying from traditional farming?

In 1995 we reassessed where dryland farming was heading. With climate change and other various factors, we realized that we needed to diversify to survive. The farming land was drying out and we went from averaging 12 inches of rain per year to less and less as the years went by. So, in 1995 I committed to travelling to Israel and investigating the farming methods that they used and found that it was quite interesting and achievable. Their irrigation systems were advanced and they were able to use their water in multiple ways, with various crops being grown from it. I used what I had learnt from my trip along with other knowledge and in 1996 we installed a nine kilometres long main pipeline from the Murray River to our farm and started to diversify into the various crops that could be grown under irrigation.

In hindsight, we really stepped outside of the traditional farming boundaries, but at that time, we found that most people leaned towards the belief that what we were trying to achieve was slightly ridiculous and unattainable. However, after taking out a substantial loan to subsidise the initial overhead of the first 100 acres of wine grapes and within a four-year period, it had paid for itself.

From that point, we have moved onwards and upwards and had ensured that we had good contracts in place for the sales of our wine grape crops. We stepped into the realms of what we had hoped to achieve within a five-year plan by that time frame. We had also increased our initial 100 acres to a total of 300 acres of wine grapes and we had also started investigating what else we could do to utilise our water.

“most people leaned towards the belief that what we were trying to achieve was slightly ridiculous and unattainable.”

It was around this time that we also decided to instigate another farming method I had learnt whilst I was in Israel. Around late 1996, we went to Wagga Wagga (New South Wales) and purchased 1,500 Murray Cod fingerlings and placed them in the storage dam to assess the growth rates and how they would react in an ‘open’ dam. In 1997 we introduced approximately 1,000 Golden Perch into the storage dam and it didn’t take us long to work out the growth rate of the Murray Cod were a lot quicker, plus the reaction from this species was a lot more favorable. We kept this in mind for future reference.

In 2000 we installed another nine kilometres long pipeline internally on the property, thus increasing our irrigation area. We planted 2,600 avocado trees on the irrigated area and were happy to see the growth rate and produce that it grew. After this, we developed a further 400 acres of irrigation that we planted watermelons and rockmelons in. By diversifying into the melon market, we were able to obtain somewhat major contracts with nation-wide supermarket chains, Coles and Woolworths. We continued with the melon marketing for quite a number of years, enhancing it further by installing a packing and coolroom facility, which employed approximately 60 people on a full time basis.

How did you begin marketing new products?

With most products, the first thing we did was analyse the appropriate market. With our wine grapes we assessed what the most favorable wines were and planted accordingly. The first year after planting, we focused on producing quality fruit, which we achieved and were rewarded by being awarded a 5 plus 5 (5 years, with a 5 year extension) contract with higher than average minimum prices per tonne as well as additional quality bonuses. We focused the majority of our efforts on ensuring that the quality of our produce was high and in turn we were invited to take part in the pilot “Wine Grape Quality Assurance” program and assist in developing it to be used nationwide. By participating in this program and focusing on the quality of the produce, it ensured our survival in the wine grape industry and also lifted our average financial return per acre. The steps that we have taken to date have assisted in any further wine grape plantings we have undertaken as we have had no issues with obtaining contracts for them. We were amongst the top 5% of wine grape growers as listed by Lindeman’s (Foster’s).

We have also made sure that we are at all times working in hand with the wineries. If they require us to harvest a certain crop within a certain time frame, no matter whether we have two weeks or two hours notice then we will make certain that their requirements are met as we understand that to obtain the quality that most wineries look for, the grapes need to be harvested at precise times. This outlook on supplier/customer relations has been warmly welcomed and rewarded by our many different customers.

What could be some simple tips for people to be that “star client” or to build great relationships with people?

Honesty goes a long way when working with companies, regardless of their size and also assures them that you are serious about what you do. If you go about your business half-hearted, or if you are not willing to learn or expand upon your knowledge then you are starting off on the wrong foot. Also, try not to be unrealistic with your goals that you set. Make sure that you achieve the goals that you set and if you say that you are going to do something, ensure that you do it.

“Our aim is to learn and improve our knowledge, ask questions of those in similar industries to gain further insight and to expand our resources.”

Do you have a system to set and achieve goals?

It is up to each individual as to what goals need to be achieved. From our point of view, if we look at parameters for quality, then we set the goals for those parameters and also try to improve upon them as time goes on. We raise the goals as we reach them so that we are continually aiming to improve. We implement this method on all areas of our farming industries. Our aim is to learn and improve our knowledge, ask questions of those in similar industries to gain further insight and to expand our resources.

Who were your mentors and what did you learn from them?

When I first looked at diversifying, there was a local businessman who had gone down the same path and was quite successful at it, Mike Fitzpatrick. He currently owns “Pettavel Winery” in Geelong (Victoria). At the time when we were first investigating our options, Mike owned a local winery, Allambie Wines, and he was very progressive in his thinking as well as optimism for the industry. We enlisted Mike in a consultant’s position during the first 6 months of our venture into the wine grape industry. Mike’s knowledge and advice assisted us in planting a total of 300 acres of wine grapes which has 2 full time staff members looking after the entire crop. To have such a time efficient, low maintenance system in place is testament to what Mike taught us.

Is there anything else specific that you learned from working with him?

There were a number of things that I learnt, but most importantly was the setting of goals and following through on them. For example, how to market your produce for a particular winery and how to ascertain which would be a good winery to negotiate contracts with. We went through all the different processes (delivery times, payment timeframes, etc) and really researched all the different aspects quite heavily.

What can people do to stay on track when faced with challenges?

I’ve found that we face challenges daily, weekly and annually. However, in saying that, some of the biggest challenges that any business faces are mostly out of your control. For instance, if a winery (customer) goes into receivership prior to finalising that season’s payment – then you could be out of pocket quite a large sum of money. However, it is really up to yourself to face the challenges and think outside the box. We have been in a drought situation for nearly 10 years, but we have still consistently reached large profits during that time because we diversified into other areas. The big factor is that you really need to believe in yourself and what you are doing. There is always a solution to each problem that arises; it is up to yourself to spend the time and effort on finding the solution. Wasting energy on worrying about situations doesn’t help the big picture, acknowledging the problems and rectifying them before they become too big an issue is the smarter way about it. In short, think about the solution and not the problem.

To stay on track, it is all about continually setting and achieving goals and standards. Setting them, achieving them and then raising the benchmark for the next goal.

What is essential for marketing new products?

This really depends on the nature of the business. For example, when we first ventured into the aquaculture business, we initially started with our pre-existing horticultural water and value added to it. In this instance, we found that we had a possible market for something that was essentially sitting there waiting to be used. We researched the aquaculture industry heavily and then approached the Department of Primary Industry and got them involved in assisting further with research. We also travelled extensively to 7 different countries to ascertain what markets were available and what guidelines we were required to meet to sell produce to the specific markets. By doing this, we gained knowledge and understanding as to the target markets. I understand that for some, this type of research may be unattainable without first making their business profitable, however it is a fact that you can successfully grow your produce yet have no market for it – you may as well save yourself the time and financial risk and not grow it at all.

Research really is the key before committing to growing or producing any product.

What would you say has been the highlight so far in your business life?

Every day is a highlight for me. In all honesty, I think I have had one day off in the last 30 years with illness or any other factor. I am at work at 6.30am and I cannot remember a single day where I haven’t enjoyed getting up and going to work. There is always a challenge out there and that is what I thrive on.

As far as specific business highlights go, in 2009 we were nominated for the CMA Business Awards and in the late 90’s we won a Telstra Regional Development Award for Victoria for our developments. However, I still find everyday an enjoyable one. I have got a strong, supportive family surrounding me and I enjoy every bit of it.

Have you always thought that way or was there a turning point?

No turning point. My wife, Karyn, and I have been married for 33 years and all of our children are part of the family business in some form. My son-in-law and daughter-in-law also work on the farm with us, while our other daughter-in-law runs a business in Mildura that is connected to the farm. One way or another, the whole family is connected to the farm.

“Good management is about listening to all opinions, taking their thoughts and views on board and bouncing ideas off one another.”

What does it mean to you to have your whole family involved?

Having our family involved with the business has been our aim from day one. Back in 1995 we knew that we needed to diversify the farm to expand on what we already had in place. There was never an issue with dryland farming, we could have continued it – however we could also see the financial stability and possibilities with diversifying and we knew that it would provide a future for our children. All of our children left the farm at one stage or another to pursue careers and knowledge to assist them when they came back to the family business. Our eldest son, Travis (31), is a diesel mechanic by trade and managed a workshop in South Australia for a number of years. His wife, Alison, monitors and maintains all the water sampling and testing on the farm. Brad (29) is our second eldest and he completed a horticultural apprenticeship and is soon to be married to Prue, who jointly owns and manages a successful business in Mildura, while Brad also works full time on the farm. Rebecca (26) is our youngest child and trained as a travel consultant and also a business management course before returning to the administration side of the business and her husband, Matt, manages one of our vineyards.

What would you say are the best methods or strategies to keeping yourself motivated and focused?

Motivation and focus are the biggest part of any successful business; you really need to be enjoying what you are doing. I don’t classify what I do as work. I classify it as enjoyment, even though we put in a lot of hours per day. I start each day at 6.30am and I think the last work related thing I do is around 10pm, with continuous work in between. My work varies from packing bags, feeding fish, managing the business and everything in between. Although we do work long hours, we all enjoy it and the whole family is involved, so we don’t miss out on any quality family time by doing what we are doing.

What benefits have you discovered from living and working in Regional Victoria?

Mildura is our home. We have traveled quite extensively and I don’t think I have come across a place that I enjoy more than Mildura. It has got a wonderful amount of sunshine. We get extreme heat and also extreme cold, but the growth rate here is extraordinary and that is mainly due to the amount of sunshine that the area receives. It is probably one of the rare places that you can have bare soil one day and a luscious green mat five days later due to the rain. There are certainly benefits to living in Mildura. It is one of the largest populated areas in regional Australia, with a population of approximately 50,000 people and it has everything that most big cities do have, except that we probably have more freedom than city folk.

Thurla Farms is approximately 25 kilometres from the CBD of Mildura and approximately 17 kilometres from the outskirts of Mildura.

“You are always faced with challenges, however in saying that - there are always solutions to any problem.”

What are the unique aspects of running a business in a country?

You are always faced with challenges, however in saying that – there are always solutions to any problem. For example, living in Regional Victoria has us facing issues with freight and shipping costs. If you are selling produce out of the region, then most people will sit down and negotiate deals with you somewhere along the line and you can end up being as competitive as what those are who are situated closer to the ports.

Do you find that by winning different awards and your community involvement, people come and want to learn from you?

We have had a number of various people and groups come through our farm for a look at how we operate our business and we have lost track of the number of bus loads of interested parties have come through. Of late, the majority of interested parties have come to look into the aquaculture aspect. What we have put in place is new and innovative and after years of intensive research we have patented a system called “Cage Way Systems” and we have been fortunate enough to have already sold some of these out of the local area. The interest has not only been nationally, but also internationally with Cambodia, the Philippines and Kuala Lumpar all showing interest in purchasing the intellectual property for our Cage Way Systems.

