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Helping you create the perfect business! 

“Well done is better 
than well said.” 

Benjamin Franklin  

February 2016 

W elcome to the February 
issue of BB. Working with 

many different business owners 
gives me a great insight into what 
works and what doesn’t. 

Without a doubt, one of the things 
that’s present in successful businesses 
is ‘SYSTEMS’. I don’t mean mechanical 
or software systems—I mean a set of 
procedures for every facet of running 
the business efficiently. 

It’s something we’ve had to do in our 
own business and something that we 
keep working on every week.  

The transformation in how the 
business runs and performs is 
staggering when you grasp the 
concept of systems. If you think about 
it, everything you do in your business 
(no matter what you do) is in reality a 
set of procedures starting with step 1 
and finishing with a set outcome. 

But what systems do, is take those 
steps, put them in a logical order and 
ensure that what happens in each step 
is the best way of doing it.  

Think about that for a moment…  

...because you 
know what 
each step in a procedure is, you can 
create a ’mini-system’ within each 
step to ensure that step is carried out 
at the highest level, giving you the 
best possible result.  

Now imagine that multiplied across 
the dozens of steps a procedure may 
have, and all of a sudden you’re 
creating a world-class business. 

As simple as that sounds, it really is 
transformational when you see your 
business as one system made up of 
procedures and steps to accomplish 
each procedure. In fact, when you 
take the initiative and go ‘systems 
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Proven Strategies To Help You Build A Better Business 

F or the many of you that      
struggle to generate leads and 

clients/customers online, this article 
is for you.  

Hopefully, by the time you’ve        
finished reading the next couple of 
pages you’ll have a mindset shift 
that will help you make more money 
using the internet than you’ve ever 
done before. 

One of the biggest misconceptions 
small-business owners have about 
marketing their business online to-
day is they think they need to get 
their business in front of their      
prospect as quickly as possible or 
they’re going to miss out! 

You may well fall into this category. 

For example, you most probably 
think the best way to get people to 
favour you and your business is to 
extol your own virtues via your  
website. For instance, you most 
probably feel: 

 You need to tell people how good 
you are at what you do; 

 You need to tell people who you 
are; 

 You need to show people how 
many years you have in business; 

 You need to tell people what you 
do. 

But all of this self-focused               
information is the quickest way to 
destroy your chances of generating 
leads online. 

And here’s why… that’s not what 
people are looking for! 

So What Do Your Prospects 
Want?   

So what do your prospects want if 
they don’t want to know about your 
business and what you do? 

The answer comes back to             
understanding how people think 
and behave when they use the      
internet and when they’re first    
looking for your services or        
products. 

More often than not, the mindset 
that people are in when using the 
internet is the same as when they 
are walking around the shops, 
they’re looking for information that 
will help them favour one supplier 
over another. I call this the ‘browser 
mindset’. 

And if you want to generate leads 
online, you have to match your   
marketing to the emotional desires 
that your prospects have at this 
stage of the buying cycle.  

You see, people don’t like being sold 
to at the early stage of the sales    
funnel (when they’ve just met you)  
instead, they like it when you’re   
giving them things that help them 
with their ‘browsing’ task. 

The Right Way To Think To Get 
More People To Want What 

You’ve Got... 

So pretend you’re the helpful shop 
assistant that’s going to spill the 
beans on everything that’s in the 
shop, including the good, the bad 
and the ugly. 

But before we get to use this way of 
thinking to generate leads, you must 

If You’re Selling Your Business Online 
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based’ you’ll get the following 
benefits… 

1. Make more money 

2. Do less work 

3. Make far fewer mistakes 

4. Create a world-class culture 

5. Add significant value  

6. Delight customers 

Those are just the main benefits but 
there are many more. 

One BIG one is that as long as you 

involve your staff in the process, they’ll 

buy in to the whole thing and do most 

of the work for you. After all, THEY 

ALREADY KNOW the best ways to do 

things, you just haven’t asked. You just 

need to give them a framework (a 

system for creating the ‘system’!) and 

let them get on with it. Once each set of 

procedures is complete, go through it 

with a fine-tooth comb with them and 

then that becomes the system from 

now on. 

