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Budget 2014: Changes for
Pensions and Savings
Martin Pollins

Last month’s Budget contained
two proposals of particular
interest to most people:
namely their pensions and
their savings.
The first part of this article covers my
understanding of the pension
changes which herald a new era for
the way people fund their retirement
and what happens to their pot of gold
when they reach retirement age.

Pension Changes

From next year, millions of people
reaching retirement age can spend
their pension savings fund in any way
they want – including (as has been
widely reported) buying a
Lamborghini. From April 2015
pensioners will still be able to take up
to 25% of their pension pot (tax-free)
from age 55 onwards. But, there will
be no restriction on the amount of
income they can take, and if they wish,
the whole fund can be taken as a lump
sum; this is a massive change, possibly
the biggest in a generation.
HMRC explain that there are four
types of pension arrangements, see
below. You can be in any number of
arrangements in the same scheme. An
arrangement can only pay you one
type of benefit, so if you're getting
more than one type of benefit you
must have more than one
arrangement in the scheme.
The four different types of pension
arrangements are:
 money purchase (or defined
contribution arrangement)
 defined benefits
 cash balance
 hybrid
The two main scheme types
Most schemes are money purchase
arrangements – the pension you get
depends on how much the money you
have paid in has grown to by the time

you retire. This means the value of
your pension will depend on how
much pension your pension pot can
'buy'.
Defined benefits arrangements are the
second most common type of scheme
- you're promised a certain amount of
pension at retirement. The amount of
your pension is usually based on your
pay and length of service. The
announcement in the Budget, will
remove the requirement on many
people with defined contribution
pensions to buy an annuity (usually
from an insurance company) with a
guarantee of either a fixed or
escalating pension for the rest of their
lives.
In future, retirees will have more
flexibility to do what they want with
their pension savings. The hope is
that people can be trusted to manage
their own finances. Some people take
a lump sum to celebrate retirement
with a holiday of a lifetime or, as the
pensions minister admitted, even a
Lamborghini sports car.
The time-bomb that exists for many
people with an interest only mortgage,
without any definite idea of how it will
be repaid at the end of the term,
could be defused by people extracting
monies from their pension fund over
say a 5 – 7 year period (to keep their
tax rate low) and paying down their
mortgage in full. The popularity of
interest-only mortgages has waned in
the last 30 years, as the reality of final
value of endowment policies taken out
to pay them off, has come home to
roost. But now with access to pension
monies to pay off home loans, maybe
we will see interest-only mortgages
becoming popular again. And of

course, the actual monthly outgoing
for an interest only borrower is quite
a lot less than on a repayment
mortgage – so houses will be easier to
buy, the frenzy to buy will be
increased and everything will be hunky
dory as long as house prices don’t go
down.
Many retirees may choose to use the
money to invest in buy-to-let property
instead so that they receive a useful
annual income. But the money
available may not be enough to buy a
property outright – currently, retirees
will find it nearly impossible to borrow
money on a rental property beyond
age 70. On the other hand, maybe in
future there will be a new mortgage
market for the blue-rinse brigade –
who knows?
In Australia, where people are already
able to withdraw lump sums easily,
recent evidence suggests that most
retirees invest the money or use it to
clear debts, but a few choose to buy
holidays or cars. Similar changes were
successfully introduced in Ireland in
1999 and the pensions system coped
just fine. The Irish still save and there
has been no crisis.
The new flat-rate state pension will
provide just over £7,000 a year of
income to fall back on but much lower
than the vast majority of people are
used to during their working life.
The schemes affected by the
changes
The schemes affected by the changes
are:
• Personal Pensions (including
Group Personal Pensions)
 Stakeholder Pensions
 Self-Administered Schemes
 Defined Contribution
Occupational Pensions (but not
Defined Benefit or Final Salary
schemes, such as those in which
NHS employees or teachers are
members)
Advantages or disadvantages of
the changes
Advantages:
 There is greater flexibility in the
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amount of income which can be
taken from the pension savings.
You can take ad hoc lump sums in
whatever amount and whenever it
suits you and use the money to
repay debts or mortgages
outstanding or buy a holiday home
or buy-to-let property to generate
additional income (although that
will be taxable).
There is no automatic
requirement for people with small
pension pots to buy a
Compulsory Annuity all the
income from which is taxable.
Some people may choose to buy a
Purchased Annuity which
guarantees income for life but
because each instalment is deemed
to include an element of return of
capital, the taxable element is
smaller.
People may retire earlier, by
taking higher incomes from their
pension fund, until the State
Pension kicks in and then reducing
the income from their pension
pot.

Disadvantages:
 People who take lump sums either
all at once or by instalments, could
pay more tax on lump sums and
earlier than it would have been on
a pension drawn from their
pension pot on an annual or
monthly basis.
 Anyone who takes large lump
sums, or indeed their entire
pension pot as a one off payment,
could be left with insufficient
income to meet their living costs
on a continuing basis for their
later years.
 The income arising from
investments made with lump sums
taken from the pension pot will be
taxable whereas if the money had
been left in the pension pot, the
income would have been tax-free.
 Depending on how lump sums are
invested, any ongoing income is
not guaranteed - unlike an
Annuity, where the income is
guaranteed for life.
 Anyone who rushes out to buy an
Annuity before the new rules kick
in on 6 April 2015 won’t be able
to take advantage of the changes.

Don’t forget the tax impact

Taking all their saving out from their
pension plans will mean that the
taxman will want some of it. The
money will be treated as income
subject to income tax. There will also
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be inheritance tax consequences as,
on death, estates may be larger than
before.
At present, retirees don’t have much
flexibility if they want access to their
defined contribution pension funds
during their retirement – they have to
pay 55% tax if they withdraw the
whole pot (excluding the tax-free
element, usually 25% of the total fund)
and annual pension withdrawals are
taxed as income. From April 2015,
people aged 55 and over will only pay
their marginal rate of income tax on
anything they withdraw from their
defined contribution pension – either
0%, 20%, 40% or 45%.
Tom McPhail, head of pensions’
research at Hargreaves Lansdown,
says (here1) that people already
retired and in drawdown (that is, not
having bought an annuity but taking a
pension out of their pension fund) may
want to contact their drawdown
provider to find out whether they are
going to be able to adapt their systems
to accommodate the new 150%
income limit (up from 120%). This is a
revalorisation of the maximum
pension entitlement calculated from
official annuity tables. Although you
can request a review of your income
limits on your policy anniversary, it is
dependent on the drawdown provider
being able to meet your request.
It seems that there is another
beneficiary of the changes – namely
HMRC itself:
 Currently, the taxman gets tax on
the annual pension drawdown or
annuity as it is taken. So it takes
until the pot is exhausted for the
HMRC to get its pound of flesh.
And all the time there is money in
the pension pot, the income is
usually tax-free.
 In future, if retirees take all of
their fund, HMRC will get an
immediate income tax receipt at
the marginal tax rate of from 20%
to 45% rather than having to wait
for it in annual instalments over
the life of the pensioner. It gets
better for HMRC too – any lump
sums invested in assets such as
buy-to-let property or stocks and
shares or even left on deposit
account at the bank, will produce
taxable income.

Don’t forget the care you may
need later on
Paying for care in retirement will be

another factor if funds are used to buy
rental property or other investments
– these may have to be sold if retirees
need residential or nursing care in
their final years. It could also have an
impact on Local Authorities who
would face extra bills to pay for social
care if newly retired people have
spent their money on holidays (or fast
cars) etc rather than putting some
aside for care costs in later life.
The new system is planned to be start
fully in April 2015, but only for the
300,000 or more people who retire
each year with a defined contribution
pension fund. People who have
invested in an annuity won’t be able to
access any funds as the capital will no
longer be available. James Lloyd, of the
Strategic Society Centre policy thinktank, says that people who opt to cash
in their pension pots rather than
purchase compulsory annuities are
likely to have a lower income if and
when they ask their councils for help
with social care costs. It will also be
easier to divest money from flexible
pension pots before they require care
putting them beyond the scope of
means-testing.

How the current system works
Pension pot options
Currently, you can take up to 25% of
your pension pot tax-free at
retirement and you can spend it as
you wish.
Other options:
 If you withdraw all your money
then you are charged tax of 55%.
 If you are aged 60 and your overall
pension savings are less than
£18,000 you can take it all in one
lump sum – this is called “trivial
commutation”.
 Regardless of your total pension
wealth, if you are aged 60 or over,
you can take any pot worth less
than £2,000 as a lump sum, as this
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classifies as a ‘small pot’.
A ‘capped drawdown’ pension
allows you to take income from
your pension, but there is a
maximum amount you can
withdraw each year (120% of an
equivalent annuity).
With ‘flexible drawdown’ there’s
no limit on the amount you can
draw from your pot each year, but
you must have a guaranteed
income of more than £20,000 per
year in retirement.

April 2014

set aside for this appears to be
woefully inadequate).
The government has published a
consultation on these changes
alongside the Budget, so there may be
final tweaks and amendments.
More information
There is more information from the
government available here2.

Interestingly, about 75% of people
currently buy an annuity with their
pension savings.
The new system
From 27 March 2014:
 The amount of overall pension
wealth you can take as a lump sum
is increased from £18,000 to
£30,000.
 The maximum amount you can
take out each year from a capped
drawdown arrangement is
increased from 120% to 150% of
an equivalent annuity.
 The amount of guaranteed income
needed in retirement to access
flexible drawdown is reduced from
£20,000 per year to £12,000 per
year.
 The size of a small pension pot
that you can take as a lump sum,
regardless of your total pension
wealth, is increased from £2,000
to £10,000.
 The number of personal pension
pots you can take as a lump sum
under the small pot rules, is
increased from two to three.
From April 2015:
 From age 55, whatever the size of
your defined contribution pension
pot, you will be able to take it
how you want, subject to paying
your marginal rate of income tax
in that year.
 There will be more flexibility.
People who continue to want the
security of an annuity will be able
to purchase one and people who
want greater control over their
finances can draw down their
pension as they see fit.
 To help people make the decision
that best suits their needs,
everyone with a defined
contribution pension will be
offered free and impartial face-toface guidance on the range of
options available to them at
retirement (although the money

Savings Changes

This second part of my article covers
my understanding of the changes to
savings which seek to go some way
to repair the damage done by the
recession to the returns people get on
the money they have put aside for a
later or rainy day. I’ve written a
separate article on the pension
changes at the start of this
publication.
Budget Proposals
Cutting the 10% tax rate on savings
income
The government announced at Budget
2014 that from April 2015, it is
abolishing the 10% ‘starting-rate’ of
tax for savings income and replacing it
with a new 0% rate, to provide further
support for the lowest earners. It is
also increasing the amount of savings
income that the new 0% rate applies
to, from £2,880 to £5,000.
What this means is that anyone with a
total income of less than £15,500 will
not pay any tax on their savings. From
April 2015, if total income (things like
wages, pension, benefits and savings
income) is less than the personal
allowance, plus £5,000, a taxpayer will
be eligible to register for tax-free
savings, with their bank or building
society.

shares and cash ISAs will be removed
altogether. Consequential changes will
be made to the rules concerning the
securities and other investments that
can be held in an ISA, and Core
Capital Deferred Shares issued by a
Building Society will also be eligible for
investment in an ISA and CTF.
With effect from 1 July 2014 the annual
subscription limit for Junior ISA and CTF
will be increased from £3,840 to £4,000.
Pensioner Bonds
The Chancellor announced the
introduction of new pensioner bonds to
help retired people who have suffered
from low interest rates. Two fixed-rate
“market leading” savings bonds will be
launched to help people aged 65 and
over who have seen their incomes cut
by low interest rates over the last 5
years or so.
The new pensioner bonds, launched by
the government’s funding arm - National
Savings and Investment (NS&I) - will be
available from 1 January 2015 and be
available to everyone aged over 65.
The exact rates will be set in autumn
2014 to ensure the best possible offer,
but our assumption is 2.8% for a oneyear bond and 4% on a three-year bond.
“That’s much better than anything
equivalent available in the market today,”
the Chancellor said.
The maximum deposit limit per person
will be £10,000.
Premium Bonds
NS&I will allow Premium Bond
purchases up to £40,000 – up by
£10,000 on the current limit of £30,000
from 1 June 2014. The number of £1
million prizes will be increased to two
from August 2014. “Increasing savers’
chances of winning the largest prize will
allow people who want to save more
through Premium Bonds to do so” said the
government. But, I think it isn’t so much
that people want to save more but
rather win more!

