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HUMAN RESOURCES M ANAGEMENT
MANAGEMENT CONSULTING

The volume of recruitment and consulting work continues to grow and expand in scope and variety which is due to
our Strategic Alliance and Virtual Corporation Model. This has developed further in 2003 as a result of new and
valuable acquisitions of experienced professionals providing us with further capacity to deliver more and a wider
variety of services and products. Our website www.mdn.com.au has also been established, continues to evolve

and is an integral part of our Marketing and Customer Contact Strategy.

A. THEWINS

Some examples of recent work undertaken are as follows:

CLIENT

INDUSTRY \

POSITION

RECRUITMENT

Brisbane City Council

Local Government

Project & Change Managers — CBD Accommodation Project
Principal Transport & Traffic Professional
Manager — Regional Collaboration

Mclnnes Wilson Lawyers

Legal

Various Search engagements

Orthotech Group

Medical/Orthopaedic

Company Accountant

Ipswich City Council

Local Government

Contract Change Manager

Diabetes Australia Qld

Health-Not-For-Profit

Chief Executive Officer

Brisbane Transport

Local Government

Fleet Services Manager

Reliance Manufacturing Co

Manufacturing

Financial Accountant

Corporate Context

Marketing

Assistance with recruitment for one of their clients

OUTPLACEMENT/CAREER TRANSITION

Queensland Investment
Corporation (in association with
Lagoon Corporate Services)

Funds Management

Mack Trucks

Transport/Manufacturing

Redland Shire Council

Local Government

Logan City Council

Local Government

Dept of Innovation & Information
Economy/Access Qld

State Government

Various Individuals

Various

CONSULTING

Brisbane City Council

Local Government

Strategic Business Planning, Marketing & Organisational
Review of the Sir Thomas Brisbane Planetarium (in
association with Birribi Consulting Group, Corporate Context,
Burrows Management Services, Steve Barnes and Lavinia
Wood)

Workshop facilitation — CBD Accommodation Project

Logan City Council

Local Government

HR Advice/Benchmarking on Remuneration & Retention
Strategies

Caboolture Shire Council

Local Government

Team Building/Organisational Review (in association with
Steve Barnes and Lagoon Corporate Services)

EVENTS

Osmosis Group

Networking Group

Tattersalls Club Lunches November 2002 and May 2003

MDN Strategic Alliance Workshops

Networking & Virtual
Corporation Strategy
Sessions

February and May 2003
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B. OUR NEW ASSOCIATES

Previous newsdletters profiled Phillip Garland, Colin Lagoon, Steve Barnes and Loraine Bayley who continue to be an
integral part of our business. In addition, we are pleased and proud to be working with the following new associates,
joining us at various stages in 2003 on major business development and other client projects. Profiles of other alliance
members will be presented in future newsletters.
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PETER BURROWS
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THE MDN STRATEGIC ALLIANCE MODEL

JEnE

Other Strategic Alliances

MDN CONSULTING Pty Ltd Mark Nicol

Major Strategic Alliances

Colin Lagoon Phillip Garland Graeme Gallanty Steven Barnes

MARK NICOL, COLIN LAGOON
Executive Search/Selection
Contracting including IT
Legal/Clerical/Secretarial
Recruitment

Human Resource Management
Outplacement/Career Transition
Organisational Reviews

Client Surveys

Remuneration Consulting
Training

Facilitation

Corporate and Board Governance

PHILLIP GARLAND

Business Performance Improvement
Financial Management

Operational Management

Project Management

Business Planning

Information Technology

Internal Control Review

GRAEME GALLANTY, STEVEN BARNES
Profit Improvement/Cost Reduction

Business Analysis (Operational/Financial)
Cultural Change

Change Management (Attitudes/Behaviours)
Strategic Development/Organisational Review
Roles/ Responsibilities/Skills/Accountabilities
Resource/Performance Management
Management Systems
Capacities/Processes/Procedures

Quality Principles

Business Coaching/Mentoring

The other “ Strategic Alliances” (which include David Hassum,
Jane Seawright, Neil Lucas, Gerry Fitzgerald, Macushla Collins
and until June 2003, Peter Burrows, featured earlier in this
newsletter) and the “Osmosis Network” components of our
model have been featured in previous newsletters and will be
featured again in forthcoming newsletters.

