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Architects of destiny

Cameron Chisholm Nicol have been operating
since 1884 laying the foundation of architectural
modernism and leading the way in contemporary
design with projects like the spectacular Perth Arena
(Pictured).
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Architects of destiny
Few can match the impact on the Perth skyline of architects Cameron Chisholm Nicol. They have, after all,
been working on it since 1884, laying the foundation of architectural modernism in the fifties, and leading
the way in contemporary design with projects like the spectacular Perth Arena.
While proud of such a rich history, MD Dominic Snellgrove has his sights
set firmly on the future, both in terms of form and company vision.
Cameron Chisholm Nicol is a multi-disciplinary design company
providing architecture, interior design and urban design services across a
broad range of project sectors for local, national and international clients.
“A fervent belief in design and its capacity to improve our built
environment and our lives is what ultimately drives us and our culture,”
explains Dominic.
The successful application of these philosophies is confirmed by
repeated industry recognition. The last eight years in particular have
garnered awards across apartment, office and sustainable design sectors
culminating in the Australian Institute of Architects Sir Zelman Cowen
Award for Public Architecture for the Perth Arena in 2013.
Yet for all its creativity and singularity, the business drivers Dominic
talks about - passion, people and integrity - would resonate with most
dynamic enterprises.

“We have a passion for design at all stages of the project cycle from
concept to detail design to delivery,” says Dominic. “While our internal
mentoring scheme seeks to provide support and learning to all our
people, giving them informal and formal access to more experienced
mentors within the practice.”
Providing the right culture and environment is critical in attracting
and retaining the right people. And giving them the best projects and
the best workplace in which to practise their passion helps create the
hothouse environment that fires creative output.
“When we looked for a new office space in the Perth CBD we selected
a building and space that would best reflect our culture and our
collaborative work ethic. The project involved the adaptive reuse of a
1920s heritage building, restoring the building to full use and activating
upper floors that had been vacant for many years. Our workplace fit
out is a demonstration of our commitment to sustainable design and
includes mixed mode natural ventilation and low energy lighting
with movement and day light sensors. The fit out went on to win an
Australian Institute of Architects Sustainability Award and was one of
the first fit out projects in WA to achieve a Green Building Council of
Australia Green Star Interiors Award,” says Dominic proudly.
Gender diversity and promoting women has also been a major focus.
Senior female appointments in the last 12 months include Associate
Director and Board positions, and the firm has ongoing involvement
with the Property Council of Australia Women in Mentoring Program.
“Female architects and designers provide exceptional value to our
culture, workplace and design services across all stages of the design
process and we need to attract them,” says Dominic who acknowledges
a clear disconnect between the number of female graduates entering
the workforce and those going on to senior positions.
“I have a 17-year-old daughter who will be leaving school at the end of
this year,” he adds. “I don’t want her to embark on a career characterised
by the current statistics and workplace culture that we see across a
broad range of industries.”
A CEO Institute member since 2014, Dominic values the time it lets him
spend on the business instead of in the business, and finds the diverse
backgrounds of his fellow members a valuable source of fresh insights and
perspectives. He strongly supports the emphasis on continuous learning on
both personal and organisational fronts.

Perth Arena - Western Australia
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“A recent example of this includes an opportunity for one of our
young female architects to participate in a partnership between The
CEO Institute and the Leeuwin Ocean Adventure Foundation. This
month she will participate in a week-long voyage which provides great
personal development opportunities for young staff who show genuine
professional capabilities.” - Dominic Snellgrove, Cameron Chisholm Nicol

The CEO Report

Lesson in resilience
In the 37 years since Peter Willoughby joined what was then
Carborundum, the company has endured eight changes of
ownership, countless restructures and massive market shifts. Its
core business has morphed from manufacturing to sales and its
management model from regional to functional.
Never in his wildest dreams could Peter have foreseen the changes and
challenges ahead, and he’s quick to acknowledge how much The CEO
Institute helped him through the most perilous parts of the journey.
“I think we actually survived as a result of a lot of the input and ideas from the
other guys in the syndicate.”
Unifrax Australia is an industry leader for high temperature insulating
solutions, offering worldwide capabilities and service to customers in the
global marketplace. Headquartered in Melbourne, the company exports
throughout Asia and the Pacific via a network of distributors around the
region.
When Peter became MD in 1992, he inherited a fully functioning and
highly profitable manufacturing operation, quickly adding a siliconcarbide refractory plant to service the seven aluminium smelters then
operating in Australia and NZ. But as the decade progressed and
customers started to swing over to Asian manufacturing, the customer
base slowly but surely dwindled. Death by a thousand cuts.
“I joined (The CEO Institute) in 2000 in the face of yet another ownership
transition. We were splitting the business between two companies and it
was going to be very complicated. I was a long way from the owners in Paris
and the buyers in Niagara Falls and it was very important to be able to get
prudent advice from people I trusted. So I joined the CEO syndicate, and over
the course of the ten-month sale process the advice that I received in that
forum was exactly what I wanted.”
By 2001, the refractory plant had been hived off to the old owners
and by 2005 the manufacturing of high temperature insulation could
no longer be justified. Retrenchments took a huge toll on everybody,
including Peter, as the de-industrialisation of the Australian economy
continued unabated. Then, just to complicate things further, along came
the GFC.