New Individual Savings Accounts (NISA),
Junior ISA and Child Trust Fund (CTF):
increasing flexibility for savers and
investors
With effect from 1 July 2014, the
annual subscription limit for cash and
stocks and shares ISA will be equalised
at £15,000, and restrictions on the
transfer of funds between stocks and
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Why I’d Love to See More
Women in Business
Aki Kalliatakis

You’ve probably heard that
scientists from Health Canada
concluded that the results of a
recent analysis revealed the
presence of female hormones in
beer, and suggested that men
should take a look at their beer
consumption. The theory is that
drinking beer makes men turn
into women.
To test the theory, 100 men were
each fed 6 glasses of beer within a
one-hour period. It was then observed
that 100% of the men gained weight,
talked excessively without making
sense, became overly emotional,
couldn’t drive, failed to think
rationally, argued over nothing, had
to sit down to pee, and refused to
apologise when wrong. We all love
these jokes - but they hide the truth
about women.
Half of you reading this article will
probably want to beat me up with a
baseball bat afterwards, but I can tell
you that there is no doubt in my mind
that when it comes to customers and
leadership, more women “get it” than
men. And I’m not talking about
women acting like men in the
boardroom: I’m talking about women
being themselves.
Why would a typical 56-year old
conservative male espouse the
benefits of women in leadership
positions in business? I know I am
risking stereotyping men and women,
but there are some important qualities
in the leadership styles of women
versus men.
I am delighted to see that more
women are taking over companies –
both here and overseas – and I believe
that the proportion is just too low. It
makes me sad that when a woman
becomes a CEO of a large company,

usually for a lower salary that her male
counterpart, it is deemed
newsworthy.

testosterone-induced win-at-all-costs
behaviour and show me how that
contributes to the bottom-line.

That’s about to change.
Proportionately more women are
attending business schools today, and
out-performing men in academic
results. Maybe it’s because women buy
more books than men do, (65% versus
35% according to Exclusive Books,)
and they don’t waste time in
meaningless competitive activities that
satisfy macho war-like impulses. (Will
you ever see 65000 women packed
into a stadium watching 30 people
beating each other’s brains out? I
doubt it.)

A few years ago I was in a chocolate
shop in Johannesburg when a poster
caught my eye. It said: “When men are
frustrated and depressed, they invade
another country. When women are
depressed, they eat too much
chocolate and go shopping. ”It hit me
like a whack on the head: It’s a whole
different way of thinking. Men are
often puzzled by this seemingly
irrational and illogical behaviour, but I
notice that women aren’t.

More women are starting their own
businesses with incredible success. It is
estimated that by 2020, there will be
more women millionaires in England
than men. Apart from the fact that
they will spend more money on
meaningful things like employee
development, environmentally friendly
sustainable projects, and healthier
food in the staff dining room, we can
also look forward to cleaner toilets
for customers and staff.
When it comes to customer care and
managing people, the skills of empathy,
communication, sensitivity to others’
needs, and ability to seek win: win are
far stronger. In addition, women tend
to be more collaborative, and to work
better in teams. Women find it easier
to apologise for mistakes – even if it
wasn’t their fault. This results in a
business culture that is far more
satisfactory from a customer’s
perspective, and for employees. Even
men who work with women bosses
become more aware of the skills and
habits so desperately needed in
today’s world.
Many (men) reading this article will
want to point out the weaknesses and
problems that women leaders bring to
companies: the tendencies to
manipulate others, to gossip, backstab, being bitchy, and so on. Men say
women are not focused on the final
goal, and allow themselves to be
distracted by irrelevance. I will
challenge you to look at the

I love being a man, because my life is
far easier. Mechanics and builders tell
me the truth. I can wear a white tshirt and slops to the beach. I will
never get pregnant, and only vomit
when I eat something bad. I can pee
anywhere, and my wrinkles are a sign
of “wisdom” and “character,” not old
age. I can open all my jars and bottles,
and get credit for even the smallest
acts of thoughtfulness.
But imagine a world if we were all
men: when we became lost in our
cars, nobody will stop to ask for
directions. We would just drive
around in circles forever, scowling at
the street signs. Over enough time,
the whole world would be on the
roads, just driving and driving,
everyone growing old looking for
wherever it is he was originally going.
Imagine the traffic jams. Imagine the
road rage. It would be the end of life
as we know it.
This is how the world would end: not
with a bang, but with a bunch of guys
beating each other’s brains out with
baseball bats.

About the Author

Aki Kalliatakis is the Managing Partner
of The Leadership LaunchPad, a
company dedicated to helping clients
become more customer-driven.

Co-ordinates

Web:
www.LeadershipLaunchPad.co.za
Mail: Aki@LeadershipLaunchPad.co.za
Twitter: @AkiKalliatakis
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The Six Signs of a Second
Rate Service Culture
Ron Kaufman

Building a service culture takes
time, energy, and commitment,
but this work pays off. Companies
with strong service cultures are
consistently more profitable and
productive. They keep more loyal
customers and retain more
passionate employees.

In our work with
organisations all over the
world, we encounter six
signs of substandard service
culture. Each of these signs
can defeat the best
intentions of service leaders
and degrade the best effort
of service providers. Do any
of these signs look or sound
familiar to you?
Sign #1: Your culture turns
people off.
You have let your service culture
decline while other organizations
have improved. Perhaps you
focused on making profits,
launching new products, or other
urgent issues.
But this lack of attention to
building or sustaining your service
culture can be costly. If you don’t
stop this decline, your customers
will leave and your best
employees will resign in
frustration.
You can stop this slide by
becoming a better place to work
as a service provider, and a better
place to be served as a customer.
Study the architecture and
implementation roadmap for
building a service culture. All over
the world, companies are
following these guidelines to
become distinguished by Uplifting
Service.

Sign #2: Your service
performance is sub-standard.
Complaints are pouring in.
Customers react to your poor
service with public rants of
disappointment. Responding to
these complaints upsets your staff,
costs you money, and damages
your reputation.
You’ve tried to improve service,
but customer expectations keep
rising. You give your people
scripts to use and tell them what
standards to achieve, but all this
customer service training doesn’t
make a lasting difference.
Solving this problem requires a
different approach. First, stop
telling people what to say and do.
Instead, educate your people to
understand service situations and
design more effective service
actions.
We define service as taking action
to create value for someone else.
The anchor of this definition is not
the action you take, or even the
value you create, it is the other
people you are serving. What do
these people want to accomplish
or achieve? What do they want to
avoid? What are their top
priorities? What are their real
concerns?
Few of us were educated in the
foundations of superior service. In
school we learned math, science,
history, and language, but never
the fundamental principles for
creating value through service to
others. This is a serious

educational lapse, as most of us
will spend our working lives in
service to other people.
Providing those in your company
with actionable service education
equips them with the tools and
skills they need to provide better
service, earn more compliments,
and quickly resolve complaints.
Sign #3: Your leadership
team is not aligned.
Your leaders do not agree on the
priority of improving service. Your
intended focus on service gets
fractured and lost in a deluge of
comments on pricing,
competition, recent problems, and
defective products. Your people
are confused about how much
service really matters. And you
can’t blame them. What’s
important seems to depend on
which leader is speaking.
This lack of leadership alignment
weakens an organization. As your
top team argues over projects and
budgets, the primacy of service
improvement fades away. The
likelihood of your differentiating
on service or building a superior
service culture is slim.
It doesn’t have to be this way.
You can build strong alignment
among the members of your
leadership team. In fact you must
do this, because alignment at the
top is essential to build
momentum with everybody else.
How can you enable this change?
Start by bringing your top team
together to study global best
practices and successful case
studies. With these insights and a
proven methodology, you can
build leadership alignment, agree
on a common service vision, and
secure commitment for
implementation.
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To understand the individual and
group behaviours of an effective
service leadership team, watch
this video on The Seven Rules of
Service Leadership.
Sign #4: Poor internal service
harms external service to
customers.
Your people are stuck in rigid
silos with poor communication
and little cooperation across
departments. Or your matrix
reporting structure produces
more uncertainty and confusion
than urgently needed
collaboration.
Either way, departments are more
concerned about looking good
than they are about looking after
the customer. And when things go
wrong, your people are faster at
pointing the finger than they are at
pointing out what can be done.
This unwilling attitude towards
internal service consumes time,
costs money, and damages
employee morale. And worse, it
prevents you from giving external
customers the quality of service
they demand and deserve.
Some organizations suffer with
this painful condition. But others
thrive by making excellent internal
service to colleagues a focus of
their culture, and a benchmark for
their service to customers.
To build a culture of excellent
service between functions,
divisions, and departments, you
must provide your team with
consistent support. This can be
achieved by improving your
activities in twelve areas that
influence your people every day.
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These 12 Building Blocks of
Service Culture include:
 Common Service Language,
 Engaging Service Vision,
 Service Staff Recruitment,
 New Staff Orientation,
 Service Communications,
 Service Recognition and
Rewards,
 Voice of the Customer,
 Service Measures and Metrics,
 Service Improvement Process,
 Service Recovery and
Guarantees,
 Service Benchmarking, and
 Service Role Modelling.
Sign #5: Your Company is a
member of NATO: No
Action, Talk Only.
Your people have lots of ideas. Big
budget ideas, blue sky ideas, and
“wouldn’t it be great” ideas. But
despite this high volume of new
ideas, there is painfully little new
action. At the end of the day, all
the happy talk about excellent
service seems to be just talk.
Fortunately, a pile of ideas can be
transformed into a mountain of
results with a process that moves
ideas into action.
First, select a team of Change
Leaders who get certified to
conduct service improvement
workshops. Then deploy this
powerful resource to teach
service principles to all internal
and external service providers.
Next, apply the tools and
frameworks you learn to review
service problems and generate
new ideas. Choose ideas that offer
quick wins and others that hold
the possibility for big and positive
changes.
Now put these ideas into action.
As results are achieved, trumpet
the service solutions and praise
the people involved. Repeat this
cycle until everyone appreciates
how service issues lead to new
ideas, new ideas lead to new
actions, and new action produces
results.

down. Enthusiasm dims like a
slowly dying ember.
Fortunately, you can fan a glowing
ember back to life. Reignite the
interest and motivation of your
team with contests, workshops,
town halls, keynote presentations,
customer visits, panel discussions,
cross-functional teams, and more.
Be proactive. Make sure everyone
is engaged – weekly, monthly,
quarterly – in creative programs
that keep the flame for service
burning brightly.
Sustaining focus and enthusiasm
for service is an essential
leadership skill. Not sustaining
focus and enthusiasm is a deadly
service sin.
The Six Signs of a Second-Rate
Service Culture can be found in
many business, government, and
community organisations. When
you see these signs at work, take
action to turn the tide. You can
lift your culture out of the
darkness and into the light of
service.
© Copyright, Ron Kaufman
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Sign #6: Your service and
your people are exhausted.
The wear and tear of service takes
a toll. Customer complaints and
internal problems keep building
up, and they wear your people
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Motivating and Retaining Key
Members of Staff
Andy Preston

