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WELCOME TO THE LATEST ISSUE OF

BoardAlert

As this months Board Alert goes to print, 
we continue to be surrounded by business 
uncertainty and fears of a second wave of 
Coronavirus. The last few months have been the 
most volatile I have ever experienced in business, 
however, as many of you will know if you have 
attended our Welcome to the Boardroom 
Masterclasses, we have been predicting some 
sort of major economic crisis for some time. 
Thankfully, many of our members like myself 
practice portfolio careers and have multiple 
sources of income to enable us to weather 
the storm. I have allocated large amounts of 
my personal time in recent months assisting 
members who have lost their primary source 
of employment and have ramped up our 
Outplacement Services. Unemployment has 
just hit a 20 year high. It is time to plan for all 
contingencies and recession-proof your career 
and income.

During times of crisis opportunities are also 
created and we have used this downtime 
to refresh our websites and recalibrate our 
business strategy. Members will notice a 
refreshed Director Institute website portal 
packed with valuable information and resources. 
In particular, I am delighted with the launch 
of the Resume Builder which allows members 
to create a stunning high impact professional 
resume. The resume writing tools allows you 
to create multiple versions of professional 
resume documents and a high quality PDF is 
provided. I strongly encourage you to login to 
the members Home page, as this is the central 
hub for all member communication, alerts, 
Board Appointments, Thought Leadership, our 
online Education programs and practical tools 

designed to begin and accelerate your board 
career. There are also online recordings of our 
Welcome to the Boardroom Masterclass which 
will tie you over until we are able to run events 
again around the country. Despite the current 
economic climate the Board Search practice is 
holding its own and this is a testament to the 
fact that businesses need next generation talent 
to assist them to navigate through the current 
challenging business circumstances.

For me personally, this has been a time of 
much reflection and a turning point for the 
Director Institute business. I have committed 
to undertaking further personal development 
and am delighted to have been accepted 
into Bond University to study my Masters of 
Laws - Enterprise Governance which is a unique 
program available to both law and non-law 
graduates. The program is designed for current 
directors and officers as well as those seeking 
board positions. Participants enrolled in the 
program learn about the legal nature and 
operation of enterprise governance and the role 
of the board in a variety of enterprise contexts 
including for-profit, government, and not-for-
profit enterprises. Learn from experienced 
practitioners how to govern an enterprise in 
compliance with the relevant legal rules and 
ethical principles and to use governance as a 
framework for organisational excellence. All 
subjects in the program are delivered using a 
combination of online modules and two-day 
intensive workshops and all assessment tasks are 
constructively aligned and authentic.

This leads me to an exciting announcement 
about our joint collaboration with Bond 
University. We will be offering our exclusive 

By Kylie Hammond, Founder & CEO Director 
Institute Next Generation Directors
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eLearning Get Board Ready ® Governance 
Program which will include key topics Law 
and Ethics – an Introduction, Understanding 
Strategic Systems, Introduction to Risk, 
Risk Frameworks and Assurance Mapping, 
Avoiding and Managing Insolvency and Social 
Responsibility and Boards. This is a game 
changer for governance education and prepares 
next generation directors in a way never done 
before. I am thrilled that we are able to bring 
this important program to the market at such 
an important time, and support our members in 
their board director careers with robust, flexible, 
online education solutions.

My second major announcement is our strategic 
partnership with Shaparency
www.shaparency.com. I will be joining the 
Advisory Board for Shaparency, an innovative 
board and shareholder portal offering a 
complete closed loop ecosystem for board 
director to shareholder communication and 
interaction. Shaparency have developed smart 
features around the everyday interactions 
that occur in the boardroom. Document 
management is critical given the large volume 
and complexity of documents that are used 
in the boardroom setting. Documents such as 

board papers, minutes and other key information 
are not just uploaded and stored like any other 
board portal. Shaparency use machine learning 
to tag, file and sort and turn each document 
into web view documents. This means they can 
be universally searched and easy to retrieve 
and will make things like audits far easier. 
Shaparency lead the market with blockchain 
solutions for voting, proxy voting, signatures; 
storing this information on a 100% secure and 
tamper proof ledger. This is a game changer 
for the future of boardroom governance. The 
Shaparency solution will be offered to Director 
Institute members at exclusive pricing and we 
look forward to helping our members transform 
their boardrooms into best practice digital 
environments.
There is no doubt that now more than ever, we 
need next generation directors to step up and 
take a seat in the boardroom across Start-Ups, 
Private companies, Government, Not For Profit 
and ASX Listed entities and establish a new , 
diverse range of directors in the boardroom.

I look forward to working with you now and 
in the future to establish and advance your 
professional goals

Kylie Hammond.
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How long is this piece of COVID string? It’s a 
question dominating Boardrooms around the 
nation and the world.  When will it stop? When will 
things return to “normal”? What will “normal” look 
like? What shape will we be in “on the other side”?

In economic terms the impact of the coronavirus 
pandemic has been astronomical; $4billion a 
week in Australia alone in lost productivity and 
GDP decline according to the Federal Treasurer, 
Josh Frydenberg. The cost of the Federal 
Government JobKeeper scheme is north of 
$60billion with 500,000 enterprises expected 
to eventually apply - keep in mind the scheme 
requires a minimum 30% decline in year on year 
revenues as an eligibility criterion.  Seasonally 
adjusted employment fell by 594,300 people 
in April alone. How’s that for broad (adverse) 
economic impact?
The NAB recently notified an expected $1.0billion 
decline in revenues year on year and the 
University of NSW has announced a cumulative 
“pipeline effect” of $1.5billion in lost revenue 
over the next 3 years. Flight Centre and Webjet 
revenues have fallen to almost zero. Accor Hotels 
have shut 70 out of 350 hotels in Australia with 
a loss of 7000 casual jobs. Occupancy rates in 
March were 7%. Virgin Airlines has been placed 
in Administration owing $7billion. Qantas has 

sourced $550m from debt markets and expects 
to lose $40m a week until travel demand starts 
to recover. Queensland won’t open its borders 
until at least July and much longer than that if 
you live in Victoria.

Under these extraordinary circumstances, how 
should a Board act? There are many factors 
Directors will and should consider.  Here we will 
look briefly at four - liquidity, well-being, risk and 
strategy. 

Let’s assume the Board believes the enterprise 
can weather the COVID storm (understanding 
insolvency we will keep for another day).

First course of action; shore up liquidity and the 
Balance Sheet and understand how long cash will 
last.  Ask for cash flow forecasts and understand 
cash burn. Get costs under control this applies 
equally to Not for Profits, more so if donors and 
key sources of funding come under pressure to 
continue their support and if cash reserves were 
stretched to start with. We are entering the most 
competitive battle for liquidity we have ever 
seen, and after the Banks have supported their 
best customers, the potential credit squeeze will 
force enterprises on the fringes to the Alternative 
Debt Markets. That’s when things might get 
interesting.

By Gary Brady, Business Director, Faculty of Law and Joint Program Director of the Master of Laws in 
Enterprise Governance at Bond University.

And the questions boards should be asking

HOW LONG IS 
THIS PIECE OF
COVID STRING?
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NAB raised equity of $3.0billion in March from 
institutional investors; CSL at least gave retail 
investors the opportunity to participate in their 
capital raising thus avoiding a dilution (good on 
them!); Flight Centre supported their Balance 
Sheet with $1.5billion from debt markets; to 
April 2020 36 ASX publicly listed companies had 
accessed the equity and debt markets to shore 
up liquidity, with (interestingly) a small number 
indicating acquisition plans as the reason.

Next, continue to make sure staff, customers 
and stakeholders are safe. As Governments relax 
restrictions and enterprises contemplate a return 
to work, the issue of personal and community 
safety remains. The Board should ask to see 
the COVID Return to Work plan as it forms a 
fundamental risk to the enterprise.  Can staff 
return to the workplace easily (child-care capacity 
for employees as an example); what social 
distancing measures need to put in place; what 
level of anti-bacterial cleaning of the workplace 
is required; and how will visitors (clients and the 
public) be welcomed and treated once on site? 
Indeed, for some, does the pre-COVID workforce 
still exist with laid off and stood down workers 
possibly securing other positions?  How long 
should work-from-home arrangements stay in 
place?
It would be a brave (or foolhardy) Board 
indeed that does not already have a Crisis 
Management Plan in place (with an updated 
reference to COVID), and that has not discussed 
Management’s implementation plan in the event 
of a COVID resurgence.

At the heart of these questions is risk. Risk from 
the financial impacts and effect on cash flows 
and liquidity.  Risk that market preferences 
may shift and a market pre-COVID may not be 
recoverable post-COVID.  Risk that a paradigm 
shift has occurred in your specific market-place 
and current products no longer meet market 
requirements.  Risk that technology has changed 
the way your clients do business.  Risk that the 
loss of JobKeeper may mean future (wholesale) 
redundancies if cash flows cannot sustain the 
pre-COVID workforce.  Risk that the nature of 
work may have changed permanently in these 
past few short months.

Qantas, CBD based hotels and the taxi industry 
will be asking whether the business world has 
shifted permanently to Zoom and MS Teams 
at the expense of interstate business travel.  
Doctors and health agencies will be monitoring 
the rise of telehealth and whether seeing the 
doctor online could become a permanent 
situation; as of April, more than 5.4 million 
telehealth consultations had been conducted 
around the country with 40% of consultations 
expected to remain online post-COVID.  
Universities (and students) are asking whether 
online learning has finally had its pedagogical 
promise justified.  Retailers are asking why they 
pay for in-situ store fronts when most purchases 
are now made online.

Note to Boards: review the Risk Management 
Framework.  Do it now.  Ensure these (new and 
emerging) risk factors are reaching the internal 
enterprise risk assessment matrix.  Elevate these 
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risks towards the strategic planning process 
because, in the main, they are opportunities.

Strategic opportunities I hear you say. Absolutely.  
One of the most important roles a Board can 
play (many say “the” most important role) is to 
consider and approve the enterprise strategy. 
And there are strategic questions aplenty 
emanating from this COVID crisis.

Let’s go back to the start…liquidity and the 
Balance Sheet. Depending on the strength of 
your Balance Sheet should an evaluation of 
competitor distressed assets be on the radar?  Can 
growth and economies of scale be generated via 
acquisition?  Alternatively, if your Balance Sheet is 
under pressure, should a merger or trade sale be 
contemplated?  At least, should debt or equity 
raising be considered as a means of strengthening 
the Balance Sheet (if contemplating this now, you 
are probably late to the party!).  

How has the market changed?  Can we still sell 
what we did pre-COVID, in similar quantities, 
same price? Hard to think for example that 
Universities will be able to sell online degrees 
at the same price as the on-campus product 
without student pushback! Does the concept of 
innovation (product development and process 
efficiency) now mean something different?  Does 
our market effectively still exist in its pre-COVID 
form?  If you were sitting on the Board of Flight 
Centre or Webjet (even Qantas), this question 
might occupy your thinking.  It will be especially 
relevant to SME’s in the tourism industry as they 
wait for markets to re-open.

How has COVID helped to redefine the concept 
of work?  Should every employee return to 
the office or workplace, or do we keep work 
from home arrangements in place?  Why are 
we paying for office space when we have 
successfully managed enterprises for the last 
3 months using home-based offices?  Have 
employees become more productive when 
given the flexibility to work from home?  Boards 
of Superannuation Funds, for example, will 
be asking these questions as they assess their 
investments in (specifically) CBD office towers.

