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- [Trudy Rankin]: Hello everyone, this is Trudy Rankin from West Island Digital and today 
we're going to be interviewing Rosie McMahon from People Tactics. People Tactics is a 
management consultant group that focuses on creating healthy performing organizations and 
I've known Rosie for about three years, I think, and done some work with her and enjoyed 
doing that. I've really appreciated the approach that Rosie brings to working with companies 
and organizations and managers. All right, well, shall we dive in?  
 
- [Rosie McMahon]: OK.  
 
- [Trudy Rankin]: OK, cool. All right. Basically, I think I've explained, we've got a 
community group where the community members are people who have come out of either 
technical specialties, or middle to upper senior management levels in corporate and they're 
thinking about or they have already started to set up their own consulting business. So, 
basically, could you just tell me a little bit about yourself and about People Tactics? 
 
- [Rosie McMahon]: I'm an organizational psychologist. I'm passionate about building 
healthy organizations. This arose as a result of working in organizations in operational and 
leadership roles and finding that despite all our best efforts, as we often do, often 
organization's essential work is against their own best interests. This actually led me to 
wanting to do two things. Work with organizations to help them to become healthier in a way 
that they functioned, knowing that the consequence is a better performing organization and 
happier people who can then contribute to their own communities more such as their families 
and their broader communities. But also, I wanted to see if I could design an organization that 
could operate as a community that could still perform well, but was profitable and gave 
people the freedom to do their best work. There were a couple of things that were interesting 
to me about developing a business.  
 
- [Trudy Rankin]: That's an interesting take, I think, on, on what some people would think of 
as being a sort of methodology driven... Because I've been thinking about it from terms of 
organizational design, or organizational development and that's a very, very sort of human-
based approach, I like that. Can you just explain a little bit about the world of organizational 
design or development? 
 
- [Rosie McMahon]: The world of organization design is a relatively new world in the sense 
that poeple have often watched that organization design… and it's really about restructuring. 
What we know is that it's actually not really about just restructuring and it's about going 
beyond organizations and looking at the elements that drive performance and systemically 
working through them to build a greater business. Speaking those things like having external 
environment drive strategy and how strategy and culture are driven by leadership and then 
have management practices so the consistency of leadership produces a certain culture and a 
way of working. I actually see our work as similar to being like a holistic diagnostician. We 
don't just look at the heart or the lungs or the kidneys of the organization in isolation and only 
attending to one function, we look at how the whole body works and then determining the 
best way of assisting the whole system. So organization design is a holistic way of addressing 
organizational issues.  
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- [Trudy Rankin]: I like that, that makes a lot of sense to me certainly, in terms of looking at 
something from a holistic perspective because… it's that whole thing about it, if you touch X 
and it affects Y, and you're just focusing on Y and forget about X, you're going to have 
problems.  
 
- [Rosie McMahon]: Yeah, and I think if a doctor only looks at one part of a human, you can't 
actually fix the problem just by looking at one part of it and often when we talk about 
organization design, people think it's just about the structure. But, when you think about it, 
the structure is about the work that's being done, but it's also how you work together and how 
the culture is formed and if you don't have the right leadership then you can have the wrong 
structure and you can have the right leadership, the wrong structure. So you have to go and 
look at it holistically, we find. 
 
- [Trudy Rankin]: How did you actually get started as a consultant in this field?  
 
- [Rosie McMahon]: It's a good question. I wanted to do a full time Master's program so that I 
could get my organization design, I'm sorry, organizational psychology registration. But I 
needed some flexibility around that and I got a contract working for two days a week as an 
organization development manager, so I had a regular income and I registered the business so 
that I could do additional work if I wanted to. That was about 20 years ago, now.  
 
- [Trudy Rankin]: It was more I guess as a side-gig, I'll call it a side-gig to what your main 
goal was, which was to get your master's degree. Did you think that the two were going to 
actually sort of work together to then take you full time into the world of consulting?  
 
- [Rosie McMahon]: I hoped that that's how it would work. As it happened, I found that the 
flexibility of working a couple of days a week, doing my study and then doing other ad-hoc 
projects for clients worked more effectively with how I liked to work. I like to do multiple 
things and have lots of different challenges and I also found that it didn't put me into one role.  
It wasn't that I was the organization development manager and that was it, I had other things 
that I could do. I had more flexibility about how I worked and also, it enabled me to be able 
to support my family. It worked on a multiple number of levels and I think where a lot of 
people are going now in terms of the future of work, I think a lot of people are going to be 
looking for opportunities to do things differently, to work differently and to take on different 
challenges in a more balanced way.  
 