I’ll admit you can’t create a systems 

culture overnight, but if you commit to 

it now and work on it through 2016, 

your business will be unrecognisable 

(for the right reasons!) by January 

2017. 

Con Antonio 

Continued from page 1... 

 

“Involve Your Staff—
they know what 

works best anyway!” 
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be able to offer something that your 
prospects can download instantly. 

The internet is a “get it now”        
environment so you have to take this 
into account when you are offering 
things to your prospects. 

Now, let’s take an example of how 
you can use information that helps 
your prospect with their buying   
decision and in turn helps you      
generate leads online. 

A Proven  Way To Generate Leads 
Online... 

One proven way to help prospects 
with their browsing task is to offer a 
FREE BUYER’S GUIDE. But this   
isn’t just an ordinary guide. This 
guide has one purpose - to position 
you and your business as the     
premier provider in your sector.  

Now, don’t let the title ‘Buyer’s 
Guide’ throw you. A buyer’s guide is 
anything that helps your prospect 
with their buying decision. Usually it 
contains information that helps   
prospects:  

 Avoid mistakes; 

 Find out things people in the know 
never tell you; 

 Know what things are important 
and why; 

 Know what they should include 
and what things are less important 
when buying. 

For example, it could be anything 
from a free report that offers         
information about what scams to 
avoid when choosing a plumber, to 
the best and latest new gadgets that 
your shop has to offer.  

Anything that helps make that       
decision easier, safer and better is 
something they will be more than 
willing to share their name and 
email for, which in turn creates a 
lead. 

So let’s take one example of a buyer’s 
guide that I’m sure many of you will 
be able to take and use in your    
business. 

The buyer’s guide in this example 
can be used to help prospects choose 
the right service provider or product 
supplier for their business.  

Step 1 - The Title  

Now, the first thing you need to   
consider is the headline for your 
buyer’s guide. 

If you choose the wrong headline, 
then this strategy could end up     
alling flat on its face. 

So here are a couple of headline    
formats that work really well… 

“How To [Find The Right XYZ Suppli-
er/Widget] That Will [Give You What 
You Want Most]” 

“How To Avoid The [x Mistakes] 
That [Stop You Getting Most Out Of 
Your Supplier/Widget]” 

Step 2 - Your Content Ideas 

OK, now that you’ve decided on a 
headline, you need to think about 
content for your guide.  

And to do that, we need to think 
about what the main headers for the 
guide are going to be. 

You’re Selling The Wrong Thing 

Dumb          
Criminals 

Instant Karma.  

What’s the most desperate you’ve 
been for alcohol? Maybe you don’t 
know anyone well enough at a party 
and you need to be hammered 
before gathering the confidence to 
even introduce yourself. Worse yet, 
maybe you’re stuck at a family 
gathering where you know people 
too well, eyeing an entire bottle of 
wine you couldn’t realistically 
afford a glass of. 

This guy in Georgia needed a bit 
more than a buzz, resulting in an 
attempt to hijack an entire semi of 
Coors Light. The driver had left it 
unattended when entering a gas 
station, only to see it moving away. 
The culprit travelled all the way to 
the nearest Bojangles', where he 
exited the vehicle immediately 
upon seeing the cops. Immediately, 
as in he didn’t even bother to turn 
off the engine before hopping out. 
According to Huffington Post, the 
truck kept moving…right over his 
leg. Hopefully Coors Light is colder 
than a jail cell. 
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Continued on page 4... 
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Step 3 - Write Down The Problems 

Of Your Market  

So when it comes to the content of 

your guide, what you want to do is 

firstly think of all of the problems 

your market has when they use and 

experience your product or service. 

Think of all the mistakes that people 

can make. Think of all the things the 

more unscrupulous people in your 

market do that they never come 

clean about and that your prospect 

needs to avoid. 

Then all you need to do is bullet out 

the solutions to the problems you’ve 

highlighted. 

Next, you want to write out how you 

would deal with each one of these 

problems. The only difference is you 

don’t say this is how you do it.       

