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In search of competitive advantage
Build a better mousetrap and the world will beat a path to your door.
But while nothing beats a better product, the search for new and
better ways of competing in the marketplace involves the whole
enterprise. The full resources and capabilities of the company
- including financial, physical, human and organisational assets should be viewed as potential sources of competitive advantage.

Making a point of difference
Finding the best way to differentiate your product or service requires an
understanding not only of what customers want, but of what is special
about the way your particular operation is able to meet those needs.
Environmental analysis, market research and internal SWOT analysis can
help identify perceived and prospective areas of potential advantage.
Listening to your customers, your colleagues and your staff can reveal
more than you might expect, providing you can leave preconceptions
to one side. There are generally more answers in our own organisations
than we realise, if only they can be surfaced.

“For a business to be successful over a longer period of time it needs an
‘enduring core competitive advantage’. ‘Core’ because it needs to be a
capability that translates into other services and products across more
than just one part of what your business does. ‘Enduring’ because even
if competitors know what your core advantage is, they find it difficult
to replicate. Developing or building an enduring core competitive
advantage is not easy, but for companies that do achieve it, they tend
to be in that rare 5% of companies that outperform the market year
after year.”
Greg Kilmister - Managing Director & CEO, ALS Limited

Key technologies for competitive advantage in 2013
The proper use of technology enables businesses to be more efficient. Research into
technology for business innovation by Ventana Research found that 56 percent of those
surveyed indicated innovative technology was very important, yet only 9 percent were very
satisfied with theirs, showing plenty of room for improvement.

Big data

Cloud computing

Big data technology for storage and access
and underlying information management
issues such as data governance, data
integration and data quality.

Now a viable platform for IT to leverage in a
multitude of methods, from IT infrastructure
to developing and operating applications.
Can be used as a central point for integrating
data and storing it for the enterprise or for
customers and suppliers.

The list goes on
We can’t all be different in the same way. It may be the ordering system.
Reputation. Loyalty programs. Alliances.
A lean and flexible operation adapts more quickly to change, and can
beat the opposition to market.
Sporting clubs, who live or die by competitive advantage, talk about
winning cultures, where the way the organisation operates off the
field makes the difference on the field. And one-percenters, where
incremental improvements provide a critical edge.
We have to find different ways to be different.
Pringles did it simply by making the box the same shape as the chips.

The customer is always right

Business analytics
Getting metrics faster and utilising a set
of processes to operate smarter with
information, to better visualise and apply
advanced methods, such as predictive
analytics, and to identify ways to better search
and present information for a broad range of
business constituents.

Mobile technology
The use of smartphones and tablets has
become common among consumers who
are also workers in organisations. Mobile
technology is a new platform on which
organisations can deploy applications and
tools for a wide array of business needs.

But at the end of the day, only the customer can decide when a competitive
difference becomes a competitive advantage. They decide if it’s:

Likely sources of competitive advantage
• Cost - Competition is about finding cheaper, more efficient ways of
making the product. Sadly that often means manufacturing offshore
where labour costs are lower, as customers choose with their wallet.
• Quality - Customers prefer quality if they can afford it, and you get
better margins.
• Service - Where products are much the same, service could be the
difference. It’s an easy one to claim, and many do, but unless it’s real
and demonstrable you may be fooling yourself.
• Brand - We trust the names we know, and form attachments to
brands that reflect the way we see ourselves. Find an audience, build a
brand, and protect it fiercely.
• Innovation - “Think Different”, said Apple, and they were talking as
much about themselves as their customers. Innovation is a prime
source of competitive advantage, especially if you can keep doing it.
• Convenience - There’s got to be an easier way. And if you can find
it, how, where, when or whatever, customers will always take the
easy option.
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• Important - If they don’t care it’s no advantage.

• Worth paying for - It’s only a viable advantage if the extra value is
worth the extra cost.
It’s also only a viable advantage if your extra revenue exceeds your extra
cost, and that, of course, is your decision.
Otherwise it’s the customer’s call. So before you go investing your time
and money in it, ask your customers whether you’re right or not. Better
they tell you now than later, by leaving your product on the shelf.

Business and social collaboration
Social collaboration helping business
processes by connecting people to achieve
goals personally, departmentally or across
an organisation. (Download the Learning
Module “Becoming A Social Business” that
explores this idea in detail via the QR code).

Social media
Social media is a new path for organisations
to use to expand their corporate footprint
to a broader audience and to gain brand
awareness by marketing products and
services.