Strategy will be predicated on how “the other 
side” looks. Boards will need to assess the financial 
health of the enterprise, and specifically the 
liquidity position between now and then; guessing 
when “the other side” will arrive is still a moot point 
and may be some time away.  But now is the time 
to be taking those steps.  Now is the time to be 
preparing to make those future strategic decisions 
as we face a future of altered market demand, 
workplace reform, higher levels of technology 
interface and economic structural reform.

Inevitably, “the other side” of COVID will 
eventually arrive and a visionary Board, together 
with their enterprise leadership, will be better 
prepared to take advantage of the new normal.

About the Author
Gary Brady is Business Director and 
Co-Program Director of the Master 
of Laws in Enterprise Governance at 
Bond University and teaches into the 
subject “Strategy, Risk and Compliance: 
a legal framework”.  Gary is a Non-
Executive Director at Anglicare Southern 
Queensland, Chair of the Anglicare 
Audit & Risk Committee, and a member 
of the Audit & Risk Committee of the 
Anglican Diocese of Brisbane.  He is a 
former executive in BHP Steel and James 
Hardie Industries in marketing, sales and 
operations, and as a consultant for 10 
years advised ASX200 Boards and Senior 
Management in strategy implementation 
and business improvement. Contact Gary 
via LinkedIn: www.linkedin.com/in/gary-
brady-gaicd-97568a21/

https://www.linkedin.com/in/gary-brady-gaicd-97568a21/
https://www.linkedin.com/in/gary-brady-gaicd-97568a21/
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Get Board Ready® Governance Program

Covering the Key Governance,               
Law, Risk Management & Ethics topics 
for Board Directors:
• Module 1: Law & Ethics - An Introduction
• Module 2: Understanding Strategic Systems
• Module 3: Introduction to Risk
• Module 4: Risk Frameworks & Assurance Mapping
• Module 5: Avoiding & Managing Insolvency
• Module 6: Social Responsibility & Boards

• eLearning Program Keys to the Boardroom
• 1 x Board Search Strategy Mentoring Session
• Advice & Review of Board Role Applications
• Access to Director Institute Board Vacancy      

Job Board
• Global Thought Leadership Insights from 

Business Leaders
• Exclusive Workshop & Networking Events 

Invitations
• Review of Your Personal Brand including Current 

Board Resume
• 1 x Personal Value Proposition Mentoring Session
• 1 x Interview Preparation Mentoring Session
• Access to Exclusive Roundtable, Board & CEO 

Forums
• Exclusive Board Alert eMagazine Publication
• Access to Exclusive Board Search Roles & 

Opportunities
• Access to Online Business Networks
• Member Pricing Discount for Masterclasses & 

Boardroom Luncheon Series

Get Board Ready ® Governance Program 
includes 12 month Director Institute 

Membership Benefits

Get Board Ready Membership includes: 

Study Get Board Ready ® Governance 
Program online at your own pace, 
when and how it suits you. Participants 
receive Bond University certificates for 
each individual course module, plus 
an overall certificate is issued upon 
course completion.

Introducing the Director Institute Next Generation Directors & Bond University 
Exclusive Collaboration 

Get Board Ready Governance Program will 
equip aspiring and current board directors with 
the foundations to best practice boardroom 
governance. This unique online education 
program is designed for new and aspiring 
directors, senior executives, and managers 
who want to gain knowledge of the duties and 
responsibilities of boards and directors.

The Program covers Key Topics including Ethics 
in the Boardroom, Strategy, Risk Management, 
Finance and Corporate Social Responsibility. 
Bond University in collaboration with Director 
Institute offers essential information, skills and 
knowledge for Next Generation Directors. 
Suitable for aspiring and experienced Board 
Directors & Advisory Board members.

Get Board Ready ® Governance 
Program Collaboration Bond 
University & Director Institute
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About Bond University
Bond University Faculty of Law offers an unique 
insight into the world of governance through 
its Master of Laws in Enterprise Governance. All 
aspects of governance (strategy, risk, finance, 
ethics, compliance, culture, people & legal) are 
underpinned by a regulatory, legal and compliance 
framework. Bond Law is pleased to offer the only 
Master of Laws in Enterprise Governance of any 
Australian University. Open to both law & non-
law graduates, the Program is designed for busy 
professionals, requires minimal time on campus, 
has no exams, and offers authentic networking and 
learning opportunities.
Gary Brady
Business Director, Faculty of Law and Joint Program 
Director of the Master of Laws in Enterprise 
Governance at Bond University.

“We are pleased to partner with the Director 
Institute to produce this new and exciting 
governance educational product. Using curriculum 
content from our Master of Laws in Enterprise 
Governance, the Get Board Ready ® Governance 
Program offers an in-depth learning experience in 
key areas of governance relevant to every Board 
and Committee member, and those aspiring to 
Board roles. We hope you enjoy it.”

Get Board Ready® Governance Program

About Director Institute
Director Institute Next Generation Directors is a 
private enterprise that is focused on developing 
and connecting the next generation of board 
directors with Australian and International 
organisations and boards. Our members have 
access to one-on-one advice, mentoring, peer-
to-peer education and business networking 
opportunities as well as exclusive board member 
opportunities available nowhere else in the market. 
Director Institute will be offering the eLearning 
Get Board Ready ® Governance Program exclusive 
to members, with the program including all the 
benefits of Get Board Ready membership.

Kylie Hammond
CEO | Director Institute Next Generation Directors
 “Get Board Ready ® Governance Program is a game 
changer for governance education and prepares 
next generation directors in a way never done 
before. I am thrilled that we are able to bring this 
important program to the market at such an 
important time, and support our members in 
their board director careers with robust, flexible, 
online education solutions.”
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You have been involved in multiple 
entrepreneurial ventures, why did 
you feel the timing was right to 
launch Shaparency in the market?
My mission is to transform the way companies 
manage governance and the entire shareholder 
experience. Creating and launching Shaparency 
came from the experience of my various business 
ventures themselves. I have observed a huge 
amount of inefficiencies and unnecessary manual 
activity from a company director and shareholder 
perspective. Moreover, I have this conviction that 
if any company is going to digitally transform itself,  
that it needs to start from the boardroom down. 
The regulatory industry is exploding with growth 
set to more than double in the next couple of years 
to over $60B USD globally. One of the reasons 
behind this growth is the increase in digitisation 
of boards and the shareholder management 
process. The need to go paperless, improvements 
in technology to automate and streamline as well 
as the value seen from well governed businesses 
are the key driving factors. The latest global events 
surrounding Covid-19 only solidify the need for 
boards and companies to completely digitise 
their company governance and shareholder 
communication. 

Increasingly boards and their shareholders will 
comprise of more digitally savvy individuals and 
next generation board directors. The current 
Regulatory Technology market is significantly 
under-represented with really only a handful of 
digital boardroom offerings globally, dominated 
by mainly two players and with penetration at 
less than 20% globally, I see this as a significant 
opportunity for Shaparency. With the market set 
to explode in the Reg-Tech space over the next 
few years, technology readiness will meet with 
the shifting composition of boards and regulatory 
compliance requirements. 

Who are the key people involved 
in your team, what are your plans 
for the different markets i.e. UK, 
Australia, Asia.
Ever since I decided to start telling people what 
problem I wanted to solve, I have been very lucky 
to attract and assemble an amazing team. My 
business partner and CTO Matthew Bilbow is a 
highly experienced technology entrepreneur. My 
advisory board consists of Peter Kay the former 
head of M&A for JP Morgan, Troy Norcross a global 
consultant and expert in Blockchain, Karen Holden 
owner of a UK based technology law firm and Kylie 

Interview with Ben Nowlan
Ben Nowlan, CEO of Shaparency
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Hammond, CEO of Director Institute Australia.

We launch in the UK, Singapore, Hong Kong and 
Australia with customers simultaneously next 
month. There is a lot of interest in SE Asia with 
Singapore and Hong Kong having a welcome 
focus on this type of technology. There will be 
a lot of focus on Australia as that's my home 
country, where my network is strongest and 
our partnership with Directors Institute Next 
Generation Directors will be instrumental there. 

How is the digital board platform 
you have developed different from 
other players in the market, what is 
your competitive advantage?
We have developed the platform with two key 
principles in mind 1) Every interaction has to be 
digital (i.e no downloading or offline activities)     
2) Enable productivity and interaction at a      
global scale.

This has influenced the technologies we have 
chosen to incorporate into the solution like 
blockchain and the way we have built and designed 
certain product features and the user experience.

For example we have a board portal and a 
shareholder portal so we offer a complete 
closed loop ecosystem from board director to 
shareholder communication and interaction. 
We have developed smart features around 
the everyday interactions that occur in 
the boardroom.  We know that document 
management is critical given the large volume 
and complexity of documents that are used in 
the boardroom setting. 

Documents such as board papers, minutes and 
other key information are not just uploaded 
and stored like any other board portal. We use 
machine learning to tag, file and sort and turn 
each document into web view documents. This 
means they can be universally searched and 

easy to retrieve and will make things like audits 
far easier. We will definitely lead the market with 
our blockchain solutions for voting, proxy voting, 
signatures and more. The key here is by storing 
this information on our ledger and its 100% 
secure and tamper proof. This is a game changer 
for the future of boardroom governance. 

What are the key trends you 
are seeing in the board director 
market and what has underpinned 
your product development 
roadmap?
The key trends that we are tracking in this sector 
include:
1. Seamless collaboration and communication is 

needed. 
2. Security particularly as cybercrime is on the 

increase
3. Facilitating global shareholders and global 

companies
4. All businesses caring about governance not 

just enterprise companies
5. Going digital is mission critical

Shaparency will digitise all the operations for 
a company’s board and shareholders. This will 
enable boards to be completely paperless, 
including  — meetings, minutes, voting and 
proxies, reporting and much more. 

In addition, Shaparency’s platform unites 
the standard manual process of operating 
and administering company governance and 
automates where possible. Automation will 
be applied to general company governance 
agnostic of location and law. This will be settings 
customised by each company to match their 
needs. This might include, notices, votes and 
share capital tables. A company can create a 
list of annual governance tasks that they will be 
reminded to take action on. The critical element 
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is that the Shaparency platform is not trying to 
replace local authorities or firms that specialise in 
governance, rather we are offering a frictionless 
way to record and store that data. This is a 
collaboration and engagement tool for all 
involved in company reporting and governance 
and will provide the capacity for efficient 
due diligence and exceptional shareholder 
transparency. 

How big an impact has COVID-19 
has on the need to digitize board 
meetings and is this going to 
become the new norm?
I believe that the impact of the global pandemic 
on businesses has moved not only the board 
and shareholder governance industry forward 
10 years but has impacted all industries. We have 
leap-frogged over any inherent inertia within 
boards, individual director habits and the benefit 
has shown to far outweigh the pain of change. 
The current crisis has highlighted the need to 
fast-track boardroom digitisation. This couldn't 
be a better time for Shaparency and for boards 
to implement our solution.