Instead, because you’re the author of 

the report, it’s implied that this is 

how you would do it. This is much 

more subtle and much more         

powerful. 

Then at the end of a section it’s more 

than fine to put in signposts that lead 

the prospect to contact you. All you 

need to do is just say, “If you’d like 

more help with this or other issues, 

then please go to the last page in this 

guide.” 

Step 4 - Write Down The ‘Must 

Haves’ That Need To Be On Your 

Prospect’s Shopping List 

The next stage in creating your guide 

is to think of the things that a        

provider must offer if they are to be 

a good choice for your prospect.  

Again, all you need to do here is list 

out what you consider to be ‘must 

haves’ and that, of course, you       

provide as standard. 

It may be free telephone support. It 

may be 24-hour call-out service. It 

doesn’t matter what it is because 

what you’re doing here is picking out 

your key points of difference and 

writing them up as things your     

prospect should expect as standard. 

Step 5 - Make A List Of All Of Your 

Prospect’s Objections and        

Common Questions... 

And last, I want you to come up with 

every objection and question    

someone shopping for your service 

or product would have. 

Now, this may overlap with the other 

two pieces of content but don’t   

worry. Just bullet out the questions 

and then come up with killer          

answers using your own experience. 

Step 6 - Lead Your Prospect By 

The Hand To Where You Want To 

Take Them Next  

Now, the last but most important 

thing you need to do is lead your 

prospect to where you want to take 

them next, i.e. the next stage of your 

sales funnel.  

You do this at the end of the guide 

and use strategically positioned   

signposts that point to this call to 

action. 

This might be an offer to buy any of 

the widgets from your guide at a  

special price, but only for owners of 

the ‘guide’. In this case the guide 

would use a voucher code that the 

prospect can use in your shopping 

cart online. 

If you're selling a service, then this 

may be a free consultation. But     

instead of calling it this, package it so 

it’s more appealing and not          

comparable to everyone else who’s 

offering free consultations.  

And remember, when you do this, 

bullet out what they’ll get in terms of 

the results of the meeting rather 

than what you’ll cover. 

Now You’re Playing A Different 

Game… 

Everything I’ve just covered will   

allow you to play a different game 

online when it comes to generating 

leads. 

So now that you’ve got your buyer’s 
guide, how do you get people to    
request it and become leads? Well, in 
my article next month I’ll cover     
exactly how to do that and I’ll also 
show you how having a website is 
the biggest kiss of death to online 
lead generation. 

If You’re Selling Your Business Online. 
You’re Selling The Wrong Thing  
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I  can’t recall ever meeting a 
business owner trained in the art 

of staff performance reviews. I’m 
sure that in this day and age they’re 
out there, but I’ve yet to talk to a staff 
partner who believed their approach 
to be effective in enhancing the 
performance of the individual and 
the firm. 

I occasionally work with Amanda, an 
excellent HR consultant and trainer. 
Amanda describes most reviews 
between boss and employee as akin to a 
parent with a naughty child. There 
tends to be a catalogue of things that 
shouldn’t have been done or that need 
to be done better, followed by a mixture 
of praise, threats and cajoling in random 
measures. The overall effect is a sense 
of relief on both sides that duty has 
been done and the meeting completed, 
rather than any genuine sense of 
progress being made or a path forward 
defined.  

Whilst such meetings may have some 

impact, often the effect is only 
temporary. What is needed is something 
much more sustainable and something 
far more consistent with the plans and 
development of the firm. 

Amanda and I have spoken often about 
this and developed an approach based 
on combining personal development 
with business strategy. We’ve put this 
into practice on many occasions now 
with significant and sustained impact 
every time. Here’s how it works. 

1. Merging The Timelines 

For reasons that will become clear, it’s 
important that the timeline for staff 
reviews is consistent with the 
business’s forecasting and planning 
timeline. We need a sequence of events 
to occur in the right order so that the 
team are fully informed and their 
development matches the development 
of the business.  

The process starts with creating the 
business plan and forecasts for the next 
12 months, and then ties the staff 
reviews and plans into this. Often, staff 
timetables work on a calendar year 
basis irrespective of the year end.  