A never ending story
In the Global Competitive Index of 2012/2013, Australia ranked 20th
in the world, our rigid labour market quoted as the principal obstacle.
The need to identify our strengths more clearly, and exploit them more
effectively applies to all of us.
Recognising that advantages can be short-lived. Booms come and go.
And the search for new ways to stay ahead is continuous.

It takes more than a bullet to stop
Malala Yousafzai.
The horrific attack on the 15 year old
Pakistani schoolgirl in October, 2012, aimed
at silencing her advocacy for the education
of girls, is destined to have the opposite
effect after the establishment of UNESCO’s
“Malala Fund for Girls’ Right to Education”.
The Fund seeks to stem the dropout of
adolescent girls from secondary education,
strengthen women’s literacy programs and
give new momentum to the quest to provide
access to schooling for all girls by 2015.
We are pleased to announce our partnership
with UNESCO in raising money for the
Fund and we recognise “Malala Fund for
Girls’ Right to Education” as our preferred
charity. We are equally pleased to be the
first Australian enterprise to partner with
UNESCO in supporting the “Malala Fund
for Girls’ Right to Education”.

We Support
UNESCO
United Nations
Educational, Scientiﬁc and
Cultural Organization

Watch Malala’s address to the United Nations

• Better - Their perception is your reality.

• Yours to own - Being first is a great opportunity, but only if you take it.
The first to claim the benefit owns the benefit.

UNESCO
partnership

Malala’s ordeal has touched us deeply,
as it has so many others around the
world. As an organisation that regards
education and opportunity as central to
our business, we are delighted to be able
to work with UNESCO towards improving
educational opportunities wherever there
is discrimination and disadvantage.
We’ve been involved with a number of
charities in the past, but this partnership
seems right in so many ways: educating
the leaders of tomorrow, equal opportunity,
and the global nature of the partnership,
all of which comes at a time when our own
operations are taking on an international
dimension. Both our staff and our
stakeholders are very excited about it.

Source: Key Technologies for Competitive Advantage in 2013
http://www.information-management.com/blogs/key-technologies-for-competitive-advantage-in-2013-10023891-1.html

Ken Gunn
Chairman & CEO
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State news
New South Wales

Queensland

South Australia

Victoria

Western Australia

Certified CEO
Yvonne Howie

Evan Davies

Jeremy Harris

Joanne Neely

Steve Stanley

Chief Executive - NSW

Chief Executive - QLD

Director - SA

Chief Executive – VIC

Director - WA

The need to drive productivity is a
constant. In tight market conditions,
members are looking for ways to get
more out of their existing human,
physical, financial and intangible
resources.

Five key areas have concentrated
members’ recent attention:

Sadly, federal politics and its continuing
impact on business confidence has
dominated recent months.

There have been a variety of issues
around the management of staff that
have occupied our members recently.
They include employees wanting equity
participation, sick leave, staff incentives,
the advantages of a diverse workforce
and staff stress levels.

With political intrigues dominating
the media, discussion has very much
been concentrated on the impact that
a change of government may have on
Australia’s economic outlook. Many
are looking forward to a new set of
economic policies and a different
outlook in the wake of the election.

In April, AFL legend and coach of the Greater
Western Sydney Giants, Kevin Sheedy, spoke
at a cocktail party of Institute members
and guests at Castle Hill. The close parallels
between sporting and business success
made for a lively address.
On 29 July, a panel discussion was held
at NAB offices in Sydney entitled “The new
normal - CEO insights for 13/14”. It explored
what CEOs envisage for their businesses and
the economy generally in the new financial
year, including the roles of innovation and
disruption. Panellists included The CEO
Institute’s Syndicate Chairman Ilkka Tales,
recent editor of Financial Review BOSS
magazine Narelle Hooper, Co-founder and
CEO of goCatch Andrew Campbell, and
Cellmid Limited CEO Maria Halasz.
Would you like to be able to have a bad day
and not take it home with you? Be more
engaged and connected with home? Be able
to turn off at the end of the day and relax?
Educator, researcher, media personality and
author on human performance, Dr Adam
Fraser, put these questions to some of our
members in a challenging session on the
elusive ‘work/life balance’. Adam spoke about
the concept of The Third Space, leveraging
the transition between work and home to
reduce stress, improve relationships and
have more balance.

