
the trusted advisor

the trusted advisor is a concept that has grown increasingly important in today’s complex business

landscape. As organizations and individuals seek expert guidance, the role of a trusted advisor stands

out as pivotal for long-term success. This article explores the essence of what makes someone a

trusted advisor, the critical skills required, and the impact these advisors have across industries.

Readers will discover the core characteristics, the path to becoming a trusted advisor, and how these

professionals build enduring relationships based on credibility and trust. Whether you are a consultant,

coach, or business leader, understanding the principles behind the trusted advisor can transform your

approach to client relationships, foster loyalty, and drive sustainable results. Dive in to learn how the

trusted advisor model is reshaping the way professionals deliver value and why it matters more than

ever in a rapidly changing world.
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Understanding the Trusted Advisor Role

The trusted advisor goes beyond conventional consulting or transactional relationships. In essence, a

trusted advisor is a professional who provides expert guidance, strategic insights, and unwavering

support to clients or stakeholders. Unlike typical advisors who may focus solely on their area of

expertise, the trusted advisor is invested in the client’s long-term success, often becoming an integral

part of their decision-making process. This role requires a blend of technical knowledge, interpersonal

skills, and genuine rapport-building, making trusted advisors highly sought-after in fields such as

finance, legal, consulting, and executive coaching. The trusted advisor is not just a problem solver but

a strategic partner who anticipates needs, offers honest counsel, and consistently acts in the best

interests of those they serve.

Key Characteristics of a Trusted Advisor

What sets the trusted advisor apart from other professionals is a unique combination of personal and

professional attributes. These characteristics enable them to foster deep, meaningful connections with

clients and maintain a reputation for reliability and integrity.

Credibility and Expertise

Trusted advisors possess a high level of expertise in their domain, backed by experience, education,

and a track record of successful outcomes. Their credibility is built on a foundation of knowledge, but it

is also demonstrated by their ability to communicate complex ideas in an accessible manner.



Reliability

Clients depend on trusted advisors to deliver on promises and provide consistent support. Reliability

means being available when needed, meeting deadlines, and following through on commitments,

which are essential for building long-term trust.

Empathy and Emotional Intelligence

The trusted advisor understands the client’s perspectives, concerns, and aspirations. Empathy and

strong emotional intelligence allow advisors to connect on a deeper level, fostering openness and

honest dialogue.

Integrity and Objectivity

Acting with integrity is non-negotiable for trusted advisors. They offer unbiased advice, prioritize the

client’s interests, and avoid conflicts of interest. Objectivity ensures that recommendations are based

on facts and the client’s best interests rather than personal gain.

Credibility and expertise

Reliability

Empathy and emotional intelligence

Integrity and objectivity



Building Trust and Credibility

Trust and credibility are the cornerstones of the trusted advisor relationship. Without them, clients are

unlikely to accept guidance, no matter how expert or well-intentioned. Building this trust is a deliberate

process that involves both tangible actions and subtle interpersonal skills.

Active Listening

Trusted advisors excel at listening. They pay close attention to what clients say—and just as

importantly, what they don't say. By demonstrating attentive listening, advisors show respect and

validate the client’s concerns.

Consistent Communication

Regular, transparent communication is essential. Trusted advisors keep clients informed, set clear

expectations, and offer timely updates, which helps eliminate uncertainty and reinforce trust.

Delivering Value Over Time

Trust is not established overnight. The trusted advisor consistently delivers value, whether through

innovative solutions, insightful analysis, or simply being a reliable sounding board. This ongoing

contribution cements their reputation as a valued partner.



Essential Skills for Trusted Advisors

To become a trusted advisor, professionals must cultivate a diverse set of skills that go beyond

technical know-how. These skills enable them to navigate complex situations, build rapport, and offer

actionable insights that drive results.

Strategic Thinking

Trusted advisors look beyond immediate problems to understand the bigger picture. Strategic thinking

allows them to anticipate challenges, identify opportunities, and guide clients toward sustainable

solutions.

Problem-Solving Abilities

Clients turn to trusted advisors for help with their most pressing issues. The ability to analyze

situations, evaluate options, and design effective solutions is a critical skill in this role.

Strong Communication

Clear, persuasive communication is vital. Trusted advisors must articulate complex ideas in ways that

are easily understood, facilitate productive discussions, and ensure alignment on goals and strategies.

Relationship Management

Maintaining and strengthening client relationships requires proactive engagement, follow-up, and



ongoing support. Trusted advisors invest in the professional and personal success of their clients.

Strategic thinking and foresight1.

Advanced problem-solving skills2.

Exceptional communication abilities3.

Effective relationship management4.

Challenges Faced by Trusted Advisors

While the role of trusted advisor is rewarding, it is not without challenges. Navigating these obstacles

is essential for maintaining the trust and confidence of clients.

Maintaining Objectivity

As relationships deepen, it can become challenging to remain completely objective. Trusted advisors

must be vigilant about maintaining professional boundaries and offering unbiased advice, even when it

may not align with the client’s immediate desires.

Handling Difficult Conversations

Delivering tough feedback or confronting sensitive issues is often necessary. Trusted advisors are



adept at having difficult conversations with tact and empathy, ensuring that honesty does not

compromise the relationship.

Managing Expectations

Clients may have unrealistic expectations regarding outcomes or timelines. Trusted advisors are

responsible for setting realistic expectations, clarifying deliverables, and communicating the limitations

of their advice or services.

Becoming a Trusted Advisor: Steps and Best Practices

The journey to becoming a trusted advisor requires intentional effort, ongoing learning, and a

commitment to personal and professional growth. Adopting proven best practices can accelerate the

transition from transactional service provider to indispensable partner.

Invest in Continuous Learning

Trusted advisors stay ahead of industry trends, deepen their expertise, and pursue professional

development. Continuous learning ensures they offer relevant, up-to-date advice.

Prioritize Relationship-Building

Developing trust takes time. Successful advisors focus on building genuine relationships, taking an

interest in the client’s long-term goals, and demonstrating reliability in every interaction.



Practice Transparent Communication

Openness and honesty are vital. Trusted advisors communicate clearly, share both good and bad

news promptly, and avoid withholding information that could impact the client’s decisions.

Solicit and Act on Feedback

Seeking feedback demonstrates humility and a commitment to improvement. Trusted advisors regularly

ask for input and use it to refine their approach, enhancing the value they deliver.

Impact of Trusted Advisors in Business and Beyond

Trusted advisors have a profound impact across industries and roles. Their influence extends beyond

individual clients, shaping organizational cultures and driving strategic success.

