
DRIVING 
TOWARD
SUCCESS

K E Y S T O N E  I N S I G H T S

KEYSTONE EXECUTIVE COACHING
JUNE 2019

W W W . K E Y S T O N E E X E C U T I V E C O A C H I N G . C O M



0 4

As your business grows and if you want it to keep growing,
you'll have to shift gears from being its mechanic to its driver.

DRIVING TOWARD
SUCCESS

One of the most difficult things a

CEO of a growing business needs

to do is spend less time on

operations and more time

thinking of ways to improve the

big picture. It’s the difference

between being the mechanic or

engineer who builds a vehicle and

the driver who goes places with it. 

 

This is not surprising. 

 

A business is usually built on a

skill its owner is great at, whether

it’s mending bones or marketing,

and it’s based, as well, on a

product or service he thought of

offering to help other people

work and live better.

 

In the early months or years of a

business, a business owner will

spend most of his energy,

intelligence, and time using that

skill and producing that product

or service. 
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But he will also do everything else

his business needs. Raise funds,

win customers, outsmart

competitors, comply with all sorts

of regulatory requirements, put

out fires. 

 

In short, he’ll attend to every little

detail because it’s important to get

the foundations and systems of his

business right.



Once the business grows, however, he will have to spend less time
being its mechanic and more time in the driver’s seat. 
 
These two roles require different skills, strengths, and priorities.
They even have different vantage points. A mechanic more often
than not spends plenty of time peering under the hood, fine-
tuning and keeping an eye on the engine. But the driver must keep
his eyes on the road.
 
Being in the driver’s seat of your business means you’ll set
directions and gather information to make smart decisions. 
 
Where do you want to go and what’s the safest and fastest way to
get there? You’ll also need to ensure your passengers don’t do
anything to compromise your safety, which is a lot like making
sure everyone on your business works well together.
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Two of the five pillars of business
excellence that we at Keystone
Executive Coaching swear by are
leadership and mindset
development. When we work with
business owners who commit to
doing the necessary work, for as
long as we are the right fit for
them, they master marketing,
sales, financial management and,
most importantly, the leadership
and mindset that will yield success
in their business and the rest of
their life.
 
Here are 6 things we know
effective leaders do to drive their
business forward:

w w w . k e y s t o n e e x e c u t i v e c o a c h i n g . c o m

This can be tough because it’s
natural for us to want to focus our
time on the things we do best. Or
sometimes we let our
misperceptions (like “I can’t sell”
or “I don’t naturally have what it
takes to motivate others”) hold us
back.

Learn to delegate.



Once you decide to be the driver of
your business, rather than its
mechanic, you’ll have to shift your
mental gears from “doing what I’ve
always been good at” to “getting the
best out of others.” 
 
This is one of the most rewarding
aspects of leadership, but like most
important skills, it takes some time
and practice to master. 
 
It’ll definitely help if you
communicate the outcomes you
want clearly to the person you’ve
chosen to delegate some tasks to. 
 
Operations reviews, for example,
can be delegated to senior leaders
on your team, provided they keep
you well informed so you can make
course corrections when needed.
Sitting in on every single
operational review may not always
be the best use of your time and
attention. 
 
We can help you lock in place the
systems that will empower your
team to use their strengths and hold
them accountable for meeting the
high standards that you’ve set. 
 
But first, you must commit to
delegate.
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Align structure and culture with
strategy.

Like it or not, as a business owner or CEO, you will set standards
for how everyone else in your organisation performs and relates
to one another. Most of your business’ beliefs, norms, and values
are set and shaped by you. 
 
You are your business culture’s most visible face.
 
This gives you the terrific opportunity to align your culture and
structures with your strategy: the explicit value proposition that
makes your business different from everyone else’s and your
plan for getting that done consistently and repeatedly.
 
In a study that ran from 2006 to 2018, Michael Porter and Nitin
Norhia found out that CEOs spent anywhere from 14 to 80
percent of their work hours on advancing the core agenda and
strategy. At its simplest level, this means clearly defining what
your business will and will not do.
 
Among the skills you can master as the driver of your business
are first, designing structures that help your team execute your
strategy and second, communicating that strategy clearly and
repeatedly to your organisation, but particularly to the
leadership team.
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Develop people and relationships.

How you choose the individuals who compose your leadership
team will be crucial. It can spell the difference between your
business’ failure and success. 
 
You can’t leave leadership choices or succession planning
entirely to your HR team. Neither can you skip seemingly
simple but important culture-building rituals like giving your
new employees a welcome talk, where you can begin to send a
clear signal about your business’ values and strategy.
 
When choosing your team members, Porter recommends
keeping an eye on your business’ likely needs in the future and
not just on running the present situation smoothly. We also
recommend scheduling time to meet with your customers, who
can give you an independent look at how your company is doing
and what your competitors are trying to lure your customers
away.
 