• Sourcing and retaining skilled staff. The
difficulty of recruiting and keeping young
talent in particular is a real problem.
• Achieving top-line growth in the face
of changing customer needs and
expectations. Strong sales and marketing
strategies are required to acquire new
customers and increase customer loyalty.
• Reducing costs, particularly in the face
of a high dollar and wage increases.
• Improving operational efficiency to
counter flat sales.
• Managing increasing competition.
Managing customer service, the
dynamics of customer segmentation,
seizing opportunities and capitalising on
local markets are particular areas of focus.
Alexandra Knight, a macroeconomic analyst
and forecaster from National Australia Bank,
spoke to members on the “Challenges and
opportunities in a volatile global economy”.
She reported that growth in the global
economy was below trend; the US is not
growing fast enough, Europe is back in
recession and the Japanese economy is
going backwards. Chinese growth has
slowed but should still reach 7.8% in 2013
while the Indian economy needs stimulus.
Domestically, consumers are still in saving
mode but lower interest rates and higher
equity and house prices will help. Excessive
reliance on Chinese growth, commodity
prices, exchange rates, the growth capacity
of the non-mining sectors and consumer
confidence are the key challenges ahead.
We are currently looking to start another
Syndicate on the Gold Coast as well as a
Future CEO Group in Brisbane.
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Members have been complaining about the
uncertainty surrounding the ‘legislation on
the run’ factor and the problems it presents
for forward planning. The machinations
of the last parliamentary sitting only
exacerbated this.
In June, SA members and guests enjoyed
an outstanding breakfast event where the
keynote speaker was Sean Keenihan, SA
Chair of the Australia China Business Council
and key adviser to the SA Government on
China. Thanks to NAB for sponsoring the
event. Sean debunked common thinking
about the slowdown in China pointing out
that China is our largest bilateral trading
partner ‘by a country mile’. The enormity of
the Chinese market, when combined with
the exponential growth of the last few years,
means that even the currently lesser growth
rate in percentage terms amounts to market
growth in dollar terms far exceeding that of
our next most important market. He spent
considerable time advising on the ‘do’s and
don’ts’ of trading with China and discussed
a number of case studies for the benefit of
members. Since the breakfast, a number
of members and guests have commenced
working with the ACBC.
On the speaker network, we heard from
Goran Roos, previous Adelaide “Thinker in
Residence” and now Chair of SA’s Advanced
Manufacturing Council on “Succeeding in
a high cost environment”. His presentation
on Industrial Development looked at past
trends and future opportunities. Now
resident in SA, Goran Roos is internationally
renowned on this subject and consults
sovereign governments around the world.

May was a busy month for member events.
The 60-strong audience at our Geelong
Breakfast Briefing entitled “Who will decide
the 2013 Federal Election - Julia, Tony, Gina or
Rupert?” thoroughly enjoyed the fascinating
and funny tales related by prominent print
journalist and editor, former editor-in-chief
of Australia’s biggest selling daily, the Herald
Sun, Bruce Guthrie.
Our Melbourne Breakfast Briefing held at the
MCG and titled “Budget 2013 - What are the
implications?” attracted some 120 attendees,
who were addressed by NAB Group Chief
Economist Alan Oster, Deloitte Private Partner
Paul Hockridge, and Founder and Managing
Editor of the Eureka Report James Kirby.
And a very pleasurable Mercedes Benz Drive
Day was hosted by Barloworld with members
enjoying a drive to the Mornington Peninsula
with lunch at Willow Creek Winery.
In June we said farewell to Bill Nunan, a
dedicated and compassionate Syndicate
Chairman since 1996. Mark Schultz takes up
the mantle as Syndicate 18 Chairman.
Sven Mannfolk, (Syndicate 1) was proud
to see his company, AL-KO International,
inducted into the Victorian Manufacturing
Hall of Fame, joining a distinguished list of
previous inductees including the likes of
Toyota, Kraft and Visy.

Our recent “Industry snapshots” event
canvassed industry outlooks in WA over
the next two to three years. Matt Braysher
(NAB), Gareth Parker (Chief Political Reporter
with The West Australian), Gavin Bain (CEO
Meerkats) and Mark Jackson (MD Multipro
IT) presented a generally positive outlook for
the WA economy. They highlighted the need
for enhanced infrastructure within the state
to cope with increasing numbers, and noted
that service industries were engaging in new
pricing models.
We’re delighted in WA to launch our third
syndicate, Syndicate 82. The new group
got underway on July 16 chaired by Bob
Mitchell, who also chairs Syndicate 81.
Meetings will be held at Kailis Bros.

