The

JULY 2017

Report
THE MAGAZINE OF THE CEO INSTITUTE

Peter McCloskey has been in hospitality all his life.
Fresh Catering, which he launched in 1999, has
become Sydney's premier catering company with a
revenue of $26 million and about 500 staff. Find out
about his journey!
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A Fresh Approach to Leadership & Culture
Peter McCloskey has been in hospitality all his life. Fresh Catering, which he launched in 1999, has become
Sydney's premier catering company with a revenue of $26 million and about 500 staff, including casuals. Yet
seven years ago he was ready to walk away from it all.
It was a time of personal questioning, when the idea of joining the
Church seemed a more fulfilling option than running a business
devoted to profit and material success.
What Peter came to realise, however, was that he was already in the
serving business, with a real opportunity to make a difference to his
clients and in particular to his own people. Leadership and culture were
the keys to creating the business he wanted Fresh Catering to be.
Peter reflects on a previous business he had built and describes the
culture at the time as pretty sick.
"It was all about money, all about me and my success," said Peter, "and
that tended to work its way throughout the culture of the business."
Peter became very enthusiastic about the concept of creating a
company for the benefit of the people it employs. One where people
are led well and offered an environment and a culture that can have a
major, positive influence on their lives and their wellbeing. And the
more successful the business becomes, the more people it can reach.
"I could see that when people
come to work for you, and you
give them a great experience, it
sets them up for life. That's the
reason I stay in business."
To use a cliché more relevant
than fresh, the proof is in the
pudding, and years on, Peter
is convinced that a company
built on the back of a dedicated,
motivated and loyal staff is a
recipe for business success.

Peter is anxious not to sound proselytising about his personal beliefs,
but maintains that there are values beyond mere profit and shareholder
return that not only contribute to a business’s success but enhance its
value within the society in which it exists. It will be very evident by now
that vision and innovation are key ingredients of the Fresh Catering story.
The business is strongly positioned in the arts and culture segment,
contracted to run some of Sydney's most iconic and historic venues - the
Sydney Theatre Company, Museum of Contemporary Art, Carriageworks,
The Mint, The Museum of Sydney among others - which provide a
variety of exotic venues for client events.
It has forged a high-profile partnership with celebrity chef James Viles of
two-hatted Biota Dining fame, to consult, create menus and on occasion
make personal appearances.
It creates original and distinctive menus targeted to the specific
demographics of its venues and clientele, eschewing the standard fare
approach of other caterers.
It regularly wins accolades and awards that confirm its place as a leader
in its field.
It is passionate about best produce, sustainability, and a farm-to-plate
approach that provides the best local ingredients available.
All of this with an unerring focus on consistency, to ensure that
standards are scrupulously maintained, its hard-won reputation
protected and that growth is never allowed to compromise the brand.
As Peter says, "Getting there is hard; staying there is harder."
In all of this there is one other mystery ingredient. Peter's life has been in
hospitality, his friendships and his contacts are in hospitality, and even
the largest commercial kitchen can be claustrophobic.

Peter McCloskey
Fresh Catering
In fact so much faith has he in the transformative power of employment
that Fresh has for several years now been recruiting people from drug
and alcohol rehabilitation centres to provide the leg up that meaningful
work and a supportive environment can provide. The impact has been
profound, not only on the recruits themselves, many of whom remain
valued members of the Fresh family, but also for the rest of the staff
who feel part of something bigger than a nine-to-five job.

"The sole reason I joined The CEO Institute was to break that world that
I involved myself in, with all of the language around hospitality, and it's
been great for me. There are so many times I've sat and listened to other
people from different worlds and come back and changed the way
I do things."

