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Foreword

For business advisors in 2026, the priority is accelerating
insights, sharpening strategy & expanding client value
augmented by Al, not led by it. All the while preserving the
fundamentals that make great advisors indispensable.

Technology won't compensate for weak advisory
fundamentals.
It will only amplify them.

Many advisors in 2026 will be dealing with change-fatigued
clients in markets shifting faster than most can adapt to.
Advantage will therefore come from being contextual,
digestible & mastering ‘core’ advisory skills. These core
advisory skills include strategy, change, facilitation, growth,
profit & problem solving. This next advisory era is Human + Al,
using technology to extend capability, not replace important
acumen, intuition, or emotional intelligence. Advisors who excel in
2026 will:

« Use Al to augment approaches to accelerate insights & lift
value internally & with clients.

- Build psychological endurance & operate with a reliable
cadence that builds trust.

« Increase impact through client centric, implementation
focused, bespoke & leveraged advisory service lines.

«» Achieve strong performance by continuously improving
capabilities, confidence & trusted reputation.

We trust these eight business advisory performance trends
give you the clarity & confidence to shape your own success

in 2026.
ames Mason

Managing Director - Mindshop
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8 Business Advisory Performance Trends 2026

-I _@: Al Integration &
Augmentation

Al literacy alone won't differentiate

advisors in 2026; using Al to augment

delivery, accelerate new ideas &
expand insight will.

3 i Psychological
Endurance

Sustained high performance depends

less on speed & more on

psychological endurance, the ability to

operate under prolonged pressure
without eroding judgement or execution.

wm Leveraged &
Contextual Advisory
Services

Advisors that win will be those that
can package expertise into
adaptable, scalable service models
that deliver both short-term & long-
term results.

7 ¥ Reputation

£4 Intelligence

An advisor’s reputation or personal
brand is now a strategic asset that

shapes trust, influence & the speed at
which clients & teams back decisions.

®

2 g Relearning Core
==y Advisory Capabilities

The next era belongs to those who
unlearn outdated behaviours, relearn
critical advisory capabilities in a
modern context & embrace Al literacy.

4 et Strategic
Productivity Mastery
Strategic productivity as an advisor
focuses on increasing the value,
quality & strategic relevance of what

you do while reducing the time,
stress & inputs required.

6 <r Trust-Driven Sales
@ Growth

In a market overloaded with options,
hype & automated noise, the new
currency for high value advisory
engagements is trust.

Strategic Advisory
8 li Performance

Al-augmented advisors don't just
generate insight they convert it into
execution that accelerates growth,
profitability & strategic momentum.
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] _g Al Integration
& Augmentation

Al literacy alone won't differentiate advisors in 2026; using Al to augment delivery,
accelerate new ideas & elevate insight will.

Inline Courses

As the Al hype settles in 2026 the shift is now from experimentation with Al tools to o
redesigning habits, tasks, workflows, policies & delivery systems so Al measurably I
improves outcomes. The most effective advisors won’t chase full automation; they’ll
integrate Al at the right depth where they amplify insight without overwhelming it.

Approach for a 45-Minute Client Meeting.
Improving Profitability

Problem Solving...

Strategic Planning

1. Preparation (Before the M
+ Setacle

Focus on doing something better.
Not something shiner.

Tom Goodwin
Author | Keynote Speaker | Trainer | 4 x LinkedIn #1 Voice in Marketing

5 Key Performance Insights

1. Develop afocused Al strategy with strong governance.
Setup an Al expert group (internally or with peers) to define priorities, projects,
guardrails & steer impact.

2. Use Al as ‘middle-to-middle’ augmentation, not end-to-end automation.
Feed quality inputs, stress-test outputs for quality & authentic human judgement.

3. Protect trust by ensuring your Al output as an advisor solves a problem, is authentic, is
digestible & contextual to the issue. Avoid Al use leading to ‘lazy’ thinking & ideas.

4. Redesign workflows & tasks to find high-leverage augmentation opportunities.
Embrace minimum viable product experiments to quickly validate value.

5. Build internal Al factories that capture & scale organisational know-how.
Create or harness clever Al agents that reflect your processes, standards & best
practices that you & your team can harness across all areas of your advisory business.
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Relearning Core
Advisory Capabilities

The past five years of turbulence revealed a hard truth that many
advisors still rely on muscle memory built for a world that’s changed.

2

The next era belongs to those who unlearn outdated behaviours,
relearn critical advisory capabilities in a modern context & who
embrace Al literacy as a new core capability. Advisory advantage will
come not from knowing more, but from being more adaptable to your
internal or client context.

We don’t need a wealth of new capabilities
as advisors; we need to master the
fundamentals in a modern context.