Today, Peter wears two hats. While still formally Managing Director of
Unifrax Australia, his position as Sales Director Asia-Pacific reflects the
transition from a regional to a functional management model within
the global organisation. With such a vast and growing market to service,
Peter and his team form a key part of a major international operation
turning over $500 million. The future looks bright, but these days Peter
takes nothing for granted.
“I’ve had to steer the operation through some rough waters... Close
plants and make people redundant and that’s very unpleasant. But
overall I’ve enjoyed it enormously. My CEO membership has helped me
both professionally and personally. Dramatically - not just superficially
but in a very, very big way. I’ve formed very strong friendships which will
endure forever.” - Peter Willoughby, Unifrax

Culture of growth
Some see the future in empty teacups; Mick and Sally Sanders saw
theirs in a glass of yoghurt. It was 2005 when a trip to Paris, and
the city’s quality French yoghurt, served up the inspiration and
business opportunity they’d been looking for. Within a year they
were producing their own version of premium-quality yoghurt
back in their home town of Adelaide.
MOO is a stirred yoghurt with a thick and creamy texture. Filled with
the goodness of fresh Australian milk and carefully crafted with the
finest ingredients, the MOO range of Premium and Greek-Style yoghurts
brought something new to the table for Australian consumers.
The next step was to sell it, which the Sanders managed to do by
building a chain of yoghurt stands around Adelaide shopping centres,
peaking at eight outlets. It worked. But as many emerging enterprises
discover, there comes a time when you have to decide what your core
business really is.
Mick and Sally decided that their passion lay in producing the best
product they could. They moved away from retail to concentrate on
distribution through supermarkets and independent retailers in South
Australia. It was the right business model for MOO, and sales built to a
healthy 500,000 tubs a year.
The next step was to make
MOO a truly national brand.
Backed by careful market
research they redefined their
product, and developed
a new range of gourmet
flavours like Banana Caramel
Sundae and Blood Orange and
Passion Compote. Finally, in
April this year, they reached
an agreement with Coles
Supermarkets to supply
product nationally.

“Leading up to and during the GFC, when we were downsizing, the support,
knowledge, information sharing and direction I got from my colleagues was
invaluable in getting us through it.”
With the continuing demise of the automotive, steel and aluminium
industries, the company focus shifted from the industrial sector towards
commercial construction, concentrating on a range of fire protection
solutions. Unifrax was becoming a largely sales and marketing operation,
with a very small manufacturing component to supply what they
couldn’t import.

Mick & Sally Sanders
MOO Premium Foods

Continued page 6...
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Regional news
New South Wales

Queensland & NZ

South Australia

Yvonne Howie

Evan Davies

Paul Preiss

Chief Executive - QLD & NZ

Director - SA

Considerable attention has been
focussed on the recent Federal budget
as members evaluate its impact on
their companies. The far reaching and
retrospective nature of changes to
superannuation is an area that has
generated a good deal of comment.
Also attracting plenty of interest is the
spirited US Presidential contest.

A number of members are currently looking
at business growth through leadership and
strategy. They want to understand the areas
that affect growth and how to define, measure
and manage them. Potential impacts on the
company's nimbleness, revenues, cash flows
and inputs need to be considered. Many of
these insights can also be applied to individual
growth.

In May we held a black tie dinner in the
historic Jubilee Room at Parliament House,
Sydney. CEO and MD of Boral, Mike Kane,
was the speaker. As AFR CEO of the Year,
Mike was well qualified to address the
topic of Leadership which ranged across
issues of high level business turnarounds,
fixing a broken business and courageous
leadership.

At a recent member lunch, Jason Murray (Director,
KPMG Performance Clinic) spoke on the deliberate
integration of a people performance strategy
into the overall business plan. Such a strategy
can develop a high performance culture, build
executive team performance, promote leadership
development and deliver personal performance
coaching at every level. Prioritising the wellbeing,
productivity and engagement of the workforce
creates high functioning, loyal employees with a
commensurate impact on shareholder returns.