For Peter McCloskey, it's all part of keeping Fresh at the top of the
catering menu.
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Navigating the Challenges of Growth
Allan Barber loved boating. He wasn't quite so
enthusiastic, however, about pulling his boat out
of the water year after year and scrubbing off the
barnacles. So he invented SeaPen, a docking bay
that's a little like a swimming pool. Simply steer your
boat into it, pump the water out till the pool liner
shrink-wraps itself around the hull and your boat
stays clean and dry in its own floating dry-dock.
A garage for boats.
When people saw what he'd created, others wanted one too, and over the
next few years Allan and his son Mark made about twenty SeaPens under
Allan's house. This was becoming a business! They took out a patent,
rented a shed in Brisbane and six months later, in 2004, moved into their
current factory at the Gold Coast Marine Precinct Coomera.
There is nothing like SeaPen anywhere in the world. Not only does it do
away with a dirty and difficult job, it provides a much-needed solution to
the serious toxic effects of anti-fouling paint on marine life, a benefit that
has won accolades and awards from the environmental world.
Recreational and commercial boat owners enthusiastically embraced
the SeaPen concept which is ideal for boats of six metres or more. But
many also wanted a solution for their smaller boats. This lead to the
development of modular FloatBricks, a high density polyethylene product
that allows runabouts, tinnies and jet skis to drive straight up and out of
the water.
In 2007, the DockPro business was established, with Mark Barber as
Managing Director, to handle the distribution and marketing of SeaPen
and FloatBricks. Last year they added a third string to their bow, being
appointed exclusive Australian agents for Sunstream, the world’s largest
manufacturer of boat lifts based in Seattle in the US.
Today, DockPro employs 25 people and maintains warehouses around
Australia. About 10% of current revenue is generated from overseas
markets including New Zealand, Indonesia, Singapore, South Africa and
the Seychelles. And within 18 months SeaPen and FloatBricks will be
launched into the massive US market, taking the business to a whole
new level.

"The business is only as good as the people at the helm," says Mark,
"and I realised there were things I didn’t know."
His solution? Join The CEO Institute! Here he found the experience
he was missing, the knowledge he needed, and the camaraderie that
alleviated much of the isolation all CEOs have felt at some stage over
the journey.

“I joined The CEO Institute two years ago, and in that time the business
has doubled,” says Mark in an enthusiastic endorsement of how much
he values his membership.

Getting on board with Sunstream has also paid off, not just in terms of
broadening the product base, but by providing first-hand insights into
the operations and systems of an international leader in their segment
of the boating market, with direct relevance to the course DockPro is
plotting for itself.
Within 18 months DockPro will make its move into the US, and is
gearing up to cope with a dramatic increase in production levels.
Quoting the theory of constraints, and applying lean manufacturing
principles aimed at increasing output by reducing waste, Mark expects
the factory to be ready and able to double its output within the first 12
months on the American market.
Mark’s other key passion is customer experience. After a brief period
where he feels they may have taken their customer relationships for
granted, the business has recommitted to creating an exceptional
client experience, with new analytics in place to ensure those standards
are maintained.
"That includes internal customers as well," adds Mark. "Our people
need to feel good about what they're doing to be able to portray that
to a customer. If everyone’s happy, and we're giving our staff a good
experience, we've got a really good chance of giving our external
customers, the people who pay us, a good experience."

But two or three years ago, despite all these exciting developments, Mark
began to realise there was a problem, one that will be all too familiar with
members of The CEO Institute: how do you successfully transition from
a small family business to a large-scale enterprise able to compete in the
world market?
The business seemed to have hit some sort of ceiling and grown beyond
Mark's personal skills. Even though he has a degree in Marketing, this was
a whole bigger pond and he was feeling just a little out of his depth.

Mark Barber, DockPro
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Regional News
New South Wales

Victoria

QLD & New Zealand

Yvonne Howie

Tim Hancock

Evan Davies

Growth, in all its guises, is the hot
topic among our members as the NSW
economy continues to power ahead.

I have been delighted to hear from the
majority of our Victorian members in their
respective Syndicates since joining The CEO
Institute in April this year. The key message
is that members are experiencing a positive
turnaround in their businesses during Q1
and as such, are guardedly optimistic for
the rest of 2017 and beyond. Discussions
took place to understand the catalyst
behind this turnaround. Members were
rightly proud of their efforts in regards
to strategic planning, acquisition activity
supporting growth and adjusting corporate
structure to match the economic climate.

Members are generally buoyed by
recent economic data indicating that
Queensland's economy is well positioned
for the remainder of 2017.

Chief Executive - NSW

Our speaker program has provided a
valuable source of practical new insights
and perspectives to our members, with
some recent standout presentations.
Nick Abrahams, APAC innovation practice
leader for global law firm Norton Rose
Fulbright, addressed a highly receptive
audience at a cocktail function at PwC's
elegant new Barangaroo offices. Nick is an
angel investor, NED and author of Digital
Disruption in Australia. He spoke about
'Winning the Innovation Dating Game' in
a wide ranging analysis of disruption and
change, and how companies large and
small are responding to the challenge and
reaping the rewards.
Mike Daniels, Founder at The Behavioural
Architects, has been addressing our
groups on 'Unlocking the Power of
Behavioural Economics', a tool for
understanding and changing consumer
behaviour. Mike outlines ways businesses
can apply and profit from this exciting
thinking.
We have also recently welcomed two
new Chairmen to our Sydney team in
Daniel Davis and Owen Morgan. Daniel
started his first business at age 21 and
is an entrepreneur with a wide range
of interests and a passion for helping
businesses and individuals through his
work as a CEO, non-executive director
and adviser. Owen has a strong corporate
background both in Australia and
internationally and is also a successful
entrepreneur and non-executive director.

