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YOU  ARE  A  MARKETER

Keystone Executive Coaching

If you are willing to pay someone else 
to do marketing for you, that doesn't
mean it’s going to work.
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One thing stayed the same whilst many
others changed in marketing in the last 20
years. New messages spread on new
platforms and mobile devices. 
 
Traditional media channels like billboards
and print advertisements faced ferocious
competition from social media, where
companies found they could spend less  

and yet reach many different audiences.
And those audiences -- the market for the
thousands of new consumer goods
launched each year -- found many ways to
talk back. 
 
The attention economy collided with the
review economy, and many businesses
didn’t make it out of that alive.



 

Amidst all these changes, this remains constant: you are a
marketer for your business. Owners of new small and
medium businesses often struggle to embrace this reality.
And yet you can’t really expect your business to grow if
you give away your ability to create or win new work for
your business. 
 
Like every skill set, marketing can be mastered if you put
in the time, energy and work. You have some of the
essentials already in place. Think of all the relationships
you’ve built since you started your business! Then
consider these five ideas to help you start to excel in
marketing.

FIRST: IN  MARKETING, AS  IN  ALL  OF

BUSINESS, LEARN  TO  FOCUS.

When Microsoft founder Bill Gates and Berkshire
Hathaway founder Warren Buffett first met last July 5,
1991, their dinner host (Gates’ mother) asked them to sum
up the reason for their success in one word.  They chose
the same one. Focus. 
 
Joe Pulizzi tells this story of how these two billionaires
met, to show that doing all sorts of things without any
clear strategy will just waste your marketing funds. Pulizzi
is the founder of the Content Marketing Institute and
author of “Epic Content Marketing.”
 
Learn to focus on doing one thing well first. Don’t get
distracted by what everyone else seems to be doing. In a
room where everyone’s beating a drum, no one can tell
who’s doing the best job. The noise just drowns everyone
out. You and your business don’t need to be on all social
media platforms at once. But your business does need to
be on the platform where most of your potential
customers spend their limited attention and time.
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3  STEPS

TOWARD

SUCCESS
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Review this goal every day. The most
important attitude in marketing is to
believe you can achieve your goal. On
average, it takes a person 66 days to make a
new behaviour automatic. So set a big goal,
then figure out the steps you need to take
to get there. Take those steps. Repeat.

1. RECORD. 

3. REMOVE.

2. REPEAT.

 

Document what you want to achieve. Write
down your biggest goal and set a date for
when you need to achieve it. No other
company in the world should have this
particular goal for this particular audience
you're trying to target. And remember: The
best goals also serve others. So what’s in it
for your audience?

For record and repeat to work, you need to
make choices. In marketing, it’s easy to be
distracted by the next shiny new platform
or tool. But does it align with your overall
marketing strategy? Will it bring you closer
to your biggest goals? Focus on doing one
thing well first.

Source: Joe Pulizzi’s keynote presentation in the Content Marketing World 2018 conference
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SECOND: GROW AN EXTRA PAIR OF EARS.

 
At its core, marketing is about winning someone’s trust. One of its essential rituals is telling
a story. But all too often, businesses only tell their story and leave out the customers’ parts.
What stories can your customers tell about how your products and services have made
their lives easier? 
 
Listening to your customers’ experiences lets you check how well your brand values are
being practised; it gives you the opportunity to examine whether the unique proposition
you’ve offered your customers is being consistently delivered.
 
As a business owner with more things to do than time to do them in, you will need to find a
way to listen systematically. You can set up online forms, focus groups or whatever system
works best for you, but you must take the time to listen to your customers. This goes
beyond market research. It’s a demonstration of your willingness to be surprised
(pleasantly, we hope) by your customers.
 

“I think one of the key attributes to a good leader is
listening, making sure that you write down the feedback
that you get. Make sure you act on that feedback when you
get back to base.”

Sir Richard Branson, who owns more than 60 companies that employ 71,000 people worldwide



FROM  SURFING  TO  SHOPPING
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The first five reviews matter most. A team
from Northwestern University’s Spiegel
Research Center examined 57,000 reviews
for 13,500 products to see how online
reviews influenced sales. They found that a
product with at least five online reviews
has a purchase likelihood 270 percent
greater than that of a product with no
review at all. 
 
You need a system for collecting and
responding to customer reviews. Whether
or not a potential customer buys your
product or service will depend on other
factors as well, such as how much it costs,
how credible the reviewer appears and
“how much the product reflects the
consumer’s identity.” But businesses today
can’t afford to ignore online reviews.

THIRD: EMBRACE THE REVIEWS.

 
Australians are buying more things online,
from electronics and video games, to
personal care and fashion items. The
numbers vary from one study to the next,
but anywhere from six to nine shoppers,
out of every 10, read online reviews before
buying.
 
Reviews are a double-edged sword. No
amount of marketing will save a poor
product or poor customer service from bad
reviews. But there’s an upside as well. Offer
something that uniquely and consistently
answers a specific need your customers
have expressed (or didn’t even know they
had, until you pointed it out), and word-of-
mouth on social media will sell it for you.

The number of Australians who shopped online increased from January 2018 to January 2019.
Purchases of fashion, beauty, food, and personal care items rose by more than 25 percent.