In this article, leading sales
expert Andy Preston
explains that with the
current economic climate, it
can be tempting for
employers to look to sharp,
quick fixes and cuts as a
remedy to their financial
challenges. However now,
more than ever, it is
important for businesses to
take a longer-term view and
ensure they retain and
motivate their key talent.
In the current market conditions,
businesses are having to rely on
their key members of staff more
than ever. As organisations are
downsizing, cutting costs and
freezing hiring the key members
of staff are crucial to business
success, and even business survival
in some cases.
However, what plans do
companies have in place to retain,
motivate and inspire their key
members of staff? Or are many
organisations taking those
members of staff for granted? The
staff who seem to have been
around forever? The members
that have been ultra-reliable, we
count on and put a lot of faith in?
These are the people who have
been working harder than most
for a long time. The people who
put in additional hours when
necessary without question. The
people you can leave to handle
situations when you’re away from
the office. The people who you
can rely on to give you an honest
assessment of the establishment
and what’s going on.
Yet these are the people who
often get overlooked or taken for
granted. Therefore disillusioned,

they lose motivation, their desire
to work hard and start looking for
other opportunities. Not the best
result from some of your best
staff.
So Who Are Your Key Members
Of Staff?
For some people it’s the head of
their accounts department or
credit control, which keeps latepayers in check and the cash flow
where it should be. For others
it’s the top salesperson that
outperforms all the rest and
brings in large amounts of profit
to the organisation. It could also
be the head of the admin
department or office manager that
keeps things running smoothly for
your establishment.
Now, more than ever it’s
important to motivate, inspire and
retain those key members of staff
to ensure business efficiency,
productivity and profitability in
these uncertain times. So how
does your company measure up?
So How Can We Identify The
Key Players?
As the market gets tougher, the
key players in your team might
well be different than the key
players in the past. So how do we
identify the key players now as
well as the likely key players in the
future? As businesses change and
adapt to the market, it becomes
increasingly difficult, but you can
accomplish it with a simple
exercise.
Exercise: Get out a pen or
pencil and a blank sheet of paper.
I want to imagine you’re starting
the business again today. That
you were starting an organisation
designed to succeed in today’s
market. Plan an organisational
chart of what the business would
look like, with the key positions in
it. Now step back and have a

look at it. How different is it
from the company you have now?
If you were to fill in names for
those positions on the chart, who
are the key players? The essential
ones you couldn’t do without?
Are they different than who you
view as your key players today?
As businesses re-engineer
themselves and their offering in
the current market, it means that
the key players may change or
certainly to adapt. Are your team
on board with the changes? How
do they feel about it? Can you
rely on them to deliver under a
new structure?
Motivating And Leading The
Team
In these tough economic times,
people need leadership more than
ever before. As a leader, people
will look to you for direction,
motivation and inspiration. If
you’re implementing any changes
in the business, you need the buyin of your staff members, and
particularly your key players for
the changes to succeed and stick.
Many change management
programmes have failed because it
failed to get the key players on
board, who prefer things the way
they were – and the longer they
have been in the business, the
more they prefer it the old way.
You need to sit down with the
key players and staff members and
discuss the changes, the reasons
why changes have to be made and
what you’re trying to achieve, and
get their buy in to the new
proposed process. Failure to
undertake this critical step
properly could lead to people
sabotaging the project or stiff
resistance at the very least.
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Setting Up And Managing The
Perfect Team
If you’re planning on setting up a
new team, or re-engineering the
business and the people within it,
you have a great chance to take a
fresh look at the business and set
up the perfect teams within it.
So what does a perfect team look
like? What is it made up of,
particularly one designed for
success in the current market
conditions?
Right now you need people who
are pro-active, that will do things
without you having to prompt
them or stand over them to make
sure it happens. You need people
that are determined to make
things happen and see things
through. You need people that
are on your side, that you can rely
on to perform, no matter how
adverse the conditions.
Nowhere is this more important
than your sales team. Your sales
team are always an important part
of your business, but now they’re
more important than ever. They
have a direct influence on your
profits and the potential survival
of your business in the current
climate.
So right now, who are the
members of your sales team that
are regularly demonstrating the
traits mentioned above? They’re
going to be facing more objections
from clients than ever before –
things like "we’ve got no budget",
"things are on hold for the
moment" and "we need to get a
few more quotes" – and these are
from clients that would have
ordered without looking s o
closely at it a few months ago.
They’re also going to be facing
more objections and rejection
from new business prospects than
ever before. There are going to
be more competitors in for every
deal. More projects are going to
be cancelled and more companies
are going to be closing their doors
than ever before. How are your
sales team placed to cope? And
how are you supporting them
differently than before?
You need to work on your sales
team and their attitude, skills and
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abilities more in the current
market than previously. To
ensure their sales skills stay sharp.
To make sure that they can
display tenacity, determination,
resilience, self-motivation,
confidence and all the successful
traits associated with top sales
people.
Follow the tips above and watch your
sales soar. I look forward to hearing
how you get on.
© Copyright, Andy Preston
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Taking the right road for Success

Everyone wants to be successful but what do we mean
by the word “successful”? The problem is that everyone
has his or her own idea. It could be making lots of
money, building up a valuable business, becoming
famous, making a difference to people, enjoying life,
more holidays, more security or a mixture of these.
Your own strategy for success should aim at what you
want for your life, and what you want your business to
do for you.
The scientific perspective
New Scientist, recently published an article by Michael
Bond entitled The Secrets of Success. He asks what does
it take to succeed – and are we doing all we can as
individuals and societies to help? It’s worth reading and
then you can draw your own conclusions:
http://www.newscientist.com/article/mg22129592.500the-secrets-of-success-begin-with-equalopportunities.html#.UxzAktzA7FK
The Gerber explanation
Small business guru Michael Gerber developed Small
Business Mastery System - an A-to-Z blueprint for
conceiving, launching, growing, and profiting from a
business that gives you more time, more money, and
more personal freedom than you ever thought you
could have as an entrepreneur. Read about it at:
http://www.nightingale.com/products/michael-gerberbusiness/
Malcolm Gladwell’s views on Success Secrets
Malcolm Gladwell, bestselling author of the
groundbreaking books Outliers: The Story of Success, The
Tipping Point: How Little Things Can Make a Big Difference,
and Blink: The Power of Thinking Without Thinking. He has
made a career out of challenging assumptions and
finding unexpected reasons for why things happen. Why
success happens is one of those things. Read what he
thinks:
http://blogs.msdn.com/b/bi/archive/2011/04/07/malcolmgladwell-identifies-unexpected-success-secrets.aspx
Make the competition irrelevant
Next time you buy a book, order Blue Ocean Strategy. It
was written in 2005 by W. Chan Kim and Renee
Mauborgne, Professors at INSEAD and Co-Directors of
the INSEAD Blue Ocean Strategy Institute. Published by
HBR Press, the book is based on a study of 150
strategic moves spanning more than a hundred years
and thirty industries. The authors show that companies
can succeed not by battling competitors, but rather by
creating ″blue oceans″ of uncontested market space.
These strategic moves create a leap in value for the
company, its buyers, and its employees, while unlocking
new demand and making the competition irrelevant. It
an important move to achieve success.
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9 Reasons Why Most Startups
Fail
Steve Tobak

for any number of reasons: they don’t
want to give up a piece of the pie, they
don’t budget properly, they don’t plan
for how long it takes to raise rounds
of funding, their burn rate is too high,
or some combination thereof.

I’ll never forget my first IPO.
The story is as old as the hills
of Silicon Valley: It was a great
ride … until it flopped. Our
primary business was crushed
by an 800-pound gorilla and we
didn’t have the wherewithal to
pick up the pieces and make a
go of it. C’est la vie.
I’ve always been a big fan of learning
from failure3, so while most of my
high-tech brethren like to talk up their
successes, I try to help startups avoid
catastrophic failure and get to the next
stage. I say “try” because, while some
make it, most don’t. That’s the nature
of the beast.
In any case, I have a pretty unique
perspective on what tends to trip up
founders. Here are nine ways I’ve seen
startups fail time and again.
Their entrepreneurs live in a
vacuum.
It’s easy for entrepreneurs to become
so focused, so wrapped up in their
own vision, that they lose perspective.
That’s actually one of the key benefits
to seeking venture capital from firms
that know your target market: they
give you feedback and validate your
strategy.
Related: An Entrepreneur's Guide to
Personal Grooming4
Their idea doesn’t uniquely solve
a big problem.
Contrary to the old line, “Everything
that can be invented has been
invented,” the more complex the
world becomes, the more problems
there are to solve. That said, it’s got
to be a big problem and a way better
solution than what’s already out there.
They run out of cash.
For every founder that manages to
bootstrap a startup, there are dozens,
maybe hundreds that run out of cash

They invent concepts, not
complete products.
Ideas and inventions are fascinating,
but consumers and businesses
generally buy complete products they
can actually use. There is a world of
difference.
There are big gaps in the
strategy.
There’s an old cartoon of two
scientists at a blackboard filled with
equations. Right smack in the middle it
says, “Then a miracle occurs …”
Some gaps are to be expected, but
oftentimes, what startups leave to be
fleshed out later – little things like
low-cost materials, availability of
components and infrastructure – end
up becoming showstoppers.
The team does not have what it
takes.
Some founders just can’t get along.
Others fall apart when the initial
strategy fails, as it often does. Still
others are out to make a quick buck
and aren’t committed to working day
and night over the long haul. Any VC
will tell you, a big part of what they
invest in is the management team.
Related: Uncommon Wisdom for the
Entrepreneurial Generation5
Competitors with existing
solutions don’t give up so easily.
From disk drives and CMOS chip
technology to pencils and paper, there
are barriers to topple the status quo
and, sometimes, old-school solutions
that are tried and true and the
powerful companies that market them
hang in there far longer than anyone
would expect.
The market moves on them, or
moves in an unexpected way.
Markets are a complex phenomenon
with lots of moving parts that are
difficult to predict. Moreover, some
entrepreneurs simply don’t think
ahead. As the great Wayne Gretsky

once opined, “I skate to where the puck
is going to be, not where it has been.”
They listen to bad advice from
the wrong people.
With all the hype over
entrepreneurship, the quantity of
information has gone way up while the
quality has gone way down. That
means entrepreneurs are getting lots
of bad advice from unqualified sources.
The worst thing about it is, when they
actually get good advice that conflicts
with what they’ve been told, they
don’t recognize it for what it is. Sad
but true.
Perhaps the most important advice I
can give you is this: If your startup
fails, it’s worth spending time to
understand what went wrong. That’s
the only way you’re going to improve
the odds of making it next time. And,
yes, there will be a next time.
Hopefully this list will help you avoid a
different pitfall.
© Copyright, Steve Tobak
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21 of the best Social Media
Analytical Tools for 2014
Lilach Bullock

There’s nothing like waking
up in the morning and
checking out all your
stats…right? I admit, I am a
bit of a nut when it comes
to analytics – I check them
regularly (some might say
obsessively…) and am
always on the lookout for
new tools, new stats and
new ways to find out how
we’re doing online.
Below I’ve gathered a list of my 21
favourite social media6 analytic
tools that I use on a regular basis:

General

1. Simply Measured7
Simply Measured is one of my
favourite social media analytics
tools8. It’s not only
one of the most
complete tools,
with analytics for
Facebook,
Twitter, Vine,
Instagram,
YouTube, Tumblr, LinkedIn,
Google+, Klout and even Google
Analytics (with Pinterest soon to
join), but their reports are also
beautiful, and very thorough. You
can get some of these reports for
free (3 in a 24-hour period) and
you can also get into their free
trial to see Simply Measured’s full
potential. You can choose to see
your reports either in Excel or
online, or even export them
directly to PowerPoint, and get
very in-depth analysis of your
online behaviour, your fans and
followers and much more. If you
want to see what a Simply
Measured report looks like, you
can check out this free example of
a Twitter Account Report here9.
Looking forward to Pinterest
Anaytics!

2. Twtrland10
Twtrland is a free
tool that allows
you to see a few
important
statistics of your
Twitter, Facebook
and Instagram
accounts. You’ll get audience
demographics so you can better
understand your fans and
followers, key engagement11 stats
(such as estimated numbers of
retweets and replies received for
your every 100 tweets). You can
also use Twtrland to find
influencers in any skill, so that you
can find out who you should be
engaging with online to get better
results. One of the things I really
like about Twtrland is that you
can check anyone’s profiles to get
an idea of how they’re doing on
social media.
3. SumAll (TwentyFeet)12

With SumAll, you can check how
your updates are doing on
Twitter, Facebook, Google+13,
Instagram, YouTube, as well as
some useful Google Analytics
stats. You can use to find out
which of your tweets and
Google+ updates have the most
impact, check your Facebook
engagement activity to find out if
you’re engaging enough, find out
which of your photos get the
most attention on Instagram, and
find out which of your YouTube
videos have the most potential to
turn viral – and those are just
some of its features!
4. SocialBakers14
SocialBakers provide detailed
analytics for several different
social networks: Facebook,
Twitter, Google+, LinkedIn15 and

YouTube. It will help you
understand your fan growth and
what content determines it, as
well as understanding when to
post content, and what content to
post in order to raise engagement
rates. It will also help you identify
your key influencers, and much
more.