Can you explain how blockchain 
is being incorporated into the 
boardroom and how will this be 
managed through your solution?
Shaparency is a platform, underpinned by 
blockchain, that digitises company board and 
shareholder operations. We save time and 
money for company secretaries, CEOs and 
boards, whilst delivering improved shareholder 
experience. 

Specifically shaparency offers: 
1. Meeting creation and management 
2. Digital template-based notices 
3. Digital minute taking 
4. Voting & proxy voting 
5. Reporting 
6. Document management 
7. Due diligence 
8. Shareholder Portal 
9. Blockchain ledger for company governance.

Blockchain is primarily used in the early phase 
as a second layer of security via the creation of 
logs of activity or events that are tamper proof. 
This includes, votes, proxy votes, signatures and 
notice delivery. Eventually we want to explore a 

decentralised solution to improve the industry 
as a whole. 

What is the timeline for your 
solution in the Australian market, 
do you have any early adopters for 
the solution?
We will be launching in the Australian market in 
June 2020. We see a significant opportunity in the 
Australian board director market. Next generation 
directors are very comfortable with using new 
technology and adopting best practice in the 
boardroom. We have had a number of board 
directors already get engaged with Shaparency 
and we are looking forward to supporting a 
significant client base and boardrooms across 
the region as they digitise the board meeting and 
shareholder experience with a world-class best-in-
breed technology solution.

How can members of the Director 
Institute network get in touch and 
can they trial the solution in their 
boardroom?
Go to www.shaparency.com/signup to trial the 
Shaparency board solution, or feel free to reach out 
directly to me via email ben@shaparency.com

About the author
Ben is a serial entrepreneur, a 
transformational business leader with 
over 15 years experience with his own 
ventures and as senior executive in 
global firms. Ben is passionate about 
technology in the age of disruption, 
bringing a wealth of experience, 
innovation, vision, leadership, and 
entrepreneurship. Ben was co-founder 
and CEO of Sherpa, Australia’s leading 
logistics technology business to which 
he partially exited in 2018. Applying 
discipline as well as a scalable commercial 
framework within an agile, fail fast 
mindset has helped Ben transform 
companies and grow multi million pound 
businesses.

http://www.shaparency.com/signup
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“Each three-month period we are going 
through is going to equate to three years of 

consumer changes wrapped up in one quarter. 

We are reinventing our business on the fly. 
There are going to be some issues we are 

dealing with now that are temporary. There will 
be a lot of things that will be more permanent. 
Our business leaders need to adapt to them”

David Gibbs
Yum Brands Inc. Chief Executive Officer

How CEOs and business leaders responded as the health and economic 
crisis raged, and their views on life after Corona 

Dara Khosrowshahi
Uber Technologies Inc.
Chief Executive Officer

“It’s very early days. Our expectation is that the 
recovery will vary geographically and will be 
nonlinear, meaning we’ll see some markets in 

recovery while others temporarily retreat. We’ve 
seen that the rebound is led by weekday nine-to-

five trips, including commute use cases. 

For reference, in 2019, 80% of our gross bookings 
were delivered from trips in a user’s home city, 

meaning people traveled around their own 
communities, and 95% from trips in a user’s home 

country. We expect that a recovery led primarily by 
commute trips will open up exciting new prospects 

for Uber for business, as companies look to move 
their employees to and from offices, as well as 

partnership opportunities with transit agencies to 
move essential workers.”

Business in the 
time of Corona

If there has ever been an event as disruptive to 
businesses on a global scale as COVID-19, it's hard 
to pinpoint exactly what that may be. Around the 
world, CEOs & Boards are pivoting constantly as 
they work to keep their businesses strong and 
their teams safe.

Traditional measures of success have gone out the 
window at many businesses, as have traditional 
ideas about what a workplace is, how we work, and 
how we measure employee contribution.

Here CEOs from Australia and across the globe 
speak about the changes happening in businesses 
and the economy across a variety of industries in 
this once in a lifetime event

https://quotes.wsj.com/UBER
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Stephen Kaufer
Tripadvisor Inc. Chief Executive Officer

“In this pandemic, even those with the ability 
to take the trip are not going on the trip 
anywhere at the moment, and when the 
restrictions ease up, will likely much more 
stay domestic. It’s going to be a little hard 

to fathom how travel completely returns to 
normal until there’s a vaccine or months of 

no new cases taking hold, and so many of us 
think that that’s quite a ways out. What the 
airlines and hotels and travel suppliers are 

doing to make people comfortable traveling 
and the information that we can provide, of 
course, helps bring it back. But our forecast 
would be quite different were it—and I say 
this painfully—were it merely a recession 

versus something that causes people 
meaningful health concerns when traveling.”

Marc Benioff
Salesforce.com Inc. Chief Executive Officer

“In the new normal, businesses are going to have 
a new lifestyle. A new lifestyle of masks and PPE, 
a new lifestyle of taking people’s temperatures 

and enforcing social-distancing standards, a 
new lifestyle of testing and contact tracing, 

and a new lifestyle of wellness assessments to 
mitigate interaction with the virus. We’re going 
to need a command centre to monitor return-

to-work readiness. They are going to need shift 
scheduling, because businesses are not going 
to bring everyone back at once. They’re not all 
coming back at once, because you’re going to 

need social distancing. And you’re going to need 
tools for emergency response management, 
and you’re going to need expert perspectives 

from renowned experts, because this is 
changing on a regular basis.”

Peter King
Westpac Chief Executive Officer

“If you look back at any major event like we’re 
having, things won’t go back to exactly the 

way they were. We know that. Consumers and 
businesses will change their behaviour. A lot 

of businesses will adapt, some won’t, and we’ll 
support the businesses that adapt to grow, but 
then we’ll also have to help the businesses that 
don’t to restructure. The more that we can get 

to adapt, and the more that we can get to grow, 
that’s best for unemployment.”

Julia Hartz
Eventbrite Chief Executive Officer

“Looking ahead, we believe the Covid-19 crisis will 
accelerate change in the live events industry. We 
believe smaller local events that are core to our 
business will resume earlier, and we think they 
will happen more frequently to satisfy pent-up 

demand. When it’s safe to gather again, we 
think that consumers will favour these local 

events over a larger more expensive episodic 
events, especially during a period of depressed 

consumer discretionary spend.”

https://quotes.wsj.com/TRIP
http://Salesforce.com
https://quotes.wsj.com/EB
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Shayne Elliott
ANZ Chief Executive Officer

“The reality is there is no V-shaped recovery 
because our economies are open and very, very 

dependent on exports and tourism and migrants 
and foreign students. We can't solve this on our 

own and, until the world has solved the problem 
and the world has gone back to normal and we 
have a vaccine that's widely available, many of 

those industries cannot go back to normal. There 
will be a recovery, but some industries are not 

going to be able to recover for many years, 
and the whole structure of the economy will 

change. We know from history that economies 
always look different after any sort of shock to 
them, any crisis, than they did going in. There is 

no going back to everything the way it was.” 

Christine Holgate
Australia Post Chief Executive Officer

“We've had 10 weeks operating like the size 
of Christmas week. These were massive 

operational challenges which brought huge 
costs. 200,000 households had shopped 

online for the first time during the pandemic, 
and at the peak, 3 million people had 

visited the Australian Post website in one 
day. Customers had been demanding, even 
though the volumes have just exploded. We 

didn't want to stand down our employees 
because there's always that risk that if you 

don't operate in a crisis you can became 
irrelevant, so we wanted to keep working.” 

Ramon Laguarta
PepsiCo Inc. Chief Executive Officer

“We need to be careful that we don’t project 
straight lines—the moment things opens, 

we are all free and the business will come back. 
I think there’s going to be a lot of iterations. 
With some exceptions, we largely expect 

consumers to eventually return to previous 
habits, as they slowly exit confinement 

and cautiously settle into a new normal. As 
behaviours evolve, we expect to see a gradual 
improvement in convenience-store and petrol 

station sales as people return to work, while 
the restaurants and venues that involve large 
gatherings such as movie theaters or sporting 

events take longer to adjust.”

Eric Yuan
Zoom Video Communications Inc. 

Chief Executive Officer
“I truly believe video is a new voice. Video 

is going to change everything about 
communication. The way for us to work, live 

and play is completely changed. On that 
respect a lot of opportunities are ahead of 
us. I think one thing we know for sure is the 
total addressable market is bigger than we 

saw it before. For now, our No. 1 thing is focus 
on the current product and user experience. 
Make sure during this crisis they can leverage 

Zoom to stay connected.” 



16 Director Institute - Next Generation Directors   

Brad Banducci
Woolworths Chief Executive Officer 

“We talk a lot about purpose, and we use all 
these soft words, but over the COVID period 

Woolworths actually lived its purpose. My 
metric of success during the course of the 
crisis was not sales or profit, it was actually 
doing the right thing, emerging with our 

reputation enhanced, not tarnished.”

“We don’t know how consumer behaviors and 
purchasing patterns may evolve. I don’t think 

consumers are going to snap right back to the 
old patterns and behaviours.”

Rich Allison
Domino’s Pizza Inc. Chief Executive Officer

Bikash Randhawa 
Village Roadshow Theme Parks 

Chief Operating Officer
“We created a theme park-specific 

COVID-19 plan with the Queensland Health 
Department. At this stage, we will start off at 

50 per cent of our capacity, with the aim to be 
at 100 per cent by the September holidays. 
We’ve fast-tracked the planned launch of a 

new app to allow customers to visit the parks 
completely contact-free. With this app, literally, 

you don’t need a ticket — it’s on your phone. 
You scan your phone, you book your rides, the 
maps are on your phone — so it’s a seamless 

experience which works extremely well in this 
environment. Everything that we’re doing 

right now is to get back to where we need to 
be by September so that at least financially 

2020/21 can be a reasonable year”

Alison Watkins
Amatil Chief Executive Officer

“With many customers remaining closed or 
operating at significantly reduced capacity, 

there has been unprecedented disruption to 
trade. Despite these challenges, our business 

has demonstrated resilience and the ability 
to partially mitigate the adverse impact of 

the disruptions through our flexible routes to 
market, diverse channels, disciplined financial 

management and the strength of our brands.” 

Steven Cain
Coles Chief Executive Officer

“Ensuring supply and confidence and the 
safety of our workforce and customers remains 

our priority. We had to create some calm as 
a community first of all. We’ve got plenty of 
supplies as long as people don’t lose their 

heads. We’ve seen the consequences of social 
media and international media and the hype.”
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Never let a good 
crisis go to waste

Risk Management Framework
By Norm Cockerell, Managing Director and Kim Flanagan, 
Chief Operating Officer of New Age HSE Services

“Never let a good crisis go to waste”. There is 
controversy as to whether Winston Churchill 
actually said this first during the Yalta conference 
in WWII. We definitely know that Rahm Emanuel 
said it in 2008 when he was an advisor to 
President Obama. Looking at this another way 
it is less about the crisis itself rather how you 
respond to it.

Astute and successful leaders are able to 
accurately read the environment they are 
currently operating in and bring forward ideas 
that are of their time and relevant to the needs 
of the business. Thanks to COVID-19 the whole 
of society has a heightened awareness of risk. As 
Directors, we understand the need to take risk 
to achieve the business objectives. The Board 
collectively has a responsibility to set the risk 
appetite and ensure there is an appropriate Risk 
Management Framework in place to identify 
and manage risk. That is the baseline. With the 
heightened awareness from the crisis there is 
an opportunity to review your Risk Framework 
and embed risk management as part of your 
business DNA.  One certainty is that post 
COVID-19 the business world will not be the way 
it was in the past.