State Director - VIC

Finding key personnel capable of sustaining
growth, with particular emphasis on the sales
and business development departments
remains a challenge. This is an ongoing
concern with a high level of staff turnover,
generally for a perceived greener pasture,
placing strain on sometimes under resourced
or outsourced HR support functions.
We held an excellently attended annual
Summit in February where futurist Chris Riddell
set out his views on business in 2017 and why
we should all behave like entrepreneurs. He
recommended adopting a culture of deep
innovation across our businesses, thinking and
behaving like a startup to ensure continued
growth. Jan Owen held us captivated with her
presentation ‘New Work Mindset’ and what
it is that young Australians face as they enter
the workforce and how transferable enterprise
skills are in increasing demand.
At our Syndicate dinner in June, Martine
Letts, CEO of Committee for Melbourne,
outlined the CFM's role in the development
and maintenance of Melbourne's status as
‘The world's most liveable city.’ She stressed
that increasingly people are realising that the
greatest challenge we face is complacency. In
essence, if we keep progressing with ‘business
as usual,’ the future of our city may not be as
bright as it is today.

Chief Executive - VIC, QLD & NZ

In a compelling presentation to a full house
at The CEO Institute - KPMG Anticipate
Tomorrow Lunch Series, leading social
commentator and KPMG Demographics
founder Bernard Salt reflected on the
profound changes automation and
globalisation have made to the Australian
workplace. Members were challenged to
consider to what extent these were for the
better and what they really mean for business.
Speaker Paul Pisasale drew on 25 years in local
government to share his views on leadership.
Paul has served four terms as Mayor of the City
of Ipswich. Under his leadership, Ipswich has
been the fastest growing region in QLD and
one of the fastest in the country. Job creation
and community care have been his number
one priorities.
Syndicate 137’s Jason McKenzie, MD of
SuretyIT, won the 2017 CRN Impact Awards
- Working Together category, beating the
likes of Telstra and Vodafone. These new
awards recognise IT providers for projects that
delivered real benefits for customers.
Our New Zealand members are generally
comfortable with the business environment.
The New Zealand economic landscape is
sound. Annual average real GDP growth is
forecast to lift from 2.9% in 2017 to 3.2% in
2018.
Recently members were addressed by David
Goer (CEO - Higgins group) who shared his
company's inspiring success story across the
period of 2012-2017.
Just recently we welcomed Keri Dempster
(Adhesif Labels), Nelson Siva (Solution
Dynamics Ltd) and Phil Martin (Systems
Advisory Services Ltd) as NZ members.
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South Australia

Western Australia

Paul Preiss

Steve Stanley

With the domestic economy stagnant
in most sectors, members are taking
a proactive approach and exploring
available growth options. These include
reviewing customer experience to
identify competitive edge, mergers
and acquisitions, innovation and
diversification, and seeking new
geographical markets.

There has been much talk around cyber
security in the wake of recent global cyber
attacks. Our heavy reliance on electronic
data, CRM and digital transacting make the
possibility of being hacked or having your
data systems compromised a very tangible
threat - experts say there are two types
of businesses: those who've been hacked
and those who don't know they've been
hacked.

Director - SA

This year's CEO Summit was titled Fast
Forward 2020: Future Challenges or
Opportunities, and explored some of the
big disruptive influences and emerging
trends that will not only challenge us but
provide opportunities for those prepared
to take them. The event was extremely
well received with fantastic member and
guest participation. ANZ, McKinsey and an
Accounting Futurist presented their visions of
business models for 2020, including the role of
artificial intelligence. Members were reminded
that disruption has always occurred and were
encouraged to look for fresh opportunities,
create new business models and consider
disrupting their own organisations before
someone else does.
After more than five years, Syndicate 26's
longstanding Chairman has retired. Incoming
Chairman, Greg Connor, brings considerable
CEO experience and is a director of VUCA
business advisors as well as holding several
non-executive director positions. We're sure
he'll do a great job. We welcome Greg to
The CEO Institute.
Our recent speaker program has produced
a couple of excellent presentations. Jason
Cotton spoke on developing customer
experience strategies for competitive
advantage. Experienced director and Board
advisor, David Spear outlined the how, why
and when of transitioning from a CEO to a
non-executive director.