Twitter

5. Twitonomy16

Twitonomy is one of my favourite
free Twitter analytics tools17.
With the free version, you can get
very detailed analytics on your
Twitter account, presented in a
visual way. It has numerous
different features, even in the free
version: monitoring users, lists
and keywords, tweets analytics
monitoring your interactions with
other users, and much more. You
can also see which of your tweets
were most retweeted or
favourite, what times you tweet
and from which platforms, and
even what hashtags you use. It
also allows you to track your
mentions over time, find out your
most influential and most active
users, and much, much more.
6. FollowerWonk18
FollowerWonk is a Twitter
analytics tools dedicated to
analysing Twitter followers and
friends. Another useful feature is
that you can search through
Twitter bios and compare Twitter
accounts.
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Their follower/friend analysis is
very in-depth, including a mapped
location of followers, social
authority scores, gender, follower
and following counts, account
ages, the recency of tweets, total
tweets, languages, numbers of
retweets, most active hours and
more.
7. TweetReach19

user), as well as analyze
conversations and the buzz
surrounding your brand. You can
also do a search for any topic,
hashtag25 or link to see what the
level of buzz is surrounding it
(number of mentions), the top
users, and the top shared web
links.
influencers using any keywords
you want. This is useful because
you can use it to analyze how
popular a particular topic is on
Twitter:

Facebook

13. FanPage Karma26

You can also use it to see how
many tweets are sent every time
using a particular keyword/s and
browse through trends:

TweetReach is a simple, yet very
useful Twitter20 tool. It allows you
to search for a URL, Twitter
name, phrase or hashtag and get
an analysis on the tweets that
match your search, with details on
the reach and exposure of those
tweets. In the free version, you
only get the analytics for 50 of the
tweets that match your search,
but you can still get a good idea of
the estimated reach, exposure,
the top contributors and most
retweeted tweets among others.
8. SocialBro21
SocialBro allows you to better
understand your Twitter account.
You can try it for free for two
Twitter accounts for two weeks,
however the more features you
want, the more you have to pay.
You can use it to figure out the
best times for tweeting, to get
powerful insights into your
community and audience, identify
your top influencers, analyze your
competitors, discover new,
targeted Twitter users for you to
follow, and much more.
9. Topsy22

Topsy is primarily a search tool
that allows you to search through
links, tweets, photos, videos and

10. TwitterCounter
Twitter Counter is a detailed
Twitter analytics tool that allows
you to better understand your
Twitter23 followers, friends and
the tweets you post (free
version), as well as track who
unfollowed you, your mentions,
retweets and favourites and even
analytics on the retweets and
mention you make (in the
Premium version). You can also
choose to pay a one-time fee to
get all of these analytics of a
particular Twitter user in a CSV
file.

FanPage Karma allows you to
study your own Facebook27 Page,
as well as your competitors’, for
free. You will be able to see any
pages’ posting history, their top
posts as well as their weakest, a
word cloud of the most frequently
used words and hashtags and even
the length of posts, as well as
posting frequency, success rate of
posts, top influencers, and much,
much more.
14. LikeAlyzer28

11. Foller.me24
Foller.me is a very useful Twitter
analytics tool that allows you to

study any public Twitter profile,
with real time data about their
followers, the hashtags they use,
the mentions they get, and more.
You can even see how users use
emoticons in their tweets, who
they interact with the most, which
hashtags they use the most and a
world cloud of the most-often
used topics.

LikeAlyzer by Meltwater is a tool
that is a different from most other
social media analytics tools. What
makes it different (and helps it
stand out as well in my opinion) is
that it doesn’t just show you what
you’re doing, but it also gives you
recommendations to help you do
a better job with your page. It also
highlights exactly what you’re
doing right and what you’re doing
wrong, making it much easier to
make the necessary changes.

12. TweetLevel
TweetLevel has a few different,
and very helpful, features. It allows
you to find out how influential you
are on Twitter (or any other
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15. Wisemetrics29

Wisemetrics provide a detailed
Facebook analytics report that
gives you an insight into your
reach, engagement and posting.
You can use it to get a better
understanding of your audience
and track your fan growth, as well
as take a better look at those you
reached with your posts. It also
provides key engagement metrics,
as well as engaged users and
unlikes, and give you a full analysis
of your Facebook posts.
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18. Curalate33

21. Nitrogram37

Curalate is a Pinterest and
Instagram tool that can “read”
your images and can identify those
images that matter the most to
your audience. It will also allow
you to get a feel for overall
sentiment by monitoring
keywords and hashtags, and it will
help you identify influential users
and your most engaged advocates.

Nitrogram is an Instagram analytics
and engagement platform. You can try
the free trial now to get your own
analytics dashboard, where you can
track your Instagram38 accounts, as
well as your competitions’ accounts.
You can get a more in-depth look at
your audience, at your engagement
rates, posting habits and much more.
Nitrogram can also be used for
monitoring hashtags and for managing
all of your Instagram accounts.

16. Wolfram|Alpha30
Wolfram|Alpha offer free
Facebook analytics reports that
allow you to understand your
audience better, as well as studies
your posts and engagement levels.
Another cool feature is that you
can download your own
PowerPoint presentation of your
Facebook analytics.

19. Tailwind App34
Tailwind is a detailed Pinterest
analytics tool35 that you can try
out for free. In the free version,
you can get a few basic stats for
your profile and boards, find out
what the trending pins are, as well
as help you optimize your
content. By upgrading you can also
track top repinners and brand
advocates, influential followers,
peak days and times for pinning,
your competitors, as well as
measure your ROI.

Pinterest & Instagram

20. Statigr.am36

Piqora is a tool for the “visual
web” – meaning Pinterest32,
Instagram and Tumblr. It allows
you to track trending images and
influencers, and it will help you
discover the top pins, blogs,
photos and pin-boards trending in
that moment. You can also use
Piqora to measure your return on
investment, revenue and visits per
pin, follower growth, repin rates,
and also to monitor your hashtags
and get more insight into your
competitors.

Statigr.am provides key metrics
about your Instagram account. For
example. It looks into your most
liked photos ever, which filters
you’ve used over time, how much
you post every month and what
type of engagement you get, as
well as its evolution over time.
You’ll also be able to monitor
your growth on Instagram and get
tips on how to optimize your
strategy and get better results.

17.

Piqora31

And that’s it – my top 21! What are
your favourite social media analytics
tools? Which ones do you use on a
regular basis? Is there any new
analytics tool that has caught your
attention recently? Let us know in
your comments!
© Copyright, Lilach Bullock
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3 Killer Local SEO Tips for
New Google Changes
Brad Smith

Last year, Google released
over 17 algorithm updates
according to one unofficial
report.
Each algorithm update shuffles the
deck on which factors should be
emphasized or de-emphasized
(and thus raising or dropping
websites which adhere to them).
But while these large updates get
all the news and attention, Google
continues to constantly roll out
updates for how they display
information.

places as well (i.e. Google+,
Google’s Hotel Finder, AdWords,
Yelp, and TripAdvisor). That way
you can maximize the amount of
people who will find your brand
when “evaluating” their options,
and take advantage of Google’s
new layout.
Here’s an example of the SERP for
“Monarch Beach Hotel” where
you’ll notice a lot of these changes
already occurring:

(SERP) when I do a “branded
search” for the St. Regis in
Monarch Beach, CA.
They have a TON of extra
additional information about the
brand. This helps users get a quick
snapshot of basic information (like
when to call) but also the more
important elements to influence
an eventual purchase (like
beautiful photographs, upcoming
fun events, and reviews).

And these changes to the search
engine result pages (SERPs)
highlight key trends to how users
and search engines are evolving.
So if you want to use SEO to
drive real business objectives like
revenue and customers (not just
“vanity metrics” like rankings),
then here are 3 local SEO tips
to take advantage of…

Tip #1. Diversify Your SEO
Efforts for New Local
SERPs

The SERPs (search engine result
pages) of local results (i.e. any
results containing location-based
key phrases) have evolved
tremendously over the past year.
The natural, organic results (i.e.
SEO results) have been pushed
down the page to make room for
more local data being pulled in
from Google+ and AdWords
results. To make matters worse,
most of the natural, organic
results are topped by large
aggregators like Yelp, TripAdvisor,
etc..
That means if you want to have a
big presence on these influential
SERPs, then you need to diversify
your SEO efforts into these other

Tip #2. Capitalize on
Branded Searches

Recent changes made by Google
also affect
“branded”
searches, where
someone types
in your brand
name, or
branded
product and
services.

And now if we flip back to the
local SERP, we’ll see how all of
their reviews help St. Regis to be

For example,
look at the
featured
Google+
section of the
search engine
result page

14

Better Business Focus

listed FIRST in the featured “local
section” at the top of the page.
These reviews not only get them
prime placement, but also drive
real revenue because they help
assure and persuade prospects
trying to decide where to book.

Tip #3. Optimize Influential
“Satellites”
Most local SERPs are filled with
popular sales channels or review
sites like Yelp. They usually
dominate the first few organic
results for ANY type of search,
because they’re so influential,
respected and highly used.
Why spend money on reaching
these people specifically?
Because these are the “taste
makers” who influence
everyone else. People using
these tools are the innovators
and early adopters who’ll
inform the majority where they
should go — or avoid. (Read
about the Age of Excellence
for more.)
Another popular “satellite” that
we all use is Tripadvisor. It’s
obviously one of the most
important online travel
destinations, both in terms of
people referencing their reviews
and also their strength in showing
up at the top result for nearly
every major travel SERP.
So one way to capitalize on their
strength is to pay for higher
placement through normal
advertising or sponsorship. But
you should also explore new
opportunities to increase
conversions like TripConnect39
which help you increase new sales
within each destination.
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On the surface, it appears to be a
pretty compelling idea, because it
offers a few great benefits:
1. Increase conversions from
people already on TripAdvisor
2. Increase revenue by using
upsells on your website for
new bookings
3. And by completing more
bookings on your website, you
pay less money out for
commissions to other online
sales channels

Where to Start?

The BEST way to come up with
new marketing strategies is to go
back to your customers’ point of
view.

How are they already finding your
website? (Ask them.) How do
similar people find, locate, and
evaluate their alternatives when
deciding to purchase? Then
retrace their steps, and use a
diversified approach with specific
tactics for each major stage.
Most new BUYERS (not just
visitors) find businesses online
through paid and organic search
— i.e. Google AdWords and SEO
— according to Forrester’s
research40 of over 77,000 online
orders.
Many of these people will start by
Googling local key phrases to get a
feel for the landscape. Then they’ll
go check out a popular “satellite”
like TripAdvisor to narrow down
the field of top alternatives for
their purchasing criteria.

Finally, they’ll begin researching
each individual business through
Google using “branded” keyphrases.
That’s a typical sequence of how
NEW BUYERS make purchases
online.
Your strategies should mirror
their behaviour, and this alignment
will begin to produce real business
results (like new leads, new
customers, and new revenue) and
not just “leading indicators” like
rankings or backlinks.
© Copyright, Brad Smith
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9 Step Blog Checklist…

To make sure your posts get maximum
exposure
Daniel Sharkov

As all bloggers know,
blogging doesn’t only come
down to just writing your
post, publishing it and
waiting for reactions.
It is much more than that,
but let’s focus on the postpublishing stage…
You have finished writing. You
have also come up with a
compelling title. What else needs
to be done? Which are the steps
you need go through after having
published your new blog post?
The following article is a simple
blog checklist to some of the
more important, but often
neglected blogging tasks that will
ensure maximum exposure for
your newly written article:
Have You Added ALT Tags
to Your Images?
As you probably know, ALT tags
are actually the only way of telling
the search engines that you have
an image in your blog post. If you
don’t add an ALT tag, describing
what’s in the image you’ve
uploaded, then the crawlers will
see the post as plain text and
nothing more. Having the tag and
of course using it properly by
adding relevant keywords can help
you improve rankings. It doesn’t
take more than two minutes, so
just fill in the blanks after adding
the images!
Did You Choose a Category
for Your Blog Post?
That is probably the one I forget
about the most. Adding your
posts to categories is a great way
to organize them so that they are
easy to find.
The best thing to do would be to
get that one sorted out right from
the start. Choosing a relevant

category before even starting to
write will ensure that you don’t
forget that step. It’s good for
search engines, it’s good for
people, so make sure you get it
done.
Did You Notify Your List
Subscribers?
What about the ones who have
signed up for email updates? Your
list subscribers are the ones who
have the highest chance of taking
action. These are the folks you
can really count on.
Email lists are mostly there to
provide subscribers with exclusive
content. That does not at all mean
that you should not keep them
informed about what’s going on
with your blog.

All in all the traffic you can get is
not huge, but submitting takes no
more than 15 minutes so it’s not a
big deal. The 4 blogging networks
I submit every one of my articles
to are BlogEngage41, Blokube42,
BizSugar43 and Inbound44. The
process is straight forward, you
just need to paste the story’s URL
in the desired box and fill in some
additional details.
Did You Add a Keyword or
Two to Your Title?
Catchy titles are a must if you
want high click-through rates on
your tweets (see Titles that Get
Retweets45), Facebook and all
kinds of other shares. However
you should also always think from
an SEO perspective.

I discovered that messages like
“New Content from *blog name*”
don’t work that well. It is a bit
annoying when the visitor needs
to click on the email and wait for
it to load in order to see the title
of the post.

