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Advisory 2030:
Skills to Future-Proof Your Team and 
Drive Business Advisory Success



Why should we build 
greater advisory skills and 
services into what we do as 

CharterGroup firms?



In a world, where the cost of 
answers is dropping to zero, 
the value of the question 
becomes everything…
Ref: The AI Paradox: https://www.youtube.com/watch?v=dcolM6W5Odc 

https://www.youtube.com/watch?v=dcolM6W5Odc




TRUST
IS THE NEW 

CURRENCY AS WE 
HEAD TOWARDS 

2030





Lots to think about as Firm leaders

AI leverage
and 

integration

Technology 
stacks

Attraction / 
retention

team

Financial 
Advisory Business

Advisory 
commercialisation

Advisory 
mindsets / 

skill-sets in the 
team

Succession 
planning

Capacity / 
Time

Leadership 
capabilities

Private 
Equity / New 

models

ESG

Generational 
shifts

Technical
Training 

Growth & 
Profit

Pathways to 
partnership

Referrals Niches 



BIG NEED FOR 
CURIOUS 
ACCOUNTANTS 
IN AN AI WORLD



Ref: https://www.linkedin.com/posts/juliussolaris_a-
few-weeks-ago-at-an-event-someone-told-
activity-7376272633249660930-1VGV/ 
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WE NEED TO 
ACT AS 
FACILITATORS 
IN A WORLD 
NOT PLAYING 
TO THE SCRIPT



Key reasons to  
Integrate Advisory well? 

Move beyond pure compliance
 with freed up time from AI productivity gains 
to drive greater revenue and bring advisory 

skills / culture across the firm. 

Attraction / Retention
of quality team members and high 
value clients that want an advisory 

focused firm 



What are the 
Advisory 
skills we 
need to build 
for 2030?

1. Communication 
and EQ skills

2. Strategy and 
Decision-Making 

skills

3. Change and 
Implementation 

skills

Self-awareness Authenticity

Facilitation

High energy

Time 
Management

Project 
teams

Visioning & 
Strategic 
Planning

Listening & questioning

Decision Making

Growth & 
ProfitChange 

Management

Business 
acumen

Resilience

Coaching

Problem solving

AI literacy

Continuous Improvement
Contrarian

2030 
Advisory 

Leader

Sales



Communication &

EQ Skills
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1. AI Insights

2. Enterprise
AI Assistants / 
Tools

AI Augmented Advisory 
Services

Strategic Planning
£4k- £10k each

Pathways to partner 
across the firm

Implementation support 
£300 – £3k per month

Train Advisory skills across 
all team (Sales / Meetings)

Client Workshops
£1.5k -£3k each 

Coach and develop people 
across the firm

Other Services (Audit, Tax, 
Corporate Finance)

Faster /
Smarter 

Outcomes
internally 

& with 
clients

AI Augmented 
Advisory 

Leader

2030‘AI Augmented’ Advisory Leaders

Problem solving meetings
Hourly rate

Business Health Checks
£750 -£2k each 

Advisory Education

Advisory Integration





https://www.harrisblack.com.au/solutions/



Discuss in pairs
Where are the key advisory skills gaps for 
you or your team over the next 12 months?. 
Is it areas 1, 2 or 3?



No shortage of 
advisory 
opportunities 
for firms with 
the right 
capability and 
capacity levels 



Mindshop’s Five Phases of Business Advisory Success

5. IMPLEMENTATION
Ongoing guidance for the 

successful 
implementation of 

strategies within an 
organisation

4. STRATEGY
Developing strategies 
for a business, specific 

major issue or 
opportunity via 

workshops 

3. PROBLEM SOLVING
Guidance and advice 
relating to a specific 

minor business issue or 
opportunity

2. INSIGHTS
Insights, research and 

analysis relating to data 
on the business or 

industryPH
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1. DATA
Facts and figures 

provided about the 
business and industry 

trends

EXPERIENCED 
FACILITATOR

• Annual support 
programs

• In-depth monthly or 
quarterly client 
coaching support

• Project plans & 
implementation

STRATEGIC ADVISOR
• Strategic planning 

workshops
• One page plans for 

clients 
• Workshops on various 

topics e.g. growth, 
profit, teams & change

PROBLEM SOLVER

• Client problem solving 
meetings to address 
issues,  opportunities

• Light touch coaching, 
mentoring of clients.

