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ANDREW REDDING

Andrew Redding is a seasoned business coach and accomplished
entrepreneur known for his no-nonsense approach to success.

Born and raised in Australia, Andrew'’s journey is a testament to
the power of hard work and determination. Leaving school at
the end of Year Ten, he embarked on an air conditioning and

refrigeration apprenticeship in 2000, quickly excelling and
laying the groundwork for his future in business.

In 2009, Andrew founded Valley Air Conditioning, a
venture that would grow into a thriving enterprise
with a workforce of 50 and over $10 million in
annual sales within a decade. Alongside this
success, Andrew explored multiple business
ventures, amassing a wealth of experience,
and developing what he calls the
10 Fundamentals of Business.

Today, Andrew is the driving force behind
ARC Business Development, where he
mentors a select group of business
owners, helping them overcome
challenges, scale their operations,

and achieve real measurable results.

R Andrew’s coaching is built on a
g ‘“”ﬁ foundation of straightforward

g advice, practical strategies,
and a commitment to
accountability.
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The title | have selected for this book is actually my all-time
favourite quote. It's super simple yet so true. If you continue to
do as you have always done, things will continue as they
always have, or potentially even go backwards. How? Through
others moving forward past you as you remain stagnant. Think
of it like inflation, what $100 today is worth compared to 20
years ago, versus what it will actually buy in another 20 years.

| can’'t claim to have always had my current mindset. | have
changed and grown immensely throughout my adult years
and | am committed to continuing to do so. The guy that
started his first business at 26 years old was not the same
man who sold that business 13 years later. During that time, |
experienced many life milestones and learned invaluable
lessons in life and in business.

Personally: | got married, had 2 amazing kids, moved house 4
times and travelled around our amazing country - Australia -
as well as overseas. In business: | started, scaled, and sold
multiple businesses that exceeded $10 million in revenue, built
a purpose-built business premise for my first business - Valley
Air Conditioning, engaged in business coaching (which was a
turning point for me) which led me into the coaching space
myself.

All of these experiences have equipped me to guide numerous
business owners through their growth challenges. This book is
not just a recounting of my successes or a rehash of other
business books. It's a real, no-nonsense guide filled with
actionable strategies that have consistently driven results and
will do the same for you if you're willing to put in the work.

IF NOTHING
CHANGES

NOTHIN

CHANGES.

G
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WHERE AND HOW THE LESSONS WERE LEARNED

What drove me to leave my job working for someone else and
start my own air conditioning business? Lack of opportunity to
progress. | wanted more. | had hit a ceiling with no pathway
for: a pay increase (was denied a 50cent/ hour pay-rise for a
supervisor role), buying into the business as a shareholder, a
more senior position. And let's be honest, | was a 26 year old
guy.. | wanted to make more money. | knew even then that
money doesn't necessarily buy happiness, but it buys freedom
and choice. | did (and still do) like my toys though, so | knew if
| wanted more money, more choice, more time to do the
things | WANTED to do, then | had to get to work.

Custom-built Valley Air Conditioning facility.

| started Valley Air Conditioning in 2009 as a sole director,
running the business out of our first - small - house. To add
context: we had a ‘landline” and a “fax machine” and “the
office” was a chopped old entertainment unit as a desk that
was located next to the kitchen. Talk about humble
beginnings. This was in the time just before smartphones took
off and people at that time didn't take photos of absolutely
everything (and nothing) on their phones. So unfortunately,
after much hunting, | don’'t have any photos of our “first office”.

04



My wife did all of the “office stuff” and | was the “field team”. This
worked fine while we had our own very clear, very separate
lanes but as the business grew, roles changed and we had
children, priorities shifted and we made the choice to exit my
wife out of the business. This ended up being the best decision
we made for our relationship, our family and the business.