Driving Organizational Change

Organizations rely on trusted advisors during periods of transformation, such as mergers, restructuring,

or digital adoption. Their counsel helps navigate uncertainty, manage risks, and align stakeholders

around shared objectives.

Enhancing Client Retention and Loyalty

Clients who view their advisors as trustworthy partners are more likely to remain loyal and refer others.

The trusted advisor’s impact is reflected in higher retention rates and long-term business growth.



Fostering Ethical Decision-Making

Trusted advisors serve as ethical compasses, guiding clients to make principled decisions even under

pressure. Their integrity supports a culture of accountability and trust at every level.

Conclusion

The trusted advisor is a critical asset in today’s business world, offering more than just expertise—they

provide partnership, perspective, and unwavering support. By embodying credibility, empathy, and

integrity, trusted advisors foster relationships that drive meaningful results. As organizations and

individuals continue to seek guidance in an increasingly complex environment, the role of the trusted

advisor will remain central to success across industries and professions.

Q: What is the definition of a trusted advisor?

A: A trusted advisor is a professional who offers expert guidance, strategic counsel, and support while

building deep, long-term relationships based on trust, credibility, and integrity.

Q: What skills are essential for becoming a trusted advisor?

A: Essential skills include credibility, strategic thinking, effective communication, problem-solving,

empathy, emotional intelligence, and relationship management.

Q: How does a trusted advisor build trust with clients?

A: Trust is built through active listening, consistent communication, delivering value over time, and



demonstrating reliability, integrity, and objectivity.

Q: Why is the role of a trusted advisor important in business?

A: Trusted advisors drive organizational success by providing reliable guidance, supporting strategic

decisions, fostering client loyalty, and promoting ethical decision-making.

Q: What challenges do trusted advisors commonly face?

A: Common challenges include maintaining objectivity, handling difficult conversations, managing client

expectations, and balancing professional boundaries with close relationships.

Q: Can anyone become a trusted advisor?

A: While anyone can aspire to become a trusted advisor, it requires dedicated effort, ongoing learning,

relationship-building skills, and a strong commitment to ethical practice.

Q: How can professionals transition from a transactional role to a

trusted advisor role?

A: Professionals can transition by investing in continuous learning, prioritizing relationship-building,

practicing transparent communication, and consistently delivering value.

Q: What industries benefit most from trusted advisors?

A: Industries such as finance, consulting, legal, healthcare, and executive coaching benefit greatly from

the expertise and partnership of trusted advisors.



Q: What is the long-term impact of having a trusted advisor?

A: The long-term impact includes improved decision-making, stronger client loyalty, higher retention

rates, and sustainable business growth.

Q: How does a trusted advisor differ from a typical consultant?

A: Unlike typical consultants who may focus on short-term tasks, trusted advisors develop deep

relationships, understand long-term goals, and provide holistic, unbiased advice.

The Trusted Advisor
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Introduction:

In today's competitive landscape, simply providing a good product or service isn't enough. Clients
crave connection, understanding, and genuine expertise. This is where the concept of "the trusted
advisor" comes into play. This post will delve into the core principles of becoming a trusted advisor,
examining the strategies and qualities needed to foster deep, lasting client relationships that lead to
sustained success for both you and your clients. We'll explore how to build trust, provide exceptional
value, and ultimately, become the go-to resource your clients rely on.

H2: Understanding the Power of the Trusted Advisor Role

The trusted advisor isn't just a salesperson; they're a strategic partner. They go beyond transactional
interactions to build genuine rapport and understand their clients' needs on a deeper level. This
understanding allows them to offer tailored solutions that address the client's underlying challenges,
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not just the surface-level symptoms. This proactive approach fosters loyalty and creates a mutually
beneficial relationship built on trust and respect.

H2: Key Qualities of a Trusted Advisor

Becoming a trusted advisor requires cultivating specific qualities. These aren't overnight
achievements but rather the result of consistent effort and self-improvement.

#### H3: Expertise and Competence:

This is the foundation. Clients need to know you possess the necessary skills and knowledge to
effectively address their needs. This involves continuous learning, staying updated on industry
trends, and actively seeking opportunities to enhance your expertise.

#### H3: Empathy and Active Listening:

Understanding your clients' perspectives is crucial. Active listening goes beyond hearing their
words; it involves truly understanding their emotions, concerns, and motivations. Show genuine
empathy and make them feel heard.

#### H3: Integrity and Transparency:

Trust is built on honesty and transparency. Always be upfront about your limitations, potential
challenges, and the expected outcomes. Avoid making unrealistic promises and maintain ethical
conduct in all your interactions.

#### H3: Proactive Problem Solving:

Don't wait for your clients to identify problems. Proactively anticipate their needs and offer solutions
before they even realize they need them. This demonstrates foresight and commitment to their
success.

#### H3: Strong Communication Skills:

Clear, concise, and effective communication is vital. Be able to explain complex information in a way
that your clients can easily understand. Tailor your communication style to each individual client,
adapting your approach based on their preferences.

H2: Building Trust: Strategies for Success

Building trust is an ongoing process, not a one-time event. Here are some effective strategies:

#### H3: Deliver Consistent Value:



Always exceed expectations. Go the extra mile to deliver exceptional service and demonstrate your
commitment to your clients' success.

#### H3: Maintain Open Communication:

Regularly check in with your clients, providing updates and seeking feedback. Be responsive to their
inquiries and address their concerns promptly and effectively.

#### H3: Demonstrate Accountability:

Take ownership of your actions and results. If something goes wrong, acknowledge it, take
responsibility, and implement corrective measures.

#### H3: Seek Feedback and Adapt:

Regularly solicit feedback from your clients to identify areas for improvement. Be open to criticism
and use it as an opportunity to refine your approach.

#### H3: Network and Build Relationships:

Expand your network and build relationships with other professionals who can complement your
services and provide additional value to your clients.

H2: Measuring Success as a Trusted Advisor

The success of a trusted advisor isn't solely measured by financial gains. It's about building long-
term relationships, fostering loyalty, and achieving mutually beneficial outcomes. Key indicators
include:

Client retention rates: High retention indicates strong client satisfaction and trust.
Client referrals: Referrals are a powerful testament to your expertise and the value you provide.
Positive client testimonials: Testimonials demonstrate the positive impact you've had on your clients'
businesses.
Long-term partnerships: Sustained, collaborative relationships are a sign of a successful trusted
advisor role.

Conclusion:

Becoming a trusted advisor requires dedication, continuous learning, and a genuine commitment to
your clients' success. By cultivating the key qualities discussed above and implementing effective
strategies, you can build strong, lasting relationships that benefit both you and your clients.
Remember that trust is earned, not given, and requires consistent effort and unwavering
commitment to excellence.