Since forecasting tends to revolve 
around the start of the financial year, 
merging these two needs to be 
considered. The staff year and the 
financial year are most effective when 
matched. It keeps everyone on the same 
plan. Say that your year end is 30th 
September. Your plans, forecasting and 
budgets for the upcoming year are done 
in July/early August for approval at the 
September board meeting.  

The Three Pronged Approach To 
Focusing Employee Performance  

Cryptic              
Puzzle Of 

The Month 
My first is in kendo but not in 

Olympics. 

My second is in hurdles and in 

hunting. 

My third is in bowman and in 

bowling. 

My fourth is in cycling and in 

golf. 

My fifth is in flying and not in 

swimming. 

My last is in running and not in 

dancing. 

My whole is a sport. 

What am I? 

ANSWER ON PAGE 6 
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Steve Hackney—Helping you to quickly 
grow your business 

Continued on page 6... 
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You are in a position to present your 
goals to the team at the October staff 
meeting and to hold staff review and 
development meetings, in line with the 
plan again, during October. By the end 
of Month 1 everyone is lined up. 

2. The Master Plan 

The next point is somewhat obvious. If 
everyone is to work to a plan, then there 
has to be one!  It’s difficult to set clear 
goals for the team if the organisation 
itself lacks direction. If there isn’t a clear 
strategic plan in place for the business, 
then very little is going to move forward 
effectively. 

If you don’t have a plan, then create one. 
If you have a plan, then revisit it, review 
it and make sure that the goals for the 
next 12 months are quite clear.  

3. Sharing The Plan 

The next stage, as I show above, is to 
present the plan. If your team are to 
work effectively, bearing in mind you 
employ intelligent people, then it makes 
sense for them to understand what the 
goals are. How else do they share your 
focus?  

4. Linking The Plans 

Now we move from business to 
individual. Having explained the 
business plan, objectives and goals for 
the year, the individual team 
development meetings are booked. Each 
member is asked to come up with three 
specific objectives for their own 
meeting, one in each of the following 
areas: 

1. An objective linked to the firm’s 
operation; 

2. An objective linked to client 
matters; 

3. An objective linked to personal 
goals. 

As well as creating the objectives, the 
team member also needs to give 
consideration to how these are to be 
measured.  

As an example, the employee may come 
up with: 

1. Improve recoverability on jobs to 
an average of 95% for the year; 

2. Attend 12 networking events in 
the year; 

3. Book and attend 4 courses linked 
to developing manager skills. 

These objectives and measurements 
will now form the basis for the 
discussion with the employee. 

5. The Development Meeting 

You are now looking for three key 
elements: 

 Objectives that are consistent with 
the overall plan; 

 Objectives that recognise and 

address known weaknesses; 

 Objectives that challenge. 

I would expect the discussion to amend 
some or all of the objectives. If you 
consider it necessary to replace one, 
then it is essential that the reasons are 
fully explained, understood and 
accepted by the employee. Remember, 
we want these to be their objectives.  

If a basic objective hasn’t been covered, 
then it clearly needs to be brought in as 
a replacement or additional objective. If 
the level of challenge is wrong, then it 
needs amendment. 

6. Incentives 

With specific objectives and measures 
in place, you can easily set incentives 
(financial or otherwise) for attaining 
targets. Staff can directly see the 
benefits of achieving the objectives they 
themselves have set.  It’s a powerful 
motivation. 

7. Timetable 

The final step is to agree dates during 
the year for reviewing and measuring 
performance. These should be at least 
half-yearly and, ideally, quarterly. They 
should also include a monthly reporting 
facility so that progress can be managed 
by both you and the team member in 
between meetings. 

You’ll notice I’ve made no mention of 
salary here. Salary is determined by 
experience, expertise, roles and 
responsibilities. What we’re focusing on 
here is performance and development. 

We want the objectives of the individual 
team members to be beneficial and 
meaningful to them but also to be 
consistent with the objectives of the 
business.  

As a result, both progress and benefit 
together and the team better 
understand the link between them and 
the business. 

CRYPTIC PUZZLE  
ANSWER 

Answer:  

 

Kung-Fu.  