I never put too much weight on
SEO when creating content, but a
keyword or two, clearly showing
the direction of what you are
going to present won’t hurt at all.
After having finished with the
writing part, check and double
check if your title follows some
basic SEO rules. Best, especially
for longer headlines, would be to
include the most important
keyword right in the beginning of
the title. Don’t aim for too
generic terms such as blogging tips
or social media, but rather try
some more long-tail phrases.

Did You Share it on the
Blogging Networks?
The good old blogging networks
are still worth submitting to. The
concept behind such sites is voting
on blog posts also known as
stories. The stories that reach a
certain threshold of votes get
featured on the main page thus
receiving additional exposure.

Have You Pinged it?
It is always a good idea to ping the
post after publishing it. This is a
sure way to let search engines,
RSS feeders, etc. know that you
have new content ready for them.
Pinging immediately updates such
services so your have a better
chance of your new article getting
indexed faster.

Connecting an RSS feed and
following the required steps
doesn’t take more than ten
minutes and it’s well worth the
effort. I would advise you to use
your post title and a prefix such as
“New article” or “New blog post”
as a subject line.

This is also good if you have
published the post, and done
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some modifications to the title. If
you don’t ping it, it might take a
ton of time for RSS feeders to
update to the new title, while
doing it will update it
instantaneously.
The service I recommend is PingO-Matic46. Once you set it up to
work for your site, you can just
save the link as a bookmark and
click on it whenever there’s new
content to be pinged. Super
simple! Pingler (download as
Firefox47 or Chrome48add-on) is
another great tool I use after
editing an already published post.
Did You Share Your Post on
Facebook?
An obvious one. What I do is
share the post both on my
personal wall and on my fan page
right after publishing the article. I
used to do it with Buffer (see
5 Great Twitter Tools49) but now
I switched to just copying and
pasting the link manually. The
thing I didn’t like about the way
Buffer does it is that the footer of
the message is modified with
some elements being placed
differently.
In the two months of using that
approach, I came to the
conclusion that people don’t want
posts from 3rd party apps on
Facebook.
There is also something else you
can do to get more attention and
likes on your fan page. Clicking on
the date of the post will load
it separately from your stream.
That way you can copy that link,
shorten it with bit.ly and post it
on Twitter. Doing so will get
people to first visit your Facebook
page rather than your blog.
And What About Twitter?
Apart from tweeting the post on
your Facebook page, the best way
to get initial retweets on your
new article is to be the first to
tweet it. Add something like
“New blog post: *Article title and
link*” and tweet it. Doing that
once doesn’t cut it though.
If you want to get as many visitors
as you can, you need to tweet the
post throughout the first day of
publishing it. That doesn’t mean
bombard your followers with
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hourly tweets. However 3-4 times
in the span of 24 hours definitely
won’t be a problem.
StumbleUpon is also worth a
try!
I have been using StumbleUpon
for almost two years now and I
have received thousands of
visitors throughout the months.
My advice after submitting there is
to tweet the post from within
StumbleUpon’s toolbar. Doing the
tweeting from StumbleUpon will
post the tweet with the su.pr
shortener, which is a good way to
get additional visitors. Then you
need to share the post (again via
the toolbar) with your mutual
followers. Make sure to write a
message, encouraging people to
like, share and retweet the post.
Keep in mind not to sound too
promotional.
Now, it’s your turn…
The above are the nine most
important tasks I make sure to
complete after clicking the
“Publish” button. Doing them
ensures that my articles receive as
much traffic as possible. Now let
me hear your thoughts! Are
they all really worth doing? Is
there something I have
missed to put in the list? Don’t
hesitate sharing your two cents!
This article can be found on:
www.reviewzntips.com/blogchecklist/50.
© Copyright, Daniel Sharkov
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The Checklist
Manifesto:
How to Get Things
Right

The New York Times bestselling author
of Better and Complications reveals the
surprising power of the ordinary
checklist. Over the past decade, through
his writing in The New Yorker magazine
and his books Complications and Better,
Atul Gawande has made a name for
himself as a writer of well-crafted
meditations on the problems and
challenges of modern medicine.
His latest book, The Checklist Manifesto,
begins on familiar ground, with his
experiences as a surgeon. But before long
it becomes clear that he is really
interested in a problem that afflicts
virtually every aspect of the modern
world–and that is how professionals deal
with the increasing complexity of their
responsibilities.
[Review by best-selling author,
Malcolm Gladwell]
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Why I was wrong about Twitter
Adam Grant

One year ago, I sat down
with my publisher for a
conversation that I was
dreading. I had finished
writing my first book, and it
was time to discuss my
(non-existent) presence on
social media. When Twitter
came up, I was prepared
with a list of objections:
It's Too Short
No one can possibly share a
meaningful thought in 140
characters or less.
I mean, that sentence was already
73 characters. Come on!
It's Too Self-Absorbed
I already see enough “me right
now” posts from my Facebook
friends. Why do I want to get
them from strangers too? I’d
rather watch Peter Griffin narrate
his own life.
(Yes, Amy, I loved reading that
your Tortilla chip broke off into
your salsa jar.)
Plus, I hate relentless selfpromotion. Who cares what I
have to say, and why would I want
the world to have a permanent,
public record of it?
It Encourages Self-Deception
Cool celebrities are on Twitter,
but following them creates the
illusion that prominent people are
sharing their thoughts and
experiences directly with you, as if
you have a personal connection
with them. I already get to
harbour those delusions through
the novels that I read. As Steven
Pinker put it, fiction “allows the

reader to enjoy pleasant
hallucinations like… hobnobbing
with powerful people.”

But it’s also due to six benefits
that no one mentioned:

It's Just Another Fad
Although I happen to like
technology, I’m a slow adopter. I
didn’t own a cell-phone until 2003,
I still use a BlackBerry (why don't
other smartphones have physical
keypads?), and I really don’t want
to learn a whole new system, only
to see it vanish under my
fingertips.

Before Twitter, when I read an
article or watched a video that I
liked, I never knew how widely to
share it. Early on, I would send it to
a few select people who shared that
particular interest. As my network
grew, it became more difficult to
keep track of everyone’s interests,
and I was loath to add more clutter
to everyone’s inbox, let alone leave
them feeling obligated to reply.

A Losing Battle
One by one, Viking’s publicity
experts shot down my arguments.
I could make my tweets
meaningful by posting links and
pithy quotes. It was up to me to
make sure they weren’t all navelgazing—there’s a difference
between promoting yourself and
promoting your ideas—and I
could easily choose not to share
anything that I didn’t want the
world to see. It would only take
me a few minutes a day, and I
could decide who to follow. Oh
yeah, and if it weren’t for Twitter,
Egypt might not have seen a
democratic revolution. It looks
like this technology is here to stay.
Admitting defeat, I was dragged
onto Twitter kicking and
screaming. I thought it was a
necessary evil. And I was wrong.
In the past year, I’ve grown fond
of Twitter. It might be partially
due to cognitive dissonance—see
the enlightening book Mistakes
Were Made (but not by me) by
Carol Tavris and Elliot Aronson.

1. Sharing without Spamming

Twitter solved this problem for
me. I love the feature of one-tomany broadcasting with no
expectation of a response. When I
share something, I know it will be
accessible to people who have
opted in to see my tweets, and I
won’t be burdening anyone else. I
also don’t worry about the
burden it places on them, since
they can freely ignore my tweets
without guilt or relationship
repercussions.

2. Record Keeping

We’ve all had the frustrating
experience of reading or watching
something that we want to quote
or revisit, only to forget where
we first encountered it.
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(Psychologists call this a source
monitoring failure: once you
accept something as true, it’s
efficient to remember the
information and forget the
source.) When this happened to
me, I used to waste time searching
my saved and sent email folders,
and then my libraries of PDFs,
books, and articles.
Now, I look to Twitter. It’s where
I share many of the things that I
find fascinating or worth
remembering, so the odds are
good that a quick search of my
600+ tweets will return the
reference that I’m hunting to find.
I read an article a few weeks ago
with some intriguing Twitter stats,
and wanted to quote it here, but
didn’t recall who wrote it or
where it was published. It took
me less than four seconds to find
it on my Twitter feed by searching
for the word “Twitter.” Although
my memory is in my head, Twitter
often has the most efficient
retrieval cues.

3. Promoting and
Recognizing Other People

Social media gets a bad rap for
fuelling narcissism. As Conan
O’Brien wrote when he joined
LinkedIn, “I’m only here because
of pure megalomania, plain and
simple… That is my mission… for
others to judge me not by the
strength of my character, or
wisdom of my blog posts, but by
the number of LinkedIn followers
I’ve amassed for no good reason.”
Instead of just bemoaning the
egotistical ambience of social
media, what if we each did
something to change it? In Give
and Take, I wrote about
entrepreneur Adam Rifkin’s
inspiring philosophy of doing fiveminute favors for anyone, no
strings attached. If five minutes is
more time than you have to give,
Twitter makes it possible to do
five-second favours. I’ve had fun
spreading the word about new
books and other intriguing
discoveries.

4. Tailored News

I used to rely on friends for advice
on what to read and watch. On
Twitter, I can access what
interesting strangers are finding
interesting.
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5. Discipline

Before Twitter, my writing was
long-winded. (My first draft of my
book was over 104,000 words,
and I threw away at least 102,000
of them.) Tweeting has taught me
the discipline to say more with
fewer words. In the words of
Antoine de Saint-Exupery,
perfection is achieved “not when
there is nothing left to add, but
when there is nothing left to take
away.” It’s an art to express a
thought in 140 characters, and
doing it daily is one way to build a
habit.
(Case in point: #4 above was
originally eight sentences. Thank
you, Twitter.)

6. Serendipitous Debates

One morning in September, I
tweeted this question:
Outside psychology, what
profession has the most insight
into human behaviour?
I voted for comedians. Others
suggested novelists, hotel
housekeepers, teachers, sports
coaches, salespeople, and
magicians. Imagine my surprise
when Tucker Max, the notorious
author of the shockingly
debaucherous bestseller I Hope
They Serve Beer in Hell51,
responded: @TuckerMax: no way.
The professional con man/hustler
knows people the best. They have
to a debate ensued, and although I
don’t think either of us changed
our minds, it was quite
entertaining. This, after all, is the
best reason to join Twitter: you
get to argue with Tucker Max
(warning: that opportunity might
not last, as he appears to be
turning over a new leaf52).
So fellow Luddites: if you’re not
already on Twitter, give it a try.
You can find terrific tips on how
to craft a compelling tweet in Dan
Pink’s book To Sell Is Human53,
and thoughtful guidance on using
social media to drive social change
in The Dragonfly Effect54 by
Jennifer Aaker and Andy Smith.

© Copyright, Adam Grant

About the Author

Adam Grant is an award-winning
teacher, researcher, and tenured
management professor at
Wharton. He is the author
of Give and Take: A Revolutionary
Approach to Success, a New York
Times and Wall Street
Journal bestselling book that is
being translated into more than
two dozen languages and has been
named one of Amazon's best
books of 2013, one of Fortune's
five must-read business books,
one of the Financial Times books of
the year, one of Oprah's riveting
reads, and one of the Washington
Post's books every leader should
read. Malcolm Gladwell recently
identified Adam as one of his
favorite social science writers,
calling his work “brilliant.”
Adam received his Ph.D. and M.S.
from the University of Michigan in
organizational psychology and his
B.A. from Harvard University,
magna cum laude with highest
honors, Phi Beta Kappa honors,
and the John Harvard Scholarship
for highest academic achievement.

Co-ordinates

Web: www.giveandtake.com
LinkedIn:
www.linkedin.com/influencer/prof
adamgrant
Twitter: @AdamMGrant

Social media has taken over in
America to such an extreme that
to get my own kids to look back a
week in their history is a miracle,
let alone 100 years.
Steven Spielberg, Film Director.

If you get bored, you can tweet
Gary Vaynerchuk (@garyvee) with a
request to send you a
cheeseburger55. And if you end up
hating Twitter, feel free to direct
your venom to me @AdamMGrant.
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Use the Media
Evan Carmichael

One of my favourite ways
to promote my business
doesn't cost a thing - get in
the media.
You're an expert, right?
If you want to have success as an
entrepreneur you better be really
good at what you do and be an
industry expert.
When reporters are covering
stories guess what they always
look for?
An expert to
comment on it.
Pick up your daily
newspaper and read
almost any story and
you'll see that an
industry expert is
quoted and is sharing
their opinions.

Why can't that industry
expert be you?