FAQs:

1. What if I make a mistake? Mistakes happen. The key is to acknowledge them, take responsibility,
and implement corrective actions to prevent similar issues in the future. Transparency and a
commitment to rectifying the situation builds trust.

2. How do I handle difficult clients? Empathy and active listening are crucial. Try to understand their
perspective, address their concerns, and find common ground. Setting clear boundaries and
expectations is also important.

3. How can I measure my progress as a trusted advisor? Track client retention, referrals,
testimonials, and the length of your client relationships. These metrics provide valuable insights into
your success.

4. What's the difference between a trusted advisor and a consultant? While there's overlap, a trusted
advisor often builds a longer-term relationship and proactively anticipates client needs, whereas a
consultant might focus on specific projects with a defined scope.

5. How can I continually improve my skills as a trusted advisor? Continuous learning is key. Read
industry publications, attend workshops, seek mentorship, and actively look for opportunities to
expand your knowledge and skills.

  the trusted advisor: The Trusted Advisor David H. Maister, Robert Galford, Charles Green,
2012-12-11 Beside talent and a sterling portfolio, what can world-class consultants like Deloitte &
Touche, Societe General and Towers Perrin boast has helped them achieve success in our
entrepreneurial economy? They all have the inside track on the indispensable Trusted Advisor model
for client relationships, created by renowned experts Charles Green and Robert Galford. Now Green
and Galford have teamed up with the acclaimed David Maister in order to help their latest
high-profile, fast-forward client: you. In this straightforward guide, Maister, Green and Galford show
readers that the key to professional success goes well beyond technical mastery or expertise. Today,
it's all about the vital ability to earn the client's trust and thereby win the ability to influence them.
In these high risk times, trust is more valuable than gold. With this critical, highly detailed and
accessible resource, readers will learn the five crucial steps for developing, managing and improving
client confidence. For both emerging and established entrepreneurs and consultants, THE TRUSTED
ADVISOR is the first truly indispensable business book of the decade.
  the trusted advisor: The Trusted Advisor David H. Maister, Charles H. Green, Robert M.
Galford, 2001-10-09 Publisher Fact Sheet David Maister & two elite consultants deliver a dynamic
must-read on how to earn & maintain clients' trust & negotiate successful business relationships in
today's economy.
  the trusted advisor: The Trusted Advisor Fieldbook Charles H. Green, Andrea P. Howe,
2011-11-15 A practical guide to being a trusted advisor for leaders in any industry In this hands-on
successor to the popular book The Trusted Advisor, you'll find answers to pervasive questions about
trust and leadership—such as how to develop business with trust, nurture trust-based relationships,
build and run a trustworthy organization, and develop your trust skill set. This pragmatic workbook
delivers everyday tools, exercises, resources, and actionable to-do lists for the wide range of
situations a trusted advisor inevitably encounters. The authors speak in concrete terms about how to
dramatically improve your results in sales, relationship management, and organizational
performance. Your success as a leader will always be based on the degree to which you are trusted
by your stakeholders. Each chapter offers specific ways to train your thinking and your habits in
order to earn the trust that is necessary to be influential, successful, and known as someone who



makes a difference. Self-administered worksheets and coaching questions provide immediate
insights into your current business challenges Real-life examples demonstrate proven ways to walk
the talk Action plans bridge the gap between insights and outcomes Put the knowledge and
practices in this fieldbook to work, and you'll be someone who earns trust quickly, consistently, and
sustainably—in business and in life.
  the trusted advisor: The Trusted Advisor: 20th Anniversary Edition Charles H. Green, Robert
M. Galford, David H. Maister, 2001-10-09 Bestselling author David Maister teams up with Charles H.
Green and Robert M. Galford to bring us the essential tool for all consultants, negotiators, and
advisors. In today's fast-paced networked economy, professionals must work harder than ever to
maintain and improve their business skills and knowledge. But technical mastery of one's discipline
is not enough, assert world-renowned professional advisors David H. Maister, Charles H. Green, and
Robert M. Galford. The key to professional success, they argue, is the ability to earn the trust and
confidence of clients. To demonstrate the paramount importance of trust, the authors use anecdotes,
experiences, and examples -- successes and mistakes, their own and others' -- to great effect. The
result is an immensely readable book that will be welcomed by the inexperienced advisor and the
most seasoned expert alike.
  the trusted advisor: The Modern Trusted Advisor Nancy MacKay, Alan Weiss, 2021-10-15
The best and the brightest use advisors and experts. In fact, one could say that they are the best and
the brightest because they utilized trusted advisors throughout their careers. Whether in business,
sports, entertainment, academia, or politics–expert help is a fundamental enabler of success. That
means that the demand for expert advice will grow and the competition will increase for such help.
This isn’t a matter of “certificates” and “universities,” it’s a matter of specific skill and behavioral
sets that create a trusting bond and reliance. Trusted advisors are beyond coaches—they are
comprehensive resources and supporters. The Modern Trusted Advisor employs important mastery
traits, such as subordinating ego, applying shared experiences, and managing emotional, mental,
and intellectual health. We are entering a world of “no normal” today and leaders must inspire
others daily. This is the book that prepares you to inspire those leaders.
  the trusted advisor: The Trusted Advisor Sales Engineer John Care, 2020-06-14 Sales and
Sales Engineering leaders across the world have used the Trusted Advisor label hundreds of times
over the past twenty years. Yet it really doesn't mean that much without a lot of explanation. You
may be thinking about some of these questions right now. Becoming a Trusted Advisor is not as
simple as it sounds, which is why so many organizations either never try, or make a half-hearted
effort. Trusted Advisor - two words, five syllables and fifteen letters hide a massive complexity. For
the first time ever, there is now a book specifically designed to start the individual Sales Engineer on
the journey to becoming a Trusted Advisor. Section One covers how to define and actually measure
trust with your clients. Section Two looks at the practical aspects involved in building trust through
Discovery, Presentations, Demos and all the other standard activities of an SE. Section Three
examine how to get started and put it all into practice - both for individuals and for SE teams. This is
not one of those tiny 40 page eBooks. It's over 150 pages of thoughts, ideas, best practices and real
life examples based on dozens of clients and thousands of students who have already taken the
workshop.** Note the 2020 Paperback version is a reformatted version of the original eBook with a
only few minor edits and updates. **
  the trusted advisor: Becoming a Trusted Business Advisor William Reeb, Dominic
Cingoranelli, 2016-11-07 Being your clients’ Most Trusted Business Advisor is not about selling and
making pitches. It’s really about showing an interest in your clients, asking the kind of questions
that will help you learn what is important to them, and then listening. Based on the AICPA’s
successful Trusted Business Advisor Program and intended for CPAs who want to take their
consulting practice to the next level, this workbook provides approaches to help you do just that. By
the time you finish working through the book’s helpful forms and exercises you will be better able to:
have critical conversations with your clients ask the right questions effectively be a better listener
easily identify services that will add value to your clients’ organizations avoid administrative pitfalls



