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A half-day
seminar 
on accelerating
firm-wide
performance 
in professional
service firms

Presented by
Prof George Beaton
Dr Margaret Beaton 
Mr Joel Barolsky

THE PRESENTERS
George Beaton PhD MBA

Professor George Beaton teaches business
strategy and marketing to senior executives
and postgraduate students at the
Melbourne Business School, and has
written for Management of the Australian
Law Practice, Marketing in Practice, and

Professional Marketing. George is a principal of Beaton
Consulting, which has a strong focus on professional service
firms and business-to-business relationships. His own
management experience includes senior executive roles 
in consulting, advertising and market research firms.

Margaret Beaton BSc MA PhD
Dr Margaret Beaton is a specialist
organisational psychologist with 12 years’
experience consulting to professional
service firms in areas including strategic
performance measurement and
improvement, leadership development,

coaching and team building. Margaret has lectured in
organisational behaviour and managing services at the
Melbourne Business School, and is currently a visiting 
lecturer on leadership and teamwork in the Juris Doctor
program of the University of Melbourne Law School.

Joel Barolsky BCom MBA
Joel Barolsky consults on business strategy,
marketing and business planning to law
firms, educational institutions, advertising
agencies and other professional service
firms, as well as large corporations. 
He lectures in services and business-to-

business marketing at the Melbourne Business School, and
has written on marketing, productivity and growth strategies
in service firms. Joel’s management experience includes
international marketing management and business analysis.

WHY
SOME
FIRMS

FLY

CONTENT AND FOUNDATIONS
The content of WHY SOME FIRMS FLY draws on a dynamic mix
of robust theory and extensive practical experience of performance
management practices in a broad range of professional service
firms in Australasia and overseas.

WHY SOME FIRMS FLY illustrates and builds on proven
practices of leading-edge firms that have resulted in:

� substantial revenue and profit growth

� increased individual motivation and morale

� the creation of a self-generating future.

PREVIOUS PARTICIPANTS COMMENT:
� The issues have been explored beyond the superficial level

generally considered in texts, other seminars experienced

� Content was excellent

� Suggested approaches or possible practical activities have
been presented that reinforce the issue and can be taken
away to apply – making it happen

� Comprehensive and structured content and delivery

� Broad overview of a number of topics served to remind me of
the basics, which are easy to forget in the pressure of day-to-
day business

� Emphasis on the ‘practical’ implementation, not just the theory

� Succinct way of looking at ‘best practice’

� Professional presentation – style of presenters, visuals and
handouts, well planned

� Particularly relevant and timely

� Gaining a good understanding of how a small firm such as ours
can begin to think about the issues we face as we expand

Further enquiries: Lynda Dean

Tel: 03 9829 0000   Fax: 03 9827 5800   E-mail: lynda@beaton.com.au

www.beaton.com.au
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WHY SOME FIRMS FLY...
Just as a modern airliner is ‘four million parts flying 
in close formation’, the profitability of today’s
professional service firm is heavily dependent on 
the co-ordinated performance of its people.

WHY SOME FIRMS FLY is a seminar designed and
delivered by experts in the strategic management and
organisation of professional service firms. It aims to: 

� provide you with fresh insights into why some firms
are much more successful than others 

� explore with you the keys of sustained success –
from the firm’s founding partners to future
generations

� give you the tools and frameworks for you to apply to
help your firm fly higher.

WHO SHOULD ATTEND?
WHY SOME FIRMS FLY is intended for partners and
directors in senior leadership roles and board members
in all firms that provide professional services, including:

� Accountants � IT consultants
� Actuaries � Law firms 
� Advertising agencies � Logistics consultants 
� Architects � Management
consultants
� Consulting engineers � PR consultants
� Executive search firms � Property consultants
� Investment bankers � Risk managers 

KEY TOPICS COVERED
Setting the scene
�Objectives and origins of the material
�Defining ‘flying’
�Threats to your firm’s profitability

Conceptual framework
�The three keys to sustained success
�Exploring the meaning and attributes of each success factor
�Auditing your firm on these success factors

Making it happen in your firm 
�Clarifying the firm’s purpose and values

– Using purpose to drive strategy
– Aligning firm and individual values

�Choosing the right balance between autonomy and control
– Fostering entrepreneurship and innovation
– Maintaining control and consistency

the profitability of today’s firm
depends entirely on the 
co-ordination of its strategic
direction with its people,
processes and structure 

‘
’

�Designing the firm’s structure and roles 
– Ensuring clear accountabilities
– Optimising resource allocation
– Maintaining effective governance

�Adopting effective measurement and reward systems
– Using strategically relevant measures
– Implementing equitable rewards

�Having strong leadership and management
– Profiling your firm’s leadership and management competencies
– Developing leaders

�Creating high-impact planning processes
– Delivering plans that align individual, team and firm strategies
– Delivering plans that are owned and implemented

�Introducing effective coaching systems
– Nurturing stars and managing under-performers
– Removing constraints and maximising potential
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