What was that like to start something new and innovative?

Starting something new and innovative was very rewarding for all involved. The beauty of the Cage Way Systems is that although it is actually a very complex process; it is relatively easy to show anyone how it operates. We worked along the same line of cattle or sheep in feed lots. The only difference to this really is that the Cage Way Systems are underwater. The easiest way to explain the system is that it is an underwater lot feed and that one person can handle up to 200,000 fish by themselves as it is relatively easy to operate and maintain.
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Side view of Cage Way Systems


What are the changes that made the difference in your business?

The main change that makes a difference to our business is simply water. It is without a doubt the biggest, singular change that has made a vast impact. I think that another important factor is that once you have good people around you that you can trust, who also have the same goals as you and also think outside the square, it makes the whole process smoother.

How would you describe your management style?

I always ensure that I involve my staff in the majority of decisions and my family in all decisions. If any of them put forward discussions as to why they would like to see something changed or done in a particular way, then I make sure that I listen to what they have to say as good management is about listening to all opinions, taking their thoughts and views on board and bouncing ideas off one another.

Don’t fall into the trap of not giving people your time. Make the time for everybody, however much it is and in turn you will gain respect by doing something as simple as this.

How have you grown personally on your business journey?

We are involved in a lot more diverse areas now than we have ever been and it has set the learning curve in a lot of industries, even though they use the same principles. No matter what you are doing, the knowledge increases and so does your knowledge of the staff that you have. What happens in this process is that all involved find their area of expertise that they enjoy, so you can foster that along and in the end you have great people in different areas, all from giving them a shot at it. In terms of personal growth, I have found that I have become more patient with what is happening, it hasn’t been without its own issues at times but I really don’t think I get grumpy or short with anybody, which in itself is a blessing.

What were your bravest moments in your business story?

The very first step we took into diversifying from just dryland farming. We were doing rather well in the dryland farming market and also had quite a good amount of cattle and sheep on hand at the time. However, although we were financially comfortable, we were very uncertain of the future and we wanted to ensure that there was a role for our children to come back to the farm for. That step, which involved borrowing 1.1 million dollars, was a bit overwhelming at the time as it was a huge financial risk for us to undertake.

What have been the results of that step?

It has let us expand upon what we originally started with. We are currently in the middle of a development phase which will see us with around 3,500 thousand acres under irrigation by Christmas 2009. One of the positives of late is that we have obtained a 50 year contract in which we have grey water available for us to utilise, which is yet another diverse way of utilising re-use water.

This in turn has also allowed us to grow further crops. We have recently planted almond trees that are on a sub-surface drip system, which is supplied with Class C water. This class of water is also suitable for most vegetables, fodder, grain plus a number of other high quality and profitable crops to grow with.

Essentially, Class C water is high in nutrients therefore cutting back on the amounts of fertilisers, etc that you would usually use. It’s also high security water, where in essence there is x amount “We enlist local businesses to carry out the works most times.” of re-use water in the Sunraysia district and we have to use every single last drop of it. This in turn also builds more jobs for the district and injects more funds back into the local community. We do not tender out our various projects, we enlist local businesses to carry out the works most times.

In what other ways does your business contribute to the community?

We have spent a lot of time looking at Sunraysia and Mildura and early into our diversifying process we were approached about the possibilities of having a large scale Industrial Area located within our property boundaries. After further research, we decided to step outside the realms yet again and we developed close to 600 acres of Industrial land. Currently, this process has finished Stage One, where we had a total of 288 acres sectioned into 33 lots. The smallest of the lots is five acres and the largest is 20 acres, which is quite large scale for our region. By doing this, we have also started works on installing a freight hub, which has also involved lengthy research.

To date, we have created the lots, bitumen roads, lighting, gas, power, potable water, etc that is required to service the new Industrial Area. When the Industrial Area first hit the real estate market, 19 of the 33 lots sold within the first three months. Since that point, we have started works on another development consisting of 200 acres, which is about to hit the real estate market as this book goes to print.

Is that bringing new businesses to town?

It certainly is. Currently we have about 7 businesses from outside the district that have purchased lots. Most of these are Melbourne-based and Adelaide-based that are coming to Mildura mainly because of the Industrial Land. We have worked closely with the local Council with this project and it has taken us quite a number of years to develop this at a large cost to us, but yet again – although it was initially a large outlay it is now lucrative.

What advantages do you see that businesses will have by moving out to country?

One of the big advantages is the fact that there are no restrictions on the 24 hour work ethic. There will be large scale industries, for example trucking industries that will require works to be carried out 24 hours a day. The same goes for engineering business. Any large scale business that does not require walk-in business will enjoy the benefits of being located away from the CBD and having no restrictions on the working hours.

What plans do you now have to expand your own business further?

We are actually in the process of building a factory for ourselves so that we can build and develop our fish module business. It is now in the stage where we really need to be a lot quicker than what we currently are when it comes to building the modules. We recently purchased an engineering business that is located in Mildura, which we primarily purchased to compliment our fish module business; however we are going to expand upon that by building a large scale factory at the Industrial Land area as well.

In terms of the growth in the fish market can you explain what’s happening there?

Basically, it was more of a demand driven process, where we looked at the local market but we also looked at what was needed overseas and we did our homework with that side of it. Once we had worked it out, we actually set up a contract with Thailand where we sent fish over to Thailand and that allowed us to get out in the different markets within Thailand itself. We have now sent 31 shipments over there, but the demand back here on the domestic market has recently increased quite dramatically. At the moment we are not sending over to Thailand because Australia’s using basically all the fish that we’re growing at a very, very good price.

“Motivation and focus are the biggest part of any successful business; you really need to be enjoying what you are doing.”

It has taken time to get it to there but there’s certainly a fast growth in demand, but the industry takes longer to develop. We are at this stage now where we are looking at the potential of having 500 tonne this year, which would suit us comfortably and we want to expand it obviously. The market is out there for 5,000 tonne without a great deal of marketing structure needed. By comparison two years ago, we were probably doing 10 tonne, which is quite a large number of fish for emerging markets. It has not been without its issues – we had to learn a lot in that period of time.

What are some of the key things that you’ve learned in this part of your business?

When we first started in aquaculture, the first thing that a lot of people told us is if you don’t kill at least $100,000 worth of fish, then you’re not a fisherman or you’re not involved in aquaculture. So I guess over a period of time we did that, not willingly, of course, but we learned a lot and so did our family and we put some good staff on as well to look after that side. So I guess the big thing was the same as any business, you have got to put the time into it.

Can you tell us about the quality of the fish?

The quality of the fish, which makes them unique, is the pure white flesh, compared to the other fish that are being sold. They are very comparable to a sea fish where there are no blemishes, no black lines, no marks and that makes them very palatable in the Asian market and obviously in the Australian market. With our system staying in the top two meters of the water, it results in the untainted flavors of the fish. We don’t get the muddy flavor. It’s a pure clean taste of the fish, a real pearlescent type of flesh, and the aesthetics of the fish are gold and green which makes it very unique to the eye of most people that look at fish when they’re buying.

How do you automate your business?

To automate the business, we use the latest technology there is around. I think we’ve got about eight computers working at the moment, plus all our monitoring equipment and data lodging equipment is all computer-controlled. But it’s all kept up to the latest technology as best we can.

Who are your biggest supporters?

My wife, Karyn, of course and my staff really at the end of the day, which is my family and people that actually work and are directly involved with the farm.

Do you have any off farm activities that you enjoy being involved in?

Yes I do. The one main thing that we have done as a family over the past 25 years is Speedway, where I have raced Sedans and Sprintcars (the whole family has raced various cars as well). Recently, we invested into developing a top fuel drag racing team with Darren Morgan to achieve excellence in that sport. I have been Crew Chief of Darren Morgan Racing for the past three years – which yet again the whole family is involved with at various levels.

What do you most enjoy about that?

It’s a break, something different to our normal day-to-day lives. Our family has always been involved with motorsports in one way or another. For example, I was President of our local Speedway Club for a number of years as well as racing. To us, it’s a way to travel, get out and meet new people and also enjoy ourselves as a family.
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?






CHAPTER 11

Engineering
Opportunities


	“Enjoy the rewards and enjoy what you do. Love your life!”
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Inline Engineering Services, Port Hedland, Western australia
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James Taylor

James Taylor was born in Middlesborough, UK in 1971 to George and Pauline. Living in Redcar, British Steel employed George as an operations supervisor and Pauline a secretary. The difficult economics of the UK in the late 1970s prompted George and Pauline to migrate to Australia in 1980, in the hope of providing better education and employment opportunities for their three children.

The family settled in Willeton in Perth, Western Australia and James soon discovered Australian Rules, martial arts and an Australian accent. During his schooling years James threw himself into sport, part-time work and family activities.

James began his career working in several different occupations from brickie’s labourer to selling suits in Myer. Two things were immediately apparent; James understood the importance of providing excellent service and how to work very hard.

On a two-week holiday to visit his parents, who had moved to Port Hedland WA, working in the mining industry, James picked-up some well-paid labouring work on the BHP worksite. During this work, a BHP supervisor observed his work ethic and encouraged James to apply for an adult apprenticeship in 1991. Seeing this as a second chance at a career, James seized the opportunity and strove to be the best in his class.

After two years with BHP James had the opportunity to transfer his apprenticeship to David Brown Gear Industries (DBGI) in NSW, allowing James more technical experience. His time there included a variety of work sites, trouble-shooting highly critical operational equipment under the supervision of some of the best technicians in Australia.

Accepting a promotion within DBGI saw James move back to Port Hedland in 1997 and brought him close to daily business operations. In 2001, DBGI closed its Port Hedland workshop, making the entire staff redundant. James saw an opportunity to run the operations as a profitable business. With a remnant of two tradesmen, an apprentice and part-time office worker, Inline Engineering Services began.

With his wife Penny and their children Nathanael, George and Elizabeth, James also enjoys the fishing and sun in Port Hedland, WA.


What makes InLine Engineering Services unique?

InLine Engineering Services is unique in a number of ways.

The work we do is at the technical end of mechanical fitting and is very easy and very costly to stuff up. Unlike other generic or fabrication type work, we only have one chance to get it right, installing a part that there is only one of in the world on a critical piece of equipment that is costing the client company in excess of $250,000 per hour to be down. All this while the client managers are looking over your shoulder asking when it will be fixed and putting safety first.

This aspect makes it a higher risk type of business. Safety is paramount as a workplace injury could not only hurt someone but could put everyone out of a job. We have little margin for error, which makes skilled people our best asset. Knowing where your business is unique helps you manage the whole business better.

Our isolation makes us unique through facing the difficulties of attracting and retaining skilled staff while managing the costs of a workforce where housing and other benefits are the norm in an expensive housing market. In meeting these challenges, we are able to provide our clients a service that is available here. A client flying a service technician from Perth to fix equipment would first have to confirm accommodation is available  this is even after the mining boom.

We have proven in many different ways that it does not matter how big or  “Success to me means that whatever I do, I do to the best of my ability.”small your company is, it will succeed where other larger companies may have failed if you can meet the customers need where they are. InLine Engineering Services is growing where other larger companies have opened and closed because we work with our customers and suppliers to gain a better result for all parties involved. Decisions are made locally to suit local needs. Although this may not sound unique in business, it is in the mining environment and the type of work InLine Engineering Services carry out on a day-to-day basis.