throughout the process effectively market your services, and profitably grow your practice Find out
how to uncover critical client needs in ten minutes or less, how to help your clients prioritize their
wish lists, and how to help them quantify the value of addressing each of the issues that keep them
awake at night!
  the trusted advisor: Trust-Based Selling (PB) Charles H. Green, 2005-12-08 Sales based on
trust are uniquely powerful. Learn from Charles Green, co-author of the bestseller The Trusted
Advisor how to deserve and, therefore, earn a buyer’s trust. Buyers prefer to buy from people they
trust. However, salespeople are often mistrusted. Trust-Based Selling shows how trust between
buyer and seller is created and explains how both sides benefit from it. Heavy with practical
examples and suggestions, the book reveals why trust goes hand-in-hand with profit; how trust
differentiates you from other sellers; and how to create trust in negotiations, closings, and when
answering the six toughest sales questions. Trust-Based Selling is a must for anyone in sales, is
especially invaluable for sellers of complex, intangible services.
  the trusted advisor: Managing The Professional Service Firm David H. Maister, 2012-12-11
Professional service firms differ from other business enterprises in two distinct ways: first they
provide highly customised services thus cannot apply many of the management principles developed
for product-based industries. Second, professional services are highly personalised, involving the
skills of individuals. Such firms must therefore compete not only for clients but also for talented
professionals. Drawing on more than ten years of research and consulting to these unique and
creative companies, David Maister explores issues ranging from marketing and business
development to multinational strategies, human resources policies to profit improvement, strategic
planning to effective leadership. While these issues can be complex, Maister simplifies them by
recognising that 'every professional service firm in the world, regardless of size, specific profession,
or country of operation, has the same mission statement: outstanding service to clients, satisfying
careers for its people and financial success for its owners.'
  the trusted advisor: Mastering Technical Sales John Care, Aron Bohlig, 2008 This
indispensable sales tool shows you the ropes of lead qualification, the RFP process, and needs
analysis and discovery, and explains how your technical know-how can add invaluable leverage to
sales efforts at every step. You learn how to plan and present the perfect pitch, demonstrate
products effectively, build customer relationship skills, handle objections and competitors, negotiate
prices and contracts, close the sale, and so much more.
  the trusted advisor: Management Consulting Today and Tomorrow Flemming Poulfelt,
Thomas H. Olson, 2017-09-01 This new edition gathers more than 22 experts to outline the theory
behind consulting, providing insight into change processes and management issues in the field. The
business of consulting has grown faster than most other businesses, due not only to increased
demand by clients, but also to the innovative capabilities of numerous consulting firms as they
develop new services. Divided into six parts, the book introduces readers to the consulting industry,
addressing the major practice areas, contexts, and implementations of the field. Significant updates
detail the effect of the economic troubles between 2004 and 2010 and then 2010 and now; analyze
the market response to consulting in recent years; and provide a more thorough understanding of
how consulting is applied in the different areas of a business, such as operations, marketing, and
finance. Introductions written by the editors offer further insight into the themes and learning goals
of each section, helping readers to recognize the elements of a successful consultation, and utilize
their new skill set. The text concludes with a look at the future of consulting with regards to ethics
standards and how strong manager-client relationships contribute to financial growth. Readers will
also learn how the developing field of entrepreneurship creates new economic structures and job
opportunities. Practitioners, consultants, clients, faculty, and students of business and management
will learn not only how to consult, but also gain the skills needed to adapt to and lead organizational
change, giving them a competitive edge when they enter the field.
  the trusted advisor: Accountants Colin Dunn, 2013-12
  the trusted advisor: Clients for Life Andrew Sobel, Jagdish Sheth, 2001-02-21 Finally, the book



that all professionals frustrated with fleeting client loyalty and relentless price pressure have waited
for—the first in-depth, guide to developing lasting client relationships. Millions of people in this
country earn their livings by serving clients, and their numbers are growing every day.
Unfortunately, far too few develop the skills and strategies needed to rise to the top in a world
where clients have almost unlimited access to information and expertise. Clients for Life sets forth a
comprehensive framework for how professionals in all fields can develop breakthrough relationships
with their clients and enjoy enduring client loyalty. Supported by more than 100 case studies and
wisdom gleaned from interviews with dozens of leading CEOs and prominent business advisors,
Clients for Life identifies what clients really want and lays out the core qualities that distinguish the
client advisor—an irreplaceable resource—from the expert for hire, a tradable commodity. Readers
will learn, for example, to develop selfless independence, which tempers complete emotional,
intellectual, and financial independence with a powerful commitment to client needs; to become
deep generalists and overcome the narrow perspective caused by specialization; to systematically
build lifelong trust; and to cultivate the power of synthesis—big-picture thinking—that is so highly
valued by clients. Portraits of history's most famously successful advisors, including Machiavelli, Sir
Thomas More, and J. P. Morgan, underscore these timeless qualities that modern professionals need
to develop to excel in today's competitive environment.
  the trusted advisor: True Professionalism David H. Maister, Robert Galford, Charles Green,
2012-12-11 Are some technically competent professionals who work hard and long hours 'true
professionals' or are they just cruisers? In this deeply illuminating call to arms, David Maister, the
world's premier consultant to professional service firms, vigorously challenges individuals to
examine closely the meaning of their work and reach beyond their grasp. The pursuit of the highest
standards, Maister argues, is the primary road to commercial success. He presents a visionary
reconception of professionalism that encompasses a lifelong dedication to self-improvement, a
personal commitment to excellence, and a true spirit of service to clients. Looking first at the
individual professional, Maister dares those good corporate citizens who 'do their duty' to discover
what they truly love to do. Turning to the institution, Maister focuses on what he calls the
'instability' of professional service firms today, and offers advice on how to invest in skill building.
David Maister's message is a recipe for success and for professional satisfaction making TRUE
PROFESSIONALISM a worthy successor to his previous writings.
  the trusted advisor: A Wealth of Common Sense Ben Carlson, 2015-06-22 A simple guide to
a smarter strategy for the individual investor A Wealth of Common Sense sheds a refreshing light on
investing, and shows you how a simplicity-based framework can lead to better investment decisions.
The financial market is a complex system, but that doesn't mean it requires a complex strategy; in
fact, this false premise is the driving force behind many investors' market mistakes. Information is
important, but understanding and perspective are the keys to better decision-making. This book
describes the proper way to view the markets and your portfolio, and show you the simple strategies
that make investing more profitable, less confusing, and less time-consuming. Without the burden of
short-term performance benchmarks, individual investors have the advantage of focusing on the long
view, and the freedom to construct the kind of portfolio that will serve their investment goals best.
This book proves how complex strategies essentially waste these advantages, and provides an
alternative game plan for those ready to simplify. Complexity is often used as a mechanism for
talking investors into unnecessary purchases, when all most need is a deeper understanding of
conventional options. This book explains which issues you actually should pay attention to, and
which ones are simply used for an illusion of intelligence and control. Keep up with—or
beat—professional money managers Exploit stock market volatility to your utmost advantage Learn
where advisors and consultants fit into smart strategy Build a portfolio that makes sense for your
particular situation You don't have to outsmart the market if you can simply outperform it. Cut
through the confusion and noise and focus on what actually matters. A Wealth of Common Sense
clears the air, and gives you the insight you need to become a smarter, more successful investor.
  the trusted advisor: The Trusted Leader Robert M. Galford, Anne Seibold Drapeau, 2003-01-09



