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ON A 
PERSONAL 
NOTE...

I can hardly believe it has been 10 years 
since my departure from formal corporate 
employment! While this publication is 
celebrating ten years of independence, I 
thought it appropriate to briefly share with 
you where I came from, as my journey into 
self-employment and my own business 
probably started more than a year before 
the actual corporate exit. 

In 2002, I held a senior position with a 
large international consultancy, working 
on interesting projects for big companies. 
In hindsight, I was probably spending 
far too many hours in the office and 
commuting each day. As a working 
mother, I thought I was doing OK, trying 
to balance professional and personal 
pressures. In reality, workplace demands 
were unfortunately taking their toll on 
my health, family relationships and 
friendships.

The defining moment  --  when I left 
a secure, full time corporate career  --  
happened in 2002 on a chilly winter’s 
morning. I was waiting in the executive 
boardroom of a large government 
department, for an obnoxious client who 
was late, as usual. As I stared at the heavy 
blue curtains and depressing boardroom 
furniture, I knew with clarity that my life 
HAD to change. I desperately needed to 
regain energy, passion and enthusiasm. 
I needed more balance and personal 
power in my life, but how could I do it?

That morning, I realised it was time to 
make a choice. No matter what it took, 
I had to regain control of my professional 
and personal life. I was not sure WHAT 
I had to do or HOW I was going to do it; 
all I knew was that I needed new focus, a 
plan and an exit strategy. 

Determined to find the solution, I put 
plans into action before resigning eight 
months later. Before taking the leap, I had 
eliminated all major debt, built up a financial 
cushion and residual income to take me 
forward, set myself up for business and 
started contracting consulting services on 
my terms (mostly!)

Yes, I know this all sounds great, but 
frankly, there have been more than a few 
scary roller-coaster rides along the way!
While life had generally been good, there 

have been several obstacles over the years     
--  some awful clients, a dodgy business 
associate and endless sleepless nights 
(due to my youngest child). 

By 2008, I reached another crossroad that 
required refocusing and reorganising my 
personal life, business and professional 
mindset. Yes, I loved being a self-employed 
entrepreneur running a specialised 
consulting and coaching practice, but I 
needed to address a number of personal 
challenges first. 

Realising I could not do this on my own; I 
contacted a super life-coach to guide me. 
Within less than a month, I had set new 
professional goals and enlisted the help of 
top business and marketing mentors. 
Since then, I have restructured and 
reorganised my business to both serve 
clients better in a rapidly changing business 
landscape, and be more closely aligned 
with my personal values, dreams and 
goals. As a result, my business started to 
expand in a brand new direction, working 
with remarkable clients. 

Now ten years down the line, my 
professional mission is to coach and 
consult to other advancing entrepreneurs, 
business women and executives to 
plan for success, get more organised in 
business and take decisive action 
to achieve better professional 
results. 

I trust this SPOTLIGHT 
ON SUCCESS will also 
inspire and motivate you 
to take control of your 
professional destiny!

I’d love to hear your 
feedback. Reach out 
and contact us through 
one of the multiple 
channels and let’s see 
how I can help YOU!

My professional 
mission is to 
coach and consult 
to other advancing 
entrepreneurs, 
business women 
and executives to 
plan for success.
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Things

Let me share my list of some things I was aware of, but 
never realised their significance:

      Passion is paramount! 
Whatever you do in business or in life, try to do 
something that you are passionate about. This provides 
the energy and inspiration to get up and go every day 
(and keep going). Find your passion (what you love) and 
unique ability (your natural talents, gifts and skills) and 
stay connected to your purpose!

Whatever you do, DO it with passion, energy and 
enthusiasm and you will naturally attract more 
opportunities that suit your unique abilities. 

       Nothing happens without ACTION. 
Yes I know it sounds obvious, but it is alarming how 
often people delay their own success and progress 
by procrastination. It means nothing if you have a 
great idea, plan or strategy and you don’t take explicit 
ACTION.  

       Relationships will pull you through. 
When the going gets tough, strong and authentic 
interpersonal relationships really make a difference.  
By being able to tap into a network where you are 
known, liked and trusted, you can ask for advice, find 
business opportunities or find ways to collaborate. 
Remember though, that it’s not a one sided thing - you 
also need to give back in the relationship. 

Even with all the technological advances and 
opportunities for virtual social networking, I still believe 
that personal face-to-face contact is the best way to 
build genuine relationships. I try to maintain contact 
with most people I’ve dealt with in my professional 
career and still get referrals from people I have stayed 
in contact with, but might not have worked with, for 
more than ten years!

       Accept you can’t do it all on your own. 
I am a DIY-type of business woman. I prefer trying or 
figuring things out before delegating or outsourcing 
them. I know this has not always been the best 
approach for my business, as I could have forged ahead 
far quicker in my independent career had I enlisted the 
help of a business and marketing coach earlier.

Nowadays, I still like to try and experiment with things 
myself, but I’ve learnt that I get things done much 
quicker with the support of a strong team and business 
network. 

For example, I use the services of a personal assistant, 
as well as an editor, web and graphic designers, a 
bookkeeper and other professionals to improve my 
efficiency and effectiveness. 

Apart from regular contact with my business coach, I 
link into a high-end business and marketing mastermind 

I’m not afraid to say that, essentially, I’m a corporate refugee. After an exciting 
and very busy corporate career spanning more than 12 years, I stepped out to 

start my ‘own thing’ 10 years ago.
 
As an independent consultant, coach and business owner, I’ve been 
pursuing my passion to help other executives, entrepreneurs and 
business owners to become more successful though better strategic 
thinking, planning and doing – and yes, I also work for selected corporate 
clients, but I do this mostly on my own (not-too-unreasonable) terms!
 
Life as a business owner has been interesting to say the least. Now, ten 
years on, with the insight of hindsight, I realise how much easier it would 
have been if I’d known some things when I started out on my own!

I WISH I’D KNOWN
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and also participate in regular business and professional 
networking forums. There is no glory in being the ‘Lone 
Ranger’!

