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Do you remember the first few heady days and months of your business? You were excited about the 
possibilities, recruited people who were equally excited, perhaps worked harder than you have ever 
worked before – but you knew it was worth it.

And it worked, didn’t it? You didn’t have the resources and deep pockets of your competitors, but you 
had passion, drive, and enthusiasm. And your business grew. Maybe it was a slow burn at first, maybe 
it was an explosion. But if you’re still around today, that means you were a success. You were growing 
… faster and faster.

But after a while, things got tougher. You were still growing, but not so fast. That initial steep growth 
curve started flattening out. And you’re not sure why.

This is not unusual. Many businesses go through a similar process:

1. You start fast, with rapid growth.
2. Then the growth slows down, and business becomes more difficult.
3. Then you reach a disruption point, where you either accelerate again – and thrive – or die out.

If you’re currently in that slow growth stage, the trick is to figure out how to accelerate again. And to 
do that, you have to know what caused the slowdown.

Why did that business that was running so well suddenly slow down?

There are two reasons – and they are very different reasons. One explains what happened to businesses 
in the past, and the other explains what’s happening now. It’s vitally important to understand the 
difference.

As Albert Einstein said when he was criticised for giving his students the same exam two years in a row, 
“The questions are the same, but the answers are different”. The same applies here: You’re asking the 
same question about how to re-ignite your growth, but the answers are different.

In the past
In the past, your growth slowed down because you slowed down. Maybe you became a bit complacent, 
started neglecting customers, built cumbersome systems and processes, fostered a culture of safety 
rather than innovation, or tried cutting costs at the expense of quality. As a result, you became vulnerable 
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to competitors – other people in the industry who were smart, sharp, and saw an opportunity to grab 
some of your market share.

The good news was that you could recover from this situation. You still had all the strengths and assets 
of your business: great people, good products and services, a recognised brand, a positive reputation, 
a loyal customer base, and so on. You just need to focus and reactivate them.

You might have been caught napping, but if you were smart, you could wake up in time and recover. 
You might have taken your eye off the ball, but you were playing the same game, and you knew the 
rules – and you were playing it better than everybody else. So you could regroup and regain the lost 
ground.

Now and in the future
That strategy doesn’t work anymore. Now, the main reason your business has slowed down is because 
the world has changed around you.

The world is now changing so fast that the things that used to work don’t work anymore. Even if you 
didn’t become flabby and complacent, you still run the risk of becoming obsolete. Those “assets” you 
think you built aren’t really strengths at all.

In fact, you’re not struggling despite having these assets; you’re struggling because of them.

That sounds like a paradox, but it’s the truth. Building assets gives a false sense of security. It seems 
like you’ve done the hard work building a strong customer database, clear systems and processes, 
solid relationships with suppliers, and a high-performing team. But these “assets” can be liabilities 
because they are no longer best practice.

In the past, your assets created a buffer between you and new competitors – for example: a prime 
location in a shopping mall that sent most of the passing traffic your way, a loyal client base that 
provided regular income, or a finely-tuned supply chain that took years to create.

But that’s no longer true. Physical real estate, customer loyalty, and supply chains are all being 
disrupted, so those assets don’t have the same value.

Even worse, because you have these assets, it’s more difficult for you to be disruptive.

To put it another way:

 » In the past, the risk was not keeping pace with your competitors.
 » Now – and in the future – the risk is not keeping pace with the world.

“If the rate of change on the outside exceeds the rate of 
change on the inside, the end is near.” - Jack Welch

That’s why we call it “disruption”. You’ve done everything right, played by the rules, and built a solid 
business, but still the world changed and everything you valued is shaken to the core.
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Disrupt Yourself
So how do you continue to be successful in a fast-changing world?

In a nutshell: Disrupt yourself.

This is not just a trendy slogan. We truly believe it’s your best future strategy. Especially if you have an 
established business.

Examine all the assets in your business – especially your core products, services, systems, processes, 
people, and income streams – and imagine what would happen if they disappeared overnight. Then 
build your strategy around those scenarios.

In other words, don’t wait for a smart, savvy, start-up company to disrupt you. Take the initiative and 
do it yourself.

“If it ain’t broke, break it.” - Robert Kriegel

Think Like a Start-Up
There’s an old Irish joke about a lost tourist asking a local, “How do I get to Dublin from here?” and the 
local replies, “Well, if I was you, I wouldn’t start from here.”