The purpose of this paper is to encourage open 
discussion on the appropriateness of your 

organisation’s Risk Management Framework for 
the changed environment and use the capacity 
created by the lockdown to review your risk 
systems, processes and be ahead of the curve as 
the business transforms into the future.

Discussion
The recognised Standard for Risk Management 
is ISO 31000:2018.  The Standard provides a set 
of guidelines for risk management practices e.g. 
identification, assessment, and control of risk. 
However, they only provide the basic processes 
and many companies choose to build on the basic 
principles to further develop their risk framework 
into best practice management systems.

Full ownership of the risk framework and 
Enterprise Risk Register is essential for all Board 
Directors to ensure they are fully aware of their 
fiduciary duty, legal obligations and governance 
as an Officer of the Company.  Board Directors 
are fully liable under several State and Federal 
Acts, some with custodial sentences and hefty 
fines, especially the various Occupational, 
Health & Safety and Environmental Acts (EPA).  
There are numerous Statutory Authorities 
such as WorkSafe, Environmental Protection 
Authority, Australian Charities and Not-for-Profit 
Commission (ACNC) and Australian Securities 
and Investment Commission (ASIC). It is essential 
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Source: ISO 31000 2018

that Boards and Senior Management are fully 
trained in their obligations, responsibilities, 
and risk management processes to fulfil their 
statutory requirements under these Acts.

The risk framework is an overarching, company 
wide document that informs Directors, Senior 
Management, Statutory Authorities and Auditors 
on how the company manages all risks within the 
business. It sets out processes for identifying, 
assessing, mitigating and controlling risk and the 
level of risk the Board of Directors are willing to 
accept (risk appetite).

Risk are assessed and documented on Risk 
Registers that use the consequence and 
likelihood scale.  Risk Registers are usually 
developed on three levels:

• Enterprise Risk Register (Owned by the Board 
of Directors)

• Operational Risk Register (Owned by Senior 
Management)

• Site Risk Register (Owned by an individual Site)

Enterprise Risk is owned by the Board of 
Directors and usually consists of only 8-12 
risks. Each risk has a separate risk category e.g. 
Finance, Legal, OHS, Environment etc. with a 

matrix that allows for easy assessment of that 
risk. Risk is firstly assessed with no controls or 
mitigations in place (Inherent Risk) and assessed 
again after controls and mitigations are in place 
(Residual Risk).  Every risk has an owner who is 
responsible for the mitigations and controls and 
provides an update to the Board of Directors no 
less than twice annually.  

Operational and Site Risk Registers are managed 
the same as Enterprise Risk and do fall into the 
same categories of Risk, however, there will be 
a multitude of risks that are identified, assessed 
and controlled.

Steps to review risk framework
As per the Process Overview there is a structured 
approach to reviewing your risk framework. 
Regardless of the current crisis reviews should 
be completed on a regular basis, at least every 12 
months.

Establishing the Context
The business defines the internal and external 
operating environment in which the firm 
operates. In light of COVID-19, projecting the 
future environment will be challenging. However, 
knowing it will be different Directors are required 

PROCESS OVERVIEW

ESTABLISHING THE CONTEXT

RISK IDENTIFICATION

RISK EVALUATION

RISK ANALYSIS

RISK TREATMENT
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to use their judgment in such matters in the best 
interests of the company or organisation.

Risk Identification
As well as the traditional business risk 
assessments, how has COVID-19 already impacted, 
how will it continue to impact the business going 
forward, and what if we go into lockdown again 
sometime in the future; what are the risks? What 
can we learn from the recent actions of others 
and be aware impacts can be both positive and 
negative on the company’s objectives. 

Risk Analysis and Evaluation
As well as assessing the inherent risk, the 
controls and the residual risk, it is very important 
to review the parameters of your Risk Matrix 
to ensure it encapsulates the full range of the 
company’s current operating conditions.

Risk Treatment
Determine the priority of the treatment plans 
for each risk level of risk. With the uncertainty 
surrounding the way forward with COVID-19, the 
biggest challenge will be putting treatments in 
place with no precedence and the uncertainty of 
their effectiveness. 

Summary
With COVID-19 creating a heightened awareness 
of risk,  now is the perfect time for Directors to 
reflect on their company’s risk appetite, reset 
the risk framework for the changed operating 
conditions and to work with the Executive team 
to be in the best position for your business 
to capture the opportunities as the economy 

About the Authors
www.newagehse.com
Norm Cockerell - Managing Director 
Norm currently sits on two Boards in the 
Health sector and has extensive senior 
executive career in the Financial Services, 
Insurance and Injury Management and 
Safety sectors with ANZ, HSBC, AIG, 
Medibank and Allianz. 

Kim Flanagan - Chief Operating Officer 
Kim currently sits on hospital and animal 
welfare boards and has broad based 
global experience in Health, Safety, Risk 
and Quality management across a variety 
of sectors, including Federal and State 
Government and large public hospitals 

Our collective skills and experience will 
bring to bear the most appropriate 
methodology for the circumstances, 
address organisational risks and develop 
an improvement plan.  Achieving 
sustainable change requires strong 
leadership and we will assist the senior 
executive team to lead the change and 
embed them into the organisation’s DNA.

rebounds. Let’s learn from the recent events and 
place your organisation in a more resilient position 
to handle crisis into the future, it may not be that 
far away, and “never let a good crisis go to waste”. 

http://www.newagehse.com
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Making Your 
Post-COVID Strategy 
Data-Driven - [CAPEX]

Beyond the Data Bingo!
When you hear the word “Data” spoken in a Board 
Meeting or amongst CXOs, one can win word bingo 
with just three topics - Data Governance, Using 
AI, Privacy and Compliance. While these topics 
are definitely important, they, in absolutely no 
way, offer any kind of “competitive” advantage or 
differentiation to take an organisation to the next 
level. With unprecedented times like COVID striking 
businesses, here’s a list of the top 5 “Data” things 
boards will be best placed to ask their organisations.

Top 5 “Data” Questions to Make 
the Strategy Truly Data-Driven 
[CAPEX]

With businesses venturing into unprecedented times and looking up to their boards for 
advice on how to navigate uncharted territory, this article looks at the top 5 data-driven 
analyses that every board should be recommending, which are actionable and greatly 
shine a light on the vagueness ahead.
By Kshira Saagar, Global Group Director of Data Science for Global Fashion Group

Each organisation is unique in its own way, in what 
they do, where they operate and who they deal 
with - some might be retailers selling products, 
some banks selling mortgages and better financial 
statuses and others service organisations selling 
an experience. But the common themes that 
connect all of them however are customers, 
marketing, data privacy, knowledge of using that 
data and opportunity to sell that data.

Customer: Then, Now and Later
If COVID has changed one thing dramatically, 
it is the mix and the type of customers that are 
being served. Online channels have seen a totally 
different kind of customers come in and shop 
with them. Supermarkets and retail stores have 
seen a totally new breed of customers shop very 
differently with them. Not all these changes are 
temporary, and some of them could be leveraged 
for the better - if only organisations realised and 
quantified this change, and most importantly 
understood the new intents and desires of this 
changed customer behaviours.

Analysis To Help: A simple pre-vs-post COVID 
outlook of the different customer cohorts broken 
down by their attributes and buying intents, and 
the biggest changes in these intents and drivers 
for each customer cohort

1 . Customer: What does the post-COVID 
customer mix look like and prefer? 

2 . Acquisition: How much has marketing/
branding changed & needs to change?

3 . Privacy: What exact portion of business has 
access to PII & private data?

4. Education: How much do the employees know 
on what data to use and why?

5 . Xenocurrency: If and how can data be 
monetised to add a new revenue line?
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Acquisition: Increase,  Decrease 
or Change the Burn
If customer mix is the biggest thing that has 
changed post-COVID, the second biggest 
change naturally is how these customers are 
exposed to the business/organisation. Standard 
routines of going into work, buying things at a 
predetermined schedule or even researching for 
a product has completely changed thanks to the 
massive shifts in how people live and work. This 
implies, a natural change needs to happen in the 
biggest and quickest impact to the bottom line, 
after employee expenses - Marketing. A better 
grip on where the Marketing dollar is spent and 
where it is not is imperative.

Analysis To Help : A simple pre-vs-post 
COVID outlook of Marketing dollars and ROI 
for both digital and traditional channels, with 
a justification on why a pivot in marketing/
branding shouldn’t be effected to mirror 
changed customer demands

Privacy: Who, What and How Much
While Data Governance and Risk are definitely 
crucial to comply with regulations - the most 
crucial piece would be to not identify WHAT 
data is governed, but actually understand and 
quantify WHO all have access to this data, and 
how much access each person and system in 
the organisation have to the most critical pieces 
of data, otherwise known as PII (Personally 
Identifiable Information). In the tall orders of data 

privacy importance, PII and other key financially 
sensitive data need to be safe-guarded first. And 
naturally, the access to this must be governed first.

Analysis To Help: A Data Access Map (DAM) 
which shows all the data sources, systems and 
tools and the proportion of the employees that 
has any kind of access to them, to then help 
prioritise the most important ones to safeguard 
in light of new privacy concerns from external 
non-state actors.

Education: Why, Where and How 
Governance rules are notorious in creating black 
and white lists of all or no access to data systems 
and tools. This massively sets back the organisation 
from being data-driven, as the tools and systems 
are no longer democratically accessible. Most of 
the organisation would not even know what data 
is tracked, made available and used. Therefore, 
most employees would not be in a position to make 
many/any smart data-driven decisions. Ergo, it is 
important to not only understand the extent of data 
education and literacy amongst the people but also 
to understand the maturity of tools made available 
to the wider organisation to better use the data-
driven insights.

Analysis To Help: A follow-up addendum to the 
DAM (Data Access Map) above that shows two 
things - how many tools allow access to these 
data sources and what portion of the business 
has access and been educated on how to use 
these tools.
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Xenocurrency: Making Hay While 
the Sun Shines
With capital locked up in different places and 
customers pulling back on their spends, the 
quickest and fastest asset that can be monetised 
right now would be your data assets. If you are a 
lucky organisation that serves a wide assortment 
of the population, there are multiple avenues 
and commercial marketplaces where you 
could monetise this data, WITHOUT, ethically 
compromising on your customers’ trust. Data assets 
are not just email IDs and names - done right, it could 
show overall patterns, market trends, changing 
demand preferences and many more at an 
aggregated and anonymised level. This information 
would be extremely useful for not only your peers 
in the market but also capital partners who want to 
understand the market better.

Analysis To Help : An additional addendum to the 
DAM (Data Access Map) to start identifying which of 
these data assets are most likely to be monetisable 
and how quickly they could be packaged and sold.