       Things usually take longer than 
       planned or expected. 
I am quite an optimist and tend to generate ideas fast. 
However, the implementation is not always as easy in 
real life! Regardless of whether you are starting up a 
business, implementing a new growth strategy, creating 
a website or launching a new product or offering, it 
usually takes longer than expected. I’ve learnt to build 
in extra time for my business projects and to have fun 
during the journey – it serves no purpose to beat myself 
up if I don’t get everything done as planned!

       Walk your talk. 
You cannot expect to attract top-notch clients if you 
and your business do not reflect what you claim to 
represent or offer your clients! You need to ‘walk your 
own talk’. This also implies that you need to INVEST 
in your business to have the right image, professional 
tools and infrastructure. How can you expect clients to 
invest in your services if you are not willing to invest in 
your own business and professional offerings?

       Resilience is vital. 
People in business all make mistakes from time to 
time and having setbacks is almost a given. Instead of 
blame shifting, we need to accept this and learn how to 
become more resilient so we can bounce back. 
I now know that every setback presents an opportunity 
– you just need to step out of the detail to see the big 
picture.

       Avoid perfection 
       paralysis. 
As a self-confessed, 
recovering perfectionist, 
I personally set high 
standards and like to have 
things in my particular 
way. This has not always 
been a wise move as I 
have often ended up spending too much time and 
effort to find the ‘perfect’ solution, without any 
additional financial benefit. Perfection Paralysis MUST 
be avoided at all times – I now live by the motto: Move 
quick, perfect later!

       More qualifications do not necessarily 
       equal more success. 
Let me be honest, to increase your probability for 
business and professional success, you need to grow 
and develop yourself. Unfortunately many people think 
they can only achieve a next level of success if they have 
an additional formal qualification. Believe me, another 
degree, certificate or qualification does NOT necessarily 
bring new clients, more business or more money to your 
doorstep.

Unless an additional formal qualification is essential to 
conduct your business (e.g. a tax practitioner, accountant 
or medical professional), consider your options carefully. 

For example, I did not automatically get more clients 
and business after completing my formal coaching 
certification. Although it was a great course with 
excellent content, it did not generate more revenue for 
me. Only after investing and working with a business 
and marketing coach, did I learn the real tips and tricks to 
create a growing and profitable coaching and consulting 
business!  Take care when you invest in your growth and 
development – more qualifications do not always equal 
more successful outcomes (or a bigger pay cheque).

              You need to use both your head 
              and your heart. 
In your own business, you’ll often face tough decisions 
and some of them are not always simple or straight 
forward. The facts may look fantastic on the surface, but 
your head and heart may be in conflict. It is always good 
to let your values guide you when examining the facts, 
but if the conflicts persist you need to trust your intuition 
(heart).  

After ten years in my own business, I think it is fair to 
say that the experience has been a major reality check 
on many levels. Is it easier than corporate life? No. Is it 
more fulfilling? Yes, most of the time. Would I ever think 
of going back? Not easily, but there are no absolutes! 
 

In conclusion, remember that regardless where you are 
– in a corporate career, starting up or in an established 
business – you are ultimately responsible for creating the 
life and career you want. You can take action today to 
become the architect of your professional future!  Don’t 
be afraid to dream big, define your professional goals and 
take that important first step – you do not always have to 
know the HOW TO, before you take that leap of faith!

Experience is what you get when 
you didn’t get what you wanted. 
And experience is often the most 
valuable thing you have to offer.
- Randy Pausch, The Last Lecture
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TRANSLATING VISION INTO REALITY

GROWTH IN ACTION…

“Before working with Gina as a coach, I was having 
challenges in my work environment and this affected my 
performance and confidence in my social life as well. I 
lacked the courage to stand up for what I truly believed in 
as I thought I had lost the credibility. I short-changed my 
incredible capabilities. During coaching series I received  
proper guidance on how to improve my self esteem, 
be more courageous and confident, even in the little 
basic things I had underestimated. As a result, I have 
managed to receive the ear of my leadership whom I 
had thought had lost confidence in me, able to market 
my ideas and deals internally as a result getting more 
buying in, much increased confidence and courage both 
at work and socially. 
My advice for those thinking of working with Gina -- 
deciding to take on  leadership coaching is the first 
step to being courageous and confident as you have 
acknowledged and identified your growth plan and the 
results are incredible!.  I am now glowing because I 
know who I am and I go for what I believe in.”  
KT, Marketing & Sales Executive. 
Multinational IT Company

“I came to Gina for help with putting my new coaching 
business on the map and get more clients.  During the 
coaching, Gina provided me with tools and insights that 
fast tracked my plans. From interacting with her and 
following through on the set goals, which we confirmed 
together. I got clarity on my niche market, a solidified 
vision for my business and specific clear short and long-
term plans.  Although we had few sessions, the impact 
of her interventions is already HUGE.

This coaching experience is a major confidence booster 
for me. The word that best describes Gina for me is 
‘Super’. She is good at what she does, is thorough, 
she shows up and follows through, has a brilliant mind, 
has passion and she walks the talk.  Her coaching has 
value add and she follows a process that you will trust 
and support as a client. You will not only get value for 
money, you will get an opportunity to learn from her and 
her generous spirit is amazing. I am so glad I chose to 
do this with her. I am learning so much and moreover, 
we are having fun! I would recommend Gina for you if 
you want clarity on where your business is going and 
want a propeller to charge your goals and offer you 
support. She is great.  I know that I am going to be ultra-
successful and in life this happens when you surround 
yourself with giants. She represents a giant that steers 
others to the right direction. Make an appointment with 
her today. She will make things happen for you and your 
business.”  
EM, CEO, Start-up Coaching & Consulting 
Company.

CLIENT TESTIMONIAL

CLIENT TESTIMONIAL
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TRANSLATING VISION INTO REALITY

“Working with Gina has changed 
the way in which I think about my 
business and my life. I no longer 
see my business as the unknown. 
I now approach my business 
with confidence and a greater 
understanding of who I am, and what 
makes me and my business unique!