Think about it: when you read a
magazine do you pay more
attention to the ads or to the
articles?
Now which one costs more running an ad or getting an article
written about you?
It should be a no-brainer decision.
The articles are read more and
don't cost you anything to get
into.
The trick is you need to get on
the radar screens of the media.
You can start by building your
own media list.

This shouldn't be too hard.

Look at the websites of all the
trade media who cover your
industry and the sections of major

media who might run stories
about your industry.
In my case, for example, I might
target trade media like
Entrepreneur Magazine or Home
Business Magazine and the
business sections of major media
like the New York Times and the
Wall Street Journal.
I've been in all of those
publications.
I'll explain how I did it and how
you can too in the Zhuge below.

Breakdown.

This Zhuge will help you build a
media list and outline how reach
out to them to get your story
featured.
It's 36 pages long and will walk
you through a 5 step process to
be seen as the leading expert for
your industry and be called on for
every important story.
You'll learn how to:
 Build a media list (over 20
places to look)
 Create a media page (sample
of what mine looks like - Page
12)
 Choose a topic to write about
(61 story ideas you can use)
 Write the press release
(samples of what has worked
for me - Page 17)
 Reach out (sample script to
send to reporters - Page 24)
 Use a powerful, alternative
approach that got me into the
New York Times

Here's how it's divided up:
Pages 1-27
Exercises to get your name
top of mind with reporters.

Pages 28-36
Famous entrepreneurs on
promoting your business.

Examples.

Here are a few examples of the
advice and perspectives included
in this Zhuge.
 P.T Barnum
P.T Barnum's advice on how
to boldly promote your
business.
 William Wrigley Jr.
William Wrigley Jr.'s advice to
stick with it.
 Dana White
Dana White's advice to target
your audience.
 Peter van Stolk
Peter van Stolk's advice to
outsmart the big guys in your
industry.
 Ron Popeil
Ron Popeil's advice to develop
your marketing plan with your
product.

Act.

Make immediate progress on your
on your entrepreneur adventure
with this Zhuge!
It’s your map, an actionable
ground-plan that will show you
the way.
Every Zhuge provides
straightforward directions and
steps that give clarity, inspire new
ideas, and bring you closer to
your entrepreneur ambitions.
And each includes great advice
from other successful
entrepreneurs who have
overcome similar issues and
challenges.

Bonuses.

Whenever we step out on a new
path there are surprising lessons
and benefits that you’d never
expect!
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Life’s little bonuses are a wonderful
perk of being an entrepreneur, and
I’m giving you a few of my own to
motivate you in the journey ahead.
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Interesting but Unusual Words

Deal.

Every entrepreneur should make a
deal that they feel good about.
So I’ve got a deal for you.

E

If you have any questions after
you’ve completed the work in the
Zhuge, I’ll make the time to answer
them for you.
Simply send me an email with
whatever thoughts or concerns you
have. But I’ll only answer if you’ll
actually go through and finish the
Zhuge first.
I’ll invest the time if you will.
Deal?
BUY NOW
For details on download and
pricing, go to:
http://www.evancarmichael.com/z
huge/206/
© Copyright, Evan Carmichael
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Eadness - Luxury or happiness.
Echopraxia - When you mimic the moves of others whether consciously or
unconsciously (i.e. yawning).
Elaqueate - To free from a noose or other entanglements.
Emacity - A fondness for buying things.
Emmetropia - Visual term that means 20-20 vision. When you don't need any eye
corrections done.
Emunctory - Relates to the blowing of the nose. Emunction is the act of wiping the
nose. Both come from Latin word Emunct, meaning "of keen or acute judgment." So, it is
like a man of keen scent or a man with a wiped nose.
Encomiums - Formal praises
Entermete - To meddle.
Epagomenic - This is when you notice or celebrate something that's not on the
calendar. In a way, this is a good term for our Bizarre, Unknown, Silly, Crazy, Fun,
Obscure Holidays that we have on our site. They're not printed on most calendars, but
they are observed in personal ways. This also can relate to someone's birthday,
anniversary or any other special day just for that person, but it is not on the calendar. In
the old days it has to do with worshipping certain gods on certain days.
Epirot - Someone who lives inland and not on the coastal shores.
Epithymy - Desire, Lust. Not to be confused with epiphany
Equivoque - Something that has been given the same name as something else. For
example, if you named your pet, Harpo and that's also the name of one of the Marx
Brothers.
Ergophobic - Someone who fears work.
Erinaceous - Adjective meaning people with prickly or bristly manners.
Esquivalience - A copyright or plagiarism trap.
Eustress - Stress that is a result from something good like a new baby, moving to a new
home, getting married, etc.
Eutrapely - An obsolete word meaning pleasantness in conversation.
Exauctorate - To depose or oust from office; to deprive of authority.
Exonym - This is the word for the name that foreigners will use for a place rather than
the word that the locals use. An example is "Yellowstone" originated with the
Minnetaree Indians' expression for the Yellowstone River. They called it Mi tse a-da-zi, or
Yellow Rock River. It wasn't until 1805 that it was changed to "Yellowstone."
Expergefaction - Waking up. From a Latin word meaning "make awake." You can call
your alarm clock an expergefactor.
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Salary/Wage Relativities and
Value
Barry Urquhart

The revelations of the salary
and wage structures of onair and off-air people at the
Australian Broadcasting
Commission highlighted
substantial disparities and
seeming inequities between
personalities, programs,
channels and localities.
It is an issue relevant to all private
and public sector entities, in
pursuit of value, fairness and
equity.
On-air media people need to
possess the innate ability, and to
exercise the capacity to attract,
retain and to grow audiences. In
business creating and sustaining
wealth by fulfilling needs and
aspirations are fundamental.
Contributing to teamwork,
cohesion and harmony are virtues.
Contemplate those factors against
the background of comments by
Professor Ross Garnaut, the
favoured economist of former
Australian Prime Minister, Bob
Hawke and Paul Keating.
He has stated that Australia and
Australians need to prepare for a
lower standard of living in the
immediate future.
A recent study of the productivity
outputs of the world’s 19 largest
national economies give some
insights on and justifications for
such a contention. Australia was
ranked the 19th most productive
country. Indeed, it was the only
one in the study that had
recorded a negative rating, -4.1%,
in the past 3 years.

Why then is it that people raise
questions about Australia’s prices
being “too high”, wage expenses
are “excessive”, business margins
are “narrow and narrowing” and
our individual and collective
competitiveness is “slipping”? The
causes are obvious to all to
observe.
Beware of the future. Meta-Data
is about to impact wage and salary
package relativities for key
sectors, like mining, infrastructure
(including ports) and
manufacturing.
Within 3 years, (in some instances
now), it will be possible to
operate mine dump trucks,
undertake subterranean resources
extraction (up to 4 kilometres
deep), work railway networks,
function container facilities in
ports, undertake repetitive
manufacturing production and
achieve medicinal compounding
and dispensing with no or little
human interaction.
Big earning, big spending FIFO
(Fly-in, Fly-out) “cashed-upbogans” employed in the mining
sector may well be witnessing the
eclipsing of the “day in the sun”.
Now is the time to prepare and
plan for a new business and
economy model. It will be fair to
all concerned.
© Copyright, Barry Urquhart
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"It Must Be Deep!"
Peter Thomson

It’s DEEP DESIRE!

Yes…
Whenever we want something.
Whenever we want to achieve a
result, whenever we are
aiming at a goal or target or
outcome – we must have a DEEP
DESIRE to get it.

You know there’s been so
much written over the
years about how anyone
achieves whatever they
believe is – success

And you know what’s just so
brilliant?
We know when we don’t have a
deep desire!

In fact…

Yes – we get side-tracked.

There are probably more books
on success than
any other subject.

We lose focus.

Right back to
religious books of
any persuasion,
they too show
their defined way
of enjoying a
successful life.

And so…

It’s little wonder that it’s actually
possible to state for certain just
how you and I and our fellow
humans can achieve success in
anything

Here goes…

At the base, at the start, at the
beginning of any road to success
there’s always been one
constant factor

We wander from the path and let
the inconsequential of life capture
our attention, our time, our
energy.

Why does this happen?
Because we don’t have enough
DEEP DESIRE – simple!
If you have goals or dreams or
aspirations you can easily check if
you’re likely to achieve them.
Just ask yourself how deeply you
desire them.
If the answer resonates with
success – then ‘yes’ you’ll get
there. If it doesn’t – you won’t!
I’ve heard deep desire referred to
as: Firm Intent

You and I find it stated by anyone
who’s achieved anything

It means the same – different
words same intent.

We find it missing in those who
haven’t or continue to miss out
on what could be theirs.

So now…

It’s – DESIRE!
And perhaps a little more than
just ‘desire’

Just look at your goals, one by one
– and ask the question about your
level of desire.
What’s so good about this
question and the answer is that
you can stop wasting time and
effort and energy and money and

life – pursuing ‘stuff’ you really
have no desire to attain or
achieve.
It takes a certain strength of
character to ask and answer this
question.
Will you ask?
Go on then
© Copyright, Peter Thomson

About the Author:

Peter Thomson founded Peter
Thomson International Plc to
provide a variety of products and
services to help business people
grow in sales, marketing and
communication skills. He is now
regarded as the UK's leading
strategist on personal and
business growth. Starting in
business in 1972 he built 3
successful companies - selling the
last to a public company, after
only 5 years trading, for millions
enabling him to retire at age 42.
Since that time Peter has
concentrated on sharing his
proven methods for business and
personal success via audio and
video programmes, books,
consultancy, seminars and
conference speeches. With over
60 audio programmes written and
recorded he is Nightingale
Conant's leading UK author.
Simon & Schuster publish Peter's
books - The Secrets of
Communication and The Pinnacle
Principle.

Co-ordinates:

Peter Thomson International Plc
P O Box 666
Royal Leamington Spa
Warwickshire
United Kingdom, CV32 6YP
Tel: 01926 339901
Fax: 01926 339139
E-mail:
action@peterthomson.com
Web:
http://www.peterthomson.com

23

Better Business Focus

April 2014

Don’t translate… Localise
Adapted from a Blog by Martin Pollins

There are at least three basic levels of
localisation which you might want to
follow if your focus is on expanding
into a new market in another country:

Recently, the excellent
marketingprofs website (from
the US) published an article
about international marketing56.
They said that the most
exciting part is that you get to
create or adapt your marketing
mix to expand into a new
country and connect with an
entirely new audience.
But it’s not that easy. It’s not like
looking up a word in a dictionary and
“translating” it into another language.
To do it right, the key is to “localise”
and better understand the unique
qualities of different cultures if you
want to appeal to a new audience in a
different country.
For example:
 Modifying your product
description and what it does,
to agree with local preferences,
the way Coca-Cola and Fanta do,
which means looking at minute
issues such as colours and product
taste. Some countries prefer
something that is sweeter, or less
sweet, or fruity.
 Some multinational companies use
different brand names in the
US and the UK for the same
products: Axe in the US is Lynx in
the UK; Mr. Clean in the US is Mr.
Proper in the UK, Mars Bar in the
UK is Milky Way in the US.
What is localisation?
So what is localisation in the context
of targeting foreign markets? You have
to consider cultural and other
differences in the translation process.
For example, some of the images in
your brochures or on your website or
videos may not be appropriate to the
new audience you are chasing.
Localisation is therefore the practice
of adapting a product, service, or
marketing content to conform to the
language, culture, and legal and
technical requirements of a country.