What does success mean to you and how does one continue to achieve it?

Success to me means that whatever I do, I do to the best of my ability. That does not mean that I will always win gold, or close the deal, it simply means that when I sit back and reflect I can say truthfully to myself I did my best.

Success is difficult to quantify. While we use the bottom line profits as the ultimate measure of business success, we all know that there are so many factors involved. For my company to achieve a profit, we must have safety. In our industry, a serious workplace injury could send most small businesses to the wall during the aftermath.

The profits need to be ethical and enjoyable otherwise you feel bad and don’t have the time to enjoy the success.

Being successful, to me means that I achieve my goals without comprising on faith or beliefs.

I believe that my business has been successful because of my belief that any person is worth more than any bank balance, my understanding that my success has only happened because good people have been there for me, working for me and is a result of many things functioning together.

To stay successful means to keep doing the things that work, and change anything that doesn’t. It’s simple to say but takes discipline to do.

I enjoy my reputation and integrity. Integrity means doing what you said you would do.

What has been one of the biggest challenges you have had to face in building InLine Engineering Services and how did you overcome it? How did it shape your life?

The biggest challenge I have faced and still do is the hiring of skilled staff. In our location in Port Hedland, a fairly transient town, it has proven a struggle to maintain a high level of skilled tradespeople. It could take up to two years to get a qualified tradesperson up to a high standard and when most people are only here for two to four years there is a constant need for training. In 2005, when it was proving harder to get skilled trades people due to the shortage of skilled people in Australia it was time to try a new approach. We advertised positions in South Africa and we received over 130 replies within a three-week period. Soon I was on a plane to South Africa and conducted over 40 interviews in a very short period of time. We offered jobs to five candidates and started to make plans for them to come to Australia with their families on 457 visas.

“By working through it step by step, ticking the boxes, soon enough you will be finished.”Having to go to such extremes to get employees taught me a lot about the way I tackle issues. What seemed to be a fairly simple thing in the past, hiring staff, was now a huge logistical exercise. Not only was I an employer, but we had to get housing for these people, make sure their kids can fit in with our schooling system, not to mention the whole immigration department and visa issues. It taught me not be to concerned with the size of the project, not to get overwhelmed with all the hard stuff. By working through it step by step, ticking the boxes, soon enough you will be finished.

I apply this strategy to everything I do in my business and also personal life. I found that this works for me. So from large development decisions for my business down to the day to day stuff, one step at a time keeps you moving forward without getting bogged down and finding it all too hard.

What do you believe are the essential qualities of a successful person?

Firstly, you must believe that you can do anything. No matter where you have come from or what you have or have not done, you must be able to say that you can do whatever you want. This isn’t saying that it will be easy, but believing that no job or challenge is bigger than you are is very, very important.

Secondly, you must be able to take yourself lightly, have a laugh at yourself. Don’t take how important you think you are at work or in your business too seriously. Just because I sign contracts as a “Managing Director” does not mean that the next day I wont be a trades assistant, fitter, machinist or whatever I need to be for my team to complete a job on time. No matter what anybody’s bank account balance is, or what suburb they live in, we all breathe the same air, live in the same country and we will all be buried in the same earth. How we live our lives and the lives we touch when we are still breathing is what matters.

A person who thinks their job or community standing makes them somehow better or more important than the person who cleans the toilets at the local shopping centre, limits themselves (from developing a relationship with anyone that is not at their intellectual or social standard). Sometimes we find that the best advice comes from the people we least expect.

There are people in this world that are super rich in money, but bankrupt in terms of relationships with those around them. Be part of the team and a leader at the same time. Laugh at yourself when you make a mistake. Trust in yourself that you will not make that same mistake again but do not beat yourself up about it.

“You must believe that you can do anything.”


Last of all to be successful you must be able to just get on with it. No one else will look after what is yours better than you. No one else in a business lives with the problems that an owner does. So don’t expect other people to be as concerned as you are. Seek advice, get some help, but most of all you must be willing to do what needs to be done to reach a goal or fix a problem. Don’t keep putting it off, it won’t get any easier to fix. When was the last time you heard of a runner winning a gold medal at the Olympics who had someone else do all the training because they were too busy doing other stuff to train? Never, and it will never happen. For you to be successful you must do the hard yards, you must be involved. The rewards, after all, will be yours.

What do you believe was your biggest sacrifice in getting the business off the ground?

Time. The time I have had away from family that cannot be replaced. Thankfully I have a great wife who supports me, and wonderful children that I cherish every moment with. However, owning my own business means the buck stops with me. If I could do it all again, the thing that I would try and change is to ensure that I had more time for those that needed me outside of work. This does not mean that I have got it right now, I still spend far too much time at work, but I am getting better.

Another thing I found myself doing and still do too often is put myself last. I am sure that other business owners know what I am talking about. Trying to fix all the problems in the business all at the same time didn’t work for me. I tried less sleep, doing everything myself if it was too hard for someone else, worked when I should have been resting, giving some else a day off instead of myself because it has been hard work. Doing this just took more time from me  time that I should have used developing relationships.

What is your approach to marketing and how did you get your name out into the market place?

My firm belief is that your attitude and your product are your best marketing tools. We are in the business of service provision to our clients, so we need to offer a service to our customers that is second to none. The attitude we need to have is a “can do” attitude, to think of things that may cause future problems for our customers and work around them. Building a reputation as a problem solver and to be at the top of your customers speed dial list is the way to win and keep clients.

”…relationship is the best way to get results in marketing.”

To market my business I go and see our customers and have a face-to-face discussion with them. The usual questions are asked but I always give my customers the opportunity to tell me if there is anything they would like me to do differently. This gives them the chance to be part of my team, my company and have input into the things that will make their life easier at work. A close, understanding and co-operative working relationship is the best way to get results in marketing. Word of mouth between customers is a huge influence - you just need to make sure it is positive.

The other way I market the business is by sponsorship of local events or sports teams. Having InLine Engineering Services name on a sports shirt just lets people know that we are here and are pleased to support our local people.

What is the most important thing you have learnt about successful business in regional / rural Australia?

Being in a regional area presents its own challenges for everyone and every business: the distances supplies and parts need to travel to get to you, the transient workforce, housing issues for staff, lack of suppliers and technical support people.

To be successful in a regional area we have had to become self-sufficient as much as we possibly could without losing focus on our main business. For the areas that we could not become self-sufficient we have had to build relationship with other businesses that provide these services. We built a network of reliable businesses within our regional area to support us. It was important for us that we support other local businesses as much as we possibly could. We found that this support has been repaid many times over when we have needed something in a hurry.

I have found that to have a successful, reputable business in a regional area is to be involved in the area. Supporting local events, supporting local businesses, and being involved in business and community groups helps me understand what is happening in the wider community. I have developed relationships with local and state politicians to also build a network where information is available on future projects, current government programs and other valuable information I wouldn’t even know was out there.

What were the significant turning points for you?

There have been lots of turning points for me and hopefully lots more to come. The most significant is still the day that we finally made the decision to turn down other job opportunities to start InLine. They say the first steps are the hardest and I certainly felt that way trying to make the initial decision.

After that there have been some events that have happened that changed the way I thought about the business. The first was a large equipment purchase for the workshop two years after we began. It was a scary and somewhat sobering moment when I signed the papers for such a large amount for one machine. Until this point I still ran the workshop as more of a place of work not as a business. It was then that I realised that there was more at stake here then just my wellbeing and future. I had my employees to consider; my decisions affect their livelihood.

The signing-on of our first new apprentice was another notable turning point. When I make a commitment to an apprentice, I need to get it right, as it is their apprenticeship. How well they do while they are with us can affect them for years to come. We need to offer a safe place to work and first class training. In every decision regarding the future of my business I need to consider our apprentices and what affect it may have on them.

One of the worst events was the first time I had to sack someone for misconduct. There are plenty of highs and lows with employees and having to actually sack someone is the lowest. This was a time when I wished I could have passed the task on to some one else but as I like to say the name on the side of the building is mine and so is the responsibility.

How have you grown personally on your entrepreneurial journey?

I guess the biggest way I feel I have grown in the last eight years of building InLine Engineering is that I have learned to relax more in the whole process of being a small business owner. Trusting myself when making decisions in the beginning was a real struggle for me. I was always double-guessing and being unsure if I had made the right call or not. I remember nights when I was up all night worrying about whether what I had done that day was right or not. Now after eight years I have learned a lot and personally I know that sometimes I am going to get it wrong. The call I make on something may prove to be not as good as what I thought it was going to be. There’s always a risk something just may not work out. I have found that personally I do not get so uptight about these decisions. In business you have to make a call, as delaying making a decision can result in a worse outcome that you have no control over. So I just make a decision and keep moving forward.

“Learning from mistakes is imperative but I have learned that I cannot be afraid of making another possibly risky decision, as it may be the best call I will ever make.”


Learning to trust myself more has resulted in the ability to get on with the things that need to get done. Not to waste too much time on things that don’t need all my attention and focus on the ones that do.

I’ve found that the time spent dwelling on the last decision just takes time away from the next task I have to do. Learning from my mistakes is imperative but I have learned that I cannot be afraid of making another possibly risky decision, as it may be the best call I will ever make.

Who are your biggest supporters?

Without doubt my biggest supporter is my wife Penny. In the early days when we did not have kids, she was working and financially supporting the initial start up the company. Now I can come home and debrief from the day that was, to enjoy time with our kids as a family. Having someone that you can just talk to, that you know will support you no matter what is a blessing, and I am truly blessed that my wife is that person for me. No matter what problems I have with the business I can always turn to her and feel supported. My three kids, although they would not be able to understand any of this also support me in so many ways. Nathanael (Nate Dog) aged 7, George (Gorgeous Georgous) aged 4, and Elizabeth (Biff) nearly 2, just bind everything together. Somehow they just help me tie all the different parts of my personal and business life together and put everything in one big “Life of James Taylor” file.

My parents and parents-in-law are also great supporters of my family and I. Their encouragement helps me back myself. Living in a regional area you don’t get to see much of your extended family. Once you start a business you have even less time. We can sense a little bit of pride from them, which is a great feeling. Our family is our insurance.

With the risks that business ownership brings, we know that despite our best efforts, if everything went horribly wrong, our family would support us and we’d never be on the street.

My church family has also been great supporters. As a Christian, knowing that there is more than just me in this, is a great comfort.

What advantages do you see for regional businesses?

The main advantage I have found in running a business in a regional area is the fact you get to know a lot more people. You can build a close relationship with your customers, which helps you understand their needs. The other huge advantage is that our company can have a real impact and help the community. All of this helps us shape our company to fit with the region.

Of course for us the main advantage we have is that our area is at the centre of the mining industry. The mining boom seems to be still alive and strong, although it may have slowed down we certainly have not felt it. Even with a slow down, being largely a repair and maintenance service provider, it means more work as clients are repairing rather than installing new equipment while cash is tight.