Conclusion
All of the 5 analyses mentioned above are not 
“months or quarters” worth of initiative, but 
something that can be done in a few weeks, in a 
rough format. With more unprecedented times 
ahead, only organisations that truly want to use 
data to stand out and get that extra edge will see 
a massive turn around in their fortunes.

http://www.linkedin.com/in/kshirasaagar
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Fighting for survival: 
SME Strategies for 
Boards & CEO’s

By Anne Parkin 
Non-Executive Director, Chairman of International & Australian Boards & Finance Expert

The current business environment arising from 
Covid-19 offers many challenges to business 
owners and directors. Due to the sharp change 
in the business environment, businesses, their 
management, advisers and Boards need to be able 
to respond quickly and decisively. With the rapid 
decline in cash flows, there may not be time for long 
business reviews or the business may have failed 
before the review is complete.  

I became the Chairperson of a SME that was trying 
to move from being a start-up to a commercial 
venture.  It made me focus on many of the 
responsibilities in a very hands-on and unvarnished 
approach.  A SME may not have the depth of 
resources of large ventures yet as a NED the 
responsibilities are exactly the same.  The staff 
employed can wear many hats and not have the 
depth of experience for the wide range of demands 
made on them.  The founder, often the driving 
force behind the success to date can be running 
very hard – the analogy of a rat in a maze springs to 
mind as they try to keep all the balls in the air and 
push forward to grow their business.  

What are some of the questions 
that might need to be considered 
in the current environment?

Is the current operating model 
appropriate for the current 
business environment?
The rapid change on the current business 
environment demands that the Board be flexible 
and this may include undertaking a review of the 
current business model and not to lock in on the old 
plans.  There is no doubt that this can be difficult – 
asking the owner, senior executives and the Board 
to review the operating model, to pivot in another 
direction in a pressured environment – to ensure 
small or large to ensure the company is better 
able to survive and thrive the current business 
environment. 

Is a Board or an Advisory Board 
better suited to the company’s 
needs at this time?
As a company considers its options, the question 
must be asked whether it needs the expertise 
of professional directors and a Statutory Board 
or whether an Advisory Board will better suit. In 
considering this question, there needs to be a 
clear understanding of what is being asked of a 
professional NED and the risks they are inviting the 
NED to assume.
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When considering what businesses are seeking, my 
experience has identified that the business owner 
/ executives have a variety of expectations. These 
can include but are not limited to:

• Additional specialist skills – e.g. finance, IT, 
marketing etc.

• Access to professional networks to expand the 
business

• Assistance to find new investors, seed funding 
or capital

• The provision of security to Investors 
and stakeholders demanding enhanced 
governance

• Help in developing strategy
• The CEO/founder needs help with all that 

needs to be done
• Simply mentors to provide support to the 

founder(s) and or business champion(s).

If our company fails, is it solely 
due to Covid19 restrictions?
As we work to address the business challenges that 
we are experiencing, we need to consider whether 
current performance is due to the restrictions 
imposed due to Covid19 or was our business 
struggling anyway?  It would be easy to ignore 
some of the other factors that may have existed.  

For example:
• Has the company failed because it has run out 

of money or is that a symptom of other issues?
• Was the lack of solvency due to:
• Poor business planning

• Poor budgeting 
• Unreasonable assumptions about the 

operating environment, projected sales, ease of 
raising capital etc?

• Out of control expenses

Did the business rely too heavily 
on a single client or product?   
Do the current Directors have the right risk profile 
for the current environment?

As an executive, your risk exposure will be 
defined by your employment contract and is 
largely limited to your ongoing employment, 
access to bonuses and other payments and 
rarely has included claw back provisions.  As a 
NED, you need to be aware of what risks you are 
accepting either explicitly or implicitly.  

Board members bring to a business expertise 
gained from their executive career, experience as 
a member of a Board, governance expertise and 
networks.  Generally unless they make an active 
decision to invest in the company, they don’t 
expect to put their personal balance sheet at risk.  

For many people, this level of risk is too great to 
accept.  If they are highly risk adverse and can 
only see the downside of every opportunity 
then they should reconsider if a role as a director 
with a SME is appropriate for them.  For such a 
person could be a hinderance to the CEO rather 
than providing positive support and considered 
inputs rather than identifying all the reasons why 
the business can’t succeed.



In the current environment a risk adverse NED can 
try and mitigate the risk to such a level, that they 
ensure the business fails.  I have heard of NEDs 
demanding so many legal and accounting opinions 
across every decision that they are asked to make 
that the business becomes paralysed.  Board 
members may want to consider carefully if they 
have the risk profile and commercial acumen to 
support a business possible fighting for survival.  

A fair-weather board member does not support 
the business as it fights for survival but rather 
can consume company resources and board and 
management time that could be better spent on 
the companies survival.

What if the CEO is not up to the task?
This is probably one the key challenges at this 
time.  We are operating in unprecedented 
conditions and business as usual may not be 
what we are being asked for.  

As a company grows, the demands on the CEO 
and the Board change and for future success 
both need to rise to the additional demands.  The 
founding CEO has many skills and competencies 
as evidenced by bringing the business to its 
current state.

What does the Board do in current circumstances 
if the CEO doesn’t have the capacity to take the 
business to the next level?  Whilst the Board or 
a nominated person may need to engage with 
the CEO to coach and to work with them, this will 
impose considerable demands on the Board as 
they seek to work to ensure survival of the business 
as well as supporting the CEO - changing CEO may 
not be the best option.  One of the major issues for 
the Board is will the business survive and grow if 
the current CEO is not involved and engaged in the 
success of the business. 

How much time will I need to 
allocate?
For SME’s, it is probable that the Board may need 
to be more involved in the day to day operations 
of the company if there isn’t the depth of skills, 
experience or even staff to undertake all the tasks 
that need to be done. This additional support may 
relate to preparation of information memorandum, 
financial documents to support applications, legal 
contracts etc. A director will need to be prepared to 
assist as their expertise enables them and expect to 
provide the time when needed.  

Why a CEO needs a Board 
A well-constructed board can bring strength to 
the CEO and the business.  Often as a business 
is growing it needs access to skills and resources 
that it may not be able to access, afford or need to 
employ full time but can be key to ongoing success.  

Likewise the CEO may need coaching or mentoring 
about management challenges, their style or 
decision-making approach.  A major challenge for a 
CEO can be to grow and develop personally inline 
with the business and the Board can ensure that 
they have the support that they may need.  

With Covid19 the demands on the CEO can be 
extreme.  They maybe asked to consider their 
business in a new light, question their past successes 
and consider radical options to ensure survival.

EDIT: In my experience the CEO can be very 
focused on their business goal and can ignore or 
avoid considering some of the short-term business 
issues that don’t directly tie to the business, 
product or finances.  They are so focused, that even 
getting their attention to these issues can be very 
difficult and maybe seen by them as an impediment 
to enabling them to continue to chase after their 
business goal. Yet the CEO needs someone to help 
them to understand why they need to put time 
and resources to these issues and how to solve 
the issue.  The ability to do this is important if the 
business and CEO are to grow.  

About the Author:
Anne Parkin offers over 25 years of 
board level experience in global banking, 
securities trading and superannuation 
spanning across the Asia-Pacific region.
As an experienced Non-Executive 
Director and Chair of Boards, Anne has 
provided leadership and expertise in 
operations, risk management, operating 
in multiple regulatory environments, 
global client management and project 
delivery to guide regulated entities, 
start-ups, government, and SMEs. 

She is recognised as international 
industry leader with deep expertise in 
operational management of high volume 
financial transactions in highly regulated 
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Contact Anne via LinkedIn:
www.linkedin.com/in/anneparkin
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How to engage in 
healthy networking, 
no kale required

Networking is essential in securing your next directorship, 
but you need to find a pathway that works for you.
By Gordon Jenkins, Visibility Coach, Business Growth Expert, Speaker & Author

I don’t like carrots. I like my potatoes roasted, 
preferably double roasted. I consume different 
vegetables depending on whether I’m cooking 
a Western, Asian or Indian style meal. However 
there is still one vegetable I don’t know what to 
do with, kale.

While wellness influencers spruik its health 
benefits, kale isn’t all it’s cracked up to be. In fact, 
kale isn’t a healthy option for everyone. Telling 
someone to eat it without knowing their medical 
history can do serious damage. 

You may be wondering, what kale has to do with 
being a board director? Bear with me.

We’ll all different. Just like a one-size-fits-all 
approach doesn’t work with vegetables, it 
doesn’t work with networking. And just like 
vegetables are a vital part of a healthy diet, 
networking is essential for personal and business 
growth. The key is finding what works for you.

What is networking? 
Investopedia defines networking as “the 
exchange of information and ideas among 
people with a common profession or special 
interest.”

I define networking as, “the establishment of 
relationships with people who will most likely 
become your friends, influence your decisions 

and/or be an ambassador for what you stand for. 
You will support them as much as they support 
you.”

Networking is a critical life skill and it has no 
barriers or limitations – anyone can do it, 
including introverts. It’s not simply the exchange 
of information, it is an integral part of our growth, 
now and in the future. 

Overcoming your fear of 
networking
Put a bowl of kale in front of me and I can’t help 
thinking about how my Mum used to feed it to 
the cows as a child in Poland where it grew freely 
with other weeds. It just doesn’t appeal to me. You 
might feel the same about networking.

Networking can be extremely daunting for 
someone who is introverted or feels stuck and 
unable to break through a plateau. You might fear 
that you’ll say the wrong thing and be rejected. 
You might  feel uncomfortable having to engage 
in small talk with strangers. Maybe you just have 
no idea what to say or how to follow up.

The biggest obstacle I’ve heard in my 20 years 
in business is, “I don’t like going to networking 
events”.  Guess what? You don’t have to. There are 
30 other network pathways you could try and I 
guarantee you will enjoy at least three of them. 
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Just like you can pick the vegetables you 
prefer to stay healthy, you can pick the kind of 
networking you enjoy to keep your personal and 
business growth on track.

And if you’re still worried about your natural 
introversion, don’t be. Right now is the ideal 
time for introverts to network. COVID-19 has 
shown us the scope and potential of online 
networking. Over the coming years, the way we 
interact will continue to evolve as more and more 
opportunities emerge in the digital space. 

Five (unconventional) ways to 
network online
1. Start volunteering: 

Reach out and offer to assist with online 
programs or webinars. It provides a great 
opportunity for you to build relationships with 
organisations that could benefit from your 
expertise.

2. Get published: 
If you’re an expert on a particular topic, get 
in touch with magazine editors and offer to 
share your insights. It’s a great way to build 
your profile and establish yourself as a thought 
leader. 

3. Reengage your online networks:  
There’s no point having millions of 
‘connections’ if you’re failing to connect with 
them. I have over three million connections 
through LinkedIn groups and I recently started 
to reengage them by asking two simple 
questions:
• How are you?
• How can my network support you and your 

network?
I had a wonderful response which 
strengthened my networks and kept me front 
of mind.

4. Become a trusted voice:
Take the time to share your expertise in online 
groups. I contribute to 10 groups every day 
which has built my reputation as a leader in 
my field. On the flip side, if you need expert 
advice from someone else, reach out via 
online groups to connect with people who can 
facilitate your growth.

5. Pay it forward: 
I recently sent 25 $10 coffee vouchers 
to key members of my network – five to 
existing clients, 10 to hot prospects and 10 
to prospects that had gone cold. I included a 
message that reflected my personality and 
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With his trusty sidekick, Banfi The Duck, 
Gordon has an innate knack for recognising 
and celebrating people’s individuality. His 
book, ‘Network with Purpose: Transform 
your skills in four simple steps’ has become 
the go-to guide for industry leaders who 
want to distinguish themselves from 
competitors and enrich their relationships. 
Gordon is Chair of Lung Transplant 
Research Australia (Lungitude Foundation), 
Committee Member for WIRV (Women 
Insolvency Recovery Victoria) as well 
as Networking Committee Chair WIRV, 
Communications Committee Member 
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unconventional style. This simple initiative had 
an overwhelming positive response.