A couple of years later, | started Valley Electrical with a 50/50
business partner. That partnership didn’t work out. | eventually
sold my half of the business to the other partner, and we went our
separate ways. This experience was filled with big lessons about
value alignment, team culture, co-branding, and the potential
impact, both positive and negative, on brand awareness.

VALLEY

PAINTING & MAINTENANCE
0410 560 06|

Successful Valley Painting & Maintenance business.

While | was still involved with Valley Electrical, | also co-founded
Valley Painting & Maintenance with two other equal partners
(Yes there was a theme: | had Valley Air Conditioning, Valley
Electrical and Valley Painting & Maintenance). We grew the
business over five years, building a team of 15 and earning an
excellent reputation in the industry.

With the help of - what are now - the 10 Fundamentals, we
realised we had different goals for the next five years. So, we
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structured a buyout, and today, Valley Painting & Maintenance
is still thriving from the habits and fundamentals instilled at
the start of the business.

When Valley Electrical was no longer in the picture and while |
was still involved in Valley Painting & Maintenance, | started
New Edge Electrical with another partner. We grew the
business, but eventually, it became clear that my partner
wasn’t cut out for being a business owner. | purchased his
shares back, and he found a job in the coal mines that made
him much happier.

Later, a driven young electrician joined New Edge Electrical,
quickly taking on more responsibility and eventually
becoming a partner. He wanted to challenge himself further
by running the business on his own, so he purchased my
shares to become the sole owner. Today, he’s thriving in both
NSW and QLD. So this was the same business, same location

(plus eventual expansion) but someone different at the wheel.

This was a great example of what it takes to not only be good
at your job, but also driven and passionate about building a
business and putting the work into becoming a good business
owner.

With my full focus back on Valley Air Conditioning after
essentially having split-focus for around 5 years, we continued
growing at 150% year-on-year, taking the business to another
level, with a 50-plus team structured with general
management, sales, finance, office, and service management,
sales, finance, office, and service management, leading
hands, and full-time warehouse staff.

| saw a gap in the market and decided to start a wholesale
business. By this point, | had made plenty of mistakes and
learned quickly, so | thought | knew what | was doing. | brought
on two partners, each with a 10% stake - one of whom was the
general manager - and we built the business rapidly with a
team of five. In less than 18 months we achieved $900,000 in
sales within a one month period and had big goals to continue
to scale nationally.
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- National & NSW/ACT Australian Dealer of the Year award trophies. - NSW Dealer of the
Year award celebration. - Andrew receiving award for his excellence in Taiwan.

However, due to external politics, growth was put on hold by
forces we couldn’t control. Another lesson we learned is rapid
growth and rubbing against too many big players isn’t always
the best strategy for long term sustained growth. Unfortunately,
we couldn’t continue expanding at the rate we wanted, so
eventually | purchased their shares back and operated the

business at a consistent level alongside Valley Air Conditioning.

During this time, | became increasingly involved in advancing
my own skill set through reading every business and
leadership book | could find. Talk about getting outside your
comfort zone! | finished school in Year 10 and frankly, English
(reading/writing/spelling) was NOT a strong subject for me
and to this day, | am not a fast reader. | ended up getting
audiobook versions on whatever | could - | didn't allow this
obstacle to get in the way of my growth and learning. From
what | learned, | was able to reflect on what | had done
correctly over the years and apply what | had learned to
strengthen my businesses going forward. Eventually, | ended
up teaching and mentoring other business owners through
one-on-one coaching, presenting on stage at events, and
leading groups through mastermind sessions.
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The business, Valley Air Conditioning, was at a point where |
wanted to test the structure, systems and processes, and the
leadership team to see if it could run completely under
management - without me. | saw a perfect opportunity to
achieve both a personal and a professional goal at once.

For as long as | can remember, | have wanted to travel around
Australia while still young enough to thoroughly enjoy fishing
and exploring the most remote locations and before the kids
went to high school. So, in 2021, my family and | set off around
Australia with the management team running Valley Air
Conditioning, and | only flew back for mentoring events.