Discussions in South Australia lately
could best be described as wideranging, as different syndicates
bring different issues to the table.
Adjusting strategies, business models
and structures are typical issues as
members try to be proactive and
prepared in the face of uncertainty
and likely change. Some members
have even given consideration to
'disrupting' their own organisation
rather than being passive victims of
external disruption.

Chief Executive - NSW

In April we had a drive day for our Certified
CEOs (CCEOs) to Bowral in the Southern
Highlands, courtesy of Audi. Members from
across various syndicates enjoyed a day of
fellowship with their peers which included a
most enjoyable lunch.
On 2 June we held an event at the Sydney
Microsoft store, hosted by our partner
Staples. The theme, The Office of the Future,
included discussions on how to recruit and
manage 'millennials', embracing technology
and integrating young leaders. A breakfast
followed and members gained insights on
the key current issues around motivation
and retention of millennials.
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Another standout speaker was Tony See on the
subject of Digital Disruption. Tony maintains that
there is nothing wrong with disruption; it implies
change, challenge and opportunity, all at the same
time. When organisations face disruption, many
focus only on the change, or the challenge, or the
opportunity, but they’re not mutually exclusive.
Addressing all three can traverse the 'age of
disruption' generated by a swiftly evolving digital
landscape and create a strong digital advantage.
The CEO Institute's Auckland division has appointed
Simon Whyte as its first Syndicate Chairman. A
trained legal counsel as well as former Managing
Director and CEO, Simon brings a wealth of
knowledge and commercial savvy to the table.
He is also an experienced company director and
Chairman.

Our January Summit, themed The
Unstoppables, proved inspirational
as we learned the secrets of those
who have thrived in the face of
significant challenges and obstacles.
Our international keynote speaker was
Entrepreneur and Magician, Vin Giang,
who told us that without strategy
execution is aimless, without execution
strategy is useless.
Two of our syndicates are now holding
their meetings at Business SA’s
boardroom. Business SA is our equivalent
to the chambers of commerce and this
represents an excellent connection
for the Institute and for the business
community.

Jeremy Harris
Director - SA

After 8 years with The CEO Institute,
Jeremy officially retired on 30 June 2016.
The high regard in which the Institute is
held in South Australia today is a direct
result of Jeremy’s contribution. We join
with the South Australia members in
thanking Jeremy for his support and wish
him all the best for the future!
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Victoria

Western Australia

Joanne Neely

Steve Stanley

In April we hosted the inaugural Women of
The CEO Institute luncheon attended by 22
members, a vibrant networking occasion
which included executive styling tips from
Julie Hyne... and fabulous gifts for all from
The CEO Institute member Luda Fishman
at Ugg Australia.

Politics, both State and Federal, are
dominating discussion in Western
Australia at the moment. There are clear
implications for business and personal
finances depending on which party forms
government in July, and at a state level in
early 2017.

The first of three scheduled Networking Breakfasts
for the year was held in May at the RACV City
Club. Our guest speaker was Channel 9 reporter
and newsreader, Brett McLeod, whose engaging
story-telling on Budgets, Bullets and Ballots was
very well-received by those who attended. Our
thanks to Event Partner, Mercedes-Benz Berwick.

As we look to reduce reliance on the
resources sector, our recent Agriculture in
WA event took a careful look at the state
of the agricultural sector and whether
it might provide the sort of investment
the economy needs. Our impressive
panel of speakers included Rob Delane
(Agribusiness Expansion Department),
Paul O'Meehan (Butterfield Beef ), Graham
Laslett (Agronomist), Larry Jorgensen (CEO
Wines of WA), Prof Kadambot Siddique
(Agriculture Chair UWA) and Janet Paterson
(The Wine and Truffle Company). Between
them they canvassed a variety of agricultural
issues including the benefits that intelligent
management can deliver.

Chief Executive - VIC

Our second Networking Breakfast will be held on
Friday, 22 July and will feature Russel Howcroft.
In his presentation When It's Right to be Wrong,
Russel will share the power of creativity in
promoting your brand, and why doing things a
little differently can mean great things for your
business. Our Event Partners are IntelliTrac and
i-Dispatch.
Centurion members gathered at The Westin on
7 June for our annual Centurion Dinner. Michel
Masson, CEO of Infrastructure Victoria, was the
speaker.
SAVE THE DATE! The CEO Institute Summit 2017
will be held on Friday, 3 February, with Brett
McLeod as our Master of Ceremonies.