As I have said previously, being in a regional area allows you to get involved with groups and people you may not get the chance to in a city such as your state government minister, local government and visiting federal ministers. We all know how important it is to speak to the right people and I have found that I have been able to talk directly to these people who have also helped point me in the right direction.

What are the most crucial things you have done to grow your business?

The way I see it, growing a business is done in one of two ways - you plan for growth over a number of years with a well laid out business plan or you just get going and take it year by year.

Now I have never said that I am the smartest fish in the fish bowl and never will. I have never said that I deserve to be where I am today with all the blessings that have been placed upon me. I was never really much good at school except at finishing time so I had only a slight idea of what I was doing when we started. When we started we simply could not afford the help required to draw up a four-year business plan. So we did the second option of year by year and in a lot of ways we still do. In fact we have found that being in the area of engineering and mining that this strategy often works best because it gives us the freedom to move with the constantly changing environment we work in. So this was the first crucial decision we made even though we really didn’t know it at the time.

	
“I hired my old supervisor as our operations manager, this I believe has been a great learning experience for both of us.”



Some other important things we have done include the apprenticeships we offer and the involvement we have with the local high school in their pre-apprenticeship training program. I have found that these programs keep us on our toes, as we stay focused with our training and work place systems for these young people.

I hired my old supervisor as our operations manager, this I believe has been a great learning experience for both of us. He has had to learn the numbers side of the operations and that being at a higher level in a small business is a lot different than in a big company. In him I have someone who can keep me thinking straight, who isn’t afraid to tell me when I am wrong or show me a different way. Best of all I am still learning from him and that means my staff gets better training as well.

The latest thing I have done to grow my business is to seek new opportunities that are out there. We are the only private business in Port Hedland that has CNC machines in our machine shop, the only workshop in our region with a dynamic balancing machine. I believe that being in regional area should not be a constraint. I see no reason why my workshop should not be able to offer the same service as a city-based workshop just because we are regional. By providing the services our clients require, our customers do not need to look elsewhere because we can offer the same service at their doorstep. This goes back to our first crucial decision of running our business year by year for the most part. Having this flexibility allows us to better predict what our customers will need in the future and set up to cater for that new opportunity.

By not being afraid to change my decision even when our plan was written out months ago is why we continue to grow from year to year.

In a speech by Michael Chaney, ex Wesfarmer’s CEO, he said that he decided to make their core business anything that made money. In a business context this gives you the freedom to focus on optimising profit rather than a core (business) activity that may put you out of business. The flexibility I’ve mentioned already and the attitude that our core business is activities that give us the best bottom line result, has proven the best strategy for our business. For example, we limited our site work for our clients as we were having difficulty in demonstrating the difference between using highly skilled fitting labour (ie. Inline) and general fitters from a labour hire company. After some months we found we could make this service more attractive from our end by structuring our site crews to achieve better profits. We went back to accepting all site work.

How has the increasing success of your business impacted your personal/family life?

Again success is measured in many different ways for different people. Our business has done well and is getting better with every year. I find that the success of Inline Engineering is a bit like a two-edge sword. The more time you spend at work the more successful it should be, but family time is lost. The more time you spend at home the business success does not grow or goes down but family life is great. Learning to get the balance right is the tough part but you soon know when the balance is out.

After eight years, the benefits of owning InLine Engineering Services have impacted my life greatly. I have met some great people, been given some great advice, learnt some massive lessons from mistakes I have made and enjoyed every minute of it  well most of it.

“I believe through my faith that what I have is a blessing and it should be used as a blessing to others.”


Financially the benefits have been great (this may be a slight understatement). I have been able to contribute financially to so many things that I just simply would not have been able to do. I believe through my faith that what I have is a blessing and it should be used as a blessing to others. With the financial benefits of a successful business I have been able to support small things like local events to large-scale projects like the purchase of a 4WD vehicle for Christian Blind Mission International to assist blind and disabled people to attend clinics. Living in Port Hedland can be hard sometimes if you require specialised medical care, so again the financial success of our company has been a great blessing in that if we need something from elsewhere, we get on a plane and go get it.

However the other side is that as I said before if I get the balance wrong between work and home life I know really quickly. The ongoing success has given me more confidence to walk out of work and go home to get the balance back. This is probably the biggest advantage that success has brought to my life. I am more comfortable leaving for a few days and knowing that the business will be okay with the people who are left in charge.

In short, success of my business has impacted my life in every area; personal development, education, financial, time management, communication skills, faith and family time.

How does your business contribute to the local community?

I am a strong believer in giving back to the community that has given me the opportunity to do what I have done. InLine Engineering Services is involved with the local high school training program for young people considering a trade.

We are involved with various sponsorships of different sporting events, from the annual fishing tournament to teams travelling to Perth for cricket and football.

Another way we get involved in our community is the use of our workshop for the construction of equipment needed. Just this year we built nine sets of soccer goals for the inter-town tournament held in Port Hedland. It is important that these sometimes small, one-off tournaments or events get real support as more often then not in the regional areas these events will grow and grow into great multi region events.

What are your recommendations for getting started and keep moving successfully?

As I said before success means lots of different things to different people. However, you need to keep the main goal of what you are doing, the main thing; do not get distracted or mix up different goals together.

These are my top tips on keeping the main thing, the main thing:

	Read some books on business strategy to get your head into what you need to do to keep the main goal of your business the main goal. I recommend a book called “The Goal” by Eliyahu M Goldratt. It wasn’t until I read this book that I was able to separate what the business did to what the goal of my business or any business is  to make money.
	Know where you want to go. To get to point B from point A, you must know where point B is. Work out where you want your point B in 6 or 12 months and start the road map of how to get there. Be smart about this and ask lots of questions to people you trust and people in your industry. Learn from other peoples mistakes.
	You are IT, so get used to it. Your business, your name, your money, your responsibility. Don’t let anybody else take your decisions away from you that you need to make. This is why you started what you are doing, being your own boss, running your own business so you can make these calls. Be wise, be smart, get all the information you need and then just do it, make the decision that you need to make. Enjoy the position that you are in, this is what it is all about, being in control to get you where you want to be.
	Know that you can do it. You must be able to back yourself in building your dream no matter what it is. It is your dream so trust yourself and know that you can do whatever needs to be done to make the dream become reality. There are people that will knock you and say things that will make you doubt yourself, but you must know in yourself that you can do it.
	Most importantly enjoy it. Enjoy everything that you have done, will do and all that running your own business will bring you. Certainly you will have your bad times but these will be far outweighed by the good times.
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The Ministers award for Excellence for Employers of Australian Apprentices Runner up.


Running my own business has given me some great moments. In August 2009 I was in Canberra at Parliament House receiving The Minister’s award for Excellence for Employers of Australian Apprentices. We came runner up to Argyle Diamonds who have more than twice the number of apprentices than I have employees. To achieve this was a great moment for us as a company and something I would have never achieved without going into business. These moments are to enjoy and be proud of. Owning, running and being part of your own business is something not everyone will do but anyone can do if they want to. It will try you and test you, but it will reward you far more with enjoyment, self-belief and self-growth every day. Enjoy the rewards and enjoy what you do. Love your life!
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1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?






CHAPTER 12

Confidence
Creates Success


	“You can learn something positive from any of your experiences.”
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PAMELA HARDGRAVE
Lillydale Farmstay, Mt Barney, Queensland
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Pam Hardgrave

Pamela Hardgrave was born in Boonah, Queensland to farming parents. One of six children, Pamela learnt very early in life to work hard and she acquired coping skills that seem to come naturally to country people whose life is dictated to by the natural elements.

Pamela has spent all of her life living in the picturesque pocket known as the Scenic Rim in south east Queensland, which has fostered her love of the unique natural environment. Pamela married Doug Hardgrave, a fourth generation farmer and has lived at their property “Lillydale” since their marriage in 1972.

Lengthy and regular periods of drought led Pamela to seek employment off the farm and she has worked in a number of diverse roles that allowed her to develop her appreciation of high quality customer service and the fundamentals of operating a small business.

At the end of another long drought in 1999, Pamela acknowledged that for “Lillydale” to continue to operate into the next generation, she needed to diversify its operations and work towards implementing ecologically sustainable practices. She achieved this by opening her farm stay business in 2000, which has thrived from the combination of her tireless dedication to customer service and offering guests a unique experience on a working farm with the modern conveniences of 4 ½ star accommodation. Lillydale is one of the few farm stays in Queensland to hold a AAA 4 ½ star rating, advanced eco-tourism accreditation and to be named in the Queensland Tourism Awards Hall of Fame for three successive wins in the Hosted Accommodation category.

Pamela’s definition of success for her business is not measured by the accolades it has achieved but for the benefit that the business has created for the local economy, the tourism industry in the region and for her family. Pamela has been involved in numerous local and regional tourism organisations and has recently been appointed to the Queensland Tourism Board.

Pamela and Doug continue to live at “Lillydale”. Their youngest daughter, Rebecca, works with them at Lillydale and her two older daughters have pursued lives off the farm. She has four wonderful grandchildren who continue to inspire and motivate her.


What is the most encouraging thing anyone has told you about your business?

My husband Doug recently told me that the “farm stay was a good idea”. This does not sound overly encouraging but from a laconic farmer who was initially against the business concept, this was the highest form of praise I could ever expect to receive.
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My business concept was created to provide Doug and I with financial stability so for Doug to acknowledge the business’ success was a huge personal achievement for me.

I also find that you can always rely upon your family members and close friends to be brutally honest with you about your achievements and your ideas, so receiving a compliment from this select group is usually more meaningful than the accolades of acquaintances or people who do not know you as well.

Can you tell us about your business and what services you offer?

Lillydale Host Farm is a farm stay operation that works towards offering guests a unique country experience. We offer a range of services from traditional farm-based activities such as cow milking and horse riding, to more extreme sporting activities like abseiling. In designing the activity programs for our guests, I try to incorporate aspects of traditional country life with region-specific activities that take advantage of the local heritage and culture. I also try to promote other local industries and business by developing activities that are designed to showcase the region rather than my own business to give guests a more fulsome experience.

I take great pride in the comfort that we are able to provide our clients despite being on a working farm and our accommodation is rated 4 ½ star by AAA. We provide traditional country meals with a unique twist, using produce from the farm and bush tucker food. We only buy local products and employ local people to assist us with the operations of our business to supplement the local economy.

The most unique feature of our business is that we actually invite guests to be part of our family for the duration of their visit. We fully immerse them in the day-to-day operations of our farming commitments and spend quality time with all of our guests.

What does success mean to you and how does one achieve it?

Success is a very subjective concept in that it can mean different things to different people. There are industry benchmarks that you can use to measure your success compared to other similar businesses, such as awards, but each person involved in a business needs to define their own measure of success. To do this, business people need to work out the things that are important to them such as financial stability or achieving work/life balance and then develop an objective measure of this construct.

For me, Lillydale’s success is measured in terms of customer service. One of my main goals in developing my business concept was to focus on delivery of the highest quality customer service. I continue to work towards improving the level of customer service delivered by my business. I achieve this by anticipating what guests want from their experience at Lillydale and attempting to deliver this. For me, achieving success is measured by the number of repeat guests and by comparing the business to industry benchmarks. This has resulted in increased profits for the business and its increased profile within the industry.