As today's headlines remind us, trust is the hot-button issue in business today, especially for
investors, managers, workers, and consumers. More than ever before, the success of an organization
depends on leadership that fosters strong connections across teams and among bosses, colleagues,
and subordinates. Companies are in urgent need of trusted leaders, but how can managers meet that
need? Be trustworthy is the short, logical answer, of course. But being trustworthy and building
trust in an organization are not one and the same thing. The former is an inherent part of a person;
the latter requires developed talent and considerable skill. Based on highly specific research and
experience that covers a wide spectrum of managers and organizations, The Trusted Leader
identifies the three critical types of trust that leaders need to master: strategic trust, organizational
trust, and personal trust. It introduces a practical and effective formula for building organizational
confidence, and provides a unique analysis of the obstacles to trust and the sources of resistance to
the building of trust inside organizations. Through a series of interactive exercises, executives will
learn how to determine where trust is missing and how it can be supplemented in people,
departments, and even whole companies. Perhaps most timely are the book's series of diagnostic
tools and skills that help executives rebuild trust that has been broken or betrayed. As business
insiders and authors Robert Galford and Anne Seibold Drapeau show, trust inside a company
provides focus, fuels passion, fosters innovation, and helps employers to hire and retain the best
employees. Trust inside, the authors argue, also builds trust outside by gaining credibility with
today's skeptical consumer. Trust is all too frequently overlooked in other leadership books, and is
even more important today as companies face uncertain customer demands and the pressures to
compete successfully in a whiplash market. Crises, restructurings, mergers, downturns, and
executive departures are often trust-destroyers. The Trusted Leader examines those defining
moments, and helps leaders turn such situations into trust-building experiences, creating a culture
and legacy of trust throughout the organization at large. Rich in true stories, examples, and practical
advice, The Trusted Leader guides leaders on how to climb the ladder of trust and how to secure
their legacy as trusted leaders. For managers of all levels, The Trusted Leader is the only
comprehensive guide for building trust inside an organization -- the key to every company's
long-term survival and success.
  the trusted advisor: Smarter Selling David Lambert, Keith Dugdale, 2011 Learn what works
and what doesn't work in selling today. The authors illustrate how to meet buyer's needs and
increase sales numbers.
  the trusted advisor: Ten Years to Midnight Blair H. Sheppard, 2020-08-04 “Shows how
humans have brought us to the brink and how humanity can find solutions. I urge people to read
with humility and the daring to act.” —Harpal Singh, former Chair, Save the Children, India, and
former Vice Chair, Save the Children International In conversations with people all over the world,
from government officials and business leaders to taxi drivers and schoolteachers, Blair Sheppard,
global leader for strategy and leadership at PwC, discovered they all had surprisingly similar
concerns. In this prescient and pragmatic book, he and his team sum up these concerns in what they
call the ADAPT framework: Asymmetry of wealth; Disruption wrought by the unexpected and often
problematic consequences of technology; Age disparities--stresses caused by very young or very old
populations in developed and emerging countries; Polarization as a symptom of the breakdown in
global and national consensus; and loss of Trust in the institutions that underpin and stabilize
society. These concerns are in turn precipitating four crises: a crisis of prosperity, a crisis of
technology, a crisis of institutional legitimacy, and a crisis of leadership. Sheppard and his team
analyze the complex roots of these crises--but they also offer solutions, albeit often seemingly
counterintuitive ones. For example, in an era of globalization, we need to place a much greater
emphasis on developing self-sustaining local economies. And as technology permeates our lives, we
need computer scientists and engineers conversant with sociology and psychology and poets who
can code. The authors argue persuasively that we have only a decade to make headway on these
problems. But if we tackle them now, thoughtfully, imaginatively, creatively, and energetically, in
ten years we could be looking at a dawn instead of darkness.



