


Introduction 

“There’s Never been a better 
time for lateral thinking” 



I invented fastbooks 
because they’re much 
shorter books with 
less words per page 
and so a quick read 
on your smartphone 

screen.  

They’re easy to  
pass on to family, 

friends  
and colleagues. 

They are part of the 
new WOMBAT Economy! 



Part One 

The Crisis 
and 
The 

Opportunity 
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Australia  
currently has an 

employee engagement  
crisis with serious 
consequences for  

the WOMBAT economy. 
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Less than one quarter 
(*24%) of employees in 
Australia are engaged.  

(*GALLUP: State of the 
Global Workplace) 

*According to Gallup tracking, 24% of 
employees in Australia are engaged–
meaning involved, enthusiastic about 
and innovating in their work and their 
workplace.  
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This national figure has 
hardly changed at all  

in the last decade. 

So why is this a crisis? 

Because of the shadow 
of the future. 
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In 2019, the world’s 
*GDP was around 
US$60 trillion. 

(*the total of all the  
countries of the world’s  
products and services 

for the year) 
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In 30 years,  
by around 2050,  
this will grow  

to an estimated 
US$200 trillion.  

This will be the  
most exciting time for 
innovation and growth 
in all of human history. 
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The next 30 years will 
yield US$140 trillion 

in new customers 
-- globally! 
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So, the shadow of the 
future means this … 

which countries will be 
the ones to win  
the lion’s share  
of this growth? 
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which enterprises will 
be the first  
to get these  

brand new customers? 
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Which products and 
services will be  
in most demand  
by this coming  

tsunami of customers? 
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The shadow of the 
future means that 

the countries that win 
the lion’s share of this 
growth will be those 
countries that double 
the number of their 
engaged employees. 
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Those enterprises first  
to get these brand new 
customers will be the 
ones whose CEOs have 

doubled the number  
of their engaged 

employees …  
from value drains to 

value fountains. 
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Those products  
and services which  

will be in big demand  
by this next boom  

of customers will be 
those clever ideas 

created by the most 
engaged employees,  
the most innovative 
employees, and the 

most entrepreneurial. 
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There is simply  
no other way! 
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There are  
trillions of dollars  
waiting to be won  

and the time  
to get ready  

is now. 
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The coming race for 
US$140 trillion  
in new customers  
is both the crisis  

and the opportunity. 

Where is Australia 
going to finish  
in this race? 
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It all depends on  
how well Australia 

manages the strategic 
links between  

Employee Engagement, 
Innovation and 

Customer Engagement. 
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Creating a culture of 
innovation and 

engagement requires 
more than completing 
an annual employee 

survey and then hoping 
managers learn 

something from the 
survey results that 
will suddenly change 
their daily behavior. 
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It requires CEOs and 
leaders to keep 

employee engagement 
top of mind because 

every daily interaction 
with employees has an 

impact on their 
engagement, on their 

innovation performance 
and on their daily 

engagement of their 
customers. 
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Part Two 

The 
Australian 
Solution 
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What is the 
WOMBAT Economy? 
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The WOMBAT Economy 
runs on the creation of  

very clever ideas  
that people talk about. 
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The economy part  
is not just the  

creation of new ideas  
but the creation of 
very clever ideas. 
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And, the WOMBAT part 
is that people must 

talk and talk and talk 
about it. 
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WOMBAT Economy 
Is all about  

the creation of  
clever new products 

and services  
that people want to buy 

and then they want 
to tell their friends  

to buy, too. 



25 

What is a WOMBAT? 



26 

A WOMBAT is a 
satisfied customer  

who replicates another 
satisfied customer. 

WOM = Word Of Mouth  
BAT = Buy And Tell 
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I first wrote about 
WOMBATs in my book 

‘WOMBAT Selling:  
How to sell  

by Word of Mouth’ 

 

Hardie Grant. (2006).  
ISBN 1740664280 
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WOMBAT Selling  
is a strategy designed 

not just to sell 
products and services 

to customers  
but to sell so that  
they will replicate 
other customers  
by word of mouth. 

WOM = Word Of Mouth  
BAT = Buy And Tell 
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WOMBAT Selling 
is all about 
the value of 
replication 
replication 
replication. 
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In the coming race for 
US$140 trillion  

in customers  
The WOMBAT Economy 

Is all about  
the creation of  

clever new products 
and services  

that people want to buy  
and then they want  
to tell their friends  

to buy, too. 

WOM = Word Of Mouth  
BAT = Buy And Tell 
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WOMBAT Economy 
is all about 

lateral thinking 
lateral thinking 
lateral thinking. 

But, the real problem 
for the future is that 

humans are mostly 
logical thinkers. 

Logic is analytical and 
very good at judgment.   
But, as a side-effect, 
it makes us very slow 
subjective thinkers. 

Today, we call this 
‘inside-the-box 

thinking’. 