Photos from
recent events

Director - WA

Members need to consider the dangers of
being infiltrated and ways of protecting
their business, customers and staff. Different
passwords should be used for every device
or program. But regardless of warnings and
repeated training sessions, a careless staff
member can compromise a system and
cause enormous damage. If customers have
been compromised they will leave or even
take legal action that could bankrupt your
business. CEOs need the will and the budget
to institute effective protection.
The topic was further explored at a recent
event titled Protecting Your Business. The
first of two separate panels looked at cyber
protection and consisted of Netlink CEO
Steve Van Blommestein, Cove Legal's Roger
Blow, ES2's Frederic Drouin and David Powell
from Elliott Insurance. The second panel,
which discussed protecting your people
and brand, consisted of Brand Agency's
Tony Monaghan, Fremantle Dockers' Nicole
Horrocks, Wesfarmers' Natasha Much and
David Stewart of Williams & Hughes.
Patrick Walker, RAC WA, gave another very
interesting presentation on technology
in the motoring industry, all the more
fascinating given that WA is trialling the
world's first automated bus.
We are delighted to welcome former CEO of
Southern Cross Austereo, Linda Wayman, as
Chair of WA's new Syndicate 83, due to start
in August.
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CEO Buzz
Challenge of change. How will the increase of
Bitcoin and Blockchain change the economy?
Management processes. The science of
high performing and creative teams - look
at what goes right rather than wrong; high
performance teams praise each other a lot.

Client relationships. Negotiating with
dominant customers - accommodation and
compromise aren't always the answer; look for
full solution that satisfies both parties.

Personal wellbeing. Value of a health and
wellbeing program, including external help and
employee assistance.
Technology. The impact of driverless cars
on the broad economic and social changes could they bring more business opportunities?

Management processes. The value of a
strong governance model backed up by wellarticulated business policies, processes and risk
frameworks that people are held accountable to
and reported against.

Directors. Getting family directors to recognise
it's not a family business anymore - needs
improved governance, internal controls and
better change management.

Offshore issues. Global and local implications
of Trump presidency. Challenge of individual
international tax compliance regimes and
managing international travel risk management.

Media strategy. Value for your business
- be ready to respond to crisis; learn from
competitors' experience and mistakes. Run
crisis management scenarios to prepare Board
and senior leadership teams.
With ongoing interest in The CEO Institute
franchise opportunity growing in the US
from New York, California, Florida and Toronto
Canada, the next six months of 2017 are
shaping up to be some of the most exciting in
our history.

Franchising
The past six months have seen some
exciting developments in The CEO Institute's
franchising activities. Both our Australian
franchises in Adelaide South Australia and
Perth Western Australia continue to expand.
The CEO Summits held in both cities proved
to be very successful with excellent speakers
and topics, enjoyed by over 200 members
and guests.
Internationally our North Atlanta franchisee is
currently undertaking the 180 day trial period,
which we offer to all new franchisees.

Our dedicated Franchise Opportunity websites
play an important part in our future growth
internationally, generating a continuing stream
of enquiries.

www.theceoinstitute.com
www.ceoinstitute.co.uk
www.ceoinstitute.hk

FEATURED ISSUE

Collaborative Technology
Technology has closed the geographical gaps
between the workplace and home. Working from
home is so common that even managers and
directors are now leading a team remotely.
Digital tools have enhanced communication and
collaboration. Tools like Skype, Dropbox, Slack, and
Google Drive are dominating workplace interaction,
allowing employees to work on projects together
whenever and wherever. These collaborative tools
are user-friendly and inexpensive; and they help
bridge gaps between colleagues.
When people are able to find ways of working
that fit in with individual lives, they become more
engaged. Employees no longer feel restrained
to the office as they can organise their work and
personal lives in flexible ways through the use of
tech tools. Efficiency is maximised when the right
people are given the opportunity to collaborate.

WHAT'S NEW ON IIDM?

Master The Art Of Buy-In

How To Find
Passionate Employees

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

A Chairman for the first group has now been
appointed and marketing is well underway
to attract members into the inaugural
Syndicate group.

Lisa Kasiaras

www.iidmglobal.com
GET SOCIAL WITH US

Global Manager - Franchising

E: lisak@ceoinstitute.com
T: +61 3 8514 5000
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Certified CEO Program
The CEO Institute and our program partner
UNE Partnerships, the Education and
Training Company of the University of New
England are delighted to offer the Certiﬁed
CEO program as an online certiﬁcation
course for today's and tomorrow's CEOs and
senior managers... available globally, and
without peer!
I understand the mantle of leadership
for current and aspiring leaders can be
challenging. Your participation in this
contemporary program will inspire you to
pursue excellence in business leadership and
equip you to address the challenges you will
face with greater conﬁdence and knowledge.
I ﬁrmly believe that strong and informed
leadership is critical to international stability
and prosperity, and see our role in setting
the new gold standard in global leadership
through certiﬁcation, as a positive step towards
helping make the world a better place.