1. Functional requirements, such
as language, currency, local regulations
and legal restrictions, weights and
measures (metric or imperial) to name
but a few.
2. Understanding the local
culture in relation to imagery, how
people communicate, their sense (or
absence) of humour, their habits,
religions, preferred/despised colours
and so on.
3. Local consumer behaviour, such
as how do they buy (cash, on line or
credit?), what do people look for and
rely on before making a purchase.
In a nutshell, it’s all about research.
The more you do, the less will be the
mistakes you make in translating what
you have to your new audience.

your website. If you want to do
business in and with another
country, you will need to attract
buyers and sellers so your website
should try to anticipate the
information they are looking for.
An example of this is my own blog
site (blog.bizezia.com). There you
will find that with one click you
can change the entire language
into the national language of the
visitor. Another feature is making
available information that will be
of interest to buyers and sellers.
If you’d like to see what this
means in practice, visit
http://blog.bizezia.com - the Asia
page at
http://blog.bizezia.com/featuredzones/northeast-asia/ has been
converted with one click into
Chinese:

The UK website of Endpoint
summarises localisation rather
well: “We are all familiar with global
brands such as Nike, McDonald’s and
Apple – brands that have one set of
values to communicate. One vision. One
logo. Wherever we travel in this exciting
world of ours, their identity is instantly
recognisable. But these companies don’t
just wade into a foreign territory without
thinking about their impact on the local
culture. And the impact of the local
culture on them. In order to maintain
their strong branding, they must adopt a
localisation strategy to ensure they
communicate effectively with their local
markets.”
Source: www.endpoint.co.uk

Where do you start?
Although not strictly in line with
the above, a starting point might
be for you to change the face of
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How to Ace the Consulting
Case and Land the Job
Daniel Stefanac

The management consulting
recruitment process is
known for being highly
competitive in nature.
Applicants prepare months
in advance, especially for
the case interview.
A recent article released by CNN
suggests that management
consulting firms are prioritising
recruitment in 2014. To be more
specific, Deloitte stated in the
article that they are looking to fill
roughly 12,000 vacant positions,
whilst PricewaterhouseCoopers are
also on the lookout for new hires
(4,449).
These figures indicate that the
consulting industry is still rapidly
expanding and shows no signs of
slowing down. Despite the need
for new consultants, top
consulting firms are making it
clear that their standards for new
recruits are not being
compromised.
One of the ways that consulting
recruiters ensure that they are
hiring the best from each batch of
applicants is through something
called “the case interview” – a job
interview in which the applicant is
given a question, situation,
problem or challenge and asked to
resolve the issues.

Covering the Basics
Before reaching the case
interview, a candidate has to be
shortlisted. This takes years of
preparation, obtaining the right
credentials, joining the right clubs,
and building a solid consulting
network. Assuming all those are
covered, the focus can rest
entirely on the consulting case
interview.
The most common scenarios that
applicants encounter during the
case interview are the following:
organisation, start-ups and the
release of a new product (risk and
strategy). Applicants are
recommended to familiarise
themselves with these basic issues.
Should you pass the interview
process, it is highly unlikely that
you will be immediately assigned
high profile, complex projects.
Where to Find Sample Cases
One of the most asked questions
that we receive from prospective
consulting applicants is where to
find relevant sample cases that
they can practice on. There are a
number of reliable sources that
one can learn from. The first is
your target firm’s website.
McKinsey, Bain & Company and
BCG have a set of samples on their
respective website that are made
up of real cases that they have
encountered. Each website has
their own way of guiding the
applicant in going through the
sample cases. McKinsey uses guide
questions throughout the sample
to provide hints for the reviewer,
while Bain & Company includes a
range of tools such as videos and
multiple-choice questions.

Another great source for
consulting cases is books. Case In
Point, by Marc P. Cosentino,
provides a selection of consulting
sample cases, as well as
informative tips on how to
overcome and breakdown
complex questions. This book is
regarded as one of the best books
for case interview preparation.
Top MBA programs are known to
purchase and recommend the
latest editions of Case In Point for
their students, members and staff.
Case Interview Frameworks
Once you have a set of sample
cases, it’s time to apply the right
case interview frameworks. It is
nearly impossible to solve a case
in the manner that the recruiter
wants without using a consulting
framework. Remember, what the
recruiter is looking for is more
than the right solution. He or she
is more interested in how you
came up with the correct set of
options, including your thought
process.
Case interview frameworks are
designed to organise your method
in solving the case through the use
of categories and revealing
questions. Each consulting firm has
their own preferred frameworks
that they find to be useful and
superior. It is best to take note of
your target firm’s set of
frameworks that they rely on.
This can give you an insight on the
type of cases that you might
encounter.
Basic consulting frameworks such
as SWOT Analysis and Seven S are a
great way to start the case, as it
can help identify problem areas. It
is important to understand that it
is not recommended to forcefully
apply a framework to a case. This
can be extremely misleading.
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Instead, adapt and use only part of
the framework that is relevant to
the type of case being presented.
Case Interview Skills
Apart from testing your analytic
skills, case interviews test one’s
ability to compute figures and data
under pressure. Some
interviewers even go off topic and
ask more direct math questions
such as, how many golf balls can fit
in a standard freight container?
Lastly, don’t forget to sharpen
your communication skills.
Confident message delivery can
show the recruiter that you
deserve the consulting position
that you’re in the running for.
Good luck!
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Banknotes worth nothing at all or a lot
more than face value
The next time you're holding a dollar bill, it might be worth looking
further than the big number one - you could get more “bang from your
buck” than you expected. But in India, some bank notes are
deliberately worth nothing at all.
The Highs…

About the Author

ConsultingFact is a website that
provides an online course and a
selection of guides for consulting
applicants. The online hub is
owned by Daniel Stefanac, a
former McKinsey consultant, who
is based in Copenhagen, Denmark
Through his shared knowledge
and expertise in the consulting
industry, numerous applicants
have successfully landed their
dream job. The consulting guides
offered on the website covers key
concerns of today’s prospective
candidates such as writing a cover
letter and resume, and case
interview frameworks.

Ordinary low denomination bills are raking in thousands of dollars in an online trend
that is centred on the eight-digit serial number which appears on each U.S. banknote.
'Unusual' bills are being bought, sold and hunted on the website
http://CoolSerialNumbers.com with low serial numbers, from 00000001 to 00000100,
being particularly sought after - a $1 bill with the serial number 00000002 going for
$2,500.

… and the Lows

Co-ordinates

Web:
www.consultingfact.com
www.twitter.com/consultingfact
www.facebook.com/consultingfact

A zero rupee note is a type of fantasy money issued in India as a means of helping to
fight systemic political corruption. The notes are paid in protest by angry citizens to
government functionaries who solicit bribes in return for services which are supposed
to be free.
Zero rupee notes, which are made to resemble the regular 50 rupee banknote of India,
are the creation of a non-governmental organisation known as 5th Pillar, which has
distributed over 1.3 million pieces since their inception in 2007.
Bribery — the offering or solicitation of items of value to influence the actions of a
government official — is recognised as a pervasive problem in India, with the 2010
report by anti-corruption watchdog organization Transparency International ranking
India in 87th place on its Corruption Perceptions Index. A 2005 study published by
Transparency International India indicated that as many of 62% of Indian citizens had
first-hand experience of having paid a bribe or used an illicit "contact" to get a
government job done.
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SPRING – Planting new
seeds at work
Jennifer C. Zamecki

People in the workforce are
finding that the connections
they have with their
colleagues and co-workers
weigh heavily on pay-checks
and livelihoods. The division
between workplace and
family is becoming
increasingly thin due to time
spent at work. It is
important to build strong
relationships in the
workplace, what a better
time than Spring to plant
some new seeds at work!
SEED PLANTING – Selecting the
right seed for growth
1. Be Open and Honest
2. Maintain Open Lines of
Communication
3. Set Boundaries
Be Open and Honest
1. Be clear in your intent. When
developing work relationships, it is
very important to be both open
and honest. Make sure that you
do not come to the table with an
air of self-importance and
superiority. 2. Introduce yourself. If
you are new to the company, you
will be given the opportunity to
make your introductions. If the
other person is new let them
know your title and what
department you are in and how
you might work together. 3. Listen.
If you are in a position of
leadership, you still need to spend
much of your initial time listening
instead of talking. Try Well-Run
Concepts’ “Lunch Buddy
Program” where Senior level
employees will take a different
subordinate out to lunch each

week to get to know them better.
Listen to those working under
you and hear what they have to
say. 4. Be open to new ideas and
constructive criticisms. While you
bring your own skill set as an
offering to the company, you can
learn a few things in the process.
They may have their own
methods that can make your job
easier. Be open to learning new
things and do not take offense to
feedback that can make you
better.
Maintain Open Lines of
Communication
1. Deliver your message
clearly. Communication is key in
any successful relationship. When
the lines of communication are
not kept open, you will find
yourself in a situation where you
may have feelings of mistrust and
resentment. It’s easy for another
to mistake your good intentions
for something else. The lack of
communication is often the
number one culprit in the failure
to complete projects.
2. Address any problems right
away. When addressing any
work-related issue, you want to
take care not to be
confrontational, as that in turn
causes the other person to
become defensive. Make a
suggestion or offer a solution as
opposed to simply telling them
what they are doing wrong. It is
not a character flaw to make a
mistake. In other words, do not
attack the character of your coworker. Make a suggestion about
how the job can be made easier.
Remember, it is not always what
you say but how you say it.
3. Praise a job well done. If you
are in a position of leadership, or
just working with a great coworker, let him know that his
efforts are appreciated. Praise is
always well received, and often
appreciated when coupled with
constructive criticism.

Set Boundaries
1. Be appropriate. Your colleagues
will respect a person that can
keep things professional and that
has the best interest of the
organization in mind.
2. Avoid mixing personal with
professional. When you spend
much of each day in the
workplace, it is very easy to bring
personal problems and issues to
the office with you. Do not make
a habit of venting, rumouring or
discussing your personal issues
with colleagues. Your image and
reputation can be tainted.
3. Maintain neutral subjects. Be
careful of the jokes you tell and
the nature of the conversations
you have in the workplace. Do
not make jokes concerning race,
sexuality, politics or other taboo
subjects in the workplace. No
matter how entertaining you may
think you are being, you run the
risk of offending your colleagues.
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Being visible to your clients
Differentiating Yourself
John Niland

One of my favourite movie
scenes is Monty Pythons
"Life of Brian" where an
entire crowd shout "We are
all individuals!" It was
apparently the most
expensive scene to
produce: taking many hours
to get that one line in
absolute unison.
This scene often comes to mind
when I hear hundreds of
professionals insisting how unique
they are. Like the Monty Python
scene, it can also be an expensive
scene to shoot; particularly when
you think of all the money that
gets spent on branding, identity,
materials, logos... much of which is
often jettisoned a couple of years
later.
So why is everyone so obsessed
with being unique? So what if
someone in San Francisco is doing
the same as you are? Or even
someone in your own town?
As professionals, of course we
want to be memorable. When
someone out there has a need, we
want them to be able to call us to
mind (and, for that matter, able to
find us online). When they see
someone else in need, we hope
they will introduce us as someone
who can help. In today's climate,
they may also have to encourage
the other party to make the
investment... which means they
really need faith in us.
But does that mean that we have
to be unique? Why all this
insistence on the "U" in USP?

If we are going to be
remembered, we certainly need to
be different in some way. We
need to stand out: whether for
specialist expertise, determination,
friendliness, trust-worthiness,
consistency, niche knowledge...
and increasingly all of the above.
However, does that mean that we
have to be unique? Probably not.
A professional's concern with
uniqueness can often be merely
another manifestation of their
Ego. If we are genuinely
concerned about how we can be
useful in the marketplace, we are
perhaps less concerned about
whether anyone else is offering
the same as we are, and more
concerned about how the
marketplace is evolving and how
we can be of service there.
This month, I am particularly
grateful for four referrals that
account for all of my business.
While I have been busy in
Guatemala (see below) four
people spotted someone in need,
made an introduction, probably
even encouraged the person
concerned to make the
investment. I doubt if either they
(or the potential clients) checked
whether I am unique. What
matters is not uniqueness, it's that
others have sufficient confidence
in us.
So what do we do, to build that
confidence? In short, we forget
about ourselves and focus
exclusively on the issues of our
clients. We seek out the
challenges of our marketplace and
we get obsessed (if necessary)
with ways to overcome these.
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When we are busy with
alternative approaches to complex
problems, we naturally
differentiate ourselves from the
self-obsessed.
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On-line Marketing Basics:
Have you mastered them?
lead conversions. Start using
Google Adwords by sponsoring
relevant keywords and search
terms.

