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Insights multiply like blogs these days; 
everyone seems to have them.  So 

how many of these insights do you find 

really insightful? By implication, how 

insightful are yours? 
 

We are fortunate to live at a time 

when we can self-publish without 

restriction. As I write these lines in 

the Czech Republic, where such 

liberty only became possible twenty-

plus years ago, I remind myself of 

the many invisible political, 

technological and economic realities 

that I can so easily take for granted.  

If I were sitting at this same desk 

thirty years earlier, it's unlikely that I 

could communicate any of my ideas 

(whether insightful or not) freely to 

you. 
 

But ideas have their own laws of 

supply and demand.  An explosion of 

ideas brings a dilution of impact.  

When every product-launch claims 

customer insight, every opinion-

piece attempts to showcase the 

insight of the author, and every day 

there is more online content 

produced than existed in an entire 

Renaissance library, we might 

reasonably be sceptical about the 

next proffered "insight".  

  

Undeterred ;), I'm going to suggest 

three tests that you might apply to 

your own insights. If you want to 

play the game, I'm suggesting you 

first write down, in a few sentences, 

what your insights are.  

Something like this:  

 

 "The future of recruitment will be very 

different to what we've seen up to the 

present. There will be fewer jobs to 

apply for, as more and more posts are 

filled via direct research on LinkedIn 

and via social media. Welcome to the 

"hidden jobs market", with all the 

implications this has for careers".  

  

Now let's apply the three tests:  

  

ONE: Insight is about 

deeper understanding: not 

just factual information.  
This is reflected in every definition 

of insight you can find: depth of 

perception and understanding. So an 

insight might be a trend, a deeper 

synthesis of hitherto unconnected 

facts, a new dimension of a problem, 

an unusual vantage point or a 

distinction that few people make. Of 

course, an insight that is firmly 

anchored by factual information 

often carries more depth and 

weight. But what matters most is 

the depth of understanding.  

  

TWO: Insight is about new 

light or fresh perspective.  
This is where many so-called insights 

fail: they contain nothing new. 

Furthermore, what's fresh and 

interesting today becomes "old hat" 

tomorrow. While this may be a 

problem, it's also your opportunity. 

Even as a single individual, you can 

compete with the insights of very 

large organisations.  

THREE: Insight is about 

usefulness, not your self-

promotion nor knowledge 

nor opinion, not even your 

solutions.  
It's about the depth to which you 

understand the problem. By the 

time you are putting forward a 

solution, the opportunity to share 

an insight has often passed. On the 

other hand, if you have successfully 

shared an insight, your solution will 

carry more depth and weight. 

Yes, what's insightful or not will 

depend on the listener, too. Alas, 

your best "gourmet insight" may go 

down as well with some as caviar in 

MacDonalds. So please don't be put 

off by those who don't care, don't 

understand, or don't appreciate 

your insights. 

  

For you do have insights. Whether 

you are at the start, middle or end 

of your career, you are more than 

the sum of your experience. No 

matter how well written, your CV 

does not convey the full value of 

what you can offer. 
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Reserved 
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It is protected by copyright law and 
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contained in this publication is correct at the 
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representation or warranty, expressed or 
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The information is relevant primarily within the 
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opportunity via better 

conversations. His passion is 

energising people: boosting growth 

through higher energy levels, that in 

turn leads to better dialogue and 

business growth. 

 

Since 2000, John has been coaching 

others to achieve success, with a 

particular passion for supporting 

professionals “who wish to 

contribute rather than just to win, 

and hence do higher value work via 

better conversations with clients 

and colleagues”. 

 

In parallel, John is one of the co-

founders of the European Forum of 

Independent Professionals, following 

twelve years of coaching >550 

professionals to create more value 

in their work. Author of The Courage 

to Ask (together with Kate Daly), 

Hidden Value and 100 Tips to Find 

Time.  
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