The lessons learned and the personal growth | underwent on
this trip were unexpected, uncomfortable but very much
needed. | was able to refocus my perspective on what was
truly important to me. | did not come back from this trip as the
same person who left. Once we returned home, | realised that
my heart wasn't in the business any longer. So, | made the big
decision to sell both Valley Air Conditioning and the wholesale
business together.
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WHERE DID THE “10 FUNDAMENTALS"” COME FROM?

As | took a breath after selling the businesses, | reflected on the
thousands of lessons learned and the hundreds of different
team members and personalities I've worked with. | thought,
after all that | have done and learned and essentially being
retired before 40 years old (which was one of my biggest goals),
what do | do now with all that knowledge? | found my new
purpose in helping others through sharing what | had learned.

| then began the process of reverse-engineering what worked
(and what didn't) to be able to teach other business owners
facing similar challenges. This is how the 10 Fundamentals were
developed. They were then stress-tested further during my 3
years of one-on-one consulting as a framework for success
and | found that they consistently produced incredible,
repeatable results across multiple industries.
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To give you an idea of what's covered in my program, |
selected a couple of the Fundamentals that | think you can get
a lot of value from - as a stand alone resource. Because above
all else, it's important to me to deliver content that you can go
and take action with. Real, practical information.
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FUNDAMENTAL NO.1
PERSONAL & PROFESSIONAL GOALS
(KNOWING YOUR WHY)

PERSONAL GOALS - Over the last 10 years of running my
businesses and coaching other business owners, | discovered
the biggest gap that created so many issues - from
procrastination, poor culture, and underperforming team
members to inconsistency, fighting at home, no drive, low
sales, and ultimately reduced or no profitability. The cause of
all these problems and more could be traced back to one
thing. This one thing was something surprisingly simple in
theory yet challenging to put into practice and would be the
underlying cause of so many issues.

The one thing | am talking about is, above all else, to get really,
really clear on what you want personally. Not what society,
family, or friends think you should want, or only what your limiting
beliefs allow you to imagine, but what you truly desire for your
life. This might mean sitting through some discomfort, taking
time away from work, or working through old belief systems.

(C) PERSONAL GOALS

No matter what stage your business is at, it is crucial to STOP
and dedicate time and energy to work out the big, scary,
hard-hitting goals that make it impossible for you to stay in
bed in the morning.

Unfortunately, this is the biggest and most critical step that
people keep skimming over. They try to build a business
without knowing why or build the business in direct conflict
with their personal and family goals, not realising they are



damaging the most important relationships with those closest
to them. Don't make the same mistakes. It's about knowing
what's most essential to you, makes you truly happy, and
drives you to get up and work towards every day.
Understanding and defining your 10-year Personal Goals is
paramount.

If this strikes a chord with you and you want to set your own
Personal Goals, I've got a gift for you. Scan the QR Code below
and you'll get instant access to our Personal Goals Workbook.
It's inside of ARC Connect, a special place we built-by-design
for Australian Business Owners committed to growing their
business. Access is completely free and on top of the Personal
Goals Workbook you'll also get access to other tools, trainings,
and systems real businesses use daily. Scan the QR code for
access or click here (it takes less than 60 seconds).

FUNDAMENTAL NO1A

PERSONAL

Through downloading and completing the above
questionnaire, you will define your 10-year Personal Goals.
Then let yourself experience the emotion you will feel when
you have achieved everything you have set out to do, what
your life will look and feel like on the other side of achieving
your goals.

Once you are clear on your Personal Goals, we can take the
next step: Communicate them with your life or business
partners, and if you have them, even your children. If you have
children - and depending on their age, don’t underestimate
the impact of sharing these goals with your kids. Talk to them
about what you're doing and why. Ask for their opinions,
whether they agree or disagree, or if they have anything to
add. By including them, they now have a stake in the game
and can provide valuable perspectives. This can be a real
“role model moment,” showing your kids what can be
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https://go.arcbusinessdevelopment.com.au/book-resources

achieved by setting goals, making plans, and achieving
desired outcomes. Kids are like sponges, and these are
valuable, positive habits to instill early.