Photos from
recent events

Director - WA

On the speaker front, we heard from Rob
Casamento, an accountant from CBSW, who
identified the key figures that every CEO
should keep at their fingertips. The session
reminded members of the most important
areas they needed to focus on and the
danger signs to watch out for.

After eight years exemplary service as a
Syndicate Chairman, Neville Christie announced
his retirement. Neville’s wisdom, energy and
good-humour will be greatly missed. As we
endeavour to have greater gender diversity
on our well-credentialed listing of Syndicate
Chairmen, we are currently seeking expressions
of interest from experienced female NEDs/CEOs
to lead, guide and facilitate our Syndicates in
Melbourne.
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CEO buzz
Strategy. How to approach strategy effectively
and simply - focusing on strengths that matter.
Motivation. Real-time feedback from teams
is an important measure of productivity;
utilise remuneration strategy to optimise
performance.

Business expansion. Competitors' problems
may present opportunities, but watch out for
hubris within your own organisation, avoid
contagion and beware of recruiting their
employees.
Innovation. Involving your customers in
innovation; build a network of partners to
provide holistic customer experience.
Succession planning. There is growing
concern for younger family members to get
external experience before joining family
business. It is never too early to start planning.

Workplace Diversity. Managing multicultural
workplaces can be challenging; it is critical to
integrate a culture of respect and acceptance.
Recruitment. Attract quality recruits with
better position brief, more compelling
advertising, selling your organisation effectively
including use of video - develop content by
consulting current employees.
Leadership. Understanding instincts that drive
human behaviour helps leaders manage more
effectively -destination, discovery, appreciation.
Marketing. Instilling a customer-centric
culture and employing thought leadership conveying market leadership to customers.

Culture of growth (from page 3)
Now MOO would need to up
production from 500,000 to 8
million units per annum, with only
three months to make it happen. The next
step was more of a giant leap.
The 5-strong Board, all shareholders, set
to work arranging the necessary funding,
including a massive expansion of working
capital to cope with the initial lag in cash
flow. The neighbouring premises were leased
for a new coolroom and packing room. New
machinery was sourced, supply contracts
negotiated and staff appointed to grow the
MOO team to 25.
Finding a few free minutes for an interview
with Mick was a miracle in itself, with the first
Coles delivery due on 8 July. But daunting
as it all seemed Mick had no doubt that
everything was under control.
So what does Mick Sanders see as the secret
to MOO’s success?

FEATURED ISSUE

Client diversification
Maintaining customer loyalty is important but
extending into new horizons ensures
continuous prosperity of a company. Many
organisations are reaching out to a broader
audience so as to not miss out on opportunities
and potential customers. Technology and social
media are effective channels to connect with
younger consumers; making your business
approachable and accessible is key to building
audience in this digital age.
Moreover, competitors do not
always have to be at opposite
ends. Diversify your customer
base by embracing your
competitor - achieve growth
through strategic partnerships and excel in your
existing markets.

WHAT'S NEW ON IIDM?

The first answer is attention to detail,
particularly when it comes to customers.
Thoroughly understanding their needs,
responding promptly and above all treating
them with total respect. As Mick says, “Our
customers are our business!”
The second was about business culture.
Ensuring everyone in the team knows their
job, has the opportunity to grow with the
business and feels a sense of ownership in
the journey. “It’s a bit of a cliché,” says Mick,
“but you need to surround yourself with
people who are smarter than you are.”
Yet for all the challenges on his plate, Mick
Sanders wouldn’t miss his monthly meeting
with his CEO syndicate. “I always come away
with something. Although we’re all in different
fields the challenges and hurdles are the same.
They’re a support group and a sounding
board. We can talk at a level I just can’t do with
anyone else.” - Mick Sanders, MOO Premium
Foods

Connect with us on

Find The CEO Institute on
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CEO'S DESK

Certification
and Licensing
This has been a season for FIRSTS. We
welcome the first quasi-government body
to embrace the Future CEO program under
licence.
New Licensee, Qatar Finance and Business
Academy (QFBA) in partnership with the Qatar
Financial Centre officially launched the program,
endorsing it with funding. In establishing
the Future CEO program and appointing a
global network of licensees for delivery, The
CEO Institute is playing a significant role in
developing strong and informed leadership,
critical to international stability and prosperity.
Announcing the exclusive launch in Qatar, Dr
Abdul Aziz Al Horr, CEO at QFBA said that the
program is “presenting the country’s future leaders
across all business sectors, with a unique chance
to build on their strengths and learn all aspects
of successfully running an organization,
while preparing them to become tomorrow’s
distinguished CEOs”.