James Mason
Managing Director | Mindshop

5 Key Performance Insights

1. Build a quarterly unlearn, relearn cycle. Identify key advisory
capability areas to evolve for maximum impact in 2026.

2. Revisit key skill areas contextual to your stage of the advisory
journey e.g, strategy, facilitation, problem-solving, marketing,
coaching & change. Learn just-in-time via Mindshop courses.
Understand how each skill can be augmented with Al.

3. Remain relevant. Regularly attend Mindshop training days.
Embrace new approaches, listen to best practice from peers,
continuously improve & watch self-sabotaging behaviours.

4.Embrace a ‘contrarian’ mindset, challenge assumptions, ‘join the
dots’ others don't & bring curiosity to problems.

5. Use Al as your sharpest learning challenger. Stress test thinking,
reveal blind spots & strengthen strategic options.
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2030 Advisory Capabilities

1. Performance
& Sales Skills

Scaled Conversion
advisory model ability

Referral-ready
connector

Profitable Early adapter
of technology
& Al

Authentic

Tenacity

Business

acumen & 2030

curiosity Trusted
Advisor

Coach
Likeable

Problem  Mindshop Time

solver tool mastery management
Best practice High energy Change
shratedy Emotionall Strong
Questioning & ) ) ¢
Iisteningg Trust intelligence facilitator

2. Facilitation &
Implementation
Skills

3. Strategy &
Problem-Solving
skills

About the 2030 Business Advisor Capability Model

1. lIdentify where you have capability gaps or need to
re-learn capabilities in a modern context.

2. Leverage Mindshop membership to build capabilities
guided by your coach, attending workshops &

completing online learning to learn through doing.
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% Psychological
3 Endurance

Sustained high performance in 2026 depends less on speed & more on
psychological endurance, the ability to operate under prolonged pressure without
eroding judgement or execution.

Advisors are recognising that resilience, health, life-balance & self-awareness aren't
‘wellbeing extras’, but critical performance foundations for themselves & their teams.

‘ ‘ Is what I'm doing helping or
harming me?

Dr Lucy Hone
International Resilience Researcher & Best-Selling Author

5 Key Performance Insights

1. Work smarter, not harder. Drive strategic productivity. Prioritise leverage, not
volume, to conserve energy. Identify & embrace best practice from your peers.

2. Identify & mitigate self-sabotaging behaviours & beliefs. Spot behaviours &
beliefs that drain momentum & replace them early. Explore Positive Intelligence
(PQ) to identify your saboteur traits holding you back.

3. Protect cognitive bandwidth through disciplined downtime & reductions in
context switching each day.

4. Curate balanced networks of quality advisors & avoid disproportionate levels of
energy vampires around you both from a client perspective & internally.

5. Build mental safety margins for decision resilience. Avoid pushing to the redline
for peak performance. Plan regular breaks & holidays.
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a4 Strategic
2 Productivity Mastery

Al-augmented advisors know productivity isn't about doing

more it's about elevating the value of what gets done. Strateg Ic PrOd UCtIVIty MOdeI

Strategic productivity focuses on increasing the value, quality, &
strategic relevance of what you do while reducing the time, stress,
& inputs (through better leverage) required to achieve it. The real
question isn’t ‘How do | get through the workload?’ but ‘How do | do
less & achieve more through better leverage?’

(Value X Quality X Strategic Relevance)

Leverage is about understanding where

you can do less & achieve more. (Time X Leverage X Effort [ Stress)

Dr Chris Mason
Founder | Mindshop

5 Key Performance Insights

1. Harness the power of building a second brain. Collect & incubate 4 . . )
ideas in knowledge buckets so they mature into smarter, sharper, About the Strategic Productivity Model
more powerful thinking when you need them. To thrive, not just survive, advisors must shift their thinking.
Productivity can no longer be measured solely by hours
worked or tasks completed. Instead, it must be reframed as
strategic productivity; a sustainable, high-performance
model that balances effort with effectiveness, output with

3. Delegate effectively & automate low-value tasks. wellbeing & value creation with operational resilience.
Free up capacity for deeper thinking & higher-impact execution.

2. Consistently under-promise & over-deliver.
Manage the expectations of your team & customers to build trust &
momentum. Learn to say ‘no’ to the wrong things.

Each component of this equation holds critical insight into

4.Use Al to accelerate speed, clarity & delivery quality. how advisors can boost their performance sustainably,
Let Al lift the execution load so you can think further ahead. without tipping into fragility or fatigue.

5. Develop actions to improve across all six levers of strategic
productivity. To strengthen value pricing, quality of work, focus, time
management, scalability & cadence.
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5 Leveraged & Contextual
\ad Advisory Services

High value advisory services are continuing the shift from generic deliverables to
leveraged, contextual & implementation-focused solutions.