  the trusted advisor: The Right Side of the Table Scott Fithian, Todd Fithian, 2007-09-08 This
book was written to help advisers in a variety of business life cycles make an intentional choice
about their next decades of their careers. The title introduces a metaphor surrounding the
proverbial conference room table. It suggests that as wealth increases in our society, wealth holders
are demanding a different model for assembling their team of professional advisers. Team members
will take specific seats at the table, next to or across from the wealth holder, based on the role they
are best suited to play. As more and more advisers adopt authenticity in their selection, wealth
holders will become savvier to those trying to disguise their underlying relationship goals. Advisers
must be clear about where they're meant to sit and why.
  the trusted advisor: Eliminate Your Competition Sean O'Shaughnessey, 2018-05-14 Most
salespeople lose the deal before they ever get started! It isn't uncommon for the customer to have
already made a decision before most salespeople even learn of the opportunity. Most salespeople
have to beat the preferred competitor by a significant margin just to be considered equivalent. Don't
you wish that you could be the preferred vendor in all of your opportunities? Selling is a difficult
career in which to make a living; it is not uncommon to have the commission check denied before
the salesperson even gets a chance to win. Analysis of thousands of sales situations has made it
phenomenally obvious that most salespeople begin their sales campaign so late in the
decision-making process that they are virtually guaranteed to lose the order. To make matters
worse, when they do start the campaign early enough, most salespeople do not know how to control
the prospect adequately so that they can guarantee their victory. Typical turnover for a sales
department is 10-20%. Many companies see turnover that approaches 40-60%! This turnover costs
them 50% of their revenue-generating capability. In any organization that exceeds 25% turnover, the
loss of trust with the customer can be astounding as the new salesperson tries to rebuild the entire
relationship. In any given quarter dozens or hundreds of companies do not make their forecasted
numbers and are dramatically punished by Wall Street. This book will provide the management of a
company with a framework to teach their salespeople how to attain their quotas with higher profits.
It will also allow salespeople to rise to the top of their organization and be the super-achievers who
win awards, trips, bonuses, and respect. In this book, I will show you how to eliminate your
competition and maximize your commission.
  the trusted advisor: Why Should the Boss Listen to You James E. Lukaszewski, 2008-02-13
This is a book about gaining influence and becoming a key trusted advisor. It is for everyone who
advises leaders and senior managers (accounting, finance, human resources, IT, law, marketing,
public relations, security, and strategic planning) and for outside consultants in these functional
staff areas. It’s also for operations people yearning to finally be heard and heeded by their boss.
  the trusted advisor: Jeffrey Gitomer's Little Teal Book of Trust Jeffrey Gitomer, 2008 This
guide details how to gain and keep trust in sales, business, and life. Gitomer, an executive salesman,
author, and seminar speaker, discusses definitions and elements of trust; the characteristics of
trustworthy people; how to trust; how to gain trust in business and sales situations; and losing trust
and its ramifications. He also explains how to become a trusted advisor.
  the trusted advisor: Advisor Selling Mark Hunter, Matthew Hudson, 2016-12-12 In this 2nd
edition of the book, Matt focuses on the post-digital world driven by technology where power shifts
to the buyer. Chances are when you arrive for the sales meeting, the prospect already knows more
about you than you do about them. However, with technology comes opportunity. Today's buyer is
overwhelmed with data and information and they need help - they need a trusted advisor. Trusted
advisors: Get to yes faster Keep their products sold Stay embedded during the budget cuts Have
more referrals Have higher customer satisfaction In this book, you will learn from the years of
research, observation and personal experiences of Matthew Hudson and Mark Hunter. They have
spent decades immersed in the sales industry and have taught the concepts in this book to
companies with amazing results. If you follow the principles outlined here, you will get more than a
sale. You also will get trusted advisor status.
  the trusted advisor: How Clients Buy Tom McMakin, Doug Fletcher, 2018-03-13 The



real-world guide to selling your services and bringing in business How Clients Buy is the
much-needed guide to selling your services. If you're one of the millions of people whose skills are
the 'product,' you know that you cannot be successful unless you bring in clients. The problem is,
you're trained to do your job—not sell it. No matter how great you may be at your actual role, you
likely feel a bit lost, hesitant, or 'behind' when it comes to courting clients, an unfamiliar territory
where you're never quite sure of the line between under- and over-selling. This book comes to the
rescue with real, practical advice for selling what you do. You'll have to unlearn everything you know
about sales, but then you'll learn new skills that will help you make connections, develop rapport,
create interest, earn trust, and turn prospects into clients. Business development is critical to your
personal success, and your skills in this area will dictate the course of your career. This invaluable
guide gives you a set of real-world best practices that can help you become the rainmaker you want
to be. Get the word out and make productive connections Drop the fear of self-promotion and
advertise your accomplishments Earn potential clients' trust to build a lasting relationship Scrap the
sales pitch in favor of honesty, positivity, and value Working in the consulting and professional
services fields comes with difficulties not encountered by those who sell tangible products. Services
are often under-valued, and become among the first things to go when budgets get tight. It is now
harder than ever to sell professional services, so your game must be on-point if you hope to
out-compete the field. How Clients Buy shows you how to level up and start winning the client list of
your dreams.
  the trusted advisor: The Living Trust Advisor Jeffrey L. Condon, 2015-12-29 A comprehensive
guide to living trusts, with expert financial and legal guidance The Living Trust Advisor is an expert
guide for both advisors and their clients on the complex process of establishing, living with, and
maintaining a living trust. Written by renowned family inheritance attorney Jeffrey L. Condon, this
book discusses the various aspects of this important document, and shows you how to manage a
seamless transfer of assets to various beneficiaries. This new second edition has been fully updated
and revised to reflect the extensive changes to the Estate Tax Law that have taken place since the
initial publication, giving you the most up-to-date information and guidance on preserving your
wealth and helping your heirs avoid estate tax liability. You'll develop a vision for your trust before
you ever meet with an attorney or other key players, and learn how to establish and maintain a trust
that remains rock-solid for your lifetime and beyond. As the living trust has replaced the will as the
primary means of settling after-death estates, clear guidance and current legal information is of
utmost importance for advisors and clients alike. This book is a valuable resource for every stage of
planning and execution, helping you ensure that you provide for your beneficiaries the way you
intend. Know what to think about before your first meeting with a lawyer Establish and manage your
living trust to carry out your wishes Identify potential inheritance problems and build solutions into
the trust Distribute assets to future generations, and protect them after the transfer Dealing with
complex financial and legal issues while facing our own mortality is a difficult task, but making these
decisions is critical to the future outcome of your estate. The Living Trust Advisor expertly guides
you through the process so you can be confident that your wishes will be carried out.
  the trusted advisor: Financial Peace Dave Ramsey, 2002-01-01 Dave Ramsey explains those
scriptural guidelines for handling money.
  the trusted advisor: Overworked and Overwhelmed Scott Eblin, 2014-10-13 Leverage mindful
awareness and intention to achieve better outcomes Overworked and Overwhelmed: The
Mindfulness Alternative offers practical insights for the executive, manager or professional who feels
like their RPM is maxed out in the red zone. By making the concepts and practices of mindfulness
simple, practical and applicable, this book offers actionable hope for today's overworked and
overwhelmed professional. New research shows that the smartphone equipped professional is
connected to work 72 hours a week. Forty eight percent of Americans report that their stress level is
up and that the number one source of stress is the job pressure of a 24/7 world. What's the
alternative? Top leadership coach and educator Scott Eblin offers one in Overworked and
Overwhelmed: The Mindfulness Alternative. While mindfulness is one of the Top Ten Trends for