Top tips for
aspiring CEOs
Media launch of the Future CEO program in Qatar

Congratulations to Paul O'Meehan and David
Carter, Western Australia's first Certified CEOs.
Both join the exclusive global fraternity of Certified
CEOs through the experiential pathway (only for
Syndicate program members of The CEO Institute).
Certification is now available globally through
the academic pathway to Future CEO program
members, acknowledging business leaders’
knowledge, experience and commitment to
continuous professional development (CPD).
At the heart of certification, is the commitment to
ongoing learning. A triennial audit is conducted
for Certified CEOs to substantiate CPD of 20 hours
(minimum) to maintain certification. The first CPD
audit is currently being conducted.

For almost 25 years The CEO Institute has
held fast to its ongoing commitment to
provide pathways to excellence in business
leadership.
During the past twelve months our efforts
to bring The CEO Institute and this vision to
the international stage has continued to gain
momentum in our chosen markets of the US,
UK, Canada, South Africa and Hong Kong.
The CEO Institute Franchise model has been
attracting increasing attention in the US. We
have progressed discussions with a number of
potential franchisees in this market with a view
to announcing the first international franchisee
during our momentous 25th year of operation.

For an aspiring CEO, getting input from current
and former CEOs is invaluable. Here are some
top tips that our members have put forward:
Understand why you want it
Being a CEO can be difficult, time-consuming
and stressful. Be clear on the real reason you
want to be in the C-suite. The right reasons are
a passion around your business and a desire to
serve shareholders, employees and customers.
Ego, compensation and entitlement are the
wrong reasons.
Understand what you are getting into

Esmé Alfred

Global Manager Certification & Licensing

Ensure that you are ready to accept the reality
of being 'on' 24/7 for 365 days in a year.

E: esmea@ceoinstitute.com
T: +61 3 9885 5122
In June 2016 we began to intensify our marketing
efforts in the United Kingdom. Early signs indicate
substantial interest is being generated in our
franchise model.

Franchising

Many people think that the CEO job is just
the next progression after being a senior
executive in a business. But the CEO job is a
unique role with challenges that don't often
arise in other executive roles. The CEO role's
uniqueness is why few people are prepared
for it, no matter how well they've performed
in other executive roles.

We encourage all in our network to share our
dedicated Franchise Opportunity websites with
entrepreneurial individuals with the drive to
become our franchise partners and be a part of our
international journey.
www.theceoinstitute.com
www.ceoinstitute.co.uk
Contact me now for further details on how you can
be part of this exciting new chapter in the history
of The CEO Institute.

Don't be an accidental leader
Be intentional about your leadership model.
If you are not providing the leadership
your organisation needs, people will seek it
elsewhere, undermining your influence and
credibility. You cannot afford for that to happen.
Be self-aware
Know who you are and how you are seen - this
is the foundation of success at any level, but
particularly at the top. Self-awareness helps you
make the right decisions.
Be technologically savvy
In an era when technology trumps tradition,
CEOs must develop skills that were unheard of
in the past. CEOs must know as much about
technology as they do about business.
Seek feedback
Honest feedback can be a difficult pill to
swallow. For most people, asking for feedback
is like going to the dentist: though few enjoy it,
it's important to do. Successful CEOs go out of
their way to learn the truth.

Lisa Kasiaras
Global Manager - Franchising

E: lisak@ceoinstitute.com
T: +61 3 9885 5122

Evan Davies
Chief Executive - QLD & NZ
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Where
Companies
Turn For
Revenue
Improvement

Sales Solutions

Marketing Solutions

New Market Solutions

Achieving 25% growth in 90-120 days

Increasing Lead Volume and
Values by over 100%

Specialist in New Business and Markets

A leader in implementation consulting
CEOs and Managing Directors have relied on Adele Crane to solve challenges
with the performance of their sales and marketing since 1990.
Her consulting experience delivering results in 90-120 days is unprecedented by any other known sales and marketing consultancy in the world.
Transforming company cultures to embrace fresh thinking and contemporary practices delivering sustainable results.
Whether you require to achieve growth targets, align sales and marketing or turnaround poor performance;
you can be confident the results will be delivered.

formerly Sales Focus International

www.adelecrane.com

Global Head Office
Melbourne, Australia
institute@ceoinstitute.com
Australia
Adelaide
sa@ceoinstitute.com
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Brisbane & Gold Coast
qld@ceoinstitute.com

Sydney & Parramatta
nsw@ceoinstitute.com

Melbourne & Geelong
vic@ceoinstitute.com

New Zealand

Perth
wa@ceoinstitute.com

Auckland
nz@ceoinstitute.com