Why Network with Purpose™ is 
important?
My Network with Purpose framework is built on 
over 10,000 hours of real life experience. It fosters 
the right behaviour and decisions to naturally 
increase the quality of your growth, trust and 
commitment. It is the glue that binds your intrinsic 
motivation with your big picture goals.

In the same way vegetables improve your 
wellbeing, networking with purpose helps 
you live a healthier and happier life. It makes 
you more visible, memorable, intriguing and 
compelling which can result in an astounding 
transformation. And no, you won’t have to attend 
a networking event. Or eat kale. If you’re ready to 
improve your networking skills, I’d love to help. 
Download my free e-book, “30 Ways to Make 
Networking Feel Less Like Work” for meaningful 
ways to grow your network and secure your ideal 
board directorship. 

http://www.iamgordonjenkins.com
https://www.iamgordonjenkins.com/#e-book
https://www.iamgordonjenkins.com/#e-book
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Make the most 
of COVID-19
By Stephen Barnes, Principal at Byronvale Advisors, 
Author “Run Your Business Better” 

For many businesses COVID-19 saw a sudden 
halt to their revenue stream.  This was either 
as they had to suspend trading due to their 
business being shut down, pivot to a new way 
of selling e.g. online, or spending on what may 
be considered as discretionary e.g. consultants 
reduced dramatically.   While devastating and 
sudden, it sometimes takes a shock to revaluate 
what is important, and how we want to move 
forward.  This applies to us both personally and in 
business.  A sudden terminal cancer diagnosis, a 
victim of a burglary, or a relationship breakdown 
etc. – all make us evaluate our circumstances and 
inevitably we make a change.

For many years and a long time pre COVID-19, and 
as a theme in my book ‘Run Your Business Better’,  
I have been espousing the need to business owners 
to work on their business rather than in their 
business.  I have not been alone either.  Michael E. 
Gerber world famous for his E-Myth books and 
business philosophy has been chanting this mantra.  
I have been often quoted saying “you don’t hear of 
many electricians going out of business because 
they are bad electricians, but rather because they 
did not know how to run their business well”.
I hear many excuses as to why businesses fail – 
cashflow, the environment, recessions, currency 
appreciation, main customer’s business failed, 
lack of sales, bank have pulled their support – 

just to name a few common ones. I regard these 
as excuses, and they can be put into two broad 
groups – environmental and business. I do not 
believe any of them are the cause or reason of 
business failure, instead they are symptoms.

When you wake up in the morning and it is 
raining, or the sky is blue, what can you do to 
change that situation? The answer is obviously 
nothing at all. You have absolutely no control 
over whether it is going to rain or the colour of 
the sky. The weather is what it is, and you have to 
just learn to live with that situation.

Likewise, environmental reasons occur in 
business. If there is a global recession, or the 
currency is appreciating, or there is a flood or a 
drought, or indeed there is a global pandemic 
– there is very little you can do about it and you 
need to learn to live within that environment. 

Ships don’t sink because of water around them. 
Ships sink because of water that gets in them.

Don’t let what’s happening around you get inside 
you and weigh you down.

Business reasons for your business not running 
so well can be equally as alarming. It’s surprising 
that anybody would start a business when they 
hear all the doom and gloom stories about 
businesses going bust because of lack of cash 
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flow, or the landlord hiked the rent, or their main 
customer went belly up, or their supplier put up 
their prices. Again, these are business symptoms 
– they are not reasons for failure.

But with COVID-19 we have a perfect storm – 
environmental and business symptoms. So, what 
can, and should, we do right now?  If you accept 
that there are environmental and business 
factors that are symptoms of a failing business, 
then what are the reasons?

Your business is not running so well, or could run 
better, due to one or more of the following:

1. A lack of business skills in the business
2. A lack of attention to applying business skills 

within the business
3. Spending the majority of the time working in 

the business rather than on the business.

So put the excuses aside and focus on these 
three reasons that businesses fail. Michael E. 
Gerber said:

‘The assumption is that they understand the 
business because they understand – and 
maybe are experts at – the technical work of 
the business. They think they know the work; 
they are qualified to run the business.’

What he means is you may be a technical expert or 
genius practitioner, but you also need to know how 
to run a business. The good news is that running a 
business is a skill – and skills can be learned.

So, take the opportunity now and use the shock 
of COVID-19 as the motivation to assess your 
business and yourself.  Do you have all the skills 
you need to run your business well – not the 
technical skills but the business skills?  If not, the 
use the time to upskill. There are plenty of online 
courses, and there are plenty of under-utilised 
experts and coaches that you can use right now.  
I had been working with a marketing company 
pre COVID-19 and continued using them during 
the pandemic as this was an area of my business 
that my skills were weaker.  

If you have the business skills, or have newly 
acquired them, then spent the quiet time 
applying them.
You are the CEO of your own business and need 
to change the focus on applying your skills to run 
your business better.
I worked with a client not so long ago that had 
no understanding of basic accounting principles, 
how to interpret financial information, and 
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the requirement for timely and meaningful 
information. After a few lessons on some basics, 
he was understanding his business much better.  
He then went on to develop a new operational 
plan and was closely monitoring and measuring 
the impacts of those changes.
COVID-19 has also given many businesses time – 
time not working in their business. This time should 
be used to work on your business. 

How can you 
‘Run Your Business Better’? 
Buy the book www.bookdepository.
com/Run-Your-Business-Better-Stephen-
Barnes/9780994545282 
For consultants, coaches, experts, and B2B 
business owners this may be looking at how 
to pivot their business. I know of one very 
successful coaching and practice development 
business that had quarterly immersions sessions, 
and face-to-face coaching that have quickly 
taken their model and put it online. A benefit 
for the participants was a reduction of their 
fees by 50% as they could pass on the lowered 
cost structure. They also introduced a concept 
of Koha - a New Zealand Māori custom where 
you pay what you can. They have been working 
on their business – modelling, planning, and 
developing their business as they have not been 
able to work on their business.

Similarly, for tradies, retailers, and B2C businesses 
they can be planning for when they can start 
operating. What is it that customers want, how 

About the author
Stephen Barnes is business strategist, 
Board and Executive advisor and the 
principal of management consultancy 
Byronvale Advisors that specialise in 
recoveries, rebuilds and restructures. 
He has over 25 years advising clients 
from new business start-ups to publicly 
listed companies and not-for-profit 
organisations, and across a wide array of 
industries. He prides himself on quickly 
understanding the client’s business and 
issues, and synthesising problems to 
develop pragmatic solutions. He is also 
the author of ‘Run Your Business Better’.
To find out how Stephen can help you 
run your business better visit:
www.byronvaleadvisors.com.

Contact Stephen Barnes 
www.linkedin.com/in/byronvaleadvisors/

do they wish to interact with you, how much a 
physical presence will you need, how can you 
diversify or pivot?

One positive thing I want like to see after the 
COVID-19 ‘shock’ is that business owner focus 
more on working on their business, upskilling 
in areas they may have a skill gap, and applying 
business rather than just technical skills to 
managing their business well.

www.bookdepository.com/Run-Your-Business-Better-Stephen-Barnes/9780994545282
www.bookdepository.com/Run-Your-Business-Better-Stephen-Barnes/9780994545282
www.bookdepository.com/Run-Your-Business-Better-Stephen-Barnes/9780994545282
www.linkedin.com/in/byronvaleadvisors/
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How To Get 
Re-Engaged in  
Employment
By Kylie Hammond

Kylie Hammond is the Founder & CEO of 
Director Institute Next Generation Directors, 
the fastest-growing network of director talent. 
Director Institute is the leading board search 
and advisory business in the Asia Pacific 
region. With a proven track record of success 
working closely with her clients, Kylie has 
worked with a wide variety of companies 
to develop and implement Human Capital 
Management and Talent Management 
programs. She has also worked in a variety of 
management positions, with a strong focus 
on building high performance teams.

Losing your job is a stressful situation. We are 
currently living in difficult economic conditions. In 
many instances, very senior executives are for the 
first time faced with job uncertainty, and many 
are having to proactively look for a new job and 
career. Let me share with you some of my insights 
on what you need to do to get re-engaged in 
meaningful employment within 90 days.

Get Good Advice
If you think you are about to lose your job or 
are about to be made redundant, please make 
sure you get proper employment and legal 
advice. I am aware of a number of employers 
who are taking advantage of the current 
economic situation and laying people off without 

following the proper procedures and/or not 
giving their employees the correct pay-outs and 
entitlements. If you need a referral to a good 
employment lawyer, please call me personally for 
several excellent options that I can recommend. 
Wherever possible, try and negotiate to 
have Outplacement Services included in any 
redundancy or retrenchment – these support 
services can be extremely beneficial.

Aim to get re-engaged within 
90 Days
Set yourself the goal of being re-employed within 
90 days. This is a realistic timeframe to secure 
meaningful employment. Make it your number one 
priority to get re-engaged in the workforce. Treat 
finding a new job, like a job! This means getting into 
“job hunting mode”, getting up early every morning, 
dressed as if you are going to work, and spending 
your time focused on finding employment. Finding 
work takes effort, and there are no short-cuts 
available here. With unemployment rising, this 
presents a highly competitive situation, so you have 
to be ahead of the game and be 100% focused on 
your job search.

Engage Professional Help
Don’t try and do it all alone. Get a professional 
resume put together, engage a Career Coach, 
get Interview Coaching – this is not the time to 
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be trying to wing it. You will find that you need 
proper help and assistance if you are going to be 
one of the lucky ones that scores the job. A small 
investment in professional help may have a very 
significant payoff. The reality is that recruitment 
and executive search firms are in a fight for 
survival themselves, so don’t expect them to 
help. You need access to professional assistance 
that you can leverage and give you an edge in a 
highly competitive job market.

Consider a Sea Change
For some, in industries that are undergoing 
a radical shake-up, a complete career change 
or sea change may be the only viable option. 
This type of option needs careful planning and 
thought to make it a successful long term career 
change. For example, if you are a banker looking 
at working in another industry, keep close to your 
core skill set and make sure that your resume is 
tailored to opportunities in the new industry or 
role that you are considering.

Network, Network, Network – Online
Leverage your formal, and informal business 
and personal networks to help identify new 
opportunities. In my experience, people 
underestimate the power of their networks, and 
fail to reach out in times of need to secure new 
employment. There is no embarrassment to 

have lost your job, especially in this climate. Well 
networked individuals are rarely out of work for 
long because their network will help do some of 
the legwork for them and help to identify new 
opportunities.

Register with Quality Firms
There is a tendency to panic after a few weeks 
of trying to find employment when results don’t 
materialise, and many candidates start to ‘scatter 
gun’ their resume into the market. Please avoid 
this temptation as it will not improve your results. 
Register only with quality recruitment and 
executive search firms, and always phone the 
consultant first to make sure that there is a good 
fit with any advertised roles, before sending out 
your important details.

