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Given everything you have to
do as a business owner, how
do you decide which one
deserves your attention and
brainpower the most? 
 
How do you know it’s the
lever that will make the most
difference in your business’
prospects and in the quality
of your life?
 
One approach that makes
sense is the 90 percent rule,
which Greg McKeown
recommended in his book
“Essentialism: The
Disciplined Pursuit of Less.”
 
Whenever an opportunity
crosses your path, rate it on a
scale that starts at 0 for “least
interesting” and 100 for “most
interesting.” If your interest
in anything -- a networking
event, a news story on a
friend’s Facebook wall or a  

What's the one thing you need to change for your

business to take off?

potential new hobby -- falls
below 90 percent, move past it.
This tactic, McKeown explains,
will help you become the kind
of person who “gets only the
right things done.”
 
It’s a classic idea that goes all
the way back to Aristotle, who
more than 2,300 years ago
recommended doing “the right
thing, at the right time, in the
right way, and for the right
reason.” 
 
 



KEYSTONE  I N S I GHTS

 
Ask yourself: “If I chose only one thing
to improve and I improved it
phenomenally well, what would that
one thing have to be, to improve
everything else overall?"
 
The answer will depend on where your
business is at and what it most needs
now, in order to scale and support you
in living the life you want. Here are 5
possible choices:

1) Creating a collaborative,
customer-focused culture 
at work.

One of the five principles for
excellence in business that Keystone
Executive Coaching lives by is
Leadership and Automation, which
includes helping you build the business
that runs itself. 
 
You own your business. Your business
shouldn’t own you.

5
choices



B U I L D I N G  A

T E A M  T H A T

R U N S  I T S E L F .

“The support of empowered employees”
is one of the top two factors that CEOs
ranked as being the most instrumental to
their success, according to the latest
Global C-Suite Study by IBM. Its findings
are based on 12,854 interviews with CEOs
from 112 countries. 
 
The other critical factor is “a new
willingness to experiment.”
 
As your business grows, you will
probably need to experiment with cross-
functional teams where marketing,
design, and manufacturing all work
together on a new product or service
offering. 
 
It’s a way of working that may not come
naturally for most  employees, so part of
your challenge will be to bring all these
individuals from diverse backgrounds
together and motivate them to do their
best, as a team, to deliver the outcomes
your customers need.
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2) Drawing better insights from data.

For many years, Nike enjoyed
phenomenal success in making
shoes and apparel for sports.
Insights from its interactions
with customers allowed it to go
further. 
 
In the last 13 years, the company
has experimented with mobile
apps, which at first just served as
an activity tracker for customers
who wanted to record progress
in their fitness training. These
days, customers can use Nike’s
apps to reserve and pay for
products or claim in-store perks
and other loyalty rewards.
Driven by insights from data, 
Nike Digital reported its first

billion-dollar quarter this year.
 
For SMEs, data can reveal new
revenue sources, whether from
new locations, product
improvements or a diversified
service offering. 
 
It can also give business owners
a better understanding of where
their industry is headed and
what headwinds they need to
brace for. 
 
At the very least, businesses
should be using digital to create
more frequent and more
meaningful interactions with
their customers.

https://digiday.com/retail/nike-integrated-app-strategy-stores/
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In a digital business
environment, great

leaders are those who
appreciate and

understand the power of
technology and analytics.

But that alone is
insufficient.

Douglas A. Ready 
MIT Sloan Management Review

March 2019
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88%

3) Learning new skills or
understanding your
industry better through
executive education.

Are CEOs using data enough? 
 
Last January, during the World
Economic Forum's Annual Meeting,
KPMG Global Chairman Bill Thomas
said he was surprised that nearly 70
percent of CEOs were using “their
own intuition over data-driven
insights to make strategic decisions in
the past three years.” 
 
He advised that while it can be a tough
job to attend to transformation, deal
with uncertainty over the economy or
adjust to new regulations, CEOs
needed to “find a better balance
between data and intuition.”
 
“Market-leading CEOs recognise the
need to develop, and even reshape,
their own skills to take on the new
challenges they face."
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Market-leading CEOs
recognise the need to

develop, and even reshape,
their own skills to take on the

new challenges they face.
They are prepared to

acknowledge where their
knowledge stops.