Prioritise setting a time with your partner to have an hour or
two alone - without kids, noise, or other distractions - to have
a real talk and communicate with each other what it is you
truly want for yourselves as individuals and as a family.
Provide them with the same resources and even this book to
help them understand why this process is so important to you
and how you will need their support. Ensure that everyone is
aligned on what you're doing, why you're doing it, and what
you are willing (or not willing) to do to achieve your personal
goals within the desired time frames.

If you don't have a partner, | would actually consider who you
would share this with. If they have a vested interest in the
outcome, genuinely care about you and your goals, and if they
have the capacity to understand what it is you are doing.

“Youwon'tget pulled down
by those above you.”

Unfortunately, sometimes we share things with people that
don’t genuinely have our best interests at heart, could be
experiencing some jealousy or want to keep you where you
are as part of the herd. | find this is a great instance where
being a part of a community such as what we have built (and
are continuing to build) at ARC can give you the space to have
conversations and bounce ideas off of like-minded business
people. There's an old saying - you won't get pulled down by
those above you.

If you are someone who wants to create a better future for
yourself and/or your family, who doesn't want to settle for the
grind of Monday to Friday 9 to 5, retire at 75 after working away
the best years of your life, you may not get the responses you're
after if you share with someone who has done just that and has
been miserable or too scared to try for something better.



Now that you have this high level of clarity around your goals,
and everyone understands where and how they can support
the achievement of these goals, we can move on to ensuring
that your business is the right vehicle - or can become the
right vehicle - to achieve your personal goals with alignment
from the most important people in your life.

If you're not passionate about your Personal Goals, or if you
can’t read through them and provoke enough emotion to get
fired up to do whatever it takes to achieve them and give you
and your family the life you want, go back and spend more
time reviewing and discussing the questionnaire. Elevate your
goals until they scare you just a little bit. Also, really think about
your current situation - what do you want to change? What do
you hate and don’t want to be experiencing in 12 months to 2
years from now? Use these thoughts to drive you toward a
place where you can have the headspace and belief to focus
on your future goals.

“Really think about your
current situation - what
do you want to change?”

If you just can’t think 10 years ahead, try at least 5 years. When
you read through your goals, they should energise and
motivate you, as this is what keeps you on track and
consistently showing up as the person you need to be.

If your goals and life aspirations can be achieved through a
job or by continuing what you're currently doing, and you're
not willing to evolve as a person or sacrifice more to achieve a
different life than you have now, and you are truly happy and
content with your future 10-year plan, you should keep doing
what you're doing and enjoy life.

Because building a business, achieving high-level goals, and
having the life that most people only dream about takes
consistent hard work, dedication to continually improving



yourself, short-term sacrifices, and yes - rock-solid 5 to 10-year
goals that you chase down every single day, and then achieve
them.

| can say hand on heart that the stress, every sacrifice, the
personal growth journey, early mornings and late nights are
worth every bit of effort when you finally achieve your goals,

and have the relationships, experiences, and financial freedom.

PROFESSIONAL

GOALS

PROFESSIONAL GOALS - Now that you are clear on what drives
you, and what you truly want personally, and what you are
willing - and not willing - to sacrifice on the journey to success,
we can create our business goals. Staying off the solutions at
this point, keep your business 10-year goals “big picture” goals
written as if they are done. Further down through the 10
Fundamentals, we will work out how we will achieve them, but
not yet.

I've made it super easy for you to create your business goals.
Get a free copy of our Professional Goals Workbook inside of
ARC Connect. It's free, access is instant, and you also get all
the bonus tools, trainings, and access to myself and the ARC
team too. Just scan this QR code or click here.



https://go.arcbusinessdevelopment.com.