Get Your Home in Order
Finding new employment is hard work, it can 
be stressful and tiring. Eliminate any financial or 
personal worries that you can during this time, 
cancel unnecessary spending, speak with your bank 
if appropriate and register at Centrelink as quickly 
as you can. No-one likes to register for Centrelink 
unemployment benefits but in these difficult times, 
you need to be sensible and realise that finding 
new employment may take longer than expected. 
During your job search, keep fit and healthy, work 
on keeping your stress levels in check.
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Volunteer and Keep Busy
Busy people tend to attract more opportunities 
than the folks who are sitting at home waiting 
for the phone to ring. I encourage my candidates 
to keep busy, network, make appointments, 
attend a training course, catch up with former 
colleagues, prepare for and attend interviews, 
or volunteer your time for a good cause or Not-
For-Profit organisation. Above all, stay active and 
don’t give up!

Get a New Resume
I regard a quality tailored executive resume as 
one of the most important documents that you 
have in your arsenal, and it is a critical marketing 
document which is used to help secure job 
interviews. The quality of your resume will 
directly correlate to the number of interviews 
that you secure, so don’t leave this important 
document to amateurs. Get professional 
assistance and invest in a resume makeover. This 
is particularly important if you need to consider 
an industry change, as it is imperative that you 
are able to translate your experience in another 
industry to the role or opportunity that you are 
applying for.

Stay Positive
There is a job for everyone on this planet! 
Economic cycles come and go, and there is 
always work available for someone willing to roll 
up their shirtsleeves. Australians, by and large, 
are resourceful people, and being resourceful 
means that no matter what comes our way, we 
will figure out a way to get through, even the 
most bleakest of recessions. Having spoken to a 
large number of executive candidates in recent 
months, who in some cases have lost very high 
paying positions, losing your job can be a very 
cathartic experience, and make you take stock of 
what is really important, and what you want to 
do with your life. Stay positive!
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Adapting Business 
to Different Times

It’s a cliché, but we are living in different times, 
at present very different times, but in business 
what do we do to secure our position for when 
we come out the other side of COVID19?

In my career I have lived through several 
downturns, including 2 recessions, the graph 
below shows the recessions of 1983 and 
according to Paul Keating, Prime Minister at the 
time, 1990 the Recession we had to have. I won’t 
say this has made me totally resilient, but it has 
made me conscious of the need to adapt and 
review what is necessary to make sure I am ready 
when business starts to recover.

Having worked in the corporate world for 
28 years, in 2007 I started my own Business, 
a Shopping Centre Leasing Business after I 
had worked for a number of the major Retail 
Landlords including Westfield where I spent 10 
years, AMP and Cole Myer Properties. People 
ask why, but I saw a niche and felt there was 
a real opportunity. Early days of the business 
were great, but I wanted to expand into the 
Management Business to make sure we had 
recurring income. In 2010 my Daughter who had 
also worked for Westfield for several years and 
who was returning from Dubai after working for 
the Emaar Group on the Dubai Mall, joined the 
business to set up the Management Business.

As you all know that was at the time of GFC and 
getting started in this area was tough.

2011 was the year that hit us hard as the January 
Brisbane flood put further pressure on business, 
2011 and 2012 were very tough and nearly broke 
us, thankfully we didn’t have a lot of debt, but 
if there is one piece of advice I can give you is 
that don’t put all your money in superannuation 
too early! Obviously when leaving the corporate 
world I had a reasonable nest egg, my 
Accountant at the time recommended strongly 
I should put that money in Superannuation 
for the tax advantages and when he gave me 
this advice it was when the business was very 
profitable. What it did do was make us stronger 
and we built a multi-million dollar business of 
almost 50 employees and we where bought 
out in 2018 by the largest Real Estate Company 
in the world CBRE and are now contracted into 
their Company. 

The one advantage we have in the current 
situation is that debt is low and cheap, in 1990 
(the Recession we had to have) rates were as high 
as 18% (see graph below) for a simple housing 
loan, which was designed to try and reduce the 
investment in assets, but when the markets 
crashed, the devaluation of assets saw large 
amounts of debt unpaid as it did in the GFC.

By Graeme Wakefield, Head of Retail Advisory,
Transaction Services, Property Management 
Pacific at CBRE
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So, what have I learnt, what in business do I 
think you should be doing today to secure your 
position for the future and what did I learn 
from my experience in the GFC? Here are 7 
suggestions that hopefully will make you think  
and relook at what you are doing:

To maintain business, you will be looking at cost 
cutting. Once the business is back to at least 80% 
continue to review costs regularly, the truth is 
you should have been doing that before, but a lot 
of business owners don’t.

1. Although cost cutting is necessary look at 
ways now to expand and grow your business, 
there are many people that need help now 
and in the future, look “outside the box” and 
encourage your staff to look at different ways 
of making revenue, we have found numerous 
ways in our current situation and I would be 
happy to share those with you.

2. Set your business up for sale, even if you don’t 
want to sell it. It will make you run the business 
so much more efficiently.

3. Make sure the structure is right

4. Market yourself now, don’t wait, I know money 
maybe tight but there are many ways you can 
do things cost effectively. 

5. Network, Network, Network! What can I say 
relationships are key, there is no way I could have 
built a business from nothing to a multi-million 
dollar turnover without relationships, this is key.

6. Lastly and most importantly, over service your 
existing clients, I see it all the time, particularly 
in big business. Companies win work and stand 
back and pat themselves on the back and then 
forget to service the client and then wonder 
why they then lose the business. Do this, it will 
bring in more work!

In summary in the ever-changing world you 
need to be adaptable, think on your feet and be 
seen in the market. Business is not built behind 
a keyboard, even in todays times, so get out 
and be seen and focus on the detail inside the 
business and I am sure you will be successful.

If you would like to know more feel free to call me 
at any time, happy to set up an appointment.

Australian Real GDP Growth

Annual % Change

Quarterly % Change

Recessions are Circled
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A question 
Of trust
By Sanjay Gund, Chairman 
& Non-Executive Director

If I ask you, “What do you need to survive? – 
water or air?” What is your answer? 

The answer is air! Well, you can live without water 
for some time, even a day. But how can anyone 
survive without air for more than a few minutes.

Using this analogy, if I ask, “What do you need 
in an individual or organisation that makes you 
believe in them?” – confidence or trust? It may not 
be a simple answer. Let me ask you in a different 
way, “Will you trust someone first before having 
confidence in that person? Or have confidence 
first that will allow you to trust someone? 

Whilst some may use trust and confidence 
interchangeably, but you need enduring trust 
to generate confidence. In other words, trust is 
crucial, confidence follows.   

Trust, like air, is a precious commodity without 
which we can’t function as a person, as a society, 
as a company and as a country. 

Trust means different things to different people 
– some associate it with credibility, others with 
competence, some think it as faith of good 
intentions. Analysts of trust see it from various 
angles and do not have consensus.  However, 
one thing is clear, there are more than one 
component of trust. These include objectivity, 
fairness, consistency, sincerity, and empathy. 

But what has been happening … 
2001 - the dawn of the twenty-first century saw 
largest corporate collapses in the US (Enron) and 
even at home (HIH). What happened? Seems 
they lost objectivity and fairness.

Regulators and government around the world 
panicked and put stricter regulations and laws in 
place to build trust. 

We had barely overcome these and started to 
‘trust’ the system when another shock hit us - 
global financial crisis. In this instance, they lost 
trust components of sincerity, objectivity and 
fairness. Liquidity crunch was felt across the 
globe and many more people suffered as a result. 
Again, no one knew what to do, so we put more 
regulations in place hoping we will be fine this 
time and can regain trust.

It looked all good until the Royal Commission 
on the Financial Services sector. And the 
findings were scary – AMP charging dead 
people for services, thinking no one will find 
out. CBA’s 54 thousand plus transactions that 
breached AUSTRAC requirements. Westpac 
got involved in money laundering and funding 
child pornography in the Philippines.  Again, 
there was lack of empathy, sincerity, objectivity 
and fairness. Are the trust building components 
increasingly missing as time goes by?



What’s next?
With ever increasing connectivity, use of internet 
is seen as ‘human right to internet access’. 

There is an ideological battle going on between 
countries. Some believe that Internet should 
be open (US) and others want it closed (Great 
Firewall of China). China is not alone. Twenty-
two countries like India, Singapore, Russia, Saudi 
Arabia, Venezuela, Brazil have put controls on 
way business is conducted. Why? Simply because 
Internet is the primary mechanism by which 
more global economic activity will be conducted 
in the years to come. Wealth and power 
distribution will follow this. Furthermore, with the 
increasing use of the web comes people sharing 
their data with organisations. Sounds good, but 
the question is “Who owns the data?” This is and 
will become the most important question. 

Also, with the rising sentiment 
of nationalism and cyber-
protectionism amongst some 
countries where does trust fit in? 
Connectivity is now expanding from people 
to devices - Internet of Things. Of course, 
technology is not stopping there, Quantum 
computing, AI, blockchain and Machine 
Learnings is seen as the big future with more and 
more data collated, analysed and used. 

Today, change is happening so quickly and then 
spreading rapidly that we don’t have any time to 
think. We literally act before we think. We gladly 
provide our details to Google or others to get a 
gift or win a prize! How much do we place trust 
on these sites before we are ready to share our 
data with them? 

Are these new technologies designed to enhance 
our trust? Or help intrusive governments and 
companies to understand about us so that they 
can manipulate us with targeted messaging.

Trust is not only eroding at individual-level and at 
corporate-levels, but recent developments are 
pointing at mistrust at country-level. 

Think COVID-19. This has hit us unexpectedly and 
put most parts of the world under lockdown. 

US President Donald Trump wants an inquiry on the 
origins of the coronavirus. Australia, Germany and 
France have joined in – a distrust between cohort 
of countries is starting to openly surface. Not to 
mention the trade-war between US and China.

Thanks to technology, it has been here to 
support us during this coronavirus horror show, 
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helping us to be (partially) sane under forced 
lockdown. But with technology comes cyber risk. 
The frequency has increased due to many using 
technology to communicate and work during 
coronavirus lockdown. 
Coming back to the question of trust, how can 
governments interact with their citizens and with 
other governments to rebuild and grow trust? 
How can companies act to regain lost trust?   

As Board directors, we need to take control and 
start at the Board-level. Setting the tone at the 
top on trust.

Asking ourselves:
• How should I behave that will generate trust 

and set an example for others to follow?

• Will instant information flows with more use 
of technology makes me reactive in decision-
making? Will I not be strategic enough to steer 
the organisation?

• What steps should I take to bring trust back on 
the board and executive agendas?

• How do I measure trust?   

Trust is like currency – less of it will make the 
world anaemic and more of it will bring new 
colour and strength to the globe.   

Will the post-COVID-19 world be Protectionist or 
Internationalist?.

https://www.linkedin.com/in/sanjay-gund-02495513/
https://www.linkedin.com/in/sanjay-gund-02495513/
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With COVID-19 affecting so many businesses 
in dire ways, survival has been at the forefront 
of business owners minds. During this time of 
uncertainty, we still need to look to the future 
and start planning what they may look like. For 
a lot of business, a plan for turning it from either 
a dormant, non active business or struggling 
to survive business is necessary it into a profit 
making machine to fund not only their future but 
their employees future. Bringing certainty back 
into their lives and knowing that they’ll survive 
the next downturn more easily.