Continued from page 5... 



 

 

HID, well what can i say about them 
but simply "thank you"' you have been 
looking after my business for over 20 
years and advising me in personal 
areas as well. Your addition to the 
company of Cameron has been a huge 
help to me in all areas of investment. 
Michael's advice over the years has 
been faultless and his team ,with 
Maurice visiting me is great insurance 
to keep me up to date on how i am 
trading. I f any one is thinking about 
using your services its simple "'how 
have you survived without them'  

 
John Kallinikos 

Collingwood Automotive Repairs 

 
I have been using the services of Con 
Antonio for the last 26 years and in 
that time he has seen my business 
grow from a hobby to a sustainable 
business , Con has over the years 
guided myself, mentoring my business 
and advising on all areas of 
Accounting and Superannuation . He 
is a friendly and approachable person 
at all times , with a strong business 
ethic. 
 

 
So if you are looking for someone 
who is a step above an Accountant 
then Con Antonio and the team at 
HID Group will fulfil your needs. 
 

Brian Bonnici 
Brian Bonnici Photography 

 
 
 

In the establishment of my business l 
have greatly appreciated the guidance 
and expertise of HID Group. 
  
We will continue to work together as l 
grow this business as l am convinced l 
am being mentored by the best 
namely Con Antonio & HID Group 
 

Jennifer Joi Field 
Map You 

 
 

I have been with HID for just on 20 
years now and have never considered 
changing, HID has looked after my 
business and private affairs and l am 
very satisfied with their services.  
 

John Anastovski 
Nafta Pty Ltd 

 
 

 
Would you like to see your 
testimonial in our next 
newsletter. Simply go to our 
website www.hidgroup.com.au 
and visit the testimonial page 
where you can leave your 
testimonial.  
 

We are experts at helping our clients 
financially manage and grow their 

business! 

What Our Clients Say About  
HID Group 

Using the BrainTracker grid 
below, how many words can 
you find? Each word must 
contain the central F and no 
letter can be used twice, 
however, the letters do not 
have to be connected. Proper 
nouns are not allowed, 
however, plurals are. Can you 
find the nine letter word? 

Excellent: 28 words. Good: 22 
words. Average: 19 words. 

Brain Tracker: 
How Many 
Words Can 
You Find? 

Proven Strategies To Help You Build A Better Business 
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Our Contact Details: 
 

HID Group 

Level 1, Suite 2 
333 Drummond Street 
Carlton VIC 3233 
03 9341 7333 
sales@hidgroup.com.au 
 

www.hidgroup.com.au 
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Bet You Didn’t Know 

 

 

 

 

 

 

 Banging your head against a wall uses 

150 calories an hour. 

 The flea can jump 350 times its body 

length. It’s like a human jumping the 

length of a football field. 

 The catfish has over 27,000 taste buds. 

 Butterflies taste with their feet. 

 The strongest muscle in the body is the 

tongue. 

 Right-handed people live, on average, 

nine years longer than left-handed 

people. 

 An ostrich’s eye is bigger than its brain. 

 Starfish have no brains. 

 Hippopotamus milk is pink. 

 The human brain has the capacity to 

store everything that you experience. 

Ask Us About Our Unique                                              
Accounting & Business Services... 

 
Value-Added Services:  
 

Business PerformanceTRACKER – Monitoring The Health Of Your 
Business 

 

DecisionMAKER – Looking To The Future To Guide Your Decision-
Making Today 
 

BusinessBUILDER – Raising The Funds To Fuel Your Growth 
 

ProfitSAFE – Keeping Your Money In Your Hands 
 

FutureSAFE – Guiding You Into A Successful Life Beyond Your Business 
 

Compliance Services: 
 
Personal Tax Returns | Income Statements | Business Accounts |  
Company Accounts | Company Tax Returns | Companies House Returns | 
Statutory Audits | 
 
Other Unique Benefits: 
 

 FREE No-Obligation Initial Meeting 

 Unlimited FREE Support  

 3-Step Service GUARANTEE 

 FREE Access To One Of The World’s Leading Marketing Systems 
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