Time is money is the iconic
phrase. Indeed, time is your
most precious asset when it
comes to running a business
and most business owners
will find they often run
short of it. Even with the
best intentions in mind,
various endeavours will end
up getting neglected. Don't
let your online marketing
activities fall into this pile.
Here are some of the basics you
should not ignore.
1. Ensure your website is up
to scratch
If your website was your front
room, would you be proud to
have visitors round? If the answer
is no then it's time for a website
overhaul.
A good designer will also ensure
that your website is SEO friendly
and mobile optimised to make
tracking leads simpler, and your
products and services easily
accessible on a mobile device.
2. Mobile optimise your
content
With mobile usage expected to
surpass desktop usage in 2014, it
is more important than ever that
you make your website mobile
friendly.
As well as your website content, it
is also important to use a
responsive template in your
marketing emails.
3. Get on board with paid
search
Paid search will provide a healthy
boost to your website traffic and

4. Regularly update your
blog
Your blog provides an interactive
platform for you to demonstrate
your product knowledge, post
troubleshooting tips, how-tos and
in-depth guides, and other useful
information for your audience to
access at will. Ensure you keep
this section regularly updated to
maintain your status as an expert
presence in your industry.
5. Establish a social media
presence
If you haven't already, get your
profile set up on all the main
social media channels. View these
sites as an extension to your
website with space for sharing
extra content and getting your
brand in front of millions of
potential customers.
Why not experiment with
sponsored updates on these
accounts for added exposure?
6. Get your company details
listed
There are hundreds of established
online directories and listings
websites. Often, your company
details will automatically be added
to these pages and the
information contained could be
false. A simple search for your
company name in Google is likely
to bring up a number of
directories where your details are
listed.
Make sure you get your important
credentials set up including
contact details, website and social
media URLs, and product/service
information and keep them up-todate. The only thing worse than
no presence is an incorrect one.
While it used to be necessary to
get your name in as many online
directories as possible to help
improve search rankings, this is no
longer the case. Instead, focus on
updating the highest ranking
directories as these are the ones

Neil Edwards

that are most likely to be accessed
by your customers.
7. Use multimedia to your
advantage
Could your how-to tutorial work
better as a video guide or a
colourful infographic? There are
dozens of ways to get information
in front of online users. A range of
content types will also help to
break the monotony of purely
text based updates.
8. Track, monitor, analyse...
Using tools such as Google
Analytics, tracking cookies, and
the inbuilt analytics software
offered by social networking sites,
helps to make identifying new
leads and tracking user behaviour
even easier.
To discuss any of these points in
more detail, why not give me a
call on 01825 765617.
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Ten Tips for Leaders

This article is about how to
foster creativity and drive
innovation.
1. Have a Vision for Change
You cannot expect your team to be
innovative if they do not know the
direction in which they are headed.
Innovation has to have a purpose. It is
up to the leader to set the course and
give a bearing for the future. You need
one overarching statement which
defines the direction for the business
and which people will readily
understand and remember. Great
leaders spend time illustrating the
vision, the goals and the challenges.
They explain to people how their role
is crucial in fulfilling the vision and
meeting the challenges. They inspire
men and women to become
passionate entrepreneurs finding
innovative routes to success.
2. Fight the Fear of Change
Innovative leaders constantly
evangelise the need for change. They
replace the comfort of complacency
with the hunger of ambition. ‘We are
doing well but we cannot rest on our
laurels – we need to do even better.’
They explain that while trying new
ventures is risky, standing still is
riskier. They must paint a picture that
shows an appealing future that is
worth taking risks to achieve. The
prospect involves perils and
opportunities. The only way we can
get there is by embracing change.
3. Think like a Venture Capitalist
VCs use a portfolio approach so that
they balance the risk of losers with the
upsides of winners. They like to
consider a large number of proposals.
They are comfortable with the
knowledge that many of the ideas they
back will fail. These are all important
lessons for corporate executives who
typically consider only a handful of
proposals and who abhor failure.

4. Have a Dynamic Suggestions
Scheme
Great suggestion schemes are focused,
easy to use, well-resourced, and
responsive and open to all. They do
not need to offer huge rewards.
Recognition and response are
generally more important. Above all
they have to have the whole-hearted
commitment of the senior team to
keep them fresh, properly managed
and successful.
5. Break the Rules
To achieve radical innovation you have
to challenge all the assumptions that
govern how things should look in your
environment. Business is not like sport
with well-defined rules and referees. It
is more like Art. It is rife with
opportunity for the lateral thinker
who can create new ways to provide
the goods and services that customers
want.
6. Give Everyone Two Jobs
Give all your people two key
objectives. Ask them to run their
current jobs in the most effective way
possible and at the same time to find
completely new ways to do the job.
Encourage your employees to ask
themselves – what is the essential
purpose of my role? What is the
outcome that I deliver that is of real
value to my clients (internal and
external). Is there a better way to
deliver that value or purpose? The
answer is always yes but most people
never even ask the question.
7. Collaborate
Many CEOs see collaboration as key
to their success with innovation. They
know they cannot do it all using
internal resources. So they look
outside for other organisations to
partner with. A good example is
Mercedes and Swatch who
collaborated to produce the Smart
car. Each brought dissimilar skills and
experiences to the team.
8. Welcome Failure
The innovative leader encourages a
culture of experimentation. You must
teach people that each failure is a step
along the road to success. To be truly
agile, you must give people the
freedom to innovate, the freedom to
experiment, the freedom to succeed.
That means you must give them the
freedom to fail too.

Paul Sloane

9. Build Prototypes
People’s Bank has a refreshingly
original attitude to new ideas. ‘Don’t
debate it, test it’ is the motto of this
innovative American financial services
organisation. Try the new idea at low
cost in a section of the marketplace
and see what the customer’s reaction
is. You will learn far more in the real
world than you will in the test
laboratory or with focus groups.
10. Be Passionate
Focus on the things that you want to
change, the most important challenges
you face and be passionate about
overcoming them. Your energy and
drive will translate itself into direction
and inspiration for your people. It is
no good filling your bus with
contented, complacent passengers.
You want evangelists, passionate
supporters; people who believe that
reaching the destination is really
worthwhile. If you want to inspire
people to innovate, to change the way
they do things and to achieve
extraordinary results then you have to
be passionate about what you believe
in and you have to communicate that
passion every time you speak.
© Copyright, Paul Sloane
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The changing nature of work
and the birth of the weekend
Sofie Persson

Just over a century ago, horrific
employment practices were
prevalent across Europe. Men,
women and young children
worked in mines and
sweatshops for 16 hours a day
in squalid conditions. The
working environment was
dangerous and accidents not
uncommon. Fires,
malfunctioning equipment often
maimed and killed the main
breadwinners leaving families to
starve.
A lot has changed since then –
particularly with the introduction
of the concept of the weekend.
Today, Europeans working fulltime spend roughly 30% of their
life working. Incidentally, that is
the same amount of time they
spend sleeping.

So what does it mean to be
an employee in Europe
today?
Free movement of workers is a
fundamental principle of the
Treaty on the functioning of the
European Union and has since
been developed by EU secondary
legislation and the Case law of the
European Court of Justice. EU
citizens are entitled to:
 look for a job in another EU
country
 work there without needing a
work permit
 reside there for that purpose
 stay there even after
employment has finished
 enjoy equal treatment with
nationals in access to
employment, working
conditions and all other social
and tax advantages

This is generally uncontroversial
and is practiced throughout the
member states on a daily basis.
For instance, I am Swedish, but
went to university and law school
in London. I pay my taxes and
national insurance contributions in
the United Kingdom and I am
registered as “emigrated” with the
relevant Swedish authorities.
Broadly speaking this means: I
enjoy the same rights as a British
citizen, save for voting in national
elections. My job market is in
theory not confined to Sweden or
the United Kingdom. I am
effectively competing for jobs with
the working population of the
entire European Union.
I say in theory because my line of
work does come with some
inherent restrictions on the ability
to practice in different
jurisdictions which has in turn
generated further Directives and
case law. However, there is at
present nothing that stops me
from applying for a job in Sweden
and provided that someone is
willing to hire me, go through the
motions of three years of practice
and then an aptitude test before
applying to the Swedish bar.

Similarly, here in the UK a Swedish
lawyer can become a Registered
European Lawyer or take the
Qualified Lawyers Transfer Test.
Say what you like about the
European Union but the principle
of free movement of workers is
something they actually got right.
We now have European citizens
moving freely across member
states and numerous efforts have
already been made to streamline
the employee rights of EU citizens.
For instance, the respective
Directives dealings with
statements of particulars of
employment, prohibition against
discrimination or harassment in
employment, working time,
business transfers, and rules in
relation to mass terminations or
collective dismissals have largely
been implemented across member
states. The key word here is
implemented as opposed to
directly pasted into domestic
legislation. This means that there
is still scope for many quirks and
differences.
However, the European Directive
of 14th October 1991 (‘1991
Directive’) aims to ensure that the
bare minimum for employment
terms is reduced into writing. For
instance, in the UK within 2
months of employment an
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employer must provide the
employee with their written
statement of particulars of
employment to include a set of
information set out by statute.
If an employer fails to provide this
statement, provides an inaccurate
or incomplete statement or does
not provide an employee with a
statement of changes, an employee
may make a complaint to an
Employment Tribunal.

Take a trip around Europe
to see the various
differences in employment
contacts…

Where an employee has no other
successful substantive claim, the
only remedy will be a declaration
from the Employment Tribunal
either confirming the particulars as
they stand, amending them or
substituting others as it thinks
appropriate.

France has its own interpretation
of this directive. In France, a
written employment contract is
mandatory when an individual is
hired as a temporary employee or
is hired on a fixed term or
part-time contract. Noncompetition covenants are also
required to be in writing. A
written employment contract is
not strictly required under French
law in all of the cases, although it
is recommended for evidentiary
reasons.

Where the employee has a
successful substantive claim, in
addition to a declaration of
particulars of employment, the
employee may also be eligible for
compensation if the Tribunal finds
that at the employer was in breach
of its duties. The additional
compensation will, unless there
are exceptional circumstances, be
two or four weeks’ pay.
The requirement of a written
statement of particulars outlining
the terms of employment can be
found in other member states as
well. These are all variations of
implementation of the European
1991 Directive which requires
employers to provide a written
agreement with the essential
terms of the contract, such as the
names of the parties; the place of
the work; the job position; a
brief characterisation or
description of the job position;
the starting date; for fixed term
contracts, the term of the
employment; the duration or, if
not possible the terms and
conditions of annual leave; the
duration, or if possible, the terms
and conditions of the notice
period; the amount and
components of the compensation;
the daily or weekly working time;
and applicable collective bargaining
agreements.

In Germany, the statutory law
requires only that employment
contracts with temporary workers
and those parts of contracts
relating to fixed terms and post
termination covenants not to
compete be in writing.
Nevertheless, written employment
contracts are best practice. Like
other jurisdictions having a written
contract of employment is a way
of ensuring that you are complying
with the written summaries of
essential terms of the employment
relationship and in Germany this
has to be done within one month
of commencement.

In Italy, there is no requirement
for written employment
contracts. As with other
countries however to be valid
certain conditions must be in
writing, such as probationary

period and any fixed term and
non-competition clauses.
Interestingly enough on the other
hand agency contracts must all be
in writing. The obligation in
relation to what has to be reduced
into the bare minimum, in Italy it
only requires an employer to
inform the employee within 30
days of starting a new employment
of roughly the particulars that are
set out in the directive above.

In the Netherlands, an
employment contract can be
agreed orally and does not have to
be in writing. Nevertheless, the
Netherlands has also implemented
a directive and an employer is
obliged to provide the employee,
within a month of the entry date
of the employment, roughly the
same information as discussed
above, save for whether the
employment contract is a
secondment contract and whether
social security legislation in the
Netherlands was to be applicable
for people working outside of the
Netherlands.

In Poland an employment
contract should be made in writing
and should indicate at least the
minimum particulars of
employment. If an employment
contract has not been made in
writing the employer should, not
later than on the date when
commenced, confirm to the
employee in writing the details of
the parties, the type of contract,
terms and conditions of
employment and remuneration. In
addition, the employer must
inform the employee in writing
about the basis terms and
conditions of employment that
apply to the employee not later
than 7 days after the employment
contract was entered into and
about any changes in those
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conditions. Although this appears
to be slightly different than what’s
been laid down by the directive, it
is fairly similar.

In Romania the individual
employment agreement must be
concluded in writing, based on the
parties consent. The written form
represents a prerequisite for the
validity of the agreement. Prior to
concluding the employment
agreement, the employers are
required to inform each employee
of the general clauses to be
included in the agreement. The
compulsory terms are fairly similar
to the ones set out above.
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are roughly the same as set out in
1991 Directive.
Having considered how the 1991
Directive has been implemented
across Europe it still amazes me
how many employers still have no
written framework whatsoever.
There were 191,541 claims
accepted by the Employment
Tribunal Service in the financial
year 2012/13. Many of these arose
from inadequately documented
employment contracts or a failure
to follow proper employment
procedures and laws.
Disgruntled employees could still
put their employers through
defending an Employment Tribunal
claim (however weak, scandalous
or vexatious) to the tune of an
average of £9,000 in legal fees.
Getting a lawyer to draw up
standard employment contracts
will be a lot cheaper than that, I
think!
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The employer must also provide
certain information in writing
concerning the principal terms of
the employment. This information
must be provided to the employee
within one month from their
commencement of the
employment. These particulars
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