In a 2026 market shaped by tighter budgets & rising expectation for ease & speed,
advisors that win will be those that package expertise into adaptable, scalable service
models delivering both short-term & long-term results without losing the personal,
bespoke feel clients value.

Don’t pay me for the plan,
pay me for the implementation.

Russell Cummings
Mindshop Expert

5 Key Performance Insights

1. Drive greater insights with diagnostics & pre-work. Stop burning session time
gathering basic information. Use diagnostics & pre-work to gather context early,
allowing greater incubation time & workshop conversations focused on problem-
solving, not data collection.

2. Package advisory services for a 2026 market. How can you repackage & reposition
services to align to the needs, digestibility & context of your target customers in 2026?

3. Harness leveraged delivery models by adopting a blend of self-paced learning,
coaching, workshops (virtual or in-person), learning sprints & peer learning
environments (like Growth Hubs). This gives you greater scalability while still delivering
a tailored, high-value client experience. Many of these will be augmented with Al.

4. Expand from one-to-one to one-to-many without losing value. Identify where you
can shift aspects of your model (e.g. individual coaching to grouped coaching) to
support more clients at higher margins.

5. Help clients get things done in 2026. Shift advisory packages to a stronger
implementation focus, ensuring your support provides quick, practical wins alongside
longer-term strategic insights.
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6 M Trust-Driven

Sales Growth

In a market overloaded with gurus, hype & automated noise, the new currency for
high value advisory engagements is trust.

Advisory sales growth in 2026 depends on trust, packaging solutions around critical
client problems, demonstrating capability in visible ways & showing to prospective
clients you're a safe pair of hands who can adapt to their desired pace of change.

Trust is built through actions, not
announcements.

Marc Benioff
Salesforce CEO

5 Key Performance Insights

1.

Demonstrate capability in your niche. Keynotes, podcasts, case studies, client
seminars, webinars & papers focused on solving your target clients’ pressing
challenges build trust & the visible proof clients need before they commit.

Package for clarity, not complexity. Make offerings easy to digest & anchored
directly to current client problems. Simple, contextual & bespoke where it matters.

Make it easy to engage & easy to refer. Show clients you move at their pace, are easy
to work with & deliver reliably. Explain to referral partners you have capacity for the
right clients & the attributes of ideal target clients. Identify & nurture super-referrers.

Follow the 8Cs of conversion to boost sales. Connect, confirm, contrarian, challenge,
capability, co-create, check & control. Where are your gaps to work on?

Match capabilities to sales ambitions. Ensure the quality & depth of your advisory
work aligns with the clients & opportunities you're pursuing. Nothing stalls a sales
pipeline faster than overreaching too early. Build momentum by delivering
exceptionally within your current capability, then introduce stretch engagements that
grow confidence & capacity without compromising trust.
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7.2 Reputation
& Intelligence

An advisor’s reputation or personal brand is now a strategic asset that shapes trust,
influence, sales & customer longevity.

Reputation intelligence is about understanding how others see you, then harnessing
your strengths & flexing other elements of your personal brand (while staying
authentic) to drive stronger business performance. The new credibility test is: does
how you show up consistently match what you claim to stand for?

Your performance will get you in the
door, but your personal brand will
keep you there.

Carla Harris
Morgan Stanley Vice Chair & leadership expert

5 Key Performance Insights

1. Audit your reputation through trusted feedback. Compare external perception
with your intended advisory brand. Where are your gaps to work on?

2. Embrace challenging advisory engagements or opportunities aligned to your
desired personal brand that allow you to build & demonstrate capability.

3. Publish authentic, contrarian insights to build authority in your target, niche
areas.

4. Treatany imposter syndrome feelings as evidence of growth. Use them as cues
you're expanding your advisory capability, not failing.

5. Lead with authentic strength: transparent, human & credible. Show vulnerability
& conviction in equal measure to build trust with clients, suppliers & your team.
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Strategic Advisory
Performance

Strategic advisory performance is the outcome of mastering the seven
preceding trends. Successful Al-augmented advisors don’t just collect
insights they translate them into execution that accelerates growth,
profitability & strategic momentum across their advisory business.

Ideas are easy. Execution
is everything.

John Doerr
Author, Investor & Venture Capitalist

5 Key Performance Insights

1. Build a one-page advisory growth plan for 2026. Be clear on how
you will leverage Mindshop across advisory service line growth, your
professional development & integration across your firm & team.

2. Close the capability gaps blocking higher performance. Prioritise
advisory skill shifts that unlock measurable improvement.

3. strengthen your probability of personal change success.
Understand your gaps in Readiness, Capability & Beliefs for the
change you want in 2026.