- [Trudy Rankin]: I think so. I think that whole world of work is definitely, definitely 
changing. Can you maybe just tell us a little bit about… You started two days a week 
consulting and you found that it worked really well for you. Kind of over the 20 years that 
you've been sort of doing consulting, what's your journey been like? Did you always stay 
doing two days a week consulting and other things? Just tell us a little bit about what that 
looks like for you over the last 20 years.  
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- [Rosie McMahon]: I think that two days a week was ultimately for the time I was doing my 
master's. It was a full-time master's and in fact, university didn't want people working part 
time or full time because what they knew was that if you weren't studying full time, then 
often people extended the program or didn't complete the program. But my goal was to focus 
on getting my master's, which I did and I completed it in the time frame that I needed to. But 
my journey grew from there and I think because I had been in leadership roles and I had been 
in operation roles, but I had also worked in the private and the public sectors and I got a 
different taste about what working in a different way was, I also at times worked within 
organizations again, so over that 20 years I’ve worked in a global consulting firm for six 
years, as a full-time employee. And I've also gone back into a couple of organizations, one 
for an 18-month contract role and another for an operational leadership role for a couple of 
years. Over that 20 years, I've kind of gone in and out of consulting based on what was 
occurring for me at the time and what I wanted to achieve at that particular point in time. But 
I pretty much stuck to the goal of consulting and even my work internally to organizations 
has been as an internal consultant. So I think my overall focus pretty much is how can I add 
value to organizations regardless of whether or not I'm working internally or externally to the 
organization. 
 
- [Trudy Rankin]: Can you maybe just tell us… 'cause you've already mentioned a couple of 
different things when you talked about being able to work in a different way and the other 
one has been about adding value… but can you just describe what the reason [is] that drives 
you on a daily basis to do what you do, what's the WHY of what you do?  
 
- [Rosie McMahon]: I think this emerged many, many years ago when one of my first out-of-
university roles was working in human services with young people in the corrections system, 
so people who were offending. And at the time, I wasn't sure if I wanted to do organizational 
psychology or forensics psychology, but what I came to understand deep down is that people 
really want to do the best that they can, they want to feel valued and appreciated, they want to 
contribute to others, it doesn’t matter what their background or experience. Often we see this 
when there is actually a crisis when people rally and support each other and daily frustrations 
become secondary, when there is a real need. We think about the bondings that have occurred 
globally and how communities come together and support each other. What I was thinking, 
was, how can we potentially harness these because it doesn't matter whether you're working, 
whatever the environment is, people want to be able to contribute. If we can harness this 
connectivity that people have, this sense of community that people have, our organizations 
and our communities and our lives can actually be enhanced. I want to be a part of that, so 
what really drives me is knowing that as people, as human beings, we're not perfect and the 
journey isn't easy, but there is a connection between human beings, that if that is harnessed, 
that can create amazing things. Extraordinary things can happen, so what drives me is being a 
part of that possibility. 
 
- [Trudy Rankin]: I like that. That's really cool. So taking that WHY into account, every 
business has to have an ideal customer or target market or as they say these days, an avatar. 
Who is your target market, who is your business for?  
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- [Rosie McMahon]: It's an interesting question. Our target market is ultimately medium to 
large businesses that are looking at redefining themselves in ways that they haven't done it in 
the past. Many companies have gone through periods of cost reduction, head count loss, 
trying to manage the sort of financial efficiencies, but our work while looking at those issues 
is really about going beyond that and identifying the oil, the lubrication that helps the 
business run smoothly and effectively. So when I go back to what I said in the previous 
question is, what is it the thing that has people work effectively together, what draws people 
to work well together and to feel valued. We like to explore what that is in an organization 
and in conjunction with doing work around performance, it's how we harness that connection 
that people have with each other, by looking at culture, by looking at leadership, by looking 
at how structures can work more effectively; how can we get the combination of those 
activities to actually build opportunity. Our ideal customer is really a customer who 
recognize[s] the need for a holistic approach to organization effectiveness and performance 
and genuinely wants to address the underlying causes of dysfunctional poor performance or 
even just wants to improve the way that they're currently working. It's really about trying to 
identify the mechanisms holistically that are going to help an organization to do that.  
 