Yes, I have experienced growing 
pains, but not without many rewards. 
In the short time that I have been 
working with Gina, she has helped 
me to identify who we are ideally 
suited to serve, ways of making my 
business more efficient, effective and 
something truly unique and special.
Gina is more than my mentor and 
coach, she is my friend. 
Thank you Gina for those calls, 
thank you for caring, thank you for 
sharing and thank you for daring to 
make me and my business into a 
MASTER(mind) piece!”  
Helen du Plessis, Owner of 
HDP Photography

Inovizion’s Strategic 
Success System 
We have a unique success system for 
executives, business managers and 
entrepreneurs. We use it to guide individual, 
group and mastermind coaching. It is based on 
12 professional success factors -- depending 
on individual needs, coaching may be provided 
on all or only selected success factors. 

What is a Mastermind?
Since 2011 I have been offering a high-quality coaching experience for more than one group of collaborative 
and results-oriented businesswomen. Over time the curriculum has evolved from a business planning, 
marketing and mind-set emphasis to a more co-creative process which guides strategic- thinking 
and planning for top-tier executives, entrepreneurs and business women.
 
The mastermind-concept, as defined by Napoleon Hill (author of Think and Grow Rich), is the 
coordination of knowledge and effort, in a spirit of harmony, between two or more people, 
for the attainment of a definite purpose.  Combine this with current insights and experience 
in business development, personal leadership and strategic coaching, and the Inovizion 
Mastermind is formed! 

12 Strategic Success Factors:
1. Make personal development a priority.
2. Get personal insight into your unique abilities.
3. Find Strategic Focus – a vision and goals.
4. Build a powerful personal brand.
5. Create and nurture strategic relationships.
6. Communicate, connect and inspire.
7. Differentiate yourself from the rest.
8. Hone presentation and persuasion skills.
9. Surround yourself with the best people.
10. Maintain confidence and a winning mindset.
11. Build habits that create results.
12. Nurture the leader within.

Growing and nurturing, confident and empowered women in business.

CLIENT TESTIMONIAL
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INTERVIEW WITH GINA

An interview with

Gina
Gina Mostert has come a long way since 

she started her first business venture at 

the age of ten where she made and sold 

novelty printers-tray figurines. 

In this interview, we discover more 

about the innovative person behind 

the Inovizion coaching and strategic 

consulting practice.

I am a Results certified coach and a registered NBI® 
practitioner. In addition, I am affiliated with the 
International Coaching Federation(ICF) and Coaches 
and Mentors of South Africa(COMENSA).

Who are your typical clients?
I typically work with top-tier executives and pro-
fessionals, results-oriented entrepreneurs and forward 
thinking women in business in the services sector 
that need a strategic thinking partner to create focus, 
plan ahead, get organised and take decisive action 
to implement their own version of professional- or 
business success.
My typical client plays a strategic or leadership role in his/
her organisation or business. Usually aged 35+, these 
are results-oriented professionals who are quite familiar 
with modern technologies such as the internet, email 
and social media. They are ready for new challenges, 
open to new ideas and willing to shift boundaries to 
create remarkable results.

Since starting my own business, I have made it my 
professional mission to coach and consult to other 
success-minded individuals and teams, helping them 
translate their vision into reality.

I will passionately support, coach and consult to 
individuals who are ready to play a bigger game in their 
businesses or professional lives, or who are planning to 
trade the corporate world for an alternative career, self-
employment or new business venture.

What makes you different from other 
business coaches?
What distinguishes my services from others is my 
ability to creatively combine the best of consulting, 
coaching and mentoring, to help clients define exactly 
WHAT they want to be, have or do in business and 
HOW they intend to get there – in essence, charting a 
unique roadmap for their business success.

By providing my clients with practical and results-
oriented solutions they are able to:
•	Rapidly	 gain	 strategic	 professional-	 and	 personal	

focus;
•	Revive	 professional	 passion,	 enthusiasm	 and	

confidence;
•	 Improve	 time	 management	 and	 organisation,	 thus	

enhancing work-life balance;
•	Become	more	effective	in	getting	clients,	 improving	

productivity and increasing profits; and
•	Accelerate	 personal,	 career	 and	 business	

development.

Unlike other coaches, I do not offer ‘coaching-by-the-
hour’, so I don’t have hourly coaching or consulting rates. 
Instead, I have unique consulting, coaching and creative 
packages and programs to suit individual requirements, 
budgets and schedules. 

Can you tell us more about yourself and 
what you do?
I am a business success strategist, consultant, 
coach and the founder of Inovizion, a Gauteng-based 
strategic consulting and coaching practice. I have been 
a business and management consultant for more than 
20 years and a self-employed professional since 2003. 
Before starting up my own business, I gained more 
than 12 years’ management consulting experience with 
Accenture, one of the world’s largest management 
consultancies. 

With experience in both the corporate world and my 
own business, I have witnessed the complexities, time-
pressures, isolation and overwhelm often associated 
with top jobs. I have realised over the years that people 
who lead in the executive or business space share 
many similar challenges. I understand that succeeding 
in business or corporate space is not always easy. 
We need to have strategic focus, lead with conviction, 
be confident decision-makers, have a powerful presence 
and personal brand, plus take decisive action – quite a 
daunting challenge! 

What qualifications do you have?
My formal qualifications include a Bachelor of 
Commerce (University of Pretoria), as well as a 
Certificate in Business Communication (UNISA). I have 
also participated in various continued-learning activities 
and seminars during my professional career, in South 
Africa as well as inthe US, UK and Europe.
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My service commitment further sets me apart from 
other service providers. As consultant, mentor and 
coach, I make the commitment to:
•	 Respect	strict	confidentiality	at	all	times.
•	 Deliver	 a	 professional	 service	 with	 programs	 or	

interventions as specified.
•	 Provide	quality	materials	and	products.
•	 Meet	all	 time	commitments	and	give	my	undivided	

attention during all subsequent coaching sessions or 
personal consultations.

•	 Support	clients	 in	choices	 that	are	 in	 line	with	 their	
vision, values and goals.