Welcome back Maria Whealey to the Osmosis Group. Maria
was recently appointed to the role of National Marketing
Manager with Flight Centre.
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MDN AND THE VIRTUAL CORPORATION

The MDN Strategic Alliance Business Model is essentially based around the concepts of a virtual corporation.
Therefore, we are continually evolving, redefining and reinventing ourselves for practical business purposes.

Two Good Internet Reference Sites About Virtual Corporations Are:

www.virtual-organization.net
www.skyrme.com/insights/2virtorg.htm

Two Selected Definitions of a Virtual Corporation Are:

“a network of independently linked companies sharing skills,
costs, and accessing one another’s markets”

“a network between organisations or individuals that provides a framework to
identify opportunities, and create, nurture and deploy intellectual and knowledge assets.”

How the Model Works: The Design and I mplementation of the Virtual Corporation

<< W™ << B

NET
Pre-Existing The Virtual Operational The Force That Drives
Structures Competencies & Resources The Organisation To
Routines &

Restructure & Improve
(Katzy, 1998)

Opportunities - Competition

Ingredients for developing a successful Virtual Corporation Are:

Each partner must have some distinctive value to contribute

There must be a high degree of trust and understanding

Projects should be the focus of the corporation

“Rules of Engagement” need to be defined up-front (not too formal)
Recognise the need for coordination (admin) roles within
Recognise the needs of “non virtual” customers

The Major Benefits Are:

Access to a wide range of specialised services

Able to present a unified face to corporate buyers

Individuals can retain independence and develop niche skills

Flexibility to reshape and change according to the tasks at hand

No need to worry about “divorce settlements” as in formal joint ventures
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TESTIMONIALS

September/October 2003

Here are some testimonials which we have received since our last newsletter:

Paul Wright, Strategic Alliance Partner, Management Consultant & Director

“l have used MDN Consulting on a number occasions and have been impressed by the commitment and persistence applied to the
outcomes being sought by the client. There is no reluctance to call upon other areas of expertise from within the widely experienced
group and this ensures that clients’ needs are met. | am always happy to recognise opportunities to refer business to MDN with
confidence that the job will be done promptly and with professionalism.”

Dr Carol Dalglish, Brisbane Graduate School of Business, Faculty of Business, Queensland University of
Technology

“I have been delighted with the involvement in 2002 of MDN consulting as an industry partner, offering students a real world
perspective and taking an active interest in their achievements.”

Edalina dos Santos, Accountant, Sporting Wheelies and Disabled Association

"MDN Consulting placed me in employment at The Sporting Wheelies and Disabled Association, a very rewarding position. | found
their service professional yet friendly and very efficient. | received continuous progress reports and feedback about follow up
interviews and the selection process. The response time was impressively fast. | felt that | was really treated like a person rather than
just another number in that there was always interest shown as to how interviews had progressed. The fact that | was considered for a
different position to the one | had originally applied for is a perfect example of their commitment and great service. If | ever enter the
market place again for employment, | would certainly approach MDN Consulting first.”

Allan Robb, Group Finance Manager, Golden Casket Lottery Corporation Limited
“MDN is very focused on the needs of the client, and provides excellent value for money service. Their approach of engaging an
extensive network of resources as required, means that the client is in essence dealing with a diverse consultancy firm.”