In Porter and Norhia’s study, which they reported in “The
Leader’s Calendar” in the July-August 2018 issue of Harvard
Business Review, they learned that CEOs spent an average of 61
percent of their work time on face-to-face interactions with their
teams or customers. That’s how important developing people and
relationships was to them.



Another way to appreciate the difference between being a driver and
being a mechanic of your business is to visualise the difference between
being on a dance floor and being on a balcony with a sweeping view of
that dance floor. 
 
In the midst of intense activity, it’s important to get a clear picture of
what’s going on. That’s true of both a battlefield and a boardroom
negotiation. 
 
Authors Ronald Heifetz and Marty Linsky, who coined the idea of
getting on the balcony as a leadership tactic, emphasised the need to
distance yourself from the fray so you can grasp a situation correctly,
make the right choices, and offer the right interventions. 
 
But you can’t stay on the balcony for good. You’ll have to get back to the
dance floor to change what is happening. The challenge will be to learn
to switch between those two roles as needed, to learn to be an effective
participant when that’s what your business requires and to be a keen
observer when the situation needs to be seen correctly.
 
This will come in very handy when you need to reconcile teams in your
business who have competing priorities, which usually surface when
you're tackling your budget. Balancing a budget is important, and part
of the reason for that is it gives you the opportunity to refashion your
business’ agenda and change the way you do things when it becomes
necessary. 
 
Among the tasks of leadership is “to mobilise people to adapt to a world
with different constraints and opportunities than they had imagined,” as
Heifetz and Linsky explained it. Who decides when to change direction
in order to avoid unforeseen hazards? 
 
The driver, of course.

Get on the balcony.



Attend to your
well-being.

Being such driven creatures, business
owners sometimes forget to do the
work that is essential to the quality of
what they do. As disciplined as they are
about putting in quality time at work,
they need to be equally disciplined in
taking care of themselves. 
 
That means scheduling enough
uninterrupted time at work to reflect
on strategy or prepare for meetings. In
Porter and Nohria’s study, CEOs
reported that they spent 28 percent of
their time, on average, as alone time,
versus 72 percent spent in meetings
and other interactions. 
 
But this also includes getting enough
sleep (tough to do when a product
launch or the thought of this quarter’s
results keep you up at night),
exercising, and enjoying time with
your family and friends. 
 
One way to attend to your well-being
is to learn to distinguish your role
(which is shaped by the expectations
of people around you) and your sense
of self (which is shaped by your values
and capacity to learn).
 
When people react to you at work,
Heifetz and Linsky pointed out, they
are reacting not to you as a person but
to the role you play in their lives, even
when what they say sounds very
personal.

28%
percentage of time
CEOs spent as alone
time, to prepare for
meetings or to reflect



Get ready to deal with unfolding
developments.

As with any extended road trip, a business will require pit stops or may
run into obstacles or complications that will require taking a detour. This
can be anything from product failure or delay to an external event that is
beyond your control but has an impact on your business nevertheless.
 
Responding to a crisis is one of the tasks you can’t delegate as a business
owner or CEO. How well your organisation holds itself together and how
confident your teams will be after a storm (actual or metaphorical) has
passed will depend on how you weathered the crisis yourself and on the
example you set.
 
One of your many challenges will be to anticipate a problem and think
your way out of it before it happens. That’s being smart and proactive,
qualities that both responsible drivers and effective business owners
need.



Spending more of your time and energy on being the
driver of your business, rather than its mechanic,
doesn’t mean you’ll lose the ability to do some
troubleshooting when needed or to fix something to
make it run better (smoother, safer, and if possible on
less fuel). 
 
But you didn’t build this vehicle that is your business
only to keep it idle and gather cobwebs in your garage,
did you? 
 
So spend more time driving it or teach someone
capable to drive it for you, from time to time. That’s
how you’ll actually get someplace amazing.

Leadership is an improvisational art. You may have an
overarching vision; clear, orienting values, and even a
strategic plan, but what you actually do from moment
to moment cannot be scripted. To be effective, you
must respond to what is happening.

Ronald Heifetz and Marty Linsky
Co-founders of Cambridge Leadership Associates and authors of  "Leadership on
the Edge: Staying Alive Through the Dangers of Leading"
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What Do CEOs Spend 
Their Time On? 

25%

Functional and busin
25.3%

People and relationsh
25.3%

Strategy
21.2%

nisation and culture
16.2%

Operating plans
4%

Professional development
3%

Source: "What do CEOs Actually Do?" by Michael E.
Porter and Nitin Nohria in the July-August 2018
issue of the Harvard Business Review

Amount of time (as a
percentage of their
total work hours) CEOs
spent on functional
and business reviews,
some of which they
can actually delegate

 Functional and business reviews (25%)

People and relationships (25%) 

Strategy (21%) 

Organisation and culture (16%)

Operating plans (4%)

 Mergers and acquisitions (4%)

Professional development (3%)

Crisis management (1%)
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By Invitation Only

KEYSTONE BUSINESS
BOARDROOM 2019
We are now accepting applications to join Brisbane's
exclusive closed business boardroom. 
 