“One of my main goals in developing my business concept was to focus on delivery of the highest quality customer service.”


In business, achieving success is a fluid process in that it can change as your business grows or the required level needed to demonstrate success can alter. As my business has grown, the quality of customer service I expect my business to deliver has increased exponentially through feedback I have received from guests and my own increasing sense of confidence of the level of customer service that can be delivered by myself and my team.

How can people provide great customer service?

Customer service is about a frame of mind not a job. If you are honestly trying your best to help people, your job satisfaction will be higher as your customers will respond to your help. I’ve always taught my staff to smile. No matter what is happening with your customers or in your personal life always smile and you will win the customer over. There will always be someone that you can’t please. If you’ve tried your best, accept this and move on. Don’t take it personally.

We have had some guests stay with us over 20 times. We put this down to excellent customer service and building a relationship with our guests. They have personal time with the owners and with staff. We have feedback forms that they fill in and we listen. If they have a good suggestion we try to bring their ideas in. When we receive constructive comments we adjust the way we are doing things for a better outcome.

When our guests have a good time they automatically tell their friends and relatives about their stay and show them pictures. This often leads to them coming back to Lillydale together. We also offer guests a special incentive to return with friends. We keep in contact with our guests and send them a seasonal newsletter with updates on what is happening on the farm, new activities and a calendar of events to encourage a repeat visit.

What has been the biggest challenge you have had to face in developing Lillydale as a successful business and how did you overcome it?

One of the biggest challenges I faced in developing my business was my own perceived sense of inferiority due to my lack of formal education. I left school at the end of Grade 10 and always felt that my level of education held me back in certain aspects of my business development.

“It is more important to seek knowledge and apply it in a practical sense rather than hold formal educational qualifications.”

I worked towards overcoming this challenge by enrolling in a senior level English course. I recall being so overwhelmed by the prospect of the end of semester exam that I was physically ill but I managed to sit the exam and pass it. The confidence I gained from this study enabled me to complete a Diploma of Management through TAFE Queensland to supplement my practical skills.

Through life experience and the exposure I have had with guests who held formal educational qualifications, I have learned that it is more important to seek knowledge and apply it in a practical sense rather than hold formal educational qualifications. There are a large number of highly intelligent, successful people who do not hold the expected formal qualifications. For me, though, the formal qualifications gave me added confidence in my own business management skills and fostered a desire to gain further knowledge, which has served me well in developing my business.

Some of the greatest obstacles you face along your path to success will be internal challenges created by your own fears and insecurities. If I had not faced up to my own insecurity about my lack of formal qualifications, I do not think that my business venture would have been as successful as I would not have possessed the self-belief I need to keep going when I faced external obstacles.

What do you believe are the essential qualities or personal attributes of a successful person?

A strong work ethic, honesty and the desire to help others are the most important qualities of a successful person.

You have to be prepared to work hard to reach your goals. Because it is your own business concept and other people may not always share your passion for the business, you need to be prepared to work harder, longer and smarter than everyone else in your business. This is not only a way to work towards achieving your goals but demonstrates your unwavering belief and passion for the business, which inspires others working with you.

Honesty is necessary to be successful because you need to be able to look back over your journey, once you’ve reached success and be proud of what you have achieved and how you have conducted yourself along the way. You can achieve great wealth or success but at the end of the day, you need to ensure that you have earned the respect of your family and your peers.

I also believe that if you treat other employees, your competitors, your suppliers and any other people involved in your business with honesty, they will usually reciprocate, making your business interactions more transparent and manageable.

Sharing your knowledge, experience and networks with new business ventures is also the mark of a successful person. The willingness to offer something back to other people acknowledges the assistance you will receive throughout your business venture. When I first started the farm stay business in 2000, I developed a large network of successful business people who were prepared to offer me advice and assistance. This input was invaluable in encouraging me in reaching my goals and also to reality-check the strength of my business plan.

What do you believe was your biggest sacrifice in getting the business off the ground?

My biggest sacrifice was the time that was initially spent in developing and running my business took away time I would have spent with my children and grandchildren. In growing the business and working in a “hands on” manner, I feel that I missed a lot of my grandchildren’s development and have not always been able to participate in family life to the extent that I was able to prior to starting my business.

I had to make the conscious decision to put the business first in its developmental stages, which was difficult for me because family has always been my main focus. There were times when I felt I was being selfish in not putting my family first but the strength of my belief in my business goals kept me focused.

The short-term sacrifice of spending less time with my family has paid off in the long-term because the business is now profitable enough that my youngest daughter works with me, and my oldest daughter and grandson Toby often come back to Lillydale to visit and offer their assistance.

In running your own business, it will be necessary along your journey to make sacrifices. Some of them will be bigger than others and cause you to step back and take stock of your business concept. The best thing to assist you in making these decisions as to whether the sacrifice needs to be made, is to have the unfaltering support and love of your family and a few close friends. It is also beneficial to be flexible in your approach to the business and evaluate whether compromises can be made to your business concept or the extent of the sacrifice required.

If you had to start over, would you do anything differently?

In hindsight, I would have more confidence in my own instincts and abilities. In the initial stages of my business, I often relied too heavily on expert opinions in relation to areas like marketing and website development because I did not have a lot of expertise in these areas. I would sometimes have a niggling doubt that the expert’s proposals were not congruent with the way that I wanted to develop the business but would defer to their expertise. I believe that whilst this was not fatal to my business concept, it may have set back the success of the business because it showed a wavering in my self-belief about my business confidence.

“Work smart and use technology to its full advantage.”

As the business grew (and my confidence with it), I was able to become more assertive in how I wanted to market the business and the methods to be employed in doing this, which has ensured that the fundamental principles of my business concept have remained intact.

If I had to start over, I would make sure that my degree of confidence in my business concept and my own personal strengths and abilities were stronger. I would do this through further education, undertaking the relevant courses or spending time with other successful business people who had mastered the skills I felt I needed to learn, to acquire the necessary skill set.

What are the most important things you have learned about successful business in rural Australia?

Rural people have the wonderful quality of always looking out for their neighbours. I think that in order to operate a successful business in rural Australia, you need to capitalise on this attribute, by giving back to your local community. In developing my business, I have always tried to use local produce and services and I employ people from the local area who have similar country values. This approach has always ensured that I have been treated fairly by other businesses within the community as we all work together to mutually complement our own business activities. By looking out for your neighbours, they will return the favour, helping your business to become more successful.

Another important aspect of operating a successful business in rural Australia is to master all forms of technology - email, web cams, website development. The tyranny of distance can often leave you time poor because you need to spend so much time travelling to places. Work smart and use technology to its full advantage. It allows you to access markets previously not available to rural business owners.

“Have a little chuckle to yourself when things do not always turn out the way you expect.”


Another important element is to maintain your sense of humour at all times. Living in rural Australia, at the mercy of the natural environment, you quickly learn that you cannot control everything and that the unexpected will always happen. I recall times when:

	Doug has sheepishly told me he could not conduct the night tour for the guests because he had lit a “little” fire which had escaped into the neighbour’s property and that he was on fire-fighting duties for the evening;
	I have had to explain to my grandchildren that whilst grandma loves them dearly, the guests downstairs do not really want to be awakened at 5:00am to their rousing rendition of “Twinkle Twinkle Little Star”;
	I have come into the kitchen just before dinner was due to be served to find the wrong hot plate on and the potatoes still waiting to be cooked;
	guests have become hopelessly lost and I have been on the phone to them asking them to describe the trees, fences, anthills etc, so I can try to work out where they are and which direction they are headed; and
	guests have stumbled upon me in the wee hours of the morning, still in my pyjamas, looking less than glamorous.


You can react poorly to these inevitable situations and make those around you uncomfortable or you can see the funny side of the situation and have a little chuckle to yourself when things do not always turn out the way you expect.

What were the significant turning points for you?

Winning the Queensland Telstra Business Women’s Award in the Business Owner category in 2006 was a big turning point for me because up until that point, I had been so immersed in actually developing and implementing the business that I had not taken the time to reflect on what I had achieved.

My daughter Kim nominated me for the award and all of the family offered their thoughts and opinions for inclusion in my application. Actually sitting down and having to reflect on what I had achieved in the six years since the business opened was an eye opener for me. Reading some of the references offered by other local businesses and industry heavyweights was also inspiring.

The awards process was quite lengthy and it allowed me to review aspects of the business and to take stock of the direction that the business was heading. I reworked some of my original business ideas and strategies to bring the business into line with my long-term objectives.

I admit being quite daunted by the thought of competing with the other nominees, women I had heard of or worked with and held in the highest of esteem. Whilst I was proud of my business success, I did not consider myself in the same league as the other nominees. Actually winning the award inspired a huge amount of self-confidence for me, which allowed me to take some bolder steps in the development of my business. It also allowed me to develop some wonderful business networks, which I still rely upon today.

How have you grown personally on your entrepreneurial journey?

My self-confidence has greatly improved along my journey. The original business concept was generated as a means of ensuring financial security for my family. Along the way, as I have addressed my personal insecurities and gained more knowledge about business operations, my long term business goals have changed and I now take more pride in the management side of the business. I pay more attention to the way in which the business is operated and aim towards the business becoming an industry benchmark.

I have also become more flexible in the way I approach my business. I am more prepared to critically evaluate my business objectives and goals and seek compromises, which allow me to achieve greater success.

“I was met with stunned gazes and outright scorn in some cases.”

I have also learned to have more faith and confidence in the team at Lillydale and to release my tight grip on the reins. In the initial years of the business, I was so preoccupied with ensuring that the business was successful that I felt I needed to be involved in every little aspect of the business. I did this because my vision for the business was not always held with the same passion and commitment as my employees. As the business has grown, I have been able to acknowledge that there are not enough hours in the day to do everything myself, so I identify and develop the unique skills of my team and allow them to take responsibility for those aspects of the business in which they are best suited. This leaves me more time to work towards expanding and improving the business and promoting the south east Queensland region as a favoured tourism destination.

What was the bravest moment in your business story?

My bravest moment was when I initially announced my business concept to close family and friends. These were lovely country people who had been farming for many years and had not been exposed to this type of diversification of farming activities. At the time that I announced the idea, there were not a lot of farm stay ventures in the region and the concept of branching beyond traditional farming practices was relatively novel. I was met with stunned gazes and outright scorn in some cases. I felt my confidence in my business plan faltering but I maintained my position and explained to my family and friends what I was trying to achieve. I accepted their criticism and analysed it constructively to see if there were any aspects of my plan that needed to be reworked.

“If you are committed to your dream and passionate about what you are doing, being brave or taking risky steps becomes an unconscious activity.”


When faced with outright negativity that appeared to be baseless, I chose to use this negative input to propel me into action to prove that my business plan could work. This was a scary time for me because I felt that there was a large component of the local community waiting for me to fail. I was determined to succeed despite the novelty of my business concept at the time and worked tirelessly to make sure that the business was given the best possible opportunity to succeed. I am pleased to say that my hard work and determination to support the local business community won over even the most ardent critics. After a few years of operation, the majority of the local community had embraced the business concepts and acknowledged the benefits of developing the local tourist industry.