The same applies to disruption. If you’re an established business, it’s difficult for you to disrupt yourself, 
because your “assets” are holding you back. It’s not because you can’t see the wood for the trees; it’s 
because you planted the trees that created the wood, and now you can’t see your way out of the 
wood.

Start-up businesses don’t have this problem. Sure, they don’t have your “assets”, but that means they 
don’t have all the baggage that goes along with them. So, if you really want to be disruptive, think like 
a start-up.

In the rest of this report, we’ll identify ten parts of your business to examine critically and disrupt.

“Every threat to the status quo is an opportunity  
in disguise.” - Jay Samit
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1. Disrupt Your Systems
Jake, the founder of a thriving building and construction company in Busselton, Western Australia, 
was planning to retire and hand over his business to his business partner – his son. Jake could have 
worked on for a few years, but he hated the effort he need to put into creating quotes for prospective 
customers. He enjoyed visiting a customer site, understanding their needs, and planning how to solve 
their problems. But he hated the 90 minutes it took afterwards to prepare a detailed quote.

Rather than accepting his father’s decision, his son urged him to reconsider. Together, they researched 
new technology and discovered a cost-effective online quoting system that helped to automate the 
process. Jake configured the system to match their business needs, and now it takes him just five 
minutes to create and deliver a quote!

What about you?
Maybe your business can’t make such a dramatic change (but maybe it could?), but you could almost 
certainly overhaul some parts of your business infrastructure. It’s not that they don’t work; it’s just 
that there might be far better options available now.

Look at things like customer policies, technology (hardware and software), HR processes, IT processes, 
payment systems, marketing techniques, sales process, and customer service.

Ask yourself this question:

“If we didn’t have this, would we choose it now?”

2. Disrupt Your Price
In 1996, when Gihan started one of Australia’s first Web design companies, a typical small business 
Web site took about 3 months to build and cost about $5,000. Now, high-quality Web design software 
means a business owner can build their own Web site in a week for a cost of about $500.

That’s one-tenth of the cost and in one-tenth of the time.

Technology has disrupted the price of Web design. Of course, there’s still a market for Web developers, 
but not with the same old business model.

What about you?
Don’t wait until somebody comes along and disrupts your business model. Instead, pre-empt this by 
looking at your core product or service, and asking this question:

“What if somebody could do this in one-tenth of the time and at one-tenth of the cost?”

You might not know how somebody could do that, but asking the question gets you 
thinking about what that would mean for your business.
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3. Disrupt Your Expertise
In the past, if you were had a heart condition, you visited your cardiologist or doctor for regular check-
ups – usually done with an ECG, a test that measures the electrical activity of your heart.

Now, the start-up company Alivecor lets you do an ECG yourself with a device you attach to your 
iPhone. Something that used to require highly-specialised expertise is now available to anybody with 
a smartphone.

What about you?
Are customers buying your “expertise” – such as physical skill, mental skills, knowledge, years and 
diversity of experience, access to specialised information, or problem-solving ability?

What would happen if they could get that expertise in other ways? This is already happening in many 
industries:

 » Travel agents (and anybody else with the word “agent” or “broker”) had exclusive access to 
information that’s now widely available to anybody online.

 » Financial planners offer a service that is being threatened by artificial intelligence 
“robo-advisers”.

 » In many areas of medical diagnosis, artificial intelligence now outperforms humans.

Ask yourself this question:

“What if our customers knew everything we know?”

4. Disrupt Your Product
In the past, a business that wanted to take credit card orders applied to their bank to operate a merchant 
facility, went through a complex application process, and – if they succeeded – paid significant ongoing 
fees to the bank.

There’s a better option now. The start-up business Square offers full-featured merchant facilities, 
without a complex application process or a bulky device – using just a small device available for  
$20-$50 at Officeworks! Register online, download the app to your phone, and you can be taking 
credit card payments in minutes.

What about you?
Look at your core product or service, and ask yourself this question:

“What if there was an app for this?”