Source: We Are Social and Hootsuite, Statista
Digital Market Outlook for E-Commerce, E-
Travel and Digital Media Industries



FOURTH: WHAT  JOB  DOES

YOUR  PRODUCT  DO  FOR  YOUR

CUSTOMERS?
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“If you can bring someone belonging, connection, peace of
mind, status, or one of the other most desired emotions,
you've done something worthwhile. The thing you sell is
simply a road to achieve those emotions.”

Seth Godin in his 2018 book "This is Marketing: You Can't Be Seen Until You Learn to See."

A lot of market research (and guesswork)
goes into figuring out what potential
buyers want. Every year, some 30,000
new consumer products are launched,
yet 95 percent of them fail, observed
Clayton Christensen, who teaches
Harvard Business School’s popular
"Building and Sustaining a Successful
Enterprise” course.
 
The few products that do succeed tend
to be those that were designed to do a 

specific job that customers needed to be
done. “You are trying to find out for your
company: Is there a job that needs to be
done but no product to get that job
done?”
 
Consider what your company’s product
or service does for your customer. Does
it solve a problem that has frustrated
them? What steps have you and your
team taken to make the purchase smooth
and the experience of using the product
memorable? 
 
In marketing, the challenge is not to sell
the product’s features, but to sell the
outcome. 



FIFTH: MARKETING  IS  MORE  THAN  PROMOTION 
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30,0000

N E W  C O N S U M E R  G O O D S
L A U N C H E D  E A C H  Y E A R

95%

S H A R E  O F  G O O D S  T H A T  F A I L

One mistake that many business owners
and marketers make is to think of
marketing as mainly a promotion function.
Instead, Dr. Philip Kotler recommends that
business owners learn to see marketing as
the driver of business strategy, and not
merely a tactical complement of it. 
 
Marketing doesn’t begin once the products
are done and ready to ship. It needs to be
involved from the very beginning, whilst
you’re identifying your target markets and
trying to understand their needs. It’s part
of the process of deciding what price your
potential buyers are willing to pay, and
definitely part of the process of figuring out
how best to get the product to them.
 
Marketing, Dr. Kotler said, is “the unified
vision that starts with defining target
markets and  their needs, and carries this
all the way to preparing  integrated
solutions."

270%

I N C R E A S E  I N  A  P R O D U C T ' S
C H A N C E  O F  B E I N G  B O U G H T
I F  I T  H A S  5  R E V I E W S



NEXT  STEPS

To make the most of it, you will need a
marketing strategy that is finely tuned, as
well as the system to execute it
consistently.
 
Book a free strategy session with Aidan
Parsons, founder of Keystone Executive
Coaching, for more insights on how to
become the best marketer possible for your
business. Call 0401264339 or email
admin@keystoneexecutivecoaching.com
now.

As a business owner, you know all too well
that your buyers will always want to pay
less for more value. Your suppliers will try
to persuade you to pay more for the same
materials. And your competitors will keep
striving (repeatedly and with annoying
persistence) to offer the same products or
services as you do.
 
But if you’re clear about what value you’re
offering to your customers, you have an
important advantage.
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PAY  ON  RESULT  

BUSINESS  COACHING

This is the gold standard of business consulting in Australia. We incorporate the psychology
of success behind business development, blending both practical tasks and coaching to the
exact recipe that your business needs to achieve its ultimate outcomes.
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The Keystone 18-point full
business appraisal.

 

01

Live in-house training as
required.

 

04

Business growth and
development plan.

 

02

Representation and support
during negotiations and sales
if required.

 

05

Personal business consultant
on call 24/7.

 

03

Unlimited access to all
Keystone resources including:

Project management software
Marketing and sales training
Leadership and cultural development
mentoring
Business planning and staff retention
resources
Financial growth programs and
trainings

 

06

A complimentary seat at all
live Keystone Workshops and
Training Sessions.
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C L I E N T S  R E C E I V E :



WHO  IS  IT  FOR?

Keystone Executive Coaching

This program is for the business owner who wants a highly
successful, scalable business that gives them the lifestyle
they want. It is suited to businesses with 10 employees or
above and a turnover of over $750,000 annually, that are
seeking to create more sustainable sales and marketing
growth and an outstanding team culture.
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Upon acceptance into the program, you
will receive a full business appraisal and
implementation plan after a 30-day
assessment period. 
 
Our team of experts find the areas that will
give your business the biggest growth in
the shortest amount of time, and then set
tangible goals with you for the next 90-day
block.

Upon your agreement, our team develops
an action plan to reach those goals,
providing a clear road map for your
business. 
 
Each 90-day activity block is guided by
your dedicated business coach, who works
with you to provide tailored training and
mentoring to help you achieve your goals.
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5  PILLARS  OF  BUSINESS

EXCELLENCE

PRINCIPLE 1 - MARKETING & LEAD

GENERATION

Marketing and media mastery
Offline and local area explosion
Magic marketing numbers
Beating the competition
 
PRINCIPLE 2 - SALES & 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
 
PRINCIPLE 4 - LEADERSHIP & 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 & PERSONAL

DEVELOPMENT

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

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.

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 behaviour 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.
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LET'S  TALK  SOON.
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www.facebook.com/
KeystoneExecutiveCoaching

@keystoneEXCOach @keystoneconsulting

Would it be wrong to suggest that through mastering sales, marketing, leadership, finances,
and mindset, you could have total executive control of your business and its profits?
 
To book your free strategy session with Aidan Parsons:
 

Call 0401264339 
Or email admin@keystoneexecutivecoaching.com now.

 
Take that first step toward becoming the effective marketer your business needs you to be.