Along your business journey, you often do things without flinching and later realise how brave you have been or someone will point out to you what a brave decision you have made. I do not consider some of the projects I have embarked upon as being brave because they were necessary steps towards achieving my business objectives. If you are committed to your dream and passionate about what you are doing, being brave or taking risky steps becomes an unconscious activity.

How has your business been impacted by drought and extreme weather? How has this affected the way you do business?

My business concept evolved after facing back-to-back droughts and realising that traditional farming practices alone were no longer economically viable. I was determined to drought-proof our farm profits by diversifying its operations and I believe that the farm stay has provided us with a satisfactory degree of financial stability despite further droughts.

The farm stay aspect of the farm remains fairly consistent despite drought or flood which allows us to set aside more funds for the cattle grazing side of the farm in times of droughts. The business concept gives us the flexibility to work through the drought periods without the degree of financial uncertainty we previously experienced.

We are dependent on tank water for human consumption and dams for garden and cattle consumption. In times of drought, we have to buy water for our guests and use the extreme weather conditions as an opportunity to educate our guests about the fickle fate of farmers who are reliant upon the natural environment and to teach sustainable land practices. On the farm, we try to employ best practice land management practices to sustain the land and have adapted our accommodation and business operations to be environmentally friendly.

Who are your biggest supporters?

My family are definitely my biggest supporters. They have seen the good, the bad and the ugly sides of developing a business concept and implementing it but have supported me every step of the way.

I have always wanted the farm stay business to involve my family because the original idea was created to ensure long term financial viability from the property. I have roped in all of the family and used their skills to assist in developing the business. My husband Doug is the “face” of the business. Farmer Doug has become quite renowned and much loved by our guests. Without his support and tireless work, the venture could not have been successful. My daughters have each worked, to varying degrees, in the business. They have all jumped in and cleaned the guests’ rooms, cooked meals, interacted with our guests, answered emails and offered their input into the future development of the business. I have rung my daughter Kim at all hours for free legal advice and my daughter Kylie is always ready to pitch in at short notice if I do not have enough staff. My daughter Rebecca works with me in the full-time running of the business and works above and beyond the hours expected of a salaried employee.

I can honestly say that without the support of my family, my business venture would not have been as successful or as enjoyable for me.

What could you not have done without?

My business could not have succeeded with my husband’s vital contribution through his unique personality and vast knowledge of the local area. These things have been capitalised to make Lillydale unique within the industry.

I also couldn’t have achieved success in my business without a burning desire to gain more knowledge about business practices, industry benchmarks and other aspects of operating a business. I believe that education is a lifelong process and that by failing to engage in ongoing education, a business is destined to stagnate because the economic climate continually changes and new competitors change the playing field within the industry.

What are the most crucial things you have done to grow your business?

One of the most important things I have done to increase the market share of the business is to anticipate the changing markets. By speaking with people who were knowledgeable about economic trends, I was able to anticipate that the domestic economy would reach the point where intra- and inter-state guest numbers would decline and that it would be necessary to develop networks in the Asia-Pacific region.

“Education is a lifelong process and by failing to engage in ongoing education, a business is destined to stagnate.”

This sounds very impressive but I was only able to make these marketing decisions by listening to other people who had expertise on the subject and by being able to adapt my business plan to suit the changes in the economic climate.

Another thing I have done to grow my business is to develop strong business relationships with complementary businesses to keep abreast of competitors. By seeking to offer a more fulsome and unique experience for our guests, I try to keep ahead of my competitors and improve my market share in the industry. By utilising other local enterprises, I can achieve this and continue to support the local economy. I believe that this approach acknowledges that my business can’t deliver everything, that I am better off focusing on the things that the business does well and using other local business who supplement the activities my business offers.

How do you find time for business and leisure?

One of the most important things you learn after being completely immersed in your business concept for a number of years is that you have to make time to find a workable balance of your time between your business activities and the activities you enjoy. The reason for this is, as a small business operator, in order to continue to meet your milestones and achieve excellence in your chosen field, you need to remain passionate about what you are doing. It needs to be more than a job. If you spend all of your time working in your business and fail to take time out for the other aspects of your life, you become stale in your thinking and less enthusiastic about your long-term goals. One of my greatest leisure pursuits is spending time with my wonderful family and my amazing grandchildren who continue to teach me new things and inspire me. I take the time to ring them, visit them or write them an email as often as possible. Whilst these family-oriented activities may divert my attention momentarily from my business goals, the joy I experience from this interaction gives me the strength and determination to keep working towards my long-term objectives. Taking time with family activities also keeps me grounded and ensures that I do not become too goal-oriented.

What can people do to stay on track when challenges come?

When presented with challenges, you need to be objective and realistic. Look at the challenges, break them down into smaller parts and actually analyse why they are becoming challenges to the achievement of your business goals. By doing this you can ascertain whether there are problems with your overall strategy or ways that you can improve your business concept. Instead of seeing challenges as obstacles, you can actually use them to learn more about your business and ways to strengthen it. You also need to be realistic and understand that along the path to success, there will be challenges, that it will not always be any easy path and that adversity from external or internal sources can only make you stronger. Use the challenges to cement your passion, to restate the strengths of your business concept and identify any potential areas of weakness.

What are your top tips for reaching greater levels of success?
	Be positive but realistic
In developing and implementing your business concept, you need to remain focused and positive about your goals but you also need to realistic. There is no point in slavishly adhering to a particular aspect of your initial sense if common sense is telling you that you need to modify your strategy.

In developing your plan for success, you need to reality-check each aspect along the way. You need to ask yourself whether certain aspects are workable or if there is a better way to proceed. Ask for and accept constructive criticism from people you respect. Use this input to identify any weaknesses in your business concept and develop new strategies.

If you run into criticism that is pessimistic, evaluate it constructively and if it proves to be of no benefit, discard it. If some of the arguments have merit, use them. Do not be afraid to learn from the opinions of others.
	Gain more knowledge about your industry

In any business venture, knowledge really is power. It is not possible to be either realistic or objective about your business concept without the underlying knowledge basis within your chosen field. It is this acquired knowledge that will keep you focused and strong in the face of opposition and will enable you to critically evaluate opposing arguments and challenges.

Ask for the opinion of people you trust, seek out and develop networks with others within your chosen filed, ask an industry heavyweight to be your mentor, undertake a course of study or work in your chosen field as an employee for a period of time.

In my work experience, even in positions where I was employed by people whose business ethics were not identical to my own, I learned from them the practices I would not employ in my own business. I believe you can learn something positive from any of your experiences.
	Have confidence in yourself
There will be times on your path to success when you may feel that all others have deserted you or failed to understand what it is you have been trying to achieve. In these moments, you need to have confidence in yourself, in the strength of your business concept and your own ability to give effect to your plans.
You need to be able to reassure yourself that your business plan is sound and you can only do this if you are passionate about what you are doing and have a strong belief that you can implement the necessary strategies to achieve your goals.


How do you create a climate of change and positivity within your organisation?

The best tool for promoting change and positivity within my organisation is to involve my team in the business by actively seeking their input and feedback. This allows them to remain passionate about my business idea and feel like they are participating in my business objectives. This is very important because people will work more consistently towards goals if these goals are shared and they have some input into the manner in which plans are implemented. By giving your team more responsibility in helping you grow and improve your business, they take a greater interest in their work and remain motivated. It also enables you to objectively evaluate your business plans to see if they can be practically applied by your staff.

“The best tool for promoting change and positivity within my organisation is to involve my team in the business by actively seeking their input and feedback.”


I also encourage my team to undertake further training and offer on-site training to give them a greater understanding of the way in which the business operates and my future business goals. By investing this time and expense into your team, you will find that generally they will respond positively.

How did or do you deal with criticism from local communities and businesses?

Unfortunately, Australia seems to maintain a culture which seeks to cut down the tall poppies - this can be especially prevalent for new businesses operating in rural communities because rural people can be less susceptible to change or wary of novel concepts. Also the notion of healthy competition is sometimes something quite new to existing businesses in rural communities who have cornered the market for many years.

It is an unfortunate by-product of operating a small business that you will attract criticism from some sources and the criticism can be quite hurtful. All you can do is believe in yourself and your dream and not take it personally. Develop a thick skin and use all criticism in a positive manner by either identifying areas of your business that may need attention or to increase your belief in your business goals. Refuse to be put off by negative comments from your detractors and take it in your stride. I personally use baseless criticism as a measure of the fact that I must be doing something right to have attracted such attention. Change your way of looking at criticism and be proud of the fact that your business has generated enough interest from the local community to draw criticism.

How do you move from dreamer to achiever?

Just start - it does not matter what you do, you just need to do something. Research your target market, talk to other people, find out how to write a business plan. Starting on your project is often the most difficult thing you will encounter in your business. I believe that procrastination is the largest cause of small businesses not getting off the ground. If you take small steps towards your dream, you will find that you gain momentum and it becomes easier to achieve success.

I started my business by researching other farm stay businesses, talking to the contacts I had made through my involvement in the local tourism industry and firming up a business plan. Once I had completed these steps, things escalated quickly and the business seemed to take on a life of its own.

For those who are still considering whether to take their first steps along the journey towards developing their own business, I urge you to follow your own instincts, believe in your own plans, take comfort from your family and close friends and refuse to let obstacles or negative feedback stop you from achieving success. Take strength in your own courage, never underestimate your own abilities and allow yourself to be flexible in the way you approach and develop your business.
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COACHING CORNER

1. What inspired you most about this chapter?
2. How can this relate to your life/business?
3. What will you do differently as a result?





	[image: image]	A GIFT FOR YOU


Pam Hardgrave has kindly offered a FREE BONUS GIFT Valued at $200 to all readers of this book‥

3 nights for the price of 2 at the beautiful Lillydale, plus a bottle of local wine.

Simply visit the website below and follow the directions to download your voucher for your memorable visit to Lillydale.
www.LiftingTheLid.com/quiet-achievers




Final Thoughts

Dear Reader,

I really hope that you have enjoyed this book as much as I have enjoyed the journey of bringing together these wonderful people to share their thoughts, experiences, motivations and tools for personal and business success.

In reading, editing and reading some more, I have been inspired, challenged, educated and encouraged. As the book has grown, so has the conviction that these stories need to be shared.

It’s amazing how many people have been enthusiastic about this book as it has developed. One person who has really encouraged me during this time is Brett Stockings, a young entrepreneurial student who is currently studying at Marcus Oldham College in Geelong. Brett began developing his business skills from a young age. He gathered and sold manure to the neighbours for their gardens. He also created tools and gifts from farm equipment as he moved through high school, firstly at Dubbo Christian School, and later at Yanco Agricultural School.

As I developed the ideas for this book, Brett, now 21 years old, shared with me the kind of books he likes to read…

“I read books that show determination and strength. Books that have strong values, motivation and commitment to rural people are a great encouragement, and give you confidence that you can go ahead and achieve the dream.”


One of the reasons I wanted to write this book, was not only to encourage current entrepreneurs and those on the verge of taking the leap of faith, but also the next generation who are beginning to dream.

Email conversations with Brett were inspiring and motivating for me, so I asked him if I could share his thoughts. We need to hear what young people are saying, and not saying, so that we can cheer them on.