- [Trudy Rankin]: These ideal customers, obviously they have to be aware enough of 
themselves and their organization to know that there is a need; so do they self-identify or do 
you have some techniques that you use to help qualify customers or identify customers? How 
do you go about marketing or finding your customers?  
 
- [Rosie McMahon]: There are probably two questions in what you're asking here. One of 
them is about a customer's ability to determine what it is that they actually want and to 
identify how to go about addressing the issue or the challenge that they’re currently 
confronted with. And sometimes, that very much is about having strong relationships with 
poeple in organizations and listening for what's going on. So there is the self-identification, 
we similarly do a lot of things that other poeple do, we have our own marketing channels, we 
have our website, our blogs, our social media program. We speak at conferences and events 
and things like that, which sometimes by hearing what it is that we do, clients would contact 
us independently. But, our business is really a referral business and quite often again this is 
the community or the network that's working on our behalf. We know that people talk to each 
other, people network with each other, people are interested to know what's working and 
what's not. So our media is the market, it's the network and the communities that we're a part 
of.  
 
- [Trudy Rankin]: That makes a lot of sense. It's a different type of an approach, I guess it's 
not the same as sort of...You wouldn't do any kinds of cold-calling because that would 
probably not be effective.  
 
- [Rosie McMahon]: No, we don't.  No, because the thing is whilst we keep our eye and ear to 
the market and obviously we understand what's going on generally in the market because 
what’s published in the media and our own network and our own connections. An 
organization really needs to be ready to do the kind of work that we're doing and quite often 
it's not until you have a conversation with somebody that they recognize that there is an 
opportunity there. And now, consulting firms as a rule don't advertise per se because it's a 
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niche area of work and organizations may not necessarily in the first instance see how they 
can benefit from the kind of services that we have. Sometimes that takes a while to think 
through.  
 
- [Trudy Rankin]: Yeah, yeah. Just thinking that 'cause you and I have done some work 
together when I was at City of Port Philip, you came in and sort of gave me a hand with my 
team and we were trying to bring about some much needed culture change. Can you maybe 
just talk a little bit about the different types of services that you offer? And I guess, where I'm 
getting to with that question is, it's not just about what types of services that you offer, but 
how did you actually decide what types of services to offer?  
 
- [Rosie McMahon]: It's a really good question. I think any new business owner really needs 
to think about this because quite often there are a lot of people who offer a lot of the same 
things. But our services are really based on a clearly defined organization design framework 
and an evidence-based model focused on understanding the drivers of organizational 
performance. Having the behavioral science background as I do, I'm really keen to see that 
our work is based on well-documented research and successful case studies and that there is 
some, I suppose, demonstrable benefit from the work that we do. Our services include 
training programs to build capability in the organization design space. We do project 
managing for significant organization design transformation projects. We do internal 
coaching to support in-house development and providing the tools and the means to support 
organizational designs programs at work. We do workshops, training programs, projects. We 
know that over the next 10 to 20 years, the world of work is going to change significantly, 
and we aim to support organizations in their challenge of managing those changes 
successfully. So there is a lot of work to do to help organizations adjust to what is changing 
in the world of work. But it's also about helping them to ongoingly perform better and 
sustainably perform well. 
 
- [Trudy Rankin]: As you've put together your services… because one of the big questions 
that lots of people have been asking is basically, when you're just setting up a business 
consultancy, almost the first question that pops into people's mind is: "How much should I be 
charging?" Did you have a process that you used or maybe you can just describe how you 
went about determining what you were going to charge for your services and has that 
changed much over the years?  
 
- [Rosie McMahon]: Yeah, it's interesting... A couple of things about that question, our 
business is virtual and a just in time business. So we pay as we go, and our overhead is quite 
low, therefore we can keep our fees down. But, we know what our competitors charge and we 
run at about 30 to 35% of what our major competitors and global consulting firms might 
charge. We want to be a successful and profitable business, but our aim is not to do this at the 
expense of our customers and we don't want to price ourselves out of the market which is 
where perhaps some of the larger global organizations are finding themselves now. We seek 
to disrupt the current consulting paradigm and create a different model which is much more 
user-friendly for our clients. We're actually looking to work through ways that enable clients 
to be able to work with us that are not cost-prohibitive, that are different. Because technology 
enables us to work in different ways these days, and we have a just-in-time virtual program of 
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work, and way that we work, we can really negotiate our prices. We are obviously aware it's 
important to pick a price point that demonstrates the value that you have to offer to your 
clients, but it's also about flexibility.  
 