Leo Jensen, Manager Planning & Strategy, Caboolture Shire Council

“MDN (particularly through Colin Lagoon and Steve Barnes) provided an expeditious and professional approach responding to our
developmental needs in a friendly, understanding manner to ensure we achieved a value for money 2 day staff development
workshop. My team members were enriched as a result of the program facilitated by MDN Consulting. MDN responded positively to
our needs by developing a 2 day training and development program tailored specifically for our team by identifying key issues during a
pre-program survey of staff. The result was a comprehensive, yet enlightening program experienced by our team members whose
feedback on the program was excellent. | wouldn® hesitate in recommending MDN® professional approach to tailoring team
development programs for other local government managers looking for a fresh and enthusiastic approach !!”

Stuart Lummis, Development & Structured Finance Manager, Leighton Contractors Pty Ltd

“I have known , and had business dealings with the principal of MDN Consulting - Mr Mark Nicol for in excess of 10 years. Mark placed
me with my previous employer (Bovis Lend Lease) - a wholly owned subsidiary of Lend Lease Corporation Limited in 1994 as Group
Executive. In negotiating this position, | found Mark to be professional and very thorough in his approach , with a good understanding of
the company culture and the specific expectations of the role. | have also been a member of the Osmosis networking committee
(which previously Mark chaired) , for the past 8 years . This networking group is based on a high level of trust amongst its members ,
and provides a depth of business expertise that most corporates would aspire to achieve . If you don®have a business relationship with
Mark, you should.”

THE SIR THOMASBRISBANE PLANETARIUM
MDN and Brisbane City Council Reach For The Stars!

Earlier this year, MDN was successful in wining a bid to
assist BCC in a business planning, organisational and
strategic marketing review of the Sir Thomas Brisbane
Planetarium, located in the Mt Coot-tha Botanic Gardens
precinct.

The Planetarium celebrated its 25th Anniversary in May
2003 and has served the community admirably within
the context of educational, entertainment, historic and
scientific endeavours. However this anniversary was a
timely point to assess the Planetarium’s positive place in
Brisbane’s future, not only from the view of its existing
functions, but also perhaps as a more commercially
orientated venue. There was no doubt that with some
fine-tuning and the development of further marketing
strategies as well as new and low cost product offerings,
the Planetarium has a “glowing” future, which will not
only enhance its commerciality but also strengthen its

position in the community in science, history and
education.

This engagement was a brilliant example of MDN'’s
Virtual Corporation/Strategic Alliance Business Model
working very successfully. In association with Corporate
Context, Birribi Consulting Group, Burrows Management
Resources, Professional Dimensions, Steve Barnes and
Lavinia Wood, MDN was able to quickly assemble a
well-credentialed, expert team to assist our client.

Our work with BCC provided them with a number of
exciting and achievable options which are awaiting the
Sir Thomas Brisbane Planetarium. The development
and implementation of these options may help ensure
that the Planetarium continues to successfully serve
Brisbane for another 25 years, both commercially and
communally.
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STOP THE WORLD -1 WANT TO GET OFF!
Career and Life Transition
By Mark Nicol

| recall someone telling me about a movie that featured in the 1960’s with the same title as this article. | have
never seen the movie, nor do | know who produced, directed or acted in it. Yet the title seemed very relevant
then and definitely more so now.

In the context of our constant attempts to “balance” life and career, I'm sure a number of us, from time-to-time,
would like to “stop the world — and get off”!

Our business has seen a never-ending and constantly growing influx of Career Transition and Outplacement
engagements. The stresses and strains of “life and work in the new millennium” is causing many middle and
senior executives to come to us for advice, support and counselling, not only in a career context but also as a
means of slowing down the trend of their careers taking over their lives. These people (or the organisations
employing them) not only approach us for the more traditional reasons of redundancy, retrenchment,
restructuring, dismissal, etc, but more particularly because:

they are working in a role that they are not happy with;

they are searching for a “better way” — “there must be something more than this!?”;

they believe that they can run a business/consultancy better than those to whom they currently report;

they do not have control of their own destinies and their “work/life” mix is grossly out of balance;

they are locked into a job to maintain an income stream and lifestyle which they do not know how to
change;

they are suffering stress, frustration and anxiety (often needing to be referred to our psychologist alliance
partner).