Brett continued…

“Young people need this book as they may not have the confidence to speak about their dream because they feel they’ll get cut down by others. These books can give a quiet satisfaction to young people and give them the confidence and motivation to go for it. If they are ever in doubt about what they’re doing they can always look back upon the book, and say “that’s right, they started from nothing and did it - so can I”.


Brett’s emails continued with what he has learned so far, from his experiences…

“Do the right thing by people, be honest and respectful and you will get the same in return. If you stuff up and you don’t take the blame, it will always come back and bite you.

These are key things I have learnt about life and business through my schooling education and especially being an overseer for a shearing contractor. Sometimes I had to let a farmer down, supplying a smaller team that was expected or slower team, but I was honest about it, and rang them the night before or went out to fix the solution myself, there were many times I had frustrated, cranky farmers, but at the end of the day I still received a handshake and a thank you from them as I was honest with them in the first place and they could see that I had tried my hardest.

I most respect business people who are not only in their business to make money and get out, but have plans in place to keep the business sustainable for younger generations to come. I also like businesses who take the time to employ and train young people as they are future leaders.

Large companies such as Elders, Landmark, Country Energy and so on, are great for training young people and they also support their communities. Roger Fletcher is a great rural entrepreneur, who left school at an early age, went droving and is now the largest sheep meat processor in Australia exporting to over 90 countries, employing and training many people in a wide range of skills.

These entrepreneurs motivate me as I know they have worked hard to get where they are today, it has been their dream and they have reached it or are well on their way to reaching it.

The future out there for young people is enormous - opportunities are endless. You have to have your wits about you, be willing to start at the bottom, be willing to let time take its place; if you really want something to happen it will IF YOU MAKE IT. There are so many opportunities out there and so many people willing to give young people a go, if young people have the right attitude.

I think the importance of this book is to get the quiet achievers out there publicised, so readers who are having bad thoughts that they cant do it, can see that dreams can come true and so when rural people get down or low they will have this book to read and give them a great boost.”


Being an entrepreneur is not an easy road, but it’s a great adventure! To borrow Mary’s metaphor, mountain climbing is not easy either, but countless people tackle mountains everyday, because there’s nothing like the view and incredible sense of achievement when you’ve gone where others rarely go.

The hiking/camping store can fit you out with everything you need to take on your journey, but you’re the only one who can work on your stamina and attitude.

One of the most significant resources that has moved me forward, besides the inspiring people in my world, has been my habit of journaling. When I write my thoughts, I see what I really think.

I don’t usually share it, as it’s a messy book, but as it’s relevant… I recently wrote… (this is exactly as written, so perhaps not the best grammar)

“Sunday 2 August - This week I’ve felt more pressure than I have in a long time. It’s good for me, as it’s causing me to think seriously about how we move forward from here. Good for me, but quite unpleasant. I got through labour by focusing on ‘the joy set before me’ and I must do that now, keeping the faith that got me this far. This is the entrepreneurial journey – the highs and lows – the absolute clarity and joy of living on purpose, and the clouds of confusion that can slow progress, and give an opportunity for greater learning. We love the sunshine so much more when we’ve been cold under a cloud. This book I’m working on is an honest look at country business success stories. It’s not all glamour, but it’s real, it’s honest and it inspires progress. I need to list every action I need to take, and then prioritise.”


Journaling clarifies your thinking and helps you know yourself more. It’s essential to know who you are in business. This may seem a silly statement, but with so many pressures, of time and expectations and society’s norms pressing upon you, you can lose sight of where you best fit. An entrepreneur I met recently shared his journey with me and I saw more than ever the importance of this. He began a business, experienced strong growth, and leaving a manager in charge, went overseas for three months to see family and came back to find the business continuing to flourish. He tried to pick up where he left off, but finding no joy in it, he realised that the manager was more effective than he was in the day to day of the business. He has given the manager shares in the business and is exploring more options, very excited about a few potential projects. He told me that he’s lazy, and not good at business, but what became clear is that his big-picture thinking could look lazy when people see him delegate management, but he’s at his best in the start up, creative stage. People need to recognise where their skills and passion lie, and not feel guilty about not being like others. This man had the wisdom to step out of the day to day of his business. Every person’s story is different, but the point is, you must find what you’re best at and go for it, otherwise you’ll frustrate yourself and others.

Journaling has increased my clarity, but conversations with an experienced coach have moved me forward significantly. If you’re considering working with a coach, you’re on the verge of a significant journey, but please understand that coaching is an emerging industry, and therefore it’s important to look for a trained coach with an accredited school.

See www.createthelifeclub.com/coaching for further information.

Lyndon and I have also found it incredibly useful to do various temperament and skill/learning style assessments, and as a result, communicate and work as a team more effectively. We have included some great resources to support you on the Lifting the Lid website, along with the useful bonus gifts and tools that some of our contributors have offered.

We look forward to supporting you on your entrepreneurial journey, and to create the life you want.

Cheering you on,

Kerrie



Useful resources and more inspiring regional entrepreneurs…
[image: image1]
In the following pages, you’ll discover a list of great websites to support you in your business development, and a few more businesses I’d love to introduce you to. As you can imagine, the list of people who could be featured in these pages is a beautifully long list, but let’s save them for another book.

The entrepreneurs in the pages following inspire me, and many others, clients, colleagues and friends.

Natalie Bramble, who’s already been mentioned earlier in the book, is an incredibly knowledgeable and enthusiastic regional entrepreneur. When we connect for a coffee and chat, it’s always useful and very inspiring.

Kim Goldsmith is a very talented artist and communications expert is also a wealth of knowledge when it comes to regional businesses, and an inspiration in all things artistic.
[image: image1]
Adrian Capra is a passionate entrepreneur who I connected with through Mark Crutcher, and my articles in Regional Business Magazine. He’s passionate about coffee, his product of choice, and his decision to do business in the bush.

Barry Brebner is well-known in so many places around Australia and is an inspiration and great resource to many. He has a history of making a difference wherever he goes.

I always value a conversation with these people and I’m delighted to share these brief interviews in our closing pages.
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Natalie Bramble

Natalie Bramble
Management


Natalie Bramble established her business in response to a demand for a range of marketing, administrative and strategic business support services to organisations across the state.

We assist organisations deliver on their development goals by delivering results that work by providing a range of services to businesses, not-for-profit organisations and government. These services include addressing tenders, grants and proposals; writing systems policies and procedures; delivering marketing and promotional strategies and managing events and projects.

Typical results we achieve for clients include leveraging marketing budgets to increase their return on investment and brand impressions by 15%; improving work environments with streamlined processes and clear job descriptions and decreasing staff turnover; increasing event sponsorship and attendance by 20%; securing competitive tenders of up to $3 million; improving sustainability of not for profits and developing accountability structures and processes.

What do you love about being in business in regional Australia?

There are so many things that I love about what I do and where I choose to be located. The clients that I work with are passionate about their communities and their organisations and it’s an honour that every day I get to work with these people and help them with their development goals.

I find the business community extremely supportive. When I won the award for Marketing and Presentation at the 2008 Rhino Business Excellence Awards in Dubbo I said in my speech that the majority of people in the room had positively influenced me through their encouragement; advice or mentoring since I began my business and it’s true!

It’s hard enough being in business and if I didn’t have a strong network of people to connect with to share each other’s journey I wouldn’t enjoy what I do as much.

I am regularly amazed at the connections that people make in regional Australia and how many more opportunities they are presented with that I know would not have happened had they lived anywhere else!

That’s definitely a strength that regional Australia has to offer business owners – the communities we have and the passionate people that live in them.

What challenges have you faced and how have you overcome them?

One of the main challenges I had was that whilst I was receiving support and mentoring from a number of business leaders in my community it was harder to find a support system for businesses of a similar size and age as mine. Together with a group of other small business owners we started a local business development cluster where we could share our frustrations and celebrate our successes. I also connected with some other ladies with the vision of developing network cluster for regional NSW to expose organisations in the regions to their existing resources and encourage them to work with other regional businesses rather than buying in from the Metro regions. I’m pleased to say that a passionate business owner, Mary Brell has recently launched a regional group so I’m looking forward to those developments.

Other challenges include access to training and development including conferences, events and lectures but fortunately with the way technology is I connect online with web conferences or webinars so that does make a big difference to my work-life balance and my business!

Visit - www.nbmanagement.com.au
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Kim V. Goldsmith

Ochre Communications

Kim V. Goldsmith has worked in regional media and marketing communications since 1988. She established her marketing communications and training business in 1996, which now trades as Ochre Communications. Since 2002 she has also been an exhibiting artist and is the founder of the regional artists’ collective, Fresh Arts Inc. In 2004/05, Kim worked with the Central New South Wales regional arts board, Orana Arts Inc. as a project/publicity and regional arts development officer.

What rewards have you gained from being part of a regional community?

Quality relationships, both social and professional, and the opportunities that come from these regional networks, have proved to be enormously rewarding over the past 20 years. As a communications specialist I have had the opportunity to work with public, private and not-for-profit organisations and individuals across a broad range of sectors from tourism and economic development, rural industry and the natural resources, through to adult education and the arts. The work is highly varied and there is a great sense of working together to create a prosperous, sustainable future regardless of whether it is simply issuing a media release or implementing a strategic communications plan. Effective communications in regional Australia is highly dependent upon the quality of the relationships established -something regional communities are renowned for.

What are some of the challenges you’ve faced and overcome?

For regional artists, geographical isolation from the art market and professional development opportunities are often raised as major issues. Since the 2003 founding of the regional artists’ collective, Fresh Arts Inc., the group has worked actively to assist artists to market their work, as well as provide professional development opportunities through strategically developing relationships with arts organisations.

Even though it is a volunteer organisation, Fresh Arts’ charter appears to be unique in the arts world. At one stage the group received enquiries from artists in Sydney, interested in joining so they could take advantage of the benefits offered. There are currently more than 30 artists in Fresh Arts, all living and working within a 200km radius of Dubbo. The network has organised 13 group exhibitions for its members since 2004. In 2008, Fresh Arts launched a website to promote its artists and their work and to host virtual exhibitions.

What uniqueness have you discovered in regional areas?

There is a strong identity and understanding of place possessed by those who are committed to regional Australia. For me, this not only secures communication work but it also provides a ready source of material for my digital media-based arts practice. In early 2009, I developed a community consultation framework for a long-term arts project titled The Coming of Age Project, which is investigating what regional communities value about their environment. The documented responses, be they from community groups or individuals, tend to be personal. But living and working in regional Australia is just that – personal.

For more information about any of the above organisations or projects go to:

Ochre Communications – www.ochrecommunications.com.au Fresh Arts Inc. – www.fresharts.com.au

The Coming of Age Project – www.comingofageproject.blogspot.com
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Adrian Capra

Art of Espresso

Adrian Capra is not only the master roaster but also the barista, the trainer, technician, logo designer and company director of Art of Espresso! He was born with espresso in his blood through his Italian heritage and the help of “Nonna” who topped his morning cereal with espresso coffee.

Adrian has spent many years in the industry and has the distinct advantage of knowing both the city and country coffee culture. His reputation in the industry is unsurpassed and he has featured in many national and regional media publications. He is also called upon to work his magical barista skills at some of Australia’s highest profile corporate events.