Can you mention some companies and 
clients you have worked with?
As a consultant, I have completed more than 40 major 
projects and strategic work initiatives, gaining more 
than 18 years’ management and strategic change 
experience. As a coach, I have dealt with strategic 
executives, senior managers and business owners 
from various industries and walks of life, including:
•	 Consulting	executives	and	managers
•	 IT	sales	executives
•	 Wealth	managers
•	 Legal	professionals
•	 Business-,	executive-	and	life	coaches
•	 Event	planning-	and	marketing	consultants

•	 Professional	image	consultants
•	 Health-,	nutrition-	and	fitness	Coaches

I have a special interest in supporting professional 
woman (and cool guys) who want to up-level their 
professional and/or business performance.

Some of the companies I have dealt with during my 
extended consulting career include:
•	 Accenture
•	 Cities	of	Cape	Town,	Johannesburg	and	Tshwane
•	 CNA	retail	group
•	 Council	for	Scientific	and	Industrial	Research	(CSIR)
•	 Departments	of	Labour	and	Social	Development
•	 East	Rand	Water	(ERWAT)
•	 Eskom
•	 Goldfields
•	 Motor	Industry	Bargaining	Council
•	 National	Treasury
•	 University	of	South	Africa	(UNISA)
•	 UNICEF	/	Department	of	Health
 
I currently prefer to work with service enterprises, 
where I have direct access, interaction and influence 
with decision-makers and executives.

What type of person do you work best 
with?
As an action-oriented planner, organiser and go-getter, 
I am known to work best with other likeminded action- 
and results-oriented individuals who:
•	 maintain	 an	 open	 mind	 and	 are	 ready	 to	 make	

personal or business changes to achieve results
•	 recognise	 that	 there	 is	 room	 for	 growth	 and	

development
•	 are	 willing	 to	 take	 personal	 responsibility	 and	

ownership for the required change
•	 are	able	 to	make	 the	 required	 financial	 investment	

for coaching or consulting.

Is there any person or business for which 
your programs or services will NOT work?
I am selective in who I work with. From time to time, I 
turn away a prospective client, or even end an existing 
client relationship where I feel that I am unable to add 
value or deliver the results that a client expects.

My coaching and consulting is not suitable for individuals 
(or businesses) that are financially desperate. I have 
found that those who are under absolute financial 
pressure are unable to focus and follow through with 
strategic actions they need to progress. They tend to 
see their coaching or consulting fee as an expense and 
a pain-point, rather than an investment in their future.
Finally, I am also not willing to work with individuals 
with an overwhelmingly negative or sceptical mind-set, 
or those who have not yet assumed full responsibility 
for their personal actions or results.
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How do you usually interact with 
your clients?
I use various methods to interact with my clients, 
including face-to-face sessions, workshops, phone 
(including Skype and teleconferencing), e-mail and 
via my website. I also use web-based assessment 
tools such as the Neethling Brain Inventory (NBI). 
Working from my office, I have weekly contact with 
various clients countrywide. Using communications 
technology, I am also able to connect virtually and still 
deliver a fantastic service.

Do you use specific coaching methods, 
tools, systems or programs in your 
practice?
Yes, we utilise various programs, tools, methods and 
proprietary systems. The most relevant of these include:
•	 Results	 Coaching	 System	 (RCS)	 –	 As	 a	 Results	

certified coach, the RCS research, methods and goal-
directed system guide my approach to individual and 
group coaching. I have however, tailored my general 
coaching methods over time.

•	 Inovizion’s	Strategic	Success	System	–	This	unique	
system is based on 12 critical success factors for 
executives, business managers and entrepreneurs. 
Depending on individual needs, coaching may be 
provided on all or only selected success factors.

•	 Inovizion’s	 Profit	 Formula	 –	 This	 simple	 formula,	
comprising five specific BUSINESS levers, enables 
entrepreneurs, business owners and sales-
oriented executives to multiply revenue, profits 
and productivity in their businesses or workplaces.  
Depending on individual needs, I may coach on all or 
only selected business levers.

•	 NBI	Whole	Brain	Assessments	–	This	 valuable	 tool	
is suitable for executives, adults and students, 
to understand thinking preferences and discover 
professional passion to guide their careers, 
businesses and life choices.

•	 Strengths	Finder	–	Working	professionals	can	use	
this tool to identify their individual strengths and 
talents, and discover their own unique abilities to 
guide their businesses, careers and life choices.

In addition to the above, I have a comprehensive 
resource library of quick and easy-to-use 
templates, worksheets, tools and books, covering a 
broad range of business- and professional development 
activities. I provide these to clients as needed.

Can you explain the difference between 
coaching, consulting and mentoring?
Consulting is a specialist advisory service that identifies 
and/or implements specific solutions in consultation 
with the client.  The service includes business- and 
strategic planning.

Coaching is essentially an ongoing, co-creative 
professional relationship that helps people to produce 
extraordinary results in their lives, careers and 
businesses. Coaching with Inovizion is a goal-oriented, 
facilitative and supportive process used to unlock 
potential and maximise individual or team performance.
Mentoring usually involves an experienced or trusted 
advisor who provides specific support, guidance and 
leadership to an individual over a period of time.

I believe in bringing together the best of consulting, 
coaching and mentoring to help my clients create 
remarkable business results.

Finally, how would you describe yourself?
I am enthusiastic, energetic and enjoy interacting with 
my audiences and clients. It’s important that my clients 
know they are not alone in their challenges, understand 
what it takes to succeed, and be inspired to move 
forward.

On a personal level – I’m the Domestic COO for a 
busy family. I have a wide variety of interests including 
travelling, road running, gardening, visual arts and 
graphic design, outdoor-life, social media, entertaining 
and reading.

I can’t resist... Champagne

I am most inspired by... My kids - their 
creativity and energy helps me to take a fresh 

perspective on most things in life!

Best advice ever received? 
Live life like you mean it!

Favourite holiday destination? 
Swiss Alps, or any other skiing destination, with my 
husband, Theo, and kids, Marco and Charlotte (of 

course)!

What I enjoy most about my work... Helping 
clients to strategically figure out how they can make 
big things happen in business or their lives.

Favourite me-time activity? 
Running and a long lazy bubble-bath!