Lately it seems that everywhere
we look we see an opportunity to
celebrate partnerships!
The CEO Institute has become the first
Australian enterprise to partner with
UNESCO’s “Malala Fund for Girls’ Right to
Education” (see page 3).
This fund is now the Institute’s preferred
charity and we are proud to be supporting
it by making a donation for every Certified
CEO obtaining certification via the academic
pathway, which is on offer globally.
We take this opportunity to re-affirm our
partnerships with Queensland University
of Technology and Monash University.
Details of CPD courses offered by our
partners are available on the IIDM website:
http://www.iidmglobal.com/iidm_cpd
Building on the success of our existing
partners, Perina Amini has joined us as
Educational Partners - Program Coordinator.
Perina will be working to foster relationships
with world-class business schools. Her
international experience in Education
and multi-lingual skills make her an asset
to the team.
Esme Alfred
presenting new
Certified CEO
Floyd Yap with
his certificate

We are currently taking members for our
fourth Syndicate.
On the speaking circuit, Jenny Devine
from Edith Cowan University gave us a
revealing insight into the GenY mindset.
Her absorbing presentation put the GenY
concept into context very clearly.

It’s easy to understand the escalating
interest from CEOs internationally including
US, India and Qatar. “It provides formal
confirmation of my experience and my
qualifications” says Floyd Yap, who was
recently awarded certification.

Cameron Brookes, Managing Director of
Kiandra IT (Syndicate 18) has been appointed
member of the Reserve Bank of Australia
Small Business Finance Advisory Panel.

Esmé Alfred
Program Director
www.certifiedceo.org

www.ceo.com.au
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CEO buzz
Motivation. Challenges of motivating staff
with entrenched views and behaviours using conferences, feedback and ongoing
monitoring / management.
Succession and exit. Recognising when it is
time to seek the next opportunity. Importance
of feeling ready and then taking small
considered steps.
An assembly of CEOs in one room is too much
wisdom to waste. Our Syndicate Chairmen
let you in on the issues your peers have been
talking about:
Senior staff issues. Losing senior staff can
provide an opportunity for re-focussing and
hiring appropriately skilled people.
Boosting performance. Impact of positive
work environment on culture, performance
and business success.

Targeted marketing. How online presence
can be improved through better website
content and design.
Business growth. The dilemma of winning
a major client and scaling up the manpower
to provide the required support without
overreaching.
Sales. How to manage and control the sales
process with a view to shortening the sales
cycle, filtering prospects, and improving
success rates.

Boards. Need for clarity of how the authority
of the Board, CEO and Senior Managers is
given, used and controlled.
Risk assessments. The overall risk framework
of the business and how management
consistently approach risk in their decisionmaking.
Changing business structures. New
channels to market, to grow volume and
profits and take advantage of capacity with
little additional overhead.
Asia. Developments in China - demographics:
population ageing, birth rate low, fewer
workers, big wage increases - all likely to
lessen demand for resources, but there are
opportunities in services.
CEO success. Clear consistent set of values
based on sound principles. Shape your habits
and let your habits shape you.

Leveraging strong relationships for competitive advantage
forge strong personal relationships that
become a valued business asset. Customers
become highly averse to risking these
payoffs, and are inclined to resist offers from
competitors.
To build extraordinary “little r” relationships, it’s
critical to ensure your team knows how to:
• Establish professional credibility
“Building enduring connections with
customers - and at the same time ‘competitor
proofing’ your relationships - requires two
distinct relationships” says IIDM author Ed
Emde, President, Wilson Learning-Americas. He
elaborates further:

“little r” relationships
“little r” relationships are based on connections
between individual members of a sales team
and a buying team. They are founded on your
sales team’s ability to demonstrate that they
are trustworthy, competent and credible
as a business advisor.
Across time, profitable transactions and
repeated demonstrations of customer focus

www.ceo.com.au

Your team needs to know how to identify
these highly valuable customers, assess their
potential, and position and establish the Big R
relationship. Specifically, they must develop the
capabilities needed to:
• Fully understand the customer’s solutions
• Analyse the customer’s marketplace and
strategy

• Demonstrate value with every customer,
every time

• Gain a clear understanding of the customer’s
processes

• Identify the right people to contact

• Verify and articulate the customer’s longterm goals and priorities

“Big R” relationships
An even more powerful relationship is at
the business-to-business level - a “Big R”
relationship. A Big R relationship transcends
ties with individuals.
Connections are based on highly valued
business benefits aligned with the customer’s

Find The CEO Institute on
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strategy, goals, and critical success factors.