2014 and Beyond, many professionals think it's just too hard to give it a try. In this book, Eblin
shows that mindfulness that makes a difference doesn't require meditating like a Buddhist monk.
Overworked and Overwhelmed is a handbook for more mindful work and living that offers: Must
know mindfulness basics that today's professional needs to thrive in a 24/7 world. Inspiring
examples of mindfulness in action from dozens of leaders ranging from a U.S. Coast Guard
Commandant to the CEO of Hilton Worldwide. A self assessment for readers to understand how they
perform at their best. Simple routines to reduce stress and sustain peak performance. A personal
planning framework for creating the outcomes that matter most at home, at work and in the
community. Even small increases in mindfulness can lead to big changes in productivity and quality
of life for the overworked and overwhelmed professional. Overworked and Overwhelmed: The
Mindfulness Alternative is a guide for doing just that.
  the trusted advisor: Sisterhood of Dune Kevin J. Anderson, Brian Herbert, 2012-01-12 THE
INSPIRATION BEHIND DUNE: PROPHECY, THE MAJOR NEW TV SERIES COMING AUTUMN 2024
ON SKY AND NOW. DISCOVER THE SISTERHOOD OF DUNE, THE ELECTRIFYING FIRST NOVEL
IN THE PREQUEL TRILOGY THE GREAT SCHOOLS OF DUNE. It is 83 years after the last of the
thinking machines were destroyed in the Battle of Corrin, after Faykan Butler established himself as
the first Emperor of a new imperium. War hero Vorian Atreides has turned his back on Salusa
Secundus, flying off to parts unknown. Abulurd Harkonnen, convicted of cowardice, was sent away
to live on gloomy Lankiveil, and his descendants continue to blame Vor for the downfall of their
fortunes. Raquella Berto-Anirul has formed the Bene Gesserit School as the first Reverend Mother.
Descendants of Aurelius Venport and Norma Cenva have built a powerful transportation company
using mutated Navigators who fly spacefolder ships. Gilbertus Albans has established a school on
bucolic Lampadas teaching humans to become Mentats. Even so, decades after the defeat of the
thinking machines, anti-technology fervor continues to sweep across the human-settled planets, with
powerful fanatical groups imposing violent purges… 'Frank Herbert would surely be delighted and
proud of this continuation of his vision' DEAN KOONTZ 'The attendant excitement and myriad
revelations not only make this a terrific read in its own right but will inspire readers to turn, or
return, to its great predecessor' PUBLISHERS WEEKLY 'In a word, satisfying; all DUNE fans will
want to investigate, newcomers will be tempted...' KIRKUS
  the trusted advisor: Flawless Consulting: A Guide to Getting Your Expertise Used Peter
Block, 2001
  the trusted advisor: Consulting, Contracting and Freelancing Ian Benjamin, 2007 A new
edition of a very practical business book on going it alone as a freelance consultant.
  the trusted advisor: Practice What You Preach David H. Maister, 2012-12-11 In today's highly
competitive realm of professional service firms, the quest for individual stardom is at an all-time
high. The temptation to rack up the most billable hours and out-perform one's fellow advisers is
often irresistible. But it is also shortsighted and terribly counterproductive, according to
world-renowned authority and acclaimed author David Maister. In this groundbreaking book,
Maister issues a much-needed wake-up call to today's professional service firms. Arguing that a far
greater contribution to a firm's success can come from those who find fulfilment in seeing other's
succeed rather than those who assume the role of most valuable player. The author outlines and
discusses in detail the nine key people issues upon which successfully managed and profitable
organisations rely. Supporting his findings with a range of compelling data, Maister demonstrates
how and why firms that emphasise the highest standards of employee professionalism are invariably
more financially successful than those that don't.
  the trusted advisor: Power Questions Andrew Sobel, Jerold Panas, 2012-02-07 An arsenal of
powerful questions that will transform every conversation Skillfully redefine problems. Make an
immediate connection with anyone. Rapidly determine if a client is ready to buy. Access the deepest
dreams of others. Power Questions sets out a series of strategic questions that will help you win new
business and dramatically deepen your professional and personal relationships. The book showcases
thirty-five riveting, real conversations with CEOs, billionaires, clients, colleagues, and friends. Each



story illustrates the extraordinary power and impact of a thought-provoking, incisive power question.
To help readers navigate a variety of professional challenges, over 200 additional, thought-provoking
questions are also summarized at the end of the book. In Power Questions you’ll discover: The
question that stopped an angry executive in his tracks The sales question CEOs expect you to ask
versus the questions they want you to ask The question that will radically refocus any meeting The
penetrating question that can transform a friend or colleague’s life A simple question that helped
restore a marriage When you use power questions, you magnify your professional and personal
influence, create intimate connections with others, and drive to the true heart of the issue every
time.
  the trusted advisor: The Speed of Risk Richard F. Chambers, 2019-03-30
  the trusted advisor: Major Account Sales Strategy (PB) Neil Rackham, 1989-01-22 An Arsenal
of Shrewd Tactics and Winning Strategies to Make You a Major Account Sales Success Knowing how
to get to the decision maker, deal with the competition, understand buyer psychology, and service
the client--these are the keys to success when you need to nail down major accounts. Now, for the
first time, here's a book of practical, proven-effective strategies and tactics for the entire major
account sales cycle. Based on Neil Rackham's exhaustive research, the strategies you'll find here will
enable you to . . . Tailor your selling strategy to match each step in the client's decision-making
process. Ensure that you won't lose your customers because you'll know the psychology of the buyer
and how to respond to their doubts. Gain entry to accounts through many different windows of
opportunity. Deal with competitive situations, take on bigger competitors, and win using strategies
that the author's meticulous research shows are employed by the most successful salespeople.
Handle negotiations, concessions on price, and term agreements skillfully and effectively. Offer the
ongoing technical and maintenance support that keeps your major accounts yours. From a
world-renowned sales innovator, this first-of-a-kind A-to-Z presentation of major account strategy
puts sales success in your hands. Make it yours today. Read Major Account Sales Strategy.
  the trusted advisor: The Only Sales Guide You'll Ever Need Anthony Iannarino, 2016-10-11
The USA Today bestseller by the star sales speaker and author of The Sales Blog that reveals how all
salespeople can attain huge sales success through strategies backed by extensive research and
experience. Anthony Iannarino never set out to become a salesman, let alone a sales manager,
speaker, coach, or writer of the most prominent blog about the art and science of great selling. He
fell into his profession by accident, as a day job while pursuing rock-and-roll stardom. Once he
realized he'd never become the next Mick Jagger, Iannarino turned his focus to a question that's
been debated for at least a century: Why are a small number of salespeople in any field hugely
successful, while the rest get mediocre results at best? The answer is simple: it’s not about the
market, the product, or the competition—it’s all about the seller. And consequently, any salesperson
can sell more and better, all the time. Over twenty-five years, Iannarino has boiled down everything
he's learned and tested into one convenient book that explains what all successful sellers, regardless
of industry or organization, share: a mind-set of powerful beliefs and a skill-set of key actions,
including... ·Self-discipline: How to keep your commitments to yourself and others. ·Accountability:
How to own the outcomes you sell. ·Competitiveness: How to embrace competition rather than let it
intimidate you. ·Resourcefulness: How to blend your imagination, experience, and knowledge into
unique solutions. ·Storytelling: How to create deeper relationships by presenting a story in which the
client is the hero and you're their guide. ·Diagnosing: How to look below the surface to figure out
someone else's real challenges and needs. Once you learn Iannarino's core strategies, picking up the
specific tactics for your product and customers will be that much easier. Whether you sell to big
companies, small companies, or individual consumers, this is the book you'll turn to again and again
for proven wisdom, strategies, and tips that really work.
  the trusted advisor: From Gatekeeper to Trusted Advisor Andria L. Corso, 2010-10 From
Gatekeeper to Trusted Advisor is written for especially for HR professionals by an award winning HR
trainer and consultant. In too many companies, Human Resources professionals are ignored by top
leadership and prevented from making a full contribution. For HR professionals who want to stop