Person I most admire and why? 
My mother - she takes a stand for what she values, has 
a great sense of humour and a highly creative mind.

A Quick 
Snapshot of 

Gina
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• Make strategic planning a priority – If you 
are serious about enhancing your success in 
your business, personal or professional life, set 
aside some time for visioning and planning on a 
regular basis. 

•		Think Big – You don’t do yourself any favours 
by playing small and 
having a mini-mindset. 
Ask yourself if money 
was no constraint and 
failure was impossible, 
what you would want to 
be, do and have in life 
and in business.

•  Brainstorm – 
Generate as many 
options as possible 
for what you want to 
be, do and have. Get 
creative; make a mind-
map or list for each 

area. Use colours and pictures to promote 
your creative energies. Only evaluate the 
various options once you have finished 
brainstorming.

• Make it real – It is great to dream, 
but it needs to become real. Write down your 
dream, add detail to your big picture and attach 
a realistic timeframe. Listing your specific goals 
is the first step to achieving your vision.

• Make it visible – Create a one-page picture 
or image of what you want to be, do and have 
three years from now. Place it in a visible place 
so it reminds you of your vision on a regular 
basis.  

In conclusion, remember that having a clear 
VISION enables you to formulate powerful GOALS, 
define strategies to achieve your goals and then 
take ACTION to get new RESULTS in your life.

FIND YOUR FOCUS

Let me be upfront: Do you have a clear picture of where you 
are heading with your business, professional- or personal 
life? If you were to think about your life in three years’ time, 
what has to be in place (both professionally and personally) 
for you to feel happy with your progress? 

If your answer to the above is a clear and confident ‘Yes’, 
that is great, but if you have some uncertainties or 
doubts, you might want to read on.

Having a vision, a crystal clear “big picture” of what 
you want to be, do and have, is probably one of 
the greatest motivators in business and in life in 
general. A compelling vision provides energy and 
inspiration. Not only can it keep you focused when 
business or life gets tough, but it can literally pull 
you ahead when you face life’s obstacles.  

It is virtually impossible to define a decisive course 
of action unless you are clear on a desired outcome 
for your business, professional or personal life.  
So, if you need to define a clear and compelling 
vision for your life or business, this powerful 
visioning and strategising exercise may help you to 
get moving.

Step one is to imagine yourself in three years from 
now, as if you leapt ahead in time and are looking 
back over those three years. Think what would need 
to have happened and be in place in your life (personally or 
professionally) for you to be happy with your progress.  Take 
care to capture this vision in words and/or pictures.

Next, ask yourself the following three key questions: What are 
the RISKS involved in achieving this, what OPPORTUNITIES 
are at hand and what STRENGTHS could you leverage to 
achieve the desired outcome? Write down your responses.

Finally, once you have answered the key questions above, 
prioritise the RISKS, OPPORTUNITIES and STRENGTHS in 
your situation. This helps to identify the primary focus areas, 
goals or initiatives you need to implement to start shifting 
your life towards your ideal outcomes. Establish which of 
these will provide the fastest, most direct path to profitability 
and success.  This is how you create FOCUS!

START WITH THE END IN MIND

If you don’t design your own life plan, chances are you’ll fall into someone else’s 
plan. And guess what they have planned for you? Not much.         – Jim Rohn

Vision Goals Strategies Actions Results

SUCCESS TIPREAD THIS
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THINK LIKE A LEADER

Becoming the person 
OTHERS WILL 

WANT TO FOLLOW
The 21 Indispensible Qualities of a Leader  -  John C. Maxwell

Character
Be a piece of rock.1
Charisma
First impressions can seal the deal.2
Commitment
It separates the doers from dreamers.3
Communication
Without it, you travel alone.4
Competence
If you build it, they will come.5
Courage
One person with courage is a majority.6
Discernment
Put an end to unsolved mysteries.7
Focus
The sharper it is, the sharper you are.8
Generosity
Your candle loses nothing when it lights another.9
Initiative
You would not leave home without it.10
Listening
To connect to their hearts, use your ears.11

Passion
Take this life and love it.12
Positive Attitude
If you believe you can, you can!13
Problem Solving
You can’t let your problems be a problem.14
Relationships
If you get along, they will go along.15
Responsibility
If you won’t carry the ball, you can’t lead the team.16

Security
Competence never compromises for insecurity.17
Self-Discipline
The first person you lead is YOU.18
Servanthood
To get ahead, put others first.19
Teachability
To keep leading, keep learning.20
Vision
You can seize only what you can see.21
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ACT LIKE A LEADER

No doubt there are 
hundreds of good 
habits that will bring 
success, but in my 
experience, these 
eight top my list. 

1. Take care of your health. Your business (or 
employer) requires you to be at peak performance.  
Healthy eating habits (especially a healthy breakfast), 
regular exercise and sufficient sleep will enable you 
to handle stress better and cope with the day-to-day 
demands of your business or professional life. Are you 
consistently taking care of your biggest asset – YOU?

2. Invest in growth and development. Highly 
successful businesses invest time and money in their 
leaders and in their teams. They don’t make excuses 
to continue learning and developing. They are willing to 
make the required investment and they are reaping the 
rewards. Are you investing in your ongoing development?

3. Get organised. Success-oriented business 
owners and professionals usually have good time 
management habits. This means they are on time for 
meetings, take care that paperwork gets done and have 
efficient systems in place that enable them and their 
teams to work effectively. Are you on top of your time 
management and paperwork?

4. Use external outside help and support. High-
performers know they can’t do it all on their own. 
They utilise external expertise when needed, get 
support from mentors and/or coaches to enhance their 
performance and know how to delegate effectively 
without micro-managing or losing control. Are you getting 
support or floundering by trying to do it all?

5. Stay on top of business planning, finances, 
facts and figures. This relatively simple habit is one 
where so many business owners or entrepreneurs 
fall short.  Successful business leaders know that 
consistency and focus are vital, so they plan the 
business, know their numbers and work the plan – daily, 
weekly and monthly. Do you know your numbers?

