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Why High Performance? 
We don’t often meet business owners or leaders who say they just want to grow a mediocre 
business, one that only covers overheads and grows at perhaps 2-3% per annum. 

Most want to grow robust businesses that provide secure futures for employees, decent returns 
for shareholders, that innovate and deliver a sustainable competitive advantage, that make a 
difference in the broader community and are forces to be reckoned with years into the future 
after they’ve passed the baton. These are High Performance Organisations (HPO’s)

HPO’s make the most of their resources. They enjoy stronger revenue and profit growth than 
their non-HPO competitors. They achieve share growth in the market at a faster rate than the 
market itself and other non-HPO companies. These HPO’s deliver higher levels of employee 
engagement, customer satisfaction and customer advocacy. They embrace the challenges and 
opportunities of innovation and develop both mindsets and processes to stay ahead of the 
market in the context of strategy and products or services.

Purpose to Profit is a performance consultancy that helps business owners and leaders establish 
a framework for high performance businesses.

What leader or business owner wouldn’t want to achieve stronger outcomes with the 
resources they already have?

Suzanne Mercier, Purpose to Profit                                                                   2



What constitutes a High Performance 
Organisation? 

According to the Boston Consulting Group:
“When you walk into a high performance organisation,  you can feel the difference. 

Instead of just going through the motions, the people are energised. 
They are confident about their organisation’s strategy and the changes that are occurring 

rather than confused or resigned. 
They know what they are supposed to be doing and how that relates to the tasks of their neighbours. 

Your casual observations can be confirmed quickly by checking performance measures 
such as sustained earnings and market share growth at corporations, 

and in the nonprofit world, social impact.”

All of the factors expressed in the above model interact to deliver high performance.
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Purpose and Alignment are the keys 

Leaders drive every measurable dimension of business from corporate culture to performance 
of teams to employee engagement to the positioning of the business in the broader community 
and of course, to bottom line.  

To be inspirational, leaders need to start with Purpose:  Why the business exists. ‘Good to Great’ 
by Jim Collins became the seminal management book in the 1990’s. G2G companies exceeded 
performance of other organisations by significant margins. However, companies that focussed on 
Purpose as the highest level of engagement and inspiration outperformed G2G companies by as 
much as 400% and the non-G2G companies by even higher margins.1

Purpose and Core Values form the organisation’s ideology – what the firm stands for and why it 
does what it does. Once identified and articulated, it remains constant ... a lighthouse for the 
business. The business attracts both clients and employees who are inspired by the contribution 
that drives their Purpose.

Within that context, businesses establish their Vision which is intended to bring the Purpose 
alive in the current market environment.

 ‘Firms of Endearment’ / ‘The Purpose Driven Company’ / ‘Meaning, Inc.’1
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Everything is aligned with Purpose and the Vision that ensues.  The Purpose and current Vision 
drive strategies, business plan, operating values from a company level down to the department, 
team and individual responsibilities.

People are ignited by the Purpose and inspired to fulfill their roles to the best of their ability. 
Where different areas of the business have different agendas, Purpose breaks down the silos. 
Where the culture supports some level of ‘failure’, you will find a greater willingness to innovate 
on behalf of the company. Where the consumer and employer brands represent truly who the 
company is, expectations are realistic and as a result, experiences are satisfying. Where 
employees are inspired, they are willing to give their discretionary effort in service of the 
customer (internal and external). They want the business to be successful. They tell their friends 
and ex-colleagues what a great place to work it is.

It all starts with Purpose.
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Consulting is personal business 

We know you need to find people who can genuinely support your business. That’s the first 
criterion.  Once you have consultants who can deliver on that level, you need to be comfortable 
with the way they approach the process. And finally, you need to like the consultant(s) involved 
which always makes working together much easier.