Bill Thomas
KPMG Global Chairman

In Australia, CEOs identified three areas where
they need to improve their own and their
workforce’s capabilities to support growth. These
areas are: cyber security (identified by 66
percent of respondents), data science (56
percent), and emerging markets (56 percent).
 
Leadership and personal development is one of
five principles we believe are essential for
excellence in business. You need to sharpen
your saw, as Franklin Covey put it. 
 
Through coaching, we are committed to helping
you develop the executive reasoning,
performance precision, and  endless motivation
that will make you immensely more satisfied in
your business and life.

WWW . KEYSTONEEXECUT I VECOACH ING . COM  

https://digiday.com/retail/nike-integrated-app-strategy-stores/
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4) Taking a good look at your costs.

Last month, the technology
entrepreneur Elon Musk
revealed that investors had given
Tesla US$2.4 billion in new
funding to prove that its
business of building electric cars,
solar panels, and other
renewable energy solutions can
be viable. In a company-wide
email, he asked employees to
“respect the faith investors have
shown in Tesla” by supporting a
“hard-core” review of all their
expenditures.
 
The company had lost $700
million in the first quarter of
2019, and it was critical that “all
expenses of any kind anywhere
in the world, including parts,
salary, travel expenses, rent,
literally every payment that
leaves our bank account, must be
reviewed.” 
 
It was the only way, he said, for
the company “to become 

financially sustainable and
succeed in our goal of making
the world environmentally
sustainable.”
 
Now, most of us don’t have the
kind of resources that this
billionaire has at his fingertips,
but we can share his drive for
prudence and fiscal
responsibility.
 
For 2019 and 2020, cost
management is one of the top
three priorities for 23 percent
of business leaders that research
and advisory company Gartner
surveyed. 
 
This growing number of CEOs
who raised the need to focus on
financial priorities was “the most
notable change in comparison to
last year’s survey results.” About
27 percent said they intended to
use technology to spend more
cautiously.

https://digiday.com/retail/nike-integrated-app-strategy-stores/


5) Conducting business more
responsibly to benefit communities.

This is what makes great leaders and the great
businesses they inspire stand out from everyone
else. 
 
Here’s how IBM expressed this idea in its latest
Global C-Suite Study: “Remaking the enterprise
isn’t a matter of timing but of continuity. What’s
required, now more than ever, is the fortitude for
perpetual reinvention. It’s a matter of seeking and
championing change even when the status quo
happens to be working quite well.”
 
The path to greatness doesn’t look the same to
different organisations. Some may find it by
providing scholarships to teach underprivileged
teenagers coding skills. Others may do so by trying
to fix a long-standing public health problem like
malaria or helping solve a crisis like the massive
amounts of plastic pollution in the world’s oceans.
 
Whatever the specific challenge may be, it is a
great organisation that looks beyond its own
performance but also answers to a higher
purpose. They do meaningful work that makes a
difference.
 
What’s the one thing you need to move that will
make everything else in your business better and
enable greatness? We’re truly excited to help you
discover it.
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C A S E  S T U D Y :  

A  C A L C U L A T E D

C H A N G E  

T O  D R I V E  T H E

B E S T  R E S U L T S

Four years since he started his
accounting firm, diminishing profits
compelled a business owner to
approach Keystone Executive Coaching
for advice. After a full diagnostic,
intensive sales training for his
employees, and mindset work on his
part, he is starting to turn things around
in the first year of working with us.
Here’s how we did it.
 
 
Initial Presentation
Like many of Australia’s nearly 35,000
accounting businesses, this new client’s
company had seen barely one percent
in annual growth since 2015. 
 
His profit had started to drop in the last
two years. He had eight full-time
employees, a number smaller than the
national average of 12, but his net profit
was also nearly $170,000 smaller than
the industry’s annual average.
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Initial Analysis
This wasn’t a case of a business owner or his employees failing to
work as hard as they could have. They were, in fact, putting in more
than the healthy number of hours, which made their numbers even
more dispiriting. 
 
But they clearly had to change something in order to achieve better
results.
 
In 2017, one in every four small and medium enterprises told the
National Australia Bank that they had changed the professional
services firm they worked with because their accountants “gave
reactive rather than proactive service.” Unless our client responded
to this finding constructively, his firm risked losing more clients
and slipping into a high-risk, low-reward position.
 