- [Trudy Rankin]: I'm going to ask this question in a slightly different way, sort of at the end I 
guess, but do you have any advice for people who are just setting up their consultancy 
business about that particular aspect, what advice would you give to people who are trying to 
figure out how to set their prices?  
 
- [Rosie McMahon]: It's interesting, I learned a long time ago from a seller who worked in an 
organization and he was very good at this. He'd say: "It's really important to understand the 
value that you offer and to stick with that, don't compromise your price." When I was talking 
before about being flexible, it's not about taking on whatever you can at whatever price, you 
have to be really clear that your work is valuable and that it is valued. It's not about picking a 
price point and then going down if a client says "No". It's being really clear about that, make 
a price point and stick with it. I think that thing is, that over time as well, clients will come to 
understand that you're setting a certain price point and that works for them. At the same time, 
if you feel that you're developing a business that has got more to offer because you've built 
your IP, because you've built your relationships, because your client list is growing, you 
really have demonstrated your capacity to perform and that's where I think you can start to 
think about: "well, should we review our prices, could we ask for a little bit more because we 
know have more value to offer." I think there are a couple of decisions that need to be made 
early on, find a price point and stick to it. Build your value and your customer based and then 
think about what's next. 
 
- [Trudy Rankin]: That's fantastic, that's really good advice. One of the things I wanted to ask 
you, is because while it might be nice to dream about setting up your own business and you 
can dream about what it's going to be like, it's no bed of roses, it's a lot of hard work. I guess, 
I'm interested in understanding from you, what's your one biggest challenge as a consultant 
that you face?  
 
- [Rosie McMahon]: I think the biggest challenge… which is perhaps not thought of quite 
often because I think sometimes people automatically go to the biggest challenges is getting 
the work… but the biggest challenge for me is actually executives and people that I work 
with have got a million things to think of and often our work, while important is not urgent in 
the context in all of the things that people running an organization need to think about. Our 
biggest challenge really is keeping our work high on the agenda and ongoing and sustainably 
ongoing in the heat of conflicting issues that executives who are running organizations have 
to deal with. The challenge is being able to continually add value whilst they are trying to do 
their job, and you're trying to do your job as well. So I think the biggest challenge there is 
about making sure that the work that you're doing is adding value, but not cutting across what 
other people are trying to do to deliver their work.  
 
- [Trudy Rankin]: Yeah. Do you have maybe just one or two tips for how you actually do 
that?  
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- [Rosie McMahon]: I think it's about connecting strongly. Relationships, as I said are really 
key to good consulting work. It's understanding what's important, what are the priorities for 
the people that you're working with and at the executive level, being able to go with the ebb 
and flow. Often it might be regulatory, or legislative or workplace issues that are more or less 
driving executive's day to day activities aside from delivering on the strategy. So, it's being 
aware of and connected enough with those people and building a strong enough relationship 
that you can go with that ebb and flow, not force what you're doing onto them, but also being 
able to adjust to the program of work so that you can fit in with the organization. I very much 
have an issue with the importance of being able to work with and alongside of organizations 
as an adjunct to the organization, not to impose what I'm doing on the organization. 
 
- [Trudy Rankin]: I think that's really valid, certainly in my role as a manager, as a senior 
manager in an organization, that was what differentiated the really good consultants from the 
bad ones, was doing exactly that. That's really good. We're sort of starting to come towards 
the end of the questions that I've got for you, but if you could change one thing in your 
journey as a consultant, what would it be and why?  
 
- [Rosie McMahon]: I really love doing consultanting work, so it's really hard to think of 
what I'd change. I don't know that I'd change anything. I think it's not necessarily easy, I think 
it's being... I don't know if I'd change it, but it's about being consistent, it's about consistently 
growing yourself. So I think if there were one thing that I would want to do more of and it's 
not because I haven't done it, it's more because it's important to me, and that's just to stay on 
top of your area of expertise. It's really to continue to learn, continue to be open to change, 
continue to listen to what other people are doing and not to think for a moment that you have 
the edge. I think it's not that I would change that I was doing that, it's that I would probably 
liked to have had more time to focus on that and to do that when I needed to.  
 