• Business advisory 
boards

RISING STAR

• Business and 
Leadership Health 
Checks

• Business Performance 
Software

• Data interpretation
• What-If analysis

ANY TEAM MEMBER

• Questionnaires, 
diagnostics

• Discussions on the data
• Industry papers & 

reports
• Benchmarking
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• Addresses complex 
strategic challenges 
for clients 

• Unconsciously 
competent in a broad 
range of business 
advisory  tools

• Supports 
implementation of 
projects via teams

• Strong problem-
solving skills

• Ability to tackle major 
client issues and 
opportunities to 
provide focus and 
clear actions

• Strategic planning 
skills

• Good problem solving 
skills

• Good business 
acumen

K
EY

 S
ER

V
IC

ES

• Facilitate a workshop 
with confidence • Very strong facilitator

• Coaches well using 
technology

• Ability to run regular 
client meetings to 
address minor 
business challenges 
and opportunities

• Adaptability of 
approach to suit needs 
of each client

• Identify the levers to 
pull in a business to 
drive change

• Basic interpretation of 
key information 
leading to 
management of client 
tasks
•Using business 

advisory technologies
•Meeting agenda 

structure & 
management
•Questioning & listening 

skills
• Business advisory 

mindset

VALUE TO CUSTOMER

CAPABILITIES & ATTRIBUTES REQUIRED TO DELIVER HIGH PERFORMANCE

• Simple problem-
solving skills

• Ability to have 
challenging client 
conversations

• Moderate business 
acumen

• Win new business 
through provision of 
insights

Opportunities for 
CharterGroup firms



UNLEARN RELEARN

AUGMENT



Diagnostic tools – Pre-work

Click to in 10 minutes 
get your own custom, 

CharterGroup 2027 
business advisory 

plan?





Today
•Revenue = 4.5m
•Profit = 4%
•No vision
•Stressed

12 months time
•Revenue = 5.5m
•Profit = 8%
•Clear vision
•Owners with life balance

Key Actions
•Grow sales
•Remove low profit products
•Visioning session
•Life balance exercise



One Page Plan

How

Now

• Sales 4 million
• 14 staff
• Profit 8%
• Average Sale 7k

Where

• Sales 7 million
• 18 staff
• Profit 10%
• Average Sale 9k

Strategies

Grow sales 35%

Leadership training

New CRM platform

Action Plans

• Develop and train new sales process
• Implement a referral system
• Implement new website

• Determine list of 10 core competencies
• Focus on 3-4 commercial projects
• Book experienced advisor to train team
• Review best practice used in industry
• Short-list 3 providers. Do cost benefit
• Select one to pilot with super users

Timing Responsibility

• JM
• SW
• PH
• JM
• SW
• PH

• JM
• SW
• PH

• 14th Nov
• 28th Nov
• 24th Jan

• 1st Dec
• 5th Feb
• 12th Jan

• 1st Nov
• 1st Dec
• 10th Feb



Five Why’s
By repeatedly asking the question ‘Why’ (five is a good rule of thumb), you 
can peel away layers of symptoms which can lead you to the root cause of 
a problem. Each time the question is answered, ask ‘Why?’ again.

are our sales dropping? 
Our sales people struggle to sell.

haven’t our sales people been trained properly? 
We don’t have the budget to invest in training.

don’t our sales people sell effectively?
They have not been trained properly.

don’t we have a training budget for sales training?
We have low cash flow?

have we got poor cash flow? 
We have poor cash collection processes.



Exercise in pairs
Use the 5 why’s process with a person 
next to you to hear an issue and dig 
down from symptoms to root causes?. 
After one person has done it, switch. 



Powerful facilitated conversations 
open the doorway to opportunities

Not sure where I 
want to take the 

business…

I want to buy a 
new investment 

property

I want to grow 
my business

I’m stressed 
by my poor 
cash-flow

My team need 
some training in 

leadership

I need a great 
book keeper

My business partner 
wants to sell the 

business in 3-4 years 

I need to lift 
profits by 20%

I want to expand 
internationally do I have 

the right structure?



Examples of 
leveraging tools 
in a firm

1 Performance review
• One page Plan

2 Problem solving meetings 
• Diagnostics
• Now-Where-How

3 Business Health Checks
• All the tools shown

4 Tax Planning to Performance Planning
• Now-Where-How & One Page Plan

5 Succession planning
• All the tools shown

6 Sales – Winning new work
• Now-Where-How



6 steps to 
advisory 
success

1

2

3

4

5

6

Vision and Strategy

Identify champions

Build capabilities

Clear service lines

Embrace technology

Referrals / Marketing

• Determine as a firm the commercial and educational goals for 
advisory now and into the future. Clear why.

• Have any advisory strategies clearly aligned to the firm vision

• Identify champions with a passion in this area to drive business 
advisory in the firm. 

• Arm them with technology, resources, 3rd party support to build 
success internally and with clients. 

• Have clear packages / advisory service lines. 
Strategic Planning, Coaching, Workshops. 

• Start simple (financial insight linked) and with 
friendly clients. Problem solving meetings.

• Build the champions strategic and facilitation skills
• Build the teams critical thinking and problem-solving 

skills. Integrate skills into how firm drives strategy / 
change / integrate into existing service lines.

• Embrace market leading advisory 
technology for efficiency / leverage. 
Free up time for work that matters

• Focus on winning more from 
existing customers

• Demonstrate capability



Don’t let 
perfect be 
the enemy of 
good.



Thank you 
for listening.

Welcome any questions?

Gill Burn
Regional Director

Mindshop
gburn@mindshop.com

Connect on LinkedIn
Talk to me after session

Great to be part of the CharterGroup conference

mailto:jmason@mindshop.com
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