Revenue: $485,000
Profit: $33,600
Hours invested in business per week: 60+



01

02

03

Prescribed Intervention

PHASE 1 - Days 0 to 30 - Prioritising
One of the priorities we helped him set in the
beginning was to automate some processes and
empower full-time employees to use their
newfound time to understand what outcomes their
clients really needed. Finding new clients is one of
the industry’s top challenges, yet most accounting
firms have been spending less time and attention on
marketing. At the start, this client’s profit per FTE
amounted to $4,200, much lower than the
industry’s average of $17,200 (2015). Pulling this up
would be one of the key performance indicators.

PHASE 2 - Days 31 to 90 - Starting
Spending more time with clients helped the team
realise that what they wanted, in addition to
support with taxation and compliance, was more
help in analytics and strategy. This insight would
inform their marketing efforts, help them hold on
to their clients, and more importantly, find new
leads among SMEs in their community that needed
those advisory services. This client and his team
had always been able to provide these services
competently, but needed time to see just how well
their competencies matched their clients’ desired
outcomes.

PHASE 3 - Days 91 to 180 - Momentum
Whilst his employees received and benefited from
sales training, we worked with the business owner on
leadership development, particularly honing a
mindset that helps him thrive amidst uncertainty and
motivate his team to see opportunity where others see
only difficulty. The entire team’s openness to change,
such as automation via software tools, helped them
tremendously.



04PHASE 4 - Days 181 to 365 - New Goals
Before the end of their first year-long
engagement with Keystone, this accounting
firm had raised their profit per FTE to $11,115. 
 
They have made it a challenge to exceed the
industry average (about $17,200) within the
next two years and are confident they can do
so, given their recent successes. More
importantly, they are committed to do the
work that it will take to get them to that
milestone.

Prudence and an aversion to risk helped our client build a
successful career in accounting, and the same qualities served
him well in the early years of his business. 
 
But faced with the changing needs of SMEs, he had to be
prepared to change in order for his business to stay relevant
and succeed. In helping his clients achieve their desired
outcomes, his company has outperformed accounting firms of
the same size. His firm is on track to make some $2 million in
revenue in the next three years, whilst he continues to work on
a mindset that delivers wise strategy and sustainable growth.
 

Revenue: $988,000
Profit: $88,920
Hours invested in business per week: 40+

 
Key Metrics

Total Investment in Keystone: $36,000 (Paid after
achieving target)
Percentage ROI on Revenue: 1,397%
Percentage ROI on Profit: 154%

Outcome
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B U S I N E S S  C O A C H I N G
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Pay on Results Business Coaching is designed specifically for the
business owner who is ready to scale, refine, and grow their business
over a 12-month period.
 
We become fully invested in the success of your business, working
hand over hand and side by side to ensure we hit our targets.
Simply put, if we don’t hit them, we don’t get paid in full.
 
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.

This is the gold standard of business consulting in Australia.



Upon acceptance into the program, you will
receive the full Keystone Executive Coaching
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.
 
In addition, you will undergo quarterly round table
reviews of your business progress from a team of
experts, giving you a complete view of your
business.
 
We provide the business owner a personalised
experience, placing them back in the driver’s seat
of their business, with clear measurable outcomes
to complete for business results.
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H O W  D O E S  I T  W O R K ?
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W H O

I S  I T

F O R ?

Pay on Results Coaching 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.
 
Clients Receive:

The Keystone 18-point full business appraisal.
Business growth and development plan.
Personal business consultant on call 24/7.
Live in-house training as required.
Representation and support during negotiations and
sales if required.
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 training

 
A complimentary seat at all live Keystone
workshops and training events.

 
 
 

https://digiday.com/retail/nike-integrated-app-strategy-stores/
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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

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

Build a business that builds a life

Personal and business satisfaction

Executive reasoning and control

Performance precision



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. 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.

A I D A N

P A R S O N S

https://digiday.com/retail/nike-integrated-app-strategy-stores/
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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 for more resources.

 

Email admin@keystoneexecutivecoaching.com for any general enquiries.

 

Or call 0401 264 339 to book your free strategy session with Keystone

Executive Coaching founder Aidan Parsons.

 

 

LET'S GET MOVING.