Suzanne has been speaking, training and consulting in the space of Purpose and Leadership for 
the past 15 years. She brings together a unique combination of capabilities and experience:

Suzanne combines Business Strategy, Marketing and Advertising capabilities into a 
unique perspective on how to create high performing businesses
She has experience in a wide range of businesses from manufacturing to 
professional services
Enhancing the capabilities of others is a key driver for Suzanne. She transfers 
knowledge and capability in all her interactions with clients and their staff at all 
levels. This results in improved thinking skills, enhanced decision–making and 
improved management capability.

Her style is strongly people-oriented. She understands engagement. She has been in the position 
of a leader, as the first female Board Director of George Patterson Advertising. 

She is a thought leader in the area of mindsets that support or inhibit high performance.

But you won’t know if you want to work with Suzanne until you’ve had a chance to talk about 
what your needs are and where the pain is in your business. As you talk, you can identify 
whether Suzanne’s approach and style work for you.

Suzanne Mercier, Purpose to Profit                                                                   6



Many paths together lead to high 
performance 

Identifying opportunities and driving higher levels of performance in any organisation requires 
more than one methodology.  

Research:  to get the lay of the 
land
As a first step, we check to see where the 
opportunities lie using a High Performance 
Framework Audit. That generally involves 
discussions with business leaders, a cultural and 
engagement survey, conversations with division 
leaders, conversations with your marketing 
people, potentially conversations with your 
customers if appropriate within the brief.

Facilitation:  to map out your 
framework and future path
A key to the success of any organisation is the 
degree to which its key employees own the 
Vision and Business Plan. When we have the 
map of where your business is now, the next 
step is to gather those key employees together 
and guide them through the process of 
developing a business Purpose, Vision, key 
strategies and actions.

Implementation:  how we 
make it happen together
What needs to be done clearly depends on 
where the oppor tuni t ies to improve 
performance lie within your company.  Typically, 
this stage would start with fleshing out the 
framework so employees understand what the 
Purpose looks like in action; how the core 
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values are demonstrated, how the Vision cascades 
to their particular area of responsibility; what 
actions (or Key Performance Indicators) will drive 
success in their role.

It could include implementing strategies to 
improve employee engagement such as training 
your leaders and managers. It could involve 
developing practical performance improvement 
strategies. This can be articulated more effectively 
after the Research and as part of the Facilitation. 

Embedding the new framework 
and practices

New behaviour takes time to become habit. 
Under stress, we commonly revert to old 
patterns. Issues arise during the ongoing 
implementation that may not have been shared or 
picked up during the research phase.  And it is 
common for people to need to implement to find 
out where the bugs in their understanding or the 
process lie. Typically we suggest to our clients that 
they allow for 6 months of follow-up to ensure 
your company gets the best outcome from this 
work.

Bring your people along

There is always an element of people develop-
ment. A high proportion of managers have never 
been trained to manage effectively. Improving 
management capability has a direct influence on 
employee engagement. You may have high 
potential employees who need additional support 
to deliver their best. Again, what opportunities 
exist to enhance performance through employee 
development will be outlined during Stages 2 & 3.
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Testimonials 

“Suzanne has been instrumental in introducing a higher level of leadership, sophistication and 
discipline into our business which directly contributed to our ongoing success. Her expertise and 
communication skills have made her a valuable resource for Dynapac Australia.”
Matthew Elvin, Managing Director, Dynapac Australia (now Atlas Copco)

“Suzanne helped us understand and eliminate the exploding frogs inside our organisation. Through 
training and facilitated processes to identify, articulate and live by our Purpose, Vision and Values, a 
cultural change programme and a business strategy programme for our department heads, Suzanne 
provided us with valuable tools that have improved our business practices and enhanced our bottom 
line.”
Neil Rheinberger, General Manager, True Solutions (Formerly Doctors Formula)

“Suzanne has been the principal contributor to the strategy we have embraced in the last 5 years 
and is responsible for an annual growth rate exceeding 20% per annum.”
Tony Dormer, Principal, Dormers (now Kreston Dormers)