4.Have a clear 2026 income matrix. Map advisory services, price points,
target client segments & revenue by segment & advisory service. Use
these insights to shape your marketing & referral strategy.

5. Leverage your experienced Mindshop coach & Al Assistant. Make
time to share plans with your Mindshop coach & ask Mindshop's Al
Assistant to help shape your plans, overcome barriers & accelerate
performance in 2026.
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Change Success Personal

Need for
Mindset change
/12 /e

Self
Confidence
/2

Beliefs

36% Change
Success
Personal

Perceived
Benefits
2

Capability
28%

Perseverance
/a4 Habits
Nha

Developed by

High Performance

Dr Chris Mason, Mindshop

About the Change Success Personal Model

Your probability of personal change success is made up of

three key components:

* Readiness 36% - How ready you are to implement change.
« Beliefs 36% - Your overall attitude in relation to the change.
« Capability 28% - Skills needed to implement change.

Rate yourself out of the sub-component scores to see where
you have your biggest gaps. You should be aiming for a
score above 75% to have a high probability of personal

change success as an advisor.

/
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Al-Augmented Advisors of the Future

Al-augmented advisors of the future will leverage globally-connected Al tools, internal Al agents & their own business acumen to
operate with greater insight & speed. They will channel these insights through mastery across three key capability areas:

» Performance & sales skills,
* Facilitation & implementation skills, &
« Strategy & problem-solving skills.

This powerful blend of human skills & Al will equip advisors to deliver outcomes in their roles far faster & smarter, driving materially higher
performance across their advisory businesses now & into the future.

External
Al tools

™~

&
»
&
o
. Internal §§
Al Agents + —> e
" Mindshop Al §U‘é
® o
°
o
v
>

A

Business
Acumen
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Al Augmented
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Strategy & Vision

Workshops

Implementation

Problem Solving

Coaching Support

Leadership Programs

Sales [ Referrals

Communication

Al-Augmented Delivery

~

Faster,
Smarter
Outcomes
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Your Journey to Becoming a High-Performing

Business Advisorin 2026

Take the Mindshop Advisory Performance Diagnostic to get a tailored Business Advisory Performance Roadmap & One Page Plan
for success in 2026 & beyond. Discover your advisory performance & capability gaps.

Your Business Advisory High Performance Behaviour Map

ehaviours and foundational traits against the five phases of business advisor
improving

ines 1y success aligned to
s the firm and in lead advisors) and the foundational trats are the elemer

model, those at level 2 should be at phase 3, level 3 should be at phase 3, level 4 should be at phase 4, and

foundational traits as green. In achieving this you then have a fantastic platform to either stabilise your

Business Advisory 1. DATA 2. INSIGHTS 3. PROBLEM SOLVING 4. STRATEGY
Phases ANY TEAM MEMBER RISING STAR PROBLEM SOLVER STRATEGIC ADVISOR,

spec
indusry opportunity

Listening

Advisory Mindset

Facilitation & Coaching

Advisory Business
Model

Marketing & Sales
Capability

& Results

Niche Expertise

Team Advisory
Capability

Internal Use of

development and advisory

Advisory Tools s

RELIABILITY  LIKEABILITY TENACITY
Provides energyto  [CUSRTS
along well with strving for higher. those around them.
Goodffebalance  people stalllevels  performance, Reclint e N strong el

Extract of an example diagnostic results report.

Choose a diagnostic to complete:

ENERGY COMMUNITY

Accounting Firms Coaches & Consultants
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3 Step Implementation Plan:

Turn Insights Into Action

Step1

Step 2

Step 3

Review the 8 trends & rate your level of
strength in each out of 10.
With 1 being very low & 10 being very high.

For the three lowest scores determine 2-3
key actions you can take that draw on
some of the key performance insights to
improve your score.

Develop a One Page Plan by combining
these insights & those from your diagnostic
to drive the change needed for greater
success in 2026. Talk to your Mindshop
coach for assistance & guidance.
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https://online.mindshop.com/main.nsf/diagnosticprofserv.xsp?id=1mvldopnwpx4w
https://online.mindshop.com/main.nsf/diagnosticindadv.xsp?id=1mjhul0mu6f40

Connect With Us

Mindshop is the leading business advisory solution
empowering hundreds of accounting firms,
consultants & coaches worldwide.

Founded in 1994 Mindshop has now grown to
support thousands of business advisors & leaders
across 14 countries.

Book a demonstration &
introductory call with the
Mindshop team today.

mindshop.com
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Angela Grogan
Regional Director
Australasia & New Zealand

angela@mindshop.com

Gill Burn
Regional Director
Europe

gburn@mindshop.com

James Mason
Managing Director

Rest of the world
jmason@mindshop.com
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