Certification
and Licensing
I recently read an address by Rio Tinto's former
CEO at a business forum. It prompted me to
reflect on how strongly his advice resonates
with those journeying to Certified CEO
certification. Sam Walsh AO cautioned against
becoming distracted from effective leadership,
for example, the need to deal with strategic
issues early and to delegate the operational
matters. The heavy workload of a CEO is
acknowledged, however he adds "you can
prepare for it".
Preparation for the top job is key. So it comes
as no surprise that the Certified CEO program is
attracting overwhelming interest from business
leaders globally. It is The CEO Institute's third
certification course, but its first fully online
offering!
A bespoke CEO leadership development
course, it challenges traditional leadership
programs. It has high level business content, is
delivered by UNE Partnerships, the Education
and Training Company of the University of
New England, and is a pre-requisite for CEO
certification.

CEO'S DESK

I invite you to enrol in the Certiﬁed CEO program,
as an investment in your future, supporting your
career development, and gaining recognition for
your professional standing as a business leader
entitled to use the Certiﬁed CEO post nominal
CCEO or CCEO(prov).

A meeting of minds

Kenneth W. W. Gunn
Chairman & CEO

Recently an expert guest presenter at
The CEO Institute in Sydney, Jaimes Leggett,
Group CEO M&C Saatchi, spoke about 'The
Value of Brand and how to Leverage it'. He
explored how brands have shifted from
describing what organisations do or how
they do it, to why they do it; or their purpose.
Branding has become less about logos, colour
palettes, and voluminous brand guidelines, and
is now much more about consumer experiences.
Branding communicates a business philosophy:
a reason for being that's able to guide the
organisation in all its decisions. Successful
branding is all about an emotional connection
with the consumer.

To find out more visit:

www.ceoinstitute.com

Ensure success.
Secure your future.

Flexibility is a key feature - making the course ideal
for busy executives! Now CEOs and aspiring CEOs
worldwide have access to certification, setting
themselves apart in the competitive global job
market.
Members of the Future CEO program, a face-toface certification course, continue to reap the
benefits of their preparation to become successful
CEOs.
Membership in Malaysia and Qatar will double
by the end of 2017, reinforcing the value of the
program in building existing qualifications and
business experience and preparing aspiring CEOs.
We look forward to welcoming all new program
members!
To find out more about pathways to certification,
contact me on the details below or visit:

www.ceoinstitute.com

Identifying with
People Like Us

Embedding brand to purpose is a strategy
employed by some of our greatest, most
inspiring leaders. Strangely, the contemporary
brands of Airbnb and Budweiser share some
commonalities with the late, great Dr Martin
Luther King.
In Simon Sinek's TedX presentation he marvels
at how Dr King was able to bring together
a quarter of a million people in Washington,
in 1963 to hear him deliver one of the most
famous speeches in history. The crowd size was
phenomenal given no invitations were sent out,
in an age before websites, mobiles and social
media. How did he do that?
Instead of preaching 'I have a plan - or what
needed to change' - Dr King spoke of his
beliefs, his dream for America, why change was
needed. Sinek asks how many of the hundreds
of thousands that saw him speak, showed up for
Dr King. None of those people showed up for
themselves, for their own beliefs. For, as Jaimes
proposed, we all look for and connect with
PLU: People Like Us. And Dr King spoke to their
beliefs, their dreams.
By speaking about his beliefs and why America
needed to change, Dr King appealed to the
instincts of his audience, their hearts, and their
souls even.

Esmé Alfred
Global Manager Certification & Licensing

Sinek argues people don't buy what you do;
they buy why you do it.

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

Yvonne Howie
Chief Executive - NSW
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A meeting of minds

Setting the new Gold Standard in Global Leadership
Online certification course for today's and tomorrow's CEOs and senior managers

www.ceoinstitute.com

The CEO Institute Offices

Brisbane
qld@ceoinstitute.com

Global Head Office
Melbourne, Australia
institute@ceoinstitute.com

Melbourne
vic@ceoinstitute.com

Australia

Perth
wa@ceoinstitute.com

Adelaide
sa@ceoinstitute.com

Sydney
nsw@ceoinstitute.com

New Zealand
Auckland
nz@ceoinstitute.com
United States
Atlanta North
atln@ceoinstitute.com
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