6. Nurture relationships. Success in 
business (regardless of whether you are an 
employee, entrepreneur in your own business 
or running a large enterprise) is definitely 
influenced by the ability to build and maintain strong 
relationships. This entails relationships with everyone 
who plays a role in making your business flourish – 
suppliers, new prospects, existing and former clients, 
affiliates and service providers.  How good are your 
follow-up habits? Are you consistently and continuously 
taking action to stay in touch and enhance your business 
relationships?

7. Take decisive action. Success-oriented business 
leaders and professionals know that procrastination is 
the thief of both time and money.  They are not afraid to 
make bold decisions and take purposeful action when 
necessary. Are you taking action daily, even when it feels 
uncomfortable?

8. Prioritise your personal life. People who aim 
for business success balance their priorities regarding 
personal relationships, work and life.  They maintain good 
habits when it comes to working hours and find sensible 
ways to use their time productively at both work 
and home.

I definitely don’t always get all of this right 
in my own life and business. I do, however, 
consistently work at the basics, because I 
know that good habits enable me to create 
better results and build a thriving business.   

Consider your personal and professional 
habits right now. Are they all serving you? 
Are there any you need to change? If so, 
write them down and start taking action on 
them one by one, and stick to it for at least a 
month to turn your actions into habits. 

Working with different types of business ventures and individuals over the years, I’ve learnt that not every 
executive, entrepreneur or business owner has the daily habits needed to create success in his or her business 
or career.  When it comes to growing and succeeding professionally, HABITS can either make or break us!

A habit is essentially something we personally create by repeating a particular behaviour i.e. an action we 
do repeatedly without really having to think about it. Habits are essential for anyone to deal with routine 
requirements in life, but it’s crucial to understand that your habits (or the behaviours you choose to repeat) not 
only shape your life, but also form the business and professional space you operate in.

  We are what we repeatedly do. Excellence, 
therefore, is not an act but a habit. 

- Aristotle

ARE YOUR HABITS SERVING YOU?
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COMMUNICATE LIKE A LEADER

Boost your credibility and 
build your personal brand 

with public speaking

Speaking is really one of the most powerful 
ways to establish professional credibility, 
connect with ideal business prospects and 
develop your business network. Not only 
does it give you the opportunity to connect 
and generate trust, but if you are a specialist 
in your field, you can also use public speaking 
to shine your light, share your knowledge and 
give others the opportunity to get to know you 
and what you stand for!  

Unfortunately, public speaking is also one of 
the most intimidating activities. According to 
surveys, many people fear public speaking 
more than death itself. But it need not be so 
daunting.

We all know that first impressions are lasting, 
so if you would want to maximise each 
speaking opportunity, here are seven of my 
simple tips to capture the attention of your 
audience, connect, build relationships, make a 
great impression and inspire prospects to take 
action.

1. Connect with your audience BEFORE you start
Your relationship with your audience starts before you begin your 
talk or presentation, so get there early to interact with people 
before you start, in order to make a personal connection. This will 
not only help you feel at ease, but also offer a valuable glimpse into 
the personal world of your audience, making it easier to engage 
with people at an individual level.

2. Prepare, relax and breathe!
Firstly, being well prepared will definitely tame some of your 
nerves. When you are nervous, you tend to hold your breath, which 
actually heightens your anxiety and you will end up talking faster. 

Remember to breathe correctly and deeply a few times so you 
can actually feel the sides of your rib cage expanding. This will 
send oxygen to your brain, relax you and help to slow down your 
speaking pace. There is nothing worse than a speaker who rushes 
through a presentation as if there is a plane to catch! 

If you consider that most people find public speaking daunting and 
appreciate the courage it takes to speak in front of an audience, 
there is really no reason to fret!

3. Share your story
Do you have a compelling story to tell? Maybe you have faced and 
overcome challenges relating to the topic you are speaking on. 
People will appreciate that you are a real person, possibly facing 
challenges similar to their own. Sincerity and authenticity always 
inspire an audience; after all, hearing about others who have 
defeated challenges could motivate them to do the same.

4. Get moving
Avoid hiding behind the podium or ‘freezing’ in one spot during a 
public presentation. While break dancing may not be appropriate, 
it’s a good time to get physical and move around. Not only will 
you burn off some nervous energy, but you are likely to keep you 
audience interested and engaged. 

5. Keep eye contact
A prerequisite to an authentic connection with your audience is eye 
contact. Find a few friendly faces and try to maintain eye contact 
with an individual as you convey one thought. Make sure you know 
your audience to avoid culturally sensitive situations.

6. Share personal experiences
People love well conceived anecdotal stories as they are often 
entertaining and engaging. If you have a relevant experience to 
share, make it easy for your audience to place themselves in the 
story and relate to your situation. Another benefit of storytelling is 
that people learn best and remember more detail.

7. Demonstrate your problem solving skills!
Do what you do best! Solving a problem from the stage is a great 
way to let your audience experience your personal charisma, which 
in turn, is a powerful tool in converting prospects into future clients.

PUBLIC SPEAKING
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CLIENT
TESTIMONIAL
“Before working with Gina as a coach, I firstly did not believe that I was a business woman, and due to that I did not 
think, act or operate like a business woman, even though I was one!  Therefore, I did not do the right things, and 
I did not do things right. I know how important it is to be effective and efficient, but I had no idea where to start, 
even with all of my tertiary education and on-the-job experience.

During the coaching and mastermind I received succinct, to the point and effective guidance and coaching from 
Gina.  I felt that that was the biggest benefit --  life is detailed enough and the last thing I would have been able to 
cope with would be thick textbooks and an overload of information.  I especially appreciated the fact that we started 
with the goals in mind. Apart from that being the correct way of doing things, it immediately gave me the vision to 
hold and nurture, and being a big picture thinker, I was inspired! As a result, I have finally faced the fear, and started 
implementing a few steps to get me to the goal.  

With	 the	 tips	 received	 from	Gina,	 I	 started	asking	 for	 referrals,	and	got	 them.	 	Just	after	my	 first	session	 that	
I attended, based on tips and guidance provided by Gina, I arranged a conference for 80 delegates from the 
insurance industry (why sell to one if you can sell to 80 at the same time!  Effectively utilising my time, again, 
thanks Gina!).  From the 80 persons that attended, I have managed to see four subsequent to the conference, and 
have secured business that will ensure that I reach my double-up goal in the next financial year!  Imagine what I 
can do when I implement everything that I have learnt from Gina over the last few months of only spending three 
hours per month with her!