So what can a business do to start 
turning it around? Here are some 
tips to start planning:
1. Work out exactly what the situation is right 
now and plan where you want to go
This is potentially a really tough step to take but a 
really important one. Be honest with yourself no 
matter how bad it seems. You need to go into this 
with your eyes wide open and this is where it starts.

2. Plan where you want to go
Once you have the lay of the land, decide on 
some realistic goals. This may include 3, 6 and 12 
months goals as well as 3-5 and 10 year goals. This 
is where you need to revise what you originally 
wanted and change them to reflect what has 

happened. There is room to dream big but make 
sure the timelines are pushed out so they’re 
achieveable. You can have massive goals that you 
work towards but be realistic. Don’t make them 
too easy to achieve or too outrageous that they’re 
impossible to achieve. If it’s too hard at this point 
to think too far in advance, make sure you have at 
least the next 12 months written down.

3. Meet with your key personnel
These are your executives and the ones that are 
going to help you drive the turn around. Have a 
round table discussion about where the business 
is currently, what your goals are for the future 
and discuss the strategies you have thought 
of. This is a meeting where all in attendance 
must have an immediate plan of action they 
have come up with. This is not negotiable. Then 
discuss all options at length and decide on one 
succinct plan that all agree on.

4. Meet with your employees
They’re going to know that times are tough, but 
they need to know what’s really going on. Be as 
upfront as you feel comfortable with sharing but 
make sure you inform them of the plans you have 
to turn the business around and ask for their 
opinions. It will help them take ownership of the 
plan if they feel heard and they may have other 
ideas that you could incorporate into your plan.

Recovering from 
downturn 
What can a business do to 
start turning it around?
By Natasha Mackenzie CPA, Founder of MCM 
Business Solutions
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5. Meet with your customers
Why? You may ask. Rumours are worse than 
the truth and can destroy a business almost 
overnight. Get on top of the rumours, tell them 
what’s happening and the plans you have in 
place to ensure continuity of the business. You 
need to make sure your customers trust you so 
they continue to purchase from you and you’ll 
uphold any guarantees or warranties that may be 
applicable. 

6. Meet with your suppliers
Rumours grow fast and can get out of control. 
If they’re not told what’s going on, they will get 
nervous and stop supply. You need to get on 
top of this quickly. Your suppliers need to know 
that they are going to get paid so they continue 
to supply the goods so you can keep trading. 
Prepare a statement outlining the problems 
you are facing and the actions you are taking to 
resolve those problems. They’ll appreciate the 
honesty you are showing building that trust you 
need at this time.

7. Contact the ATO
You are almost guaranteed to have a tax debt 
at this stage. At any time, the ATO could call on 
that debt and close the business down. You’ll 
have a much better chance of this not happening 
if you contact them and tell them what is going on. 
Organise a payment plan and keep in contact 
with them to update them on developments. 

You’ll be on much better terms with them if you 
are seen to be trying to meet your obligations.

8. Contact your bank
If you have any loans, lines of credit, credit cards 
that are maxed out, call your bank. Request an 
in person meeting, sometimes this may not be 
possible, so request a virtual meeting. Outline 
your situation and the provide the plan moving 
forward and how you see them fitting into your 
plan. Appear confident and reassuring and get 
agreeance that they work with you to get you 
out of your current situation.

9. Put your plan into action. 
This may include reviewing staff roles and 
consolidating staff numbers, reviewing operations 
to find efficiencies, review what you offer and 
consolidating your offer, and so much more.

Natasha is about to launch a business turnaround 
program specifically for businesses affected by 
COVID-19. 
To express interest and receive early bird access, 
email natasha@mcmbusinesssolutions.com.au 
If you would like one on one consulting to get 
you through your business turnaround project, 
contact Natasha on (03) 9729 0316 and via 
LinkedIn:
https://www.linkedin.com/in/natashamackenzie/

https://www.linkedin.com/in/natashamackenzie/
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If the Value of Cultural Diversity 
outweighs Gender Diversity, 
why does it remain so elusive
in senior teams?

As we reflect on recent national and international 
events, and the subsequent call to action to 
enable all members of our society to have 
fair access and make equal contributions, 
consciously tapping into our Cultural Diversity 
offers the opportunity to achieve a significant 
“Diversity Dividend” for business, whilst 
increasing social cohesion and contribution. 

Whilst there has been significant focus and 
attention on the value of women in leadership 
increasing business performance, there has been 
much less discussion and focus on the value of 
Cultural Diversity. (R. Alembakis quoting L. Annese)

This would appear to be a missed opportunity 
for business (and of course individuals), as 
Diagrams 1 & 2 demonstrate Cultural Diversity 
in leadership has a higher degree of impact, and 
rate of return than some other types of diversity.  

Diagram 1. Likelihood of Top Quartile Performance by 
Diversity Type

Diagram 2. Impact of Diversity Type on Top Quartile 
Innovation Revenues

McKinsey has consistently found Ethnic (Cultural) 
diversity in leadership offers between 10% – 12% 
higher likelihood of financial outperformance, 
than Gender Diversity, with BCG confirming 
National Origin (Culture) has a higher statistical 
significance in achieving innovation revenues 
than Gender Diversity.

Whilst Lorenzo & Reeves, using the same data set, 
highlighted the cumulative effect of multiple types 
of diversity, the discussion is less about valuing one 
type of diversity over another, and more about 
highlighting the missed opportunity our diverse 
multicultural society and workforce offers, to 
achieve what is known as the “Diversity Dividend”.

By Deborah Travers-Wolf, Leadership & Culture Coach and Virtual Facilitator

https://www.mckinsey.com/featured-insights/diversity-and-inclusion/diversity-wins-how-inclusion-matters
https://www.bcg.com/en-au/publications/2017/people-organization-leadership-talent-innovation-through-diversity-mix-that-matters.aspx
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Given the substantial dividends 
on offer, why have we failed to 
capitalise on the opportunity 
Cultural Diversity offers?
The “Diversity Discomfort Zone”, accounts for 
much of the explanation. 

The Cultural Interactions Continuum below, 
(diagram 3) shows Diversity Discomfort occurs 
when there are significant differences between 
individuals’ approaches in decision making and 
interpersonal interactions.

As anyone who has travelled internationally 
knows, the more you need to “flex” your natural 
style, the more pronounced the discomfort 
becomes.

Diversity Discomfort isn’t just limited to different 
countries and cultures, it can be experienced 
whenever there is any material discomfort from 
difference.

Those from different professions and 
generations also experience discomfort from 
difference, on occasion.

Whilst it’s human nature to shy away from 
difference and discomfort, the Continuum also 
demonstrates the very reason diverse teams 
consistently solve complex problems more 
effectively than homogenous teams. (S_Page).

By reviewing the range of approaches mapped on 
the Continuum, you can see diverse teams have 
an inherently wider range of operating styles and 
interpersonal approaches. 

They are also less prone to becoming “stuck in 
thinking ruts” (patterns) to the same extent like-
minded, homogenous teams do.

Diverse teams have an inherent “Diversity 
Advantage” which enables them to explore a 
wider range of potential solutions and outcomes.

Diverse teams which overcome discomfort 
and leverage their inherent advantage, 
consistently out-perform their peers and 
realise a “Diversity Dividend”.

CULURALLY
DIVERSE

Diagram 3. Cultural Interactions Continuum (E. Meyer)

“Diversity Discomfort”

Does the Presence of Diversity 
Guarantee the Diversity Dividend?
The clear answer is No. McKinsey and BCG 
identified 2 common factors which are present in 
top performing organisations. These encompass 
systemic organisation factors; such as diversity 
being a conscious business strategy, supported 
by systems and processes, as well as specific 
types of interpersonal interactions; lead by 
leaders and practiced by teams.
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Drawing on Academic and Industry Research 
(Page; Edmondson; Google & Pentland), below are 
5 proven practices leaders and teams can utilise 
to realise the inherent Diversity Advantage in any 
team, not just diverse teams.
1. Leaders who consciously and consistently “set 

the stage”, giving teams explicit permission to 
embrace their Diversity Discomfort will be more 
likely to leverage their inherent natural advantage.

2. Teams which enable roughly equal (formal and 
informal) interpersonal interactions between 
team members, will expose everyone’s unique 
perspectives and knowledge, creating a wider 
field of view.

3. Teams willing and trained to ask authentic 
and humble questions in the spirit of goodwill, 
will uncover previously unknown and unseen 
information, enabling creative new solutions and 
outcomes.

4. Teams willing to explore, fail and learn from 
each other, and be vulnerable for not knowing 
the ‘correct answer’, will develop an organic 
approach to renewal and reinvention, creating 
a conduit to new and improved processes and 
products.

5. Lastly, leaders who create an environment 
in which it is safe to speak up and challenge 
traditional thinking, is one where innovation can 
surface and thrive.

Leaders and teams which overcome 
their natural “Diversity Discomfort” 
and effectively leverage their inherent 
advantage, will deliver “Diversity Dividends” 
in the form of top quartile innovation and 
business performance.

About The Author:
Deb has worked extensively with the 
APJ & Greater China, Europe, LATAM 
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https://www.linkedin.com/in/debtraverswolf/
https://www.linkedin.com/in/debtraverswolf/
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Are you a Next
Generation 
Director?

We know what it takes to begin and build a 
successful board career.

Director Institute provides current and aspiring 
board directors with resources, peer to peer 
education and access to exclusive business 
networks needed to begin or expand a board 
portfolio; as well as access to exclusive board 
opportunities available no-where else in the market.

Our comprehensive resource centre provides 
directors with essential board-related 
information that includes exclusive recruitment 
and governance advice and guidance on how to 
improve both director and board performance.

We understand  that  there  is  a  need  for a new, 
diverse range of directors in the boardroom, 
and we work closely with both the business 
community and our network of high caliber 
candidates to connect the two.

What sets us  apart  from  our  competitors is the 
personal assistance we offer our members via  
our  advisory and mentoring services. We have 
placed over 5,000 directors into boardrooms 
across the Asia Pacific region and in the last 
few years have mentored over 2,500 senior 
executives, CEO’s, Entrepreneurs and Chairs.

 

Why join Director Institute? We make connections.

Benefits of Membership

Networking and Events

Attend our exclusive business 
networking events and 

connect with other Board 
Directors, Advisors, 

Entrepreneurs and Investors 
who are well placed to assist 
your board director career.

Exclusive Board Opportunities

Access hundreds of exclusive 
Chair, Non-Executive Director 

and Advisory Board roles 
across all industries and 

sectors. Access the hidden 
Board Director job market.

 Mentoring & Advisory Services

We offer world-class mentoring 
and advisory services for senior 

leaders who are starting their 
board career, expanding their 
board portfolio, or looking to 

work with a seasoned 
CEO advisor.
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Unlimited Interview Preparation & 
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Assistance with Due Diligence 

& Contract Negotiation

Board Search Strategy Mentoring 
Session with Director Institute 

Consultant

Access to Exclusive Roundtable,
Board & CEO Forums

Exclusive Education Offers from our 
Corporate Business Partners
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All Masterclasses and Boardroom 
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services, support and one-on-one mentoring you’d like to receive.
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