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Host: Welcome to D Talks, the EMEA EmpowereD Podcast Series. James Fabijancic, Deloitte Legal 
Leader for Deloitte Australia and Global Leader of Tax Controversy, is here to share his thoughts 
on networking to build meaningful relationships. James, firstly, please tell us about your career at 
Deloitte. 

I’m James Fabijancic. I’m an Australian partner. I look after and lead Deloitte Legal in Australia. I also 
wear a second hat. I’m the global leader of Tax Controversy. As far as Deloitte goes, it’s been a long 
journey. I’ve spent nearly 20 years there. I started as a graduate, and it’s been a fantastic journey. 
Met a lot of people along the way. It’s a great place to be. Great place to lead and great place to be a 
part of. 

Host: How have you developed your networking skills within Australia? 

In this role, relationships are amazingly important. I think developing them is one of the great 
strengths of a lot of people who have been successful in our business. Early in my career, a really 
important part of getting ahead was building up relationships with people around me who have 
really helped me then along the journey. And I think one of the great misnomers about building 
relationships is that you do it all yourself. I think one of the great secrets for anyone who looks at it 
is to really be honest, act with high integrity, always deliver great work when dealing with others, 
and let the benefit of your immediate relationships then work over to the next level.  

The Australian practice is an example. It’s quite a large practice, has over 800 partners, which is 
impossible for any individual to get to every contact point within the organization. So a lot of it is 
about having those 10 and 20 immediate contacts, having them build your network out for you. It’s 
amazing how far one’s career can go when somebody says I’ve heard great things about you. So as 
far as tips go, that’s probably the great one that I do have. It’s one that I’ve used to great benefit in 
my own career and one that I see with other successful practitioners that helps both with clients, 
internally within the network, and also globally. I’ll come to that in a second. But the first piece was 
to really to develop good networks with those around me. Let that do a bit of work for me, and over 
the years, one of the benefits of having been at Deloitte for so long is that, as each year passes, 
there’s greater opportunity to connect with others, to be in the trenches together and to work 
together, and I think that closeness does build a real bond and trust, and that trust is what ensures 
that people do act as great advocates for you.  

Host: You also mentioned developing your networks across borders. How did you go about doing 
that? 

One of the great advantages of Deloitte, and perhaps one the scary things as well, is just how big an 
organization it is around the world. And just to digress for a second, I remember my first visit as an 
Australian practitioner, I wasn’t a partner yet at the time, but lucky enough to head over to Chicago 
just to see the grand scale of our American practice. And since that time, I’ve been able to see what 
the UK is like, a lot of Europe, and Deloitte Legal is probably another example where we are growing 
so quickly with so many practitioners.  

As far as building those global networks, it is a very different approach to what one does locally. A 
lot less of an ability to work face-to-face. And as Australians, we often like to gather socially and 
connect in that way. Whereas I think on a global scale, it’s a slightly different challenge. The one 
comment I will make is that culturally the Deloitte environment is really welcoming. There are 
people with absolute common goals around success and wanting to get ahead together. And I think 



that’s helped me personally. As far as how one goes about then building up those networks, very 
similar concepts of integrity, honesty with peers. I think sharing common ideas, being able to have a 
little bit of fun in that journey. We are often dealing with very serious subject matter, but I think 
basic politeness and courtesy amongst your peers is a real benefit. The ability to, even if it’s for a 
minute, to connect on a social level around what interests each other have, to learn a little bit about 
colleagues, to be able to make that little window that we get with each other quite memorable.  

Host: Some people find it challenging to connect with new people. Do you have any tips you can 
share for making that first connection? 

It’s always difficult dealing with someone for the first time. I’ve been lucky enough personally. I have 
quite a difficult surname to pronounce, especially in Australia, so it’s a nice discussion starter with 
people. It helps everyone around to relax a little bit, and it’s become a bit of a calling card. But an 
interaction, it’s about how you find an easy common platform to kick off with before you get into 
the meatier stuff. 

I think everybody I’ve come across in the network is always happy to share, have a bit of a laugh 
before we get on to the serious stuff, and that’s often something that helps the next time you 
connect. Leaving your first discussion on a positive note does make everyone look forward to the 
next interaction. A small thing that we tend to do, but I find that’s probably common to all our 
partners and professionals in Deloitte across the network.  

Host: Deloitte is a global organization and we work virtually. How do you build relationships with 
colleagues in other parts of the world?  

One of the tricks nowadays is the many different mediums we talk through–Skype being the most 
common. Learn a little bit about them. Have a look at the photos, so you know who you are looking 
out for the next time you see in person. It’s amazing how much everybody gets excited to meet each 
other when the time comes. So virtual meetings, online Skypes, are fantastic.  And then the chance 
to meet people face-to-face is always a real pleasure, and that seems to take relationships to an 
absolute another level. But I think familiarity with each other. Again trust, I keep using the word 
trust. I keep using the word integrity. All really basic concepts of humans, but all really successful 
concepts for dealing in the business world. 

Host: James, how have you helped your team members to learn how to use some of these 
networking tools? 

I like to think of myself as naturally a bit of a people person and love the idea of connecting, talking 
with individuals, getting the chance to share a little bit about ourselves, and that doesn’t always 
come naturally to everyone. So I think one of the really important tasks is to try and share a little bit 
of that guidance with those around me. I think of a few different team members who the idea of 
relationships doesn’t come as naturally, especially in a profession like ours which is highly technical, 
very difficult. The ability to really think through some of those basic concepts on how to build 
relationships is important.  

We often talk about the fact that every interaction is a good interaction, and that’s probably the one 
that I like to use with my team. Clients love to hear from us. Fellow professionals love to hear from 
us—and whatever medium that takes. I’m not a huge fan of email, personally. I think in the modern 
world we are seeing a bit of an over usage of it and a lot of discussion about whether it is becoming 
a bit overwhelming to come to a full inbox each day. So, I like to challenge our guys to just think 
about some different mediums. Skype now has various video features, and I think that’s always a 



good one to keep everyone in the room engaged. There’s no ability to check on phones in the 
background. There’s the basic concepts of eye contact and showing some level of interest in dealing 
with each other. So, I tend to encourage just basic communication. Trying to find as many 
opportunities as possible to interact with each other, and it just creates a bit of a community feeling. 
And that community feeling then creates a platform for much more natural relationship building, 
even for those who it doesn’t come as naturally to. I think if you can modify the environment around 
it’s one that helps to then create those connections between people.  

Host: Thank you for joining me and James Fabijancic to talk about networking to build meaningful 
relationships and his career at Deloitte. Check out our other D Talk podcasts. They’re easy to listen 
to when you’re in front of your laptop or you can listen on your next trip, commute, or while 
you’re working out. For more information or to suggest a topic for a podcast, please contact Ebru 
Mercangöz. I’m Michelle Rollingson. Thanks again for listening! 