As a successful entrepreneur, what led you to build your business in a regional area?

Firstly I married a country girl but as well as falling in love with the girl, I also fell in love with the country. There is a realness to it all that keeps my feet on the ground.

Regional areas were ready for the taste of fresh roasted coffee and once the taste of our product caught on, and with some nationally recognised awards, Art of Espresso began to take a life of its own. The regional base was then a given – this is my home.

The whole market was literally untapped when it came to fresh roasted coffee and even the term ‘barista’.

To be a successful regional based business or any business really – the challenge lies not in just providing an outstanding product and service but the true challenge is to maintain that high quality product and service… consistently!

Tell us about a turning point in your business and why it was significant?

The turning point for our business was winning GOLD at a national and international coffee roasting competition. We had only been roasting our own brand of coffee for two years and we were competing against some of the biggest names in the industry that had been operating for decades. My wife and I were there for the awards night and I was actually speechless – for those that know me this doesn’t happen very often!

We realised we needed to take this business to the next level and planned our course of action for the business and exactly where we wanted to take it.

Since then our business has experienced over 400% growth in three years and we are now about to embark on a major expansion of our brand.

What is the most important piece of advice anyone has ever given you?

Work and business can become an overwhelming part of your life and one can easily lose focus on what is truly important in life – to me that is my family.

The advice I was given was from my wife, Gabrielle – she is my soulmate and business partner, she keeps it real and practical. She simply told me, “Adrian… IT’S ALL ABOUT THE COFFEE”.

First and foremost it’s about the product. At Art of Espresso we focus our time on perfecting the coffee and the different blends we can offer. We want to change the way coffee is perceived in the country. Together with Gabrielle and my great team of employees we don’t ever compromise on the quality of our product which is why we deal with only Rainforest Alliance, Fair Trade & [image: image2]Estate grown coffee – we have also become the first coffee roasting company in NSW to become 100% Carbon Neutral.

All of these factors contribute to making our business ‘all about the coffee’!

Visit www.artofespresso.com.au
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Barry Brebner

Workabout Australia

After 30 years as a Public Servant in the areas of Employment, Education and Training, Barry Brebner knows just about every trick in the book for finding people a job.

A bit of a larrikin who defies the normal public service image, Barry spent much of his career working with Australian Employers in a “hands on approach” to filling those seasonal vacancies or helping a bewildered young person get that first rung on the employment ladder.

How did Workabout Australia begin?

In 1993 I was facing restructuring which meant a move away from Dubbo which was something that I did not want to do. Applying for jobs, I was to young, to old, to much experience or not enough experience so I decided to establish Workabout Australia and write a book about employment. Taking three years to write the first edition was published in 1996 featuring 78 locations with my current 7th edition featuring 184 locations across all Australian States.

Originally when I wrote the first book, I thought it would have been for the backpacker market but that wasn’t the case. Without an interested publisher I printed 10,000 copies and put them in my garage. I then started writing to newspapers and ringing people like Allan Jones, John Laws and Macca on Australia All Over and soon it was on to the next edition. Really it was the mature age people who bought the book to follow their dream and Workabout Australia.

What opportunities do you see in Regional Australia?

The current economic climate has had a very important impact on Australia’s mature aged population. Many have lost money in the financial crisis meaning that to follow their dream they need to look for employment.

At one time employment was limited to harvest industries such as fruit and vegetable picking. This has now changed completely with opportunities occurring across the country in the hospitality industry, the tourist industry, the security industry, transport and factories. Here at Dubbo we have many Workabout Australia Members working at Fletchers International Abattoirs. You drive through Central Australia and every roadhouse and service station shows a sign “people wanted”. Caravan parks are looking for cleaners and maintenance people and the list goes on.

All of this has been gaining momentum with more people traveling locally instead of traveling overseas meaning more and more job opportunities.

The security industry for instance sees 300 or 400 people required for security work at the Bathurst Car Races. Security workers are now needed at all major events these days. The Australian snow season – 3000 people are required to work as housemaids, chefs, ski lift operators, maintenance workers and so on.

[image: image2]There is an ADVENTURE OF A LIFETIME waiting for people should they be prepared to GRASP THE OPPORTUNITY.

Visit - www.workaboutaustralia.com.au



Helpful Resources

www.business.gov.au
Your business gateway to government information and services

Australian Taxation Office
For information about starting or running a business in Australia
www.ato.gov.au/business

Department of Infrastructure, Transport, Regional Development and Local Government
www.infrastructure.gov.au

Department of Agriculture, Fisheries and Forestry
www.daff.gov.au

Country Women’s Association of Australia
www.cwaa.org.au - working for the families in rural and remote areas of Australia.

Men’s Shed - http://www.mensshed.org

Centrecare - www.centrecare.com.au

Landcare - www.landcareonline.com

TAFE - http://www.tafe-australia.org

Telstra Business Awards - www.telstrabusinessawards.com

National Farmers Federation - www.nff.org.au

Australian Chamber of Commerce and Industry - www.acci.asn.au

Tourism Australia - www.australia.com

Workabout Australia - www.workaboutaustralia.com.au

For more inspiring reading –


RMW Outback Magazine - www.outbackmag.com.au

style magazine - www.stylemagazine.net.au
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How to claim your inspiring and useful FREE Bonus Gifts… valued at over $547




Mark Crutcher - Changing Your Attitude To Change Your Community. In this audio, you’ll hear the passion and enthusiasm of Mr Positive as he discusses how to increase your business and personal success, by a shift in thinking. (Valued at $30)

Ellen Bathgate - The Inner World of a Young Entrepreneur Discover the highs and lows and great rewards of beginning your entrepreneurial journey at a young age in this inspiring audio interview with coach Kerrie Phipps. (Valued at $30)

Pam Hardgrave has generously offered a fantastic gift valued at $200 to all readers of this book.

3 nights for the price of 2 at the beautiful Lillydale, plus a bottle of local wine.

Mary Brell - 10 Keys to Your Success.

In this audio presentation Mary will share with you her 10 keys to success that will inspire and motivate you to achieve your potential. (Valued at $30)

Kerrie Phipps invites you to discover more inspiring stories, success tips and updates from regional entrepreneurs, plus invitations to special events. Gain access to her Create the Life Club newsletter, valued at $197.

Nathan Shooter - How to maximize your influence

This audio presentation will give you five keys to increase your business image and maximise your influence in the marketplace. (Valued at $30)

Robin Strang - How to take your idea to market

Robin shares in this practical and inspiring interview, how to take your creative ideas to market days, expo’s and field days and build a following of raving fans. Valued at $30, this audio could be the key to starting a successful cottage business or global brand!

Simply visit the website below and follow the directions to access these gifts.
www.LiftingTheLid.com/quiet-achievers* The Bonus Gifts offered by contributors are current at the time of printing and may change over time. Please check the website for the most up-to-date information.



An invitation

THANK YOU for picking up this book and congratulations for reading it and considering how you will move forward from here. What are the key things you’ve learned from these regional entrepreneurs? What are your next steps?

Are you inspired to network with successful entrepreneurs and take your life and business to the next level?

Do you wish you could have inspiring conversations with them, without travelling for hours?

Can you imagine having access to an online library of the world’s best business and personal development resources whenever you want?

Can you see great possibilities that you want to turn into reality?

[image: image1]

If you answered yes to any of these questions, we’d love to support you in your journey, by welcoming you into Create the Life Club. We’re confident that you will enjoy access to inspiring articles, e-books and audios, with some of the worlds best business minds, including resources from successful regional entrepreneurs. If you loved this book you’ll love these resources too!

Here’s what a couple of members have to say –

“I love Create the Life Club! The audio downloads are my favourite aspect of my membership. Every time I’m travelling, I just download more audio book summaries to listen to. I have saved thousands of dollars on CD’s and books, by being a member of Create the Life Club! Kerrie has also introduced me to some other amazing entrepreneurs, encouraged me to attend business events, and helped to open up a whole new realm of networking possibilities!” – Ellen Bathgate

“These guys can open so many doors and connect you to inspirational people from everywhere. It’s great to network with others who are having a go at big goals and sharing our insights. You never know where the new connections can take you. –Mark Crutcher

Discover the power of connecting with like-minded people in regional Australia.

Go to www.createthelifeclub.com for your test-drive today. We look forward to hearing how we can support you best.

We are passionate about supporting regional entrepreneurs, we provide a space to think big, share achievements, goals and dreams, in a way that encourages you to purposefully Create the Life You Want.

See you there!

Cheering you on,

Kerrie and Lyndon Phipps
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About the Author…

Kerrie Phipps

Kerrie began her adventure called life in 1973 on a farm near Gilgandra NSW, where work and play were often simultaneous. Her parents are well known in the community for their generosity, commitment to others and sense of fun.


Kerrie has always been passionate about serving people, and employment in dental nursing, banking and sales gave her many opportunities to make a difference. Taking her commitment to others a step further, Kerrie gave 8 years of full time service to serving young people in the community by providing small to large-scale youth events in the western region of NSW, and endless hours of one-to-one mentoring and hospitality.

A chronic illness put a stop to this lifestyle and opened the door to profound breakthroughs in her thinking as she learned to face challenges with a focus on solutions and setting achievable goals.

In 2004 Kerrie discovered personal/business coaching and knew it was a perfect fit for her passion to serve and empower people. She took on a coach to support her recovery, design a new lifestyle and create a new business.

Her coach was regional-based Georgia Lush, Global Head of Training for Results Coaching Systems. Excited by the idea that one could run a business from home, and with a love of learning Kerrie threw herself into extensive training with RCS.

Kerrie became accredited through the rigorous credentialing process, grew her client list and then gave her time to the coaching community as a mentor and assistant trainer for new coaches. In 2007 Kerrie extended her business from coaching regional entrepreneurs and workplace teams, to contract to Results Coaching Systems for one year as their National Coach Training Consultant. The role soon extended to include Asia-Pacific and was a period of rapid growth, in revenue, business skills, confidence, and frequent flyer points.

In 2008 Kerrie returned to more coaching than consulting, with an international client base, and established her website www.CreatetheLifeClub.com to provide greater support to entrepreneurs. In 2009 this has undergone further development as Kerrie works with her husband to coach, inspire and connect regional entrepreneurs, small business owners and leaders.

Create the Life Journal - By Kerrie Phipps
Have You Discovered The
Power Of Your Words?

	
[image: image1]
	
How can the simple act of writing profoundly change your life?

Writing down your dreams, ideas, experiences and goals has countless benefits, some of which you’ll discover in Kerrie’s notes on the subject, and many more by your own writings.

What happens when you write –

	10 things you’re grateful for?
	7 people you want to encourage this week?
	10 things you want to achieve in the next year?






	 Honest appraisals of challenges and achievements?


Clarity comes through writing, and clarity allows you to Create the Life You Want.

Discover some amazing insights as you move through this journal, firstly in the introduction where Kerrie, along with clients and friends share their tips, then as you write in the following pages, supported by inspiring quotes scattered throughout. You’ll see the creative power of your words as you capture your thoughts on paper and surprise yourself as you increase your clarity and success.

Get your copy today at www.createthelifeclub.com/products
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