“I just wanted to tell you how excellent working with you was for both myself and Tracey.  I am rearing 
to go in 6 months for part 2.(hope you have that one started )Thank you,  I really enjoyed myself and 
came back with renewed confidence in myself and my business ability.  .I think one of the most 
refreshing aspects was the way the material was put across.  .Most of what you covered ,I had 
previously undertaken through a post graduate workshop run by Auckland University a few years ago.  
You made much easier work of the processes and their application.” 
Marianna Glucina, Owner, About Face, Auckland, NZ

“Thank you again for the great work you did on business strategy with our Retail Group. I’m sure they 
will be more creative in their thinking and use of your techniques, delivering stronger outcomes.”
Rhon Levin, retail Director, Mirvac

“The work you did with our dealers was stimulating, educational and highly experiential, equipping 
them to take their businesses to the next level.”
Russell Irving, National Manager, Dealer Sales, Canon Australia

Suzanne Mercier, Purpose to Profit                                                                   9



Profile: Suzanne Mercier  
Suzanne is a performance catalyst. She has extensive experience in 
business development, marketing, corporate and product/ service 
branding, communication, the development of human potential and 
authentic leadership. She is a thought leader with a practical approach. 
Suzanne understands the needs of leaders in the constantly changing 
organisational environment. 

Her past accomplishments include strategy planning at George Patterson Advertising, 
culminating in her appointment as the first female director on the Board; launching 
Schwarzkopfʼs most successful retail brand, Extra Care; strategically supporting St. George during 
its challenging transition from building society to bank and from a parochial NSW business into 
one with presence in Victoria and Queensland; repositioning the Trill and Exelpet brands and 
launching Flavour Essentials for the Mars Group of companies; brand repositioning, awareness 
and loyalty programmes for the Waterford and Wedgwood brands; repositioning and product 
launches for Procter and Gambleʼs Oil of Ulan; successfully repositioning several Lend Lease 
shopping centres; facilitating core business strategies for Canon BISG and Fitness NSW. 

Suzanne created and taught marketing & management strategy workshops for University of 
Sydney Centre for Continuing Education. She has also developed and delivered training 
programmes on Business Authenticity, Brand Positioning, Sustainable Business Growth, Cultural 
Change, Emotional Intelligence & Resilience and Women in Leadership for corporate clients. 
such as CSIRO, Suncorp, TAL, CGU. Suzanne significantly improves the performance of managers 
and leaders through her targeted programmes“TheSoftSkillsMBA®”, SkirtingLeadership 
and“LiberatingLeadership”and through her Executive Coaching & Mentoring. 

Thought-provoking keynotes have been presented to industry associations such as Certified 
Practicing Accountants (CPA), PhotoMarketing Association in Australia and New Zealand, 
Recruiting and Consulting Services Association, National Speakers Association NZ, Real Estate 
Institute, Hire & Rental Industry Association as well as to many corporate conferences.Through 
speaking, training, facilitation, coaching and consulting, Suzanne has contributed to improved 
individual and business performance in a wide variety of client industries. 

Suzanne is a qualified Marketer, Direct Marketer, Master Practitioner of NLP and has 
management qualifications from AGSM. She is also a published author. Her most recent book 
“Liberate Leadership. How the Imposter Syndrome undermines leadership capability and what 
to do about it” was released in August, 2012. 
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To see if we could help your business, 
contact us for a practical conversation 

We can have a one-hour meeting. Instead of it being a vague ‘getting to know you’ meeting, why 
not bring along an actual problem you’re facing in your business right now. We can confidentially 
discuss the nature of the problem, the possible and probable causes and the consequences in 
your business. Then Suzanne can provide some practical solutions which you can implement in 
the business right away.

You’re under no obligation to take it any further. Although we’d like to think if the solutions 
worked or were logical in light of the information provided, you’d want to pursue the business 
relationship.

Here are our contact details:

Suzanne Mercier
Purpose to Profit
P.O. Box 1711
Neutral Bay, NSW. 2089

0400 995 942

www.purposetoprofit.com.au
suzanne@purposetoprofit.com.au
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