My advice for those thinking of working with Gina is that it will be the best decision that you can make.  The effect 
on my personal life, not just my professional life, has been astounding.  Gina has assisted me to be happier and 
more effective and efficient in all areas of my life.  This is most certainly the best investment that I have ever made 
in myself, my company and as a result, the many who depend on me for their quality of life.  I will continue to work 
with Gina as I know she will assist me to uncover my real inherent potential and therefore I will grow as a woman, 
a mother, an entrepreneur and a person.  Thanks Gina!  You ROCK girlfriend!”

René Nel
Owner and MD of Nouveau Consulting (Pty) Ltd 
t/a the Insurance Learning Academy 
www.learninsurance.co.za

In conclusion, we all know that while public speaking 
can be intimidating, it is truly one of the best ways to 
achieve credibility and propel your business or career 
forward. Remember that the message you share 
is bigger than you, so don’t let your own fears and 
doubts hold you back. Right now, there are people 
ready to hear what you have to say. Step up to the 
podium and speak out!

Here is a 

challenge for you 

and your business

Have you included speaking 

as one of the ingredients in your 

marketing and personal branding 

plan? If not, you need to seriously 

consider it – you’re not going to 

establish your credibility by sitting 

in your office or in front of 

your computer screen. Get 

up, get out and start 

connecting! 

COMMUNICATE LIKE A LEADER
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NETWORK LIKE A LEADER

Networking is a highly effective way to build and develop 
business- and social relationships AND grow your business. 
During my professional career, I have found that most of my 
new clients have contacted me because of direct- or indirect 
referrals from my personal and professional networks.  

That is why I regard NETWORKING as one of my top-ranking 
marketing strategies within my marketing plan.
Here are 20 things I do to make Networking WORK for me:

ways that 
networking 
can WORK 
for you 

I’ve made a commitment to include 
networking as one of my top marketing 
strategies. I plan for it, budget for it and 
make time for it.

I belong to a minimum of three 
networking organisations as a 
paying member. This means I get 
access to information about other 
members and regular events.

I show up and usually attend at least 
four networking meetings per month. I 
endeavour to arrive at the meeting ahead of 
time to meet fellow networkers informally 
before we start.

I wear practical clothes with pockets, or have 
a handbag that I can carry over my shoulder 
easily. This frees up my hands to give and 
receive business cards or make notes.

If name tags are 
provided, I wear mine 
visibly, usually on my 
right-hand side, as this 
is much easier to read 
for others standing in 
front of me.

I come prepared. I have 
professional business cards with 
professional contact details.  
I usually also have a notebook 
and pen at hand in my handbag.

I take care to introduce 
myself first. E.g. “Hi, 
I’m Gina, I don’t think 
we have met before…”

I have a short and punchy 
introductory pitch ready, which 
explains in 20-30 seconds what I 
do, who I work with and how my 
clients benefit.

I remind myself that networking is not 
about me. The more I focus on others and 
their needs, the more likely it is that I will 
establish an authentic connection and 
ongoing business relationship.

I take care to listen for 
opportunity in every 
conversation. This helps me 
understand how I can link up 
with a prospect at a later stage 
and how I can be of service.
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NETWORK LIKE A LEADER

I prefer to connect and then move on. It 
does not serve me to get stuck next to a 
friend for an entire networking meeting just 
because it is convenient. 

I do not expect to hand out business 
cards and have other people contact 
me... as they hardly ever do! I prefer to 
take the initiative in getting THEIR card 
or contact details and asking if I may be 
in contact with them at a later stage.

I steer clear of having both 
a drink and plated food. 
It is difficult to exchange 
business cards if both hands 
are occupied.

I take care to add new acquaintances to my 
database and keep all names and contact 
details up to date.  I also make a note on 
where I met them and what might be of 
interest to them.

I connect with people in other ways, 
including personal meeting or via 
social media such as Facebook, 
LinkedIn or Twitter. I take care to 
stay in contact through my regular 
newsletters where practical.

I avoid eating while networking. 
In my view, it is neither polite 
nor practical to talk and eat at 
the same time.

I use individuals who I know, like and 
trust in my network as first choice 
service providers, on condition that 
they offer a reliable, quality and 
value-adding service. Business is 
business!

Once you have made your connection, 
it is imperative to have a follow-
up system. I try to follow-up with 
new acquaintances within two three 
working days, and where possible, offer 
something of value (e.g. an article, a 
free offer or useful information).

I do referrals to those I know, like 
and trust in my network.

I offer to speak at networking events to 
share my knowledge, experience and 
skills. Not only will people remember 
me, but also they get to experience some 
of the value I can add in their lives.

NETWORKING: HOW TO 
GET YOUR BLACK BELT IN 

BUSINESS SUCCESS 
by Helen Nicholson

Networking is THE essential business 
tool in today’s business world. 
Do you want to build a network of useful 
contacts in order to kick-start your career 
but don’t know how? Are you aware of 
the crucial importance of networking 
but lack the know-how to get started? 
Or do you think networking entails just 

pitching up at a cocktail party and handing out business 
cards? If any of the above, this book will benefit you! 

Networking is a vital component of anyone’s career: 
without it, you cannot raise your profile to become 
visible in the marketplace or build mutually beneficial 
business relationships. You will remain an unknown 
entity in a tough, competitive world, and lag behind as 
successful networkers forge ahead with their careers. 
Great networkers are distinguished from average ones 
by two all-important attributes: they understand their 
strengths and have their own personal brand. This book 
shows you how to identify these two key qualities 
for yourself, while, at the same time, demystifying 
networking in a practical and simple way. 

This is the one book you cannot do without if you want 
to achieve optimum success in the business world 
today!