Become part of a limited group of business owners,
entrepreneurs, and professionals committed to excellence
in their business, their networks, and themselves. Join us as
we install tested and repeatable business strategies into your
company and team. If you are ready to do the work and
make it work, then take a seat in our boardroom.
 
Learn the exact processes and strategies thousands of past
clients have used to close millions of dollars in self-
generated work.  Build your skills, network, team, and
business.



KEY MEMBERSHIP OUTCOMES
The Keystone Business Boardroom is a premier group of business
people and professionals committed to mastering the skill of
business growth and development.
 
It is built on five core components of business success: 
Marketing, Sales, Financial Management, Leadership, Mindset.

Attract leads and enquiries on demand.
Close more lucrative sales for more profit.
Build high-performing teams that run themselves.
Increase profitability and decrease expenditure.
Build strong business partnerships.
Become the best version of yourself and your
business.

The Keystone Boardroom takes the business owner who is stuck
in the engine of their business and firmly places them in the
driver’s seat. 
 
An exclusive, private affair that ensures excellence in every way,
the Keystone Boardroom is the pinnacle of group training and
facilitation in Australia.



PLEASE READ BEFORE APPLYING.
This is not just a training program. This is a community dedicated to
excellence in business. It is designed for the crafting of excellence in
both business and person. 

Stay on schedule by
monitoring the progress
of each goal and keeping
track.

Over the past six years, some of our proudest moments include: 
 

Increasing revenue from $270,000 to $4,900,000 within an 18-
month period and retaining a profit margin of 19 percent,
through systemised growth strategy and cultural change.

 
Supporting a young father to not only grow his business but
change his role entirely to that of an executive attending a board
meeting once a fortnight.

 
Pulling a business from the brink of insolvency back to a
$1,200,000 surplus in 12 months through sales and marketing
perfection.

 
Repeated massive growth of our clients through a blend of
action and excellence. 

 
Taking a seat in the Keystone Business Boardroom is a
commitment to following your own tailored plan for sustainable
business growth, and a commitment to the accountability and
honesty of those around you.



5 PILLARS OF
EXCELLENCE 
IN BUSINESS
PRINCIPLE 1 - MARKETING
AND LEAD GENERATION

Marketing and media
mastery
Offline and local area
explosion
Magic marketing numbers
Beating the competition

 
 
PRINCIPLE 2 - SALES AND
CONVERSION

Closing on cue
Emotional attraction
Building a sales team
Tender mastery
Turning objections into
closures

 
 
PRINCIPLE 3 - FINANCIAL
MANAGEMENT

Managing numbers
Dashboarding and
financial control
Defensive accounting
Creative accounting



5 PILLARS OF
EXCELLENCE 
IN BUSINESS

PRINCIPLE 4 - LEADERSHIP
AND AUTOMATION

Building the leader that
runs your business
Building the team that
runs itself
Hiring your first to your
last
Creating business cultures
Becoming the chief

 
 
PRINCIPLE 5 - MINDSET AND
PERSONAL DEVELOPMENT

Endless motivation
Building a business that
builds a life
Personal and business
satisfaction
Executive reasoning and
control
Performance precision



ABOUT AIDAN PARSONS
Aidan Parsons is a man who
stands on the shoulders of his
results.
 
He is an expert in profitable,
controlled, and consistent business
growth. Combining insights into
human behavior and best business
practices, he specialises in the
rapid and repeatable acquisition
of new work with a higher profit
margin and lower cost-to-service.
 
Over the past five years, Aidan's
strategies and mentorship have
helped Keystone's clients generate
over $630 million in additional
revenue. Over 70 percent of
Aidan's seven- and eight-figure
clients began working with him
when their revenue was less than
$300,000.
 
Aidan prides himself on meeting
business owners where they are
and walking with them in a
considered and paced way to their
business targets. 
 
Working with Aidan is not about
doing everything, but doing the
one right thing that improves
everything.

He charges his fees after his clients
hit their financial targets.
In short, if he does not hit his
target with you, he doesn't get
paid. No other business mentor
in Australia is backing themselves
with such rock-solid conviction.
 
That's why he's often described as
the guy you go to when you're
serious about getting to work. You
can call Aidan at 0401 264 339 to
find out if working with him
might be just the thing you need
to drive your business' success.



LET'S TALK SOON.
B E G I N  Y O U R  D R I V E  T O W A R D  S U C C E S S

Would it be wrong to suggest that through mastering sales,
marketing, leadership, finances, and mindset, you could have total
executive control of your business?
 
Visit www.keystoneexecutivecoaching.com to download more of
our free resources.
 
Email admin@keystoneexecutivecoaching.com for any general
enquiries.
 
Or call Aidan Parsons at 0401 264 339 to start your journey toward a
successful business that gets you where you want in life.