- [Trudy Rankin]: I think that's really wise, that's really wise advice for anybody who's 
actually doing that because if you don't learn and grow, you become obsolete very quickly.  
 
- [Rosie McMahon]: Yeah, and I think, you know, no one has got the answer to everything 
and what we're doing here in Australia, other people are doing in other parts of the world. 
You're not on your own and I think humility has a place in consulting and to be open to the 
fact that even though you might think about things in a particular way, everybody else has got 
a contribution to that thinking. And again, this goes back to our notion of working within 
communities and working within the connections that you make in communities. There is 
really not a lot that is new information, people work with information that they get and they 
may interpret things in a different way, they may add to that, but it's only because of the input 
of others that we actually have got ideas in the first place. So I think that recognizing that that 
only enhances what we do, then that's really important.  
 
- [Trudy Rankin]: That's good too, basically that whole concept of standing on the shoulders 
of giants.  
 
- [Rosie McMahon]: Yeah, yeah, exactly.  
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- [Trudy Rankin]: That's good. I guess my next question is what advice would you give 
somebody who is thinking about becoming a consultant or who has just started their own 
consulting business? Thinking about that question in terms of what are the things that you 
need to do to successfully set up a business, what advice would you give to someone who is 
thinking about starting up one or has started up a business?  
 
- [Rosie McMahon]: There is a couple of things that sound very practical, but I think when 
you're starting building a business, it's really important to be able to keep your business and 
your personal money separate. From someone who learned at a very early stage in the 
business is that a business is a business and it's separate from who you are as an individual. 
Irregardless of what area of work you're in, it's important to see your business as an entity in 
itself and that's separate from who you are because we often hear about people who... 
Businesses who actually don't make it in the first three years, 80% of organizations go under 
and a lot of this is I think because people perhaps don't separate the fact that they need to run 
a business like a business, they need to have the infrastructure, they need to have the 
protocols to actually make the business work successfully. Have a good financial system, be 
diligent with how you manage that system. So I think setting up a business is not just getting 
out there and selling yourself or selling a couple of you, it's about being diligent about what 
your business is, being clear about your market, clear about your services, what it is that you 
want to sell, how you're going to differentiate yourself. Treat your business like a business 
and I think that's a really key piece of learning that I think I got fortunately very early on. 
And that's been very helpful for me.  
 
- [Trudy Rankin]: Thanks for that Rosie, I really appreciate you taking the time to sit down 
and answer some questions that are going to be really helpful for people who are just starting 
out a business. Those were some really wise words. Have you got any other things that you 
think that people should know or that you'd like to share before we finish up?  
 
- [Rosie McMahon]: I think... The only other thing I'd say is give it a go. It's well worth it, 
there are so many opportunities these days; there is lots more openness to doing your own 
thing and getting out there and being the person that you want to be. Technology enables us 
to work in totally different ways today than we used to have to. And I think just give it a go. 
Give it your best shot.  Be the best person you can be.  
 
- [Trudy Rankin]: That's really good advice and once again, thanks very much, Rosie. And if 
people would like to get in contact with you... So, two questions, if they want to learn more 
about organizational design, where should they go? And if people want to contact you, where 
would they find you?  
 
- [Rosie McMahon]: Yeah, couple of good questions. There is lots of material on 
organization design and one of the best places to go in the first instance is to buy a couple of 
books on organization design. If you want to learn a little bit, there is a fabulous book called 
Guide to Organization Design by a lady called Naomi Stanford. That particular book is really 
strong meta-analysis of current theory and practice. Naomi is a terrific author, there are lots 
of people who are organization design experts and Naomi's book will guide you to those 
experts. If you want to have a chat with me or get in touch with me at all, you're welcome to 
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do that via our website which is www.peopletactics.com.au and you can send us an email via 
our inquiries email. 
 
- [Trudy Rankin]: Fantastic, thanks so much Rosie, I really appreciate that.  
 
- [Rosie McMahon]: It's a pleasure.  
 
- [Trudy Rankin]: That was a really great interview with Rosie McMahon from People 
Tactics. She had some really, really great advice for any of us who are just getting started 
with our own consulting businesses and I think what she had to say could apply to just about 
any business. I hope you enjoyed it as much as I did, and I'll post the links that Rosie 
mentioned along with the interview up on my website. Thanks for listening, this is Trudy 
Rankin from West Island Digital. My website is westislanddigital.com  
 