SUCCESS TIPREAD THIS
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SOCIAL INVESTMENT

BIG HEARTED
SOCIAL ENTREPRENEUR
EMPOWERS 
MABOPANE YOUTH

This independent Pretoria-based organisation, headed 
by humanitarian Chrisna Groenewald, focuses on 

a variety of projects to provide empowering 
opportunities and skills to communities and 
youngsters in particular. These involve sport, 
education, skills training, social enterprise 
development, community wellness as 
well as arts and culture. 

As the founder and managing director 
of Lesedi la Batho (which means 

‘light to the people’ in Tswana), 
Chrisna says the projects 
are helping youngsters in 
Mabopane to realise their 
full potential so they can 
“develop creative ways 
improve their own quality of 
life and of those 
around them.” 

With a law degree behind her name, Chrisna first 
became involved in community outreach projects when 
she lived overseas for more than nine years as part of 
the South African Diplomatic Corps.

On her return to South Africa in 2007, she started 
volunteering at an organisation for orphaned and 
vulnerable babies and children. Since then, she has been 
a full time humanitarian worker, gaining immeasurable 
experience and technical expertise in the field. 

Described by those who know her as a “warm, positive 
person with a big heart,” Chrisna admits she is highly 
motivated and never gives up. Despite being mother to 
two lively boys, she still has plenty of energy for hands-
on involvement at Lesedi la Batho. Having devoted her 
life to bringing about social change and justice, Chrisna 
says she has found her life’s purpose through her work. 

Lesedi La Batho began as a project run by the SA Cares for Life NGO in 2004 in a 
building rented from the North Development Corporation to provide care services 
to women, children and families in Mabopane.

Three years later, the organisation took a step forward when it started an informal 
soccer team called the Lesedi Strikers. The aim was to provide a positive recrea-
tional activity for youngsters living close to the Lesedi la Batho Centre.

In 2009, the team had a life changing experience when they participated in the 
biggest annual international youth soccer tournament in Oslo, Norway. 
Chrisna’s holistic youth development programme materialised when she realised 
the aspirant young soccer players would never reach their full potential emotionally 
and physically without further investment in their lives. 

Now reaching all the youngsters in Mabopane, the passionate founder of Lesedi la 
Batho has earned the respect of renowned institutions and donors for managing it 
with  integrity, financial accountability and a high work ethic.

In 2013, 
Inovizion 
will serve as 
a strategic 
thinking 
partner for 
Lesedi la 
Batho’s 
leadership

Sport acts as catalyst

When it comes to inspiring and empowering youngsters and the Mabopane 
community, NGO Lesedi la Batho is making a real difference through its 

youth development projects.
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PROGRAMS & OFFERINGS

There are many consultants, coaches or business 
advisors out there - what really separates us from 
others is the ability to creatively combine the best of 
consulting, coaching and mentoring, to help clients 
define exactly WHAT they want to be, have or do in 
business or their professional life and HOW they intend 
to get there.

I offer different high-value, high-content, programs 
and tailored services to address different client needs, 
budgets and schedules:

FROM TIME-TO-TIME 
WE CAN ALL BENEFIT FROM A 
HELPING HAND…

Private Coaching and Mentoring
For executives, entrepreneurs, business owners and 
individuals – a facilitative, supportive and forward-looking 
process to unlock your potential, maximise performance 
and bring about POSITIVE CHANGE.

	 Once	off	Interventions	
	 •	 Mini	Strategy	Session
	 •	 VIP	Personal	Strategy	Session	(½	day	or	full	day)	
	 Continuity	Programs:
	 •	 PLATINUM,	GOLD	&	SILVER	(6	months)

Business- and
Strategic Planning
For organisations and businesses 
who need a helping hand with the 
planning of strategic-, business 
improvement- or change initiatives.
	 Business	Planning	
	 Strategy	Facilitation

Mastermind 2013
For top-tier executives, entrepreneurs and business 
women. A high-quality coaching experience with a 
collaborative group of like-minded women, including 
strategic thinking, planning and accountability. 

	 From	 February	 2013,	 monthly	 live	 meetings,	
monthly Q&A calls

	 Acceptance	into	the	program	is	not	automatic,	
and I will follow an application process to fill a 
limited number of seats in a group.

NBI®  Whole Brain 
Preference Profiling
For individuals in all walks of 
life to understand thinking 
preferences and discover 
professional passion to guide 
career and life choices. 
	 Advanced	Adult	Profile	
	 Student	Profile
	 Leadership	Profile
	 Group	Profiles

Confidence & Courage Products
A range of inspirational products for advancing business 
woman and executives who want to boost their professional 
confidence and courage. 

	 A	set	of	80	unique	Affirmation	Cards
	 52-week	Success	Journal

R10 of every product sale is donated to the 
Jacaranda	Children’s	Home.	

Workshops & Strategic Networking
For small business owners, entrepreneurs and self-
employed professionals who are starting out or who 
super-ready to take their business to the next level. 

	 Business	Planning
	 The	Profit	Formula

Go to Events Page on www.inovizion.co.za for more.



More about Inovizion
At Inovizion, we work with advancing executives, inspired 
entrepreneurs and woman in business, helping them to plan 
for success, get more organised and take decisive action to get 
remarkable business- and professional results.

What separates our services from others is the ability to creatively 
combine the best of consulting, coaching and mentoring, enabling 
clients to define exactly WHAT they want to be, have or do in 
business and HOW they intend to get there – in essence, charting 
a roadmap for business success.

We specialise in business & strategic planning, executive-, 
business- and team coaching, and we have a passion for strategic 
networking.

Reach out to us if you are ready to work with a Strategic Thinking 
Partner to grow or multiply your business, create better results in 
your professional life, or get BIG ideas of the ground. 

email: info@inovizion.co.za
fax: 086 684 9265

skype: gina.mostert

Strategic 
Partnerships

Life Coaching & South Africa’s 
Leading Clutter Expert

www.kate-emmerson.com

Professional Image 
Consulting

www.sunetvermaak.co.za

Social Media 
Training & Consulting

www.nichetraining.co.za

Graphic & Web 
Design

www.thedesignfactory.co.za

Translating Vision into Reality
www.inovizion.co.za

FOLLOW US

Translating Vision into Reality