• Build trust

• Learning about each customer’s personal
and business concerns and issues

Global licensing
opportunity

Both “little r” and “Big R” relationships offer a
unique competitive advantage by delivering
real business value - the best and most reliable
resource for maintaining current market share
and driving growth.

IIDM

Photos from
recent events

An online resource of The CEO Institute

At the first meeting of The CEO Institute
in 1992, we had eight members. Now
we help over 1,000 chief executives in
Syndicates across Australia increase their
effectiveness and build even greater business
success.
Over those 21 years, we have developed
and honed a very successful business model,
embracing the needs of CEOs, to make us
the leading CEO membership organisation
in the country.
Now we have developed a formal Licensing
Proposal for potential overseas licensees with
the entrepreneurial skills and drive to share
the next exciting step in our journey. This will
be an important part of our future growth
internationally, with the establishment of our
first licensed operation in Wellington, New
Zealand currently being undertaken.
Over the last two years we have been
registering our Trade Mark around the world,
and are now well positioned to undertake
the international expansion of our successful
business model.
With the help of Austrade and our strong
network of contacts, the US is the first major
market to be targeted, particularly in larger
cities with a population of 3 million or more.
CEOs around the world share a similar journey.
Giving them the opportunity to share the
support and experience of fellow travellers,
and build a truly global peer-to-peer network,
is as exciting for us, as it will be for all our new
International Licensees and our members.

Ed Emde and the Wilson Learning team work with
organisations in linking HR Development, Training
and Education initiatives to strategic imperatives and
business outcomes. Find out more at +61 2 9232 4124
or visit www.wilsonlearning.com.au

			
			

Ken Gunn
Chairman & CEO

Business leaders are expected to have all
the answers. This can be a heavy burden
to carry. The International Institute of
Directors and Managers (IIDM) - a fully
owned subsidiary of The CEO Institute
- has a unique and enviable insight into
the challenges that confront current and
aspiring CEOs, irrespective of industry.
Articles, case studies, audio seminars, book
summaries, learning modules and many
more resources published on the IIDM
website give the business leaders of today
- and tomorrow - the knowledge and
confidence to solve problems and pursue
opportunities.
IIDM (formerly CEO Online) also offers
the opportunity to engage in continuous
professional development (CPD), using
formal or informal mediums and is the
recognised CPD vehicle for The CEO
Institute’s Certified CEO designation
(via the Academic pathway).
As a member of The CEO Institute you
already have at your fingertips full access
to all of these practical, relevant and timely
business resources - online, anytime.
Some of the resources published
recently include:
52 Mondays | Book Summary
If you had started something new and
worked on it every week since last year,
what could you have accomplished?
Twelve months, after all, is plenty of time
to start accruing success.
Hooked | Book Extract
Written for anyone in leadership, Hooked
will show you how to master the craft
of business storytelling. Leaders must
unlock emotion to engage, inspire and
to persuade others.

www.ceo.com.au
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The CEO Report

Create opportunity
in your career at
the highest level.
Danielle Duell did.
A QUT MBA gave Danielle Duell the confidence to lead in complex
business environments and the clarity and passion to inspire her
people to do the same. She’s now CEO of the Spicers Group of
luxury retreats, restaurants and day spas, with 150 people under
her wing. Want to be a leader of rare calibre? Go to qut.edu.au/mba
and discover how you could rise beyond the everyday.

BUS-12-1057 © QUT 2012 Cricos No. 00213J

Find out more at qut.edu.au/mba or call 07 3138 6874

MBA

Australia’s first
business school with
triple international
accreditation

Business School

Head Office
Suite 1, 1632-1638 High Street
Glen Iris 3146
T +61 3 9885 5122
institute@ceo.com.au

Queensland
Unit 1, 154-162 Petrie Terrace
Brisbane 4000
T +61 7 3368 5200
qld@ceo.com.au

Victoria
Suite 5, 1632-1638 High Street
Glen Iris 3146
T +61 3 9885 5122
vic@ceo.com.au

New South Wales
Suite 1, 11 Rangers Road
Neutral Bay 2089
T +61 2 9904 3744
nsw@ceo.com.au

South Australia
PO Box 3068
Unley 5061
T +61 8 8272 8835
sa@ceo.com.au

Western Australia
Unit 3, 16 Hulme Court
Myaree 6154
T +61 8 9330 9188
wa@ceo.com.au
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