32 

How do CEOs  
engage employees  

to do lateral thinking 
in their daily work 

and workplace? 

The problem has been  
that while most 

employees  
know about lateral 
thinking they do not 

have 
the tools or the skills 

to actually  
do lateral thinking.  



33 

Like juggling, 
lateral thinking is not 
natural for humans. 
It’s an acquired skill 
that needs at least 
10 hours of skilled 

coaching and practise 
just to achieve 

a basic level of skill. 

But the coaching 
always pays off  

… big time. 

Lateral thinking can 
create new value 

ten times faster than 
logical thinking. 



34 

For example,  
a very powerful  

lateral thinking tool  
is x10 Thinking. 

 

x10 Thinking is an 
algorithm that is used  
to escape established 

logical thinking 
patterns that inhibit 
employees’ ability to 

think outside their box. 
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In the coming race for 
US$140 trillion  

in customers  

x10 Thinking  
is the kind of thinking 

required every day  
by employees for both  

WOMBAT Selling  
and for a  

WOMBAT Economy. 

http://www.x10thinking.com
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Always remember that 
WOMBAT Economy 
runs not just on 

innovation  
but on customer-driven 
innovation designed for  
customer replication.  



38 

WOMBAT Economy  
is when employees use 
lateral thinking tools 

to design their  
very clever ideas  
by focusing on  
how customers  
will pay for it 

and how customers  
will talk about it. 

 Your sales team can 
provide you with real 
customer feedback  
on a daily basis. 
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WOMBAT Economy 
questions keep the 

focus on the new idea's 
revenue-generating 

potential: 

• How will customers obtain 
the new product or service? 

• When will customers pay for 
the new product or service? 

• How will the new product or 
service get to the customer? 

• How will customers replicate 
new customers? 

• How will new customers 
replicate new customers? 

And so on … 
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Selling Problem: 

When it comes to 
selling innovative 

products and services 
sales teams sometimes 

err on the side of 
pushing established 

products, rather than 
new ones, especially if 
the established ones 

yield easier 
conversations, faster 

conversions, and 
greater commissions. 
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To ensure that 
sales teams use 
WOMBAT Selling  

and are putting their  
best effort behind the 
innovative products 
CEOs must ensure  

that the compensation 
structure continually 
adapts to incentivize 

the sale of  
new products and  

new services.  
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This gets sales people 
talking about the 

WOMBAT innovations 
and if customers are 

not buying these 
innovations and are  

not replicating  
other customers  
then sales people  
can provide that  
daily feedback. 
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Finally,  
in the coming race for  

US$140 trillion  
in new customers  

what are  
the CEO’s metrics for  
A WOMBAT Economy? 
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For CEOs, there are 
two direct WOMBAT 

connections 
To the valuation of the 

enterprise 

WOMBATs = valuation 
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There is a direct 
connection to the 

value of the enterprise 
equal to the number of 

customers who 
replicate other 

customers  
by word of mouth. 

WOMBATs = valuation. 
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There is a direct 
connection to the 

value of the enterprise 
equal to the number of 

employees who are 
engaged in wombat 

innovation 

This is called 
Return on payroll. 

. 
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For the CEO, 
the revenues from  
a WOMBAT Economy  

are generated by the 
answer to this 

question: 

What is the % revenues 
from new products/services  

that simply did not exist  
1, 2, 3, 4, 5, 6, 7, 8, 9,10 
business quarters ago? 

• 



 



 



The x10 Book 
Click to start reading … 

https://docs.google.com/file/d/0B44Jw1ES0js6cDJGekwwWmJhd28/edit?pli=1 

 

The X10 Memeplex: 
multiply your business by 10! 

by 

Michael Hewitt-Gleeson 

(Penguin/Prentice Hall, 2000) 
ISBN 0724801111 

https://docs.google.com/file/d/0B44Jw1ES0js6cDJGekwwWmJhd28/edit?pli=1


 



CONTACT 

NEW: Lateral Thinking 
Enterprise Solution – 
‘At Home’ coaching … 

+Positive Business is a 
new, B2B SaaS business 

specialising in the 
training of advanced 
lateral thinking skills 

for employees ‘at home’.  

 
+Positive Business SaaS 
delivery means no special 

equipment or software 
needs to be purchased by 
clients. It’s 100% online. 

Inquiries: 
https://schoolofthinking.org/pozbiz/ 

https://schoolofthinking.org/pozbiz/


 

 



These FASTBOOKS are 
designed for a quick read       

on your smartphone. 

They’re free. Pass them on. 

If you liked WOMBAT Economy        
you may also like … 

Start reading: https://schoolofthinking.org/book-
binge-what-makes-certain-content-bingeworthy/ 

https://schoolofthinking.org/book-binge-what-makes-certain-content-bingeworthy/
https://schoolofthinking.org/book-binge-what-makes-certain-content-bingeworthy/
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