These reactions are understandable and have been happening to managers and executives for many years.
However, they are more transparent now, since these people are “coming out”, recognising that these are
normal reactions which can be dealt with by professional career consultants and/or psychologists such as
those within MDN'’s virtual corporation.

This is not an article about “doom and gloom” but meant to positively identify a solution to the growing need for
help in these areas. If you wish to have an initial free, confidential consultation about these services, please
give Mark Nicol or Steve Barnes a call. If you believe the only solution is to “get off the world”, then MDN
might be able to help you work out a better career role, a more successful “balance” or a way of “getting back
to earth and staying there”!
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THE BRAVE NEW WORLD.... A CONTINUING SAGA
What Good M anagement Should Be About
By Steven Barnes

I commenced this series of articles in the last Newsletter by suggesting that no matter how much most businesses
attempt to change and improve, in real terms, often very little happens in a positive direction. And what initiatives are put
in place cost money and they are not particularly beneficial financially or add value in terms of genuine staff or customer
satisfaction. | often use the term “high jacked” to describe what happens to a business trying to get ahead and | believe
that the first and most significant casualty of good management is common sense and logic.

In the book “Profit Without Products” the author, Mark Hanan, talks about a Japanese government strategy formulated in
the late 1980’s, designed to erode Western margins and give Japanese products a real financial advantage. This clever
idea originated from a “think-tank” lead by a young university graduate called Nabuo Arakawa and successfully created in
America the national “Baldridge Awards” for excellence in manufacturing. Almost overnight business leaders became
caught up in the hype. They spent inordinate amounts of time and money to gain an award. Unfortunately, the main
consequence was that unit costs went through the roof...and in short, common sense and logic went out through the
door. Japanese products prevailed and it took several years before the tables were turned. No one at the time understood
the folly.

Ironically, the Baldridge Awards still exist and companies continue to vie for this prestigious memento.

There is nothing wrong with “Quality”; in fact consumers should expect quality in product and service and companies
should deliver superbly. Where businesses generally fail is they overlook the basic elements of good management and
the operational needs of their core business activities. They lose touch with their market and managers/supervisors stifle
innovation and creativity around them and from below.

Phillip Crosby, widely regarded as one of the four quality gurus of the 20" Century (and a work colleague in my earlier
days), saw “Quality” as a mindset rather than a quantitative argument. He believed attitude formed the basis of result. If
you are tuned psychologically not to make mistakes (but stuff up occasionally), that is a better position than setting a
standard less than 100% and always achieving it. The same applies across any organisation. These days, managers
want to benchmark their achievements and gloat if they sit near the top of their scale. | remember some years ago
arguing this point with a Managing Director who claimed his business was ranked top in the world. Finally he let me
analyse it and we found that a potential operational improvement of 30% was available. This business subsequently
improved by a substantial amount. His problem was that he was blinded by external factors rather than what could be
measured and achieved from within.

Good management is fundamentally about making good decisions. Good decisions can only be made with factual,
relevant and timely information and you can only know if the decision was a good one if you are prepared to measure its’
financial and operational effectiveness. There is nothing wrong with making a mistake (we all do from time to time), the
issue is whether we repeat or learn from our mistakes and how in-tune we are with the people and the environment
around us. We should only look for performance measures that provide a clear picture of the part of the business we
control, no-more-no-less. A common illness with managers is they want to measure everything or nothing. This does not
make good sense because either it takes away from the real focus or it creates false security because decisions then are
emotionally charged.

This leads naturally to another vital point; good management is also about building relationships with people and
learning to understand and deal with basic human psychology. People at all levels need to be understood. Every person
should be recognised as different but the real power of people comes from the collective way in which talents and skills
are harnessed and managed. Emotion is the most important individual characteristic. In simple terms, people react to
situations based on their past experiences and a good manager will understand how to deal properly with these
complexities.

There is no prescription for good management practice; rather it is the attitude that counts. Any person can succeed in
management terms if he or she is prepared to work at it and develop good tools and people skills. Unfortunately, a great
deal of people in management/supervisory positions remain ignorant and are not truly successful because they are not
shown the right whys and wherefores... So this important topic is continued in the next edition.
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SEEKING ADVICE - fewer models and newer roles
By Graeme Gallanty

The article reproduced here originally appeared in the September 2002 issue of Management Today magazine. It struck
me as not only interesting but also essential reading for all managers who find themselves faced with unfamiliar territory
as a result of organisational or career change. Business is now focused on results with little or no time for learning and
today’'s managers sink or swim on their ability to come to grips with an ever-changing landscape far quicker than they
have had to in the past. Good, solid experience is no longer enough.

Read the article and see if it strikes a chord with you!

Mentoring is part of the modern workplace; a tool as ubiquitous as the desktop and the water cooler but the concept of
having an experienced and trusted advisor is as old as civilisation. According to Greek mythology, Odysseus trusted his
son Telemachus to the care of his wise advisor, Mentor, before he left to fight the Trojans. Athena, the goddess of
wisdom, assumed the form of Mentor when she appeared to Telemachus urging him to set out on his own odyssey to find
his father and to gain a fuller understanding of himself. History is filled with references to mentors, from Socrates with
Plato to Sigmund Freud with Carl Jung.

Mentoring has always occurred in organisations. Reciprocal learning occurs naturally in peer relationships, either in the
workplace or in other social groupings. What has changed, however, is the formalisation of the process. There are
several reasons for this. First is the growing number of women in the workforce. Another is the greater attention
companies devote in disseminating knowledge in the organisation. The most important reasons, however, are the
hollowing out of middle management and the development of the portfolio worker who straddles several organisations.

Downsizing, casualisation and the erosion of employee loyalty in the post-industrial era have transformed forces that
once held organisations together, creating enormous vacuums. Enter the formalised mentoring process.

A well-known Sydney based mentor and management consultant says managers are now more likely to be thrust into
situations in which they are suddenly dealing with more complexity, greater stress and imponderables. “The flat
organisation is well and good; but a lot of people are now getting promoted to the top without any background, and they
might not have worked for somebody who was a role model.”

Yet many formal mentoring projects fall short of the mark. Often political and designed for career advancement and
retention of the chosen few, the process does not always produce results and often just fades away as people move on or
others move in. According to a recent report on BRW, the Westfarmers mentoring program for senior managers had
mixed results; half the mentor/protégé relationships were scored as successful, 25% as so-so without producing great
changes in work style and 25% as failing.

The computer-chip company Intel has developed one of the most radical approaches to the mentoring process. Five
years ago it found that most of the informal mentor/protégé relationships faded out and it decided to give the process
some structure, balanced with enough flexibility to ensure that rigor did not stifle creativity and insight.

The prototype was developed at Intel's chip-making facility in New Mexico where, instead of connecting a young person
with an old hand, people were matched on the basis of skill sets. The program was so successful that Intel's global
human resources organisation adopted a version 18 months ago. The division’s program used a Web database to match
protégés and mentors, wherever they may be around the world.

Intel has turned formal mentoring on its head. First the protégé decides on the skill they need to develop and then
choose from a mentor list that has one to three of those skills. A contract is drawn up, which is reviewed within six
months to determine renewal or conclusion.

Mentoring helps in career development, but Intel's strategy is aimed equally at knowledge transfer. Because the process
is skill based, real-life situations and issues are examined. This ensures that touchy-feely fluff is kept to a minimum.

Graeme Gallanty is a core member of our Alliance and has had over 20 years experience as a management consultant
with a significant portion of those years in the role of the mentor, often as a “board room advisor” to CEQO’s of
organisations as diverse as Whitco, Mitec and Southern Cross. |If this article has relevance to you or your organisation,
give Graeme a call for a low-key discussion over a cup of coffee.
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MDN —MOVING ONWARDS, UPWARDS AND OUTWARDS!

Having spent 3 successful years at Comalco Place in Brisbane City, the lease expired on 31 August 2003 and we
decided to move!

We have however maintained meeting facilities in the CBD via the use of the Boardroom of one of our Strategic
Alliance partners, John Jones of Jones Ross Industrial Relations Consultants who are located in the AMP Building.

Over the past few months we have been planning for the move and after considering several “city” and “city fringe”
properties, we decided that the purchase of commercial premises at Newstead is a preferred and logical option for
the following reasons:

() The majority of our clients and candidates were finding it difficult (and expensive!) to get to us easily and park
conveniently, particularly during “peak hour” periods.

(i) A non-CBD location was seen to provide a solution to (i) above and also allow us to keep our overhead cost
structures down, which ultimately benefits our clients.

(i) Newstead is a huge growth area providing not only the opportunity for capital gain and investment returns but
also a more cost/tax effective and spacious accommodation strategy. Again also a benefit to our clients.

(iv) Newstead is just a few minutes drive from the CBD.

We were planning to sign a contract to purchase a highly suitable property at Newstead prior to 31 August however,
the vendor and/or agent changed some fundamental aspects of the deal at the last minute and consequently,
pending the finalisation of arrangements for the purchase of new office premises, we have taken serviced office
facilities at:

Building 6 (Corporate House)
Sunnybank Office Park

18 Torbey Street
SUNNYBANK QLD 4109

It is conceivable however that we will also maintain this presence at Sunnybank for the long-term as a means of
more conveniently servicing our growing base of contacts, clients and candidates in the Southern Brisbane and
Gold Coast regions.

Details on how to find us appear on the following page:

Building 6, Corporate House
Sunnybank Office Park

18 Torbey Street GPO Box 605
Sunnybank QId 4109 Brisbane Qld 4001
Phone: (07) 3711 9581
Fax: (07) 3272 0988
Email: mdnconsulting@bigpond.com or

mdnconsulting2@bigpond.com
Website: www.mdn.com.au

Mark Nicol Mobile: 0418 366 493
Colin Lagoon Mobile: 0415 655 350
Steven Barnes Mobile: 0411 016 555
Graeme Gallanty Mobile: 0414 845 513

Phillip Garland Mobile: 0418 878 179




Newsletter Volume 6 Issue 1 Page 12 September/October 2003

WHERE ARE WE?

PENDING THE FINALISATION OF ARRANGEMENTS FOR NEW OFFICE PREMISES, WE HAVE
TAKEN SERVICED OFFICE FACILITIES AT:

Building 6 (Corporate House)
Sunnybank Office Park

18 Torbey Street
SUNNYBANK QLD 4109

How do you find us?

1. From Brisbane City take the South-East
Expressway and then take the Mt

Beenleigh Gravatt/Kessels/Mains Road exit.

RD Proceed approx. 4-5 kms south along

Medical Mains Rd.

n

Centre 3. Turnright at Beenleigh Rd off Mains Rd.
4. Take first left into Wynne St.
Wynne Street < <_A 5. Take first left into Torbey St.
6. No. 18 Torbey St, Sunnybank Office Park
Shauna — is on the left. Enter through the gates.
Downs i 7. We are the first building on the right once
Shopping <—— Beenleigh Rd you enter through the gates — BLD #6
Centre A (Corporate House). Park in visitors’
% spaces or those marked “Corporate
Torbey St~

House”.
#18 Torbey /
Sunnybank
Office Park McCullough St
Sunnybank ANZ
Plaza Stadium

Dennistoun St

Petrol Church ‘ ‘ ‘ ‘ ‘
Station
Mains Road
Lumphanan Pinelands —>
St Shopping TO CITY
Centre

UBD Reference:

Map: 220 L3 Kessels Road —»

Garden

City