being disregarded, this book provides concrete steps to demonstrate the value of HR expertise and
enhance your standing in the corporation. In this book, you will journey inside companies in a
variety of industries and learn how HR professionals can stop being perceived as roadblocks or
gatekeepers and start becoming appreciated, respected and trusted advisors to top leadership.
Using the book's unique Bridge Model, you will learn the behaviors and practices you need to
demonstrate your business contribution and become a leader in your corporation. Author Andria L.
Corso is an Strategic Human Resources consultant and coach with 16 years of corporate HR
experience. The owner of C3-Corso Coaching & Consulting, Andria has worked with a variety of
Fortune 100 C-suite leadership teams as well as individual HR professionals who want to gain more
respect for their expertise.
  the trusted advisor: The Consulting Bible Alan Weiss, 2021-06-22 The new edition of
bestselling real-world guide to consultancy success, from the “Rock Star of Consulting” Alan Weiss
The second edition of The Consulting Bible: Everything You Need to Know to Create and Expand a
Seven-Figure Consulting Practice remains the most comprehensive and practical guide to the
consulting profession, from launch to high growth, from marketing to implementation. Legendary
consultant, speaker, and bestselling author Alan Weiss shows you how to create an independent or
boutique consulting practice and take it to seven-figure success. Step-by-step, this invaluable
resource guides you through attracting clients, maximizing your value, and achieving your career
goals. In the decade since the first publication of The Consulting Bible, an array of significant
developments has dramatically impacted the consulting profession: shifts in social consciousness,
the Covid-19 pandemic, tele-consulting and virtual meetings, the globalization of the economy, the
growth of social media, and many more. This exhaustively revised new edition provides specific
approaches and techniques for mastering the new consulting environment and turning volatility and
disruption into unlimited opportunities. Designed to help you become the authority and expert that
organizations turn to again and again, this book is your one-stop resource for: Building a strong
global brand that draws people to you Marketing remotely to reduce costs and allow for higher fees
Mastering the latest implementation techniques Forging strong relationships with the buyers of a
new generation Selecting the consulting methodology that best fits your requirements Writing
proposals and creating testimonials and references Using advanced technology to sell and deliver
your services Written for newcomers and veterans alike, The Consulting Bible: Everything You Need
to Know to Create and Expand a Seven-Figure Consulting Practice, Second Edition, is essential
reading for every solo consultant, entrepreneur, and principal of a small consulting firm.
  the trusted advisor: RedRock Leadership Jeff Ruby, 2020-03-24 Today's businesses don't need
bosses-they need leaders. Company success doesn't come from telling people what to do. True
sustainable success is created from within, and to get there you need to transform your company
culture. Jeff Ruby has a process that works. The RedRock Leadership method shows business
leaders-from small businesses to Fortune 500 companies-how to double, triple, and even quadruple
bottom-line results. Benefit from RedRock's game-changing lessons, including: How to leverage the
power of emotions for your business, not against it. Why management alone is an outdated
concept-and what to do about it. Understand the six differences between heroic leadership and
collaborative leadership... and why collaborative leadership will take your company growth further.
The unique four-point plan that starts with leaders and ripples down to your teams to revitalize
growth and transform culture. ...plus even more tools, strategies, and step-by-step exercises from
RedRock Leadership training programs that have helped strengthen 1,000's of business leaders
around the world. Just because you are part of leadership doesn't mean you are a leader. Redefine
what it means to be a leader with Jeff Ruby's authentic and insightful keys to collaborative
leadership...and forge the path to success in business and in life.
  the trusted advisor: Million Dollar Consulting Alan Weiss, 2009-09-17 The Long-Awaited
Update for Buildinga Thriving Consultancy Completely updated for today’s busier-than-ever
consultants, this classic guide covers the ins andouts for competing and winning in this
ultracompetitive field. You’ll find step-by-step advice on howto raise capital, attract clients, create a



marketing plan, and grow your business into a $1 million-per-yearfirm, plus brand-new material on:
Blogging and social networking Global consulting Delegating labor Profiting in a troubled market
Retainer business Internet marketing Praise for the previous editions of Million Dollar Consulting:
“If you’re interested in becoming a rich consultant, this book is a must read.” Robert F. Mager,
founder and president, Mager Associates, and member of the Training & Development Hall of Fame
“Blast out of the per diem trap and into value billing.” Jim Kennedy, founder, publisher, and editor,
Consultants News “The advice on developing price structure alone is worth a hundred times the
price of the book.” William C. Byham, Ph.D., author of Zapp! “Must reading for those who are
beginning a practice orseeking to upgrade an existing practice.” Victor H. Vroom, John G. Searle
Professor, School of Management, Yale University
  the trusted advisor: The Performance Curve Laura Watkins, Vanessa Dietzel, 2021-09-30
Shortlisted for the Business Book Awards 2022 Many of us are striving to reach our full potential at
work and beyond - to achieve our goals, rise to challenges and connect well with others. But how can
we actively develop our performance, while also taking care of our well-being and life satisfaction?
The Performance Curve is a ground-breaking guide to success and happiness in both work and life.
Rather than telling you what to do, this book allows you to come up with a roadmap for evolving your
inner operating system (your mindsets, emotions and habits) for your unique circumstances.
Crucially, this book explores both how you can improve individual performance and how to build
relationships and cultures that bring out the best others. By interweaving individual and collective
development, this approach is transformational for building leadership and organizational
performance. The Performance Curve is a powerful combination of neuroscience, psychological
research and practical guidance. These concepts are then brought to life through the stories of
remarkable individuals from different sectors, including business, the arts, academia and
not-for-profits. Laura Watkins and Vanessa Dietzel draw upon their vast experience and research as
consultants and leadership coaches to deliver a ground-breaking guide to enhancing your
performance in your life and career.
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