It might not literally be an app, but consider what would happen if technology 
could completely replace your core products and services.
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5. Disrupt Your People
Online shoe store Zappos has a reputation for doing things differently for their people. In 2015, CEO 
Tony Hsieh adopted the “self-management” principle of holacracy, where employees have more input 
into decision making and don’t report to a direct manager. It was a radical and brave – some even 
said foolish – move, and Hsieh knew it wouldn’t please everybody. He offered everybody a generous 
voluntary redundancy, and almost 20% of the staff took it. But 80% stayed and decided to forge ahead 
with the new way of doing things.

What about you?
Even if you don’t go as far as Zappos, are you ready to jettison some parts of your organisational 
structure, existing power bases, and even some of your people?

Even if you have great people in your team, could you put your hand on your heart and honestly say 
these are absolutely the best people in the world to meet your current and future goals and challenges? 
Or do they just happen to be the people you have accumulated over the years, now operating at their 
best?

There’s a big difference between “people operating at their best” and “the best people”. Our 
connected world gives you access to a global workforce, and most businesses don’t take advantage of 
the opportunities.

Imagine you are building your team from scratch. What would you do differently?

 » Would you employ people who already have a strong social media following?
 » Would you employ people with the right attitude, even if they don’t necessarily have all the 

skills you need yet?
 » Would you employ people with a mindset of Cloud, shared data, paperless work, and high 

connectivity?
 » Would you employ people who want to work from home?
 » Would you employ people in other countries?
 » Would you employ some people at all, or just fill those roles with freelancers and contractors?
 » Are there some roles that just aren’t needed anymore?

We’re not saying you should fire all your people and start all over again. But it’s worth doing the 
thought experiment, so you can identify the mismatches and identify how to fix them.
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6. Disrupt Your Customers
Google and Apple are two of the biggest companies on the planet, 
and both obsess about their customers. But they have two very 
different attitudes towards customers, and this is clear when 
you look at the product where they compete head to head: the 
smartphone.

Apple’s approach is, “We’re really smart – we know what’s best for you”. And they do create beautiful 
iPhones, obsessively engineered with a focus on the user experience. They maintain tight control over 
every part of the customer experience. In the original iPhone, Steve Jobs didn’t even want to include 
an app store, because it wouldn’t allow Apple to control everything on the device.

Google’s approach is different. They also care about their customers, but their attitude is, “You’re really 
smart – you know what’s best for you”. Unlike Apple, they give away control of their smartphones – to 
device manufacturers, app developers, and even users.

Both approaches can work, but the future belongs to businesses who use Google’s approach. In fact, 
Google is already winning the smartphone race, with 80% of the world smartphone market (Apple is 
a distant second at 15%).

What about you?
Can you apply the same principle in your business? You might already have a focus on “customer 
service”, or even “customer experience”, but customers no longer just want to be served at arm’s 
length. They want to be involved in your business – in the design, sales, marketing, pricing, and even 
in choosing which products you should sell them.

Stop thinking “customers”, and start thinking “community”.

7. Disrupt Your Leadership
In the 1980s, Intel held a strong position as a market leader in manufacturing computer chips. There 
were two kinds of chips: the microprocessor, which performed calculations; and memory chips, which 
stored data. Intel’s strength was in memory chips, but the trend was clearly towards microprocessors, 
and there was a lot of debate in Intel about whether to turn their back on the lucrative memory chip 
market.

Eventually, Intel’s president Andy Grove broke the deadlock by asking CEO Gordon Moore: “If we got 
kicked out and the board brought in a new CEO, what do you think he would do?”

Moore didn’t hesitate: “He would get us out of the memory chip market.”

Grove replied, “In that case, let’s walk out the door, come back in, and do it ourselves!”

What about you?
Many people reach senior leadership positions because of their experience. But, by definition, 
experience is about what you have learned in the past, and that’s not always the best guide to the 
future.
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Are you willing to ignore your experience – or even see it as a risk? How much do you really value other 
people’s input, especially people who don’t have as much experience?

For example, do you foster reverse mentoring in your business, where senior people are mentored 
by more junior people? In some areas – such as technology, social media, and consumer behaviour 
–  these junior people do have greater experience. More importantly, even in the areas where you 
have greater experience, their fresh insights might be exactly what you need to create disruptive 
innovation.

Do you have a reverse mentor? If not, why not?

8. Disrupt Your Rules
Uber is the poster child for disruption, because it tackled – and disrupted – a highly-regulated, tightly-
controlled industry. When the taxi industry speaks out against Uber, they always focus on “rules”: 
the government regulations that (supposedly) protect their customers. But rules are created by 
governments, and governments are supposed to help their citizens. When somebody likes Uber comes 
along and presents such a compelling alternative, they force governments to change the rules.

Many other industries – for example, healthcare, education, and financial services – face similar rules 
and regulations. It’s no coincidence that these are some of the industries currently facing the greatest 
disruption.

What about you?
Ask yourself this question:

“What could happen if we broke the rules?”

That doesn’t mean you should break the rules or operate 
outside the law. But it’s worth asking the question, 
because it starts your thinking from outside your current 
framework, and you can then adjust your ideas so they 
still fit within the rules.
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9. Disrupt Your Assumptions
One of the most commonly-quoted stories around disruption is about Kodak, which was the market 
leader in film photography, but supposedly failed because it couldn’t adapt when the world switched 
to digital photography. In fact, this isn’t true (Kodak even invented the first digital camera), but it does 
raise a valid point: Why did Kodak fail?

The best analysis suggests Kodak failed because it didn’t realise digital photography would get so much 
better so quickly. The first digital camera – built by a Kodak engineer – was as big as a toaster, took 
20 seconds to take a picture, and the resolution was much lower than a print. Kodak’s management 
assessed it, but ignored it because they thought it would never be good enough to compete with 
film cameras. They didn’t account for exponential growth, which meant the improvements happened 
much faster than they expected.

“It ain’t what you don’t know that gets you into trouble. It’s 
what you know for sure that just ain’t so.” - Josh Billings

What about you?
Are you making similar assumptions in your business? What have you automatically discarded because 
it’s “impossible”?

 » Is it impossible that an encyclopedia that anybody can edit could be more reliable than one 
created by experts?

 » Is it impossible to trust a complete stranger so much that you will get into his car and let him 
drive you to the airport?

 » Is it impossible for world-class high-school and university education to be available free to 
anybody with a computer and an Internet connection?

10. Disrupt Your Reason for Being
In 1798, Edward Jenner, an English country doctor, noticed that milkmaids who caught the disease 
cowpox seemed to be immune from catching the far more serious disease, smallpox. That observation 
led Jenner to developing the smallpox vaccine, and started the medical practice of vaccination, one of 
the biggest successes of modern medicine.

Despite the success of the smallpox vaccine, it’s no longer part of the standard 
vaccination schedule. That’s not because there’s a better vaccine or a better 
“technology” than vaccination. It’s simply because smallpox itself has 
been eradicated, so there’s no longer any need to vaccinate 
against it.

In other words, the vaccine was used to solve a problem, 
and that problem no longer exists.
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What about you?
Could this be true for your business as well? You succeeded because you were solving a problem for 
your customers, but what if that problem no longer existed? For example:

 » A financial planner helping people plan for retirement: What if life extension science means 
lifespans double, and the concept of “retirement” disappears?

 » A mortgage broker helping home buyers get finance: What if portable and modular homes 
mean people never need to buy more than one home?

 » Driving instructors: What if self-driving cars mean that young people no longer need to learn 
how to drive?

Ask yourself this question:

“What if our customers no longer have the problem we solve for them?”

Don’t Wait!
Let’s return to the business growth graph we saw earlier:

 

As we pointed out, if your business is in that phase of slow growth, it will eventually reach a disruption 
point, where it either thrives or dies. For many businesses, that disruption comes from outside, and 
that makes it difficult to handle, because you’re reactive.

That’s why it’s so important to disrupt yourself – and to start now.

It’s tempting to put this aside because you’re too busy coping with the current deluge of change. But 
that’s risky, because you’ll never have the luxury of time. 

To quote Ernest Hemingway from his novel The Sun Also Rises:

“How did you go bankrupt?” Bill asked.

“Two ways,” Mike said. “Gradually and then suddenly.”

Don’t wait for sudden death! Act now.

Some images courtesy of Shutterstock.
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In a world of rapid innovation and change, it’s challenging to keep up, let alone 
know how to pivot, shift or transform your business without wasting time or 
money. You might hear about disruption, technology and megatrends that affect 
the world and your industry, but have no idea how to implement change or take 
competitive advantage of what’s new. The Business Accelerators program gives 
you the fast track to innovation and change. Our goal is to help you accelerate 
your personal and business success through a proactive approach to disruption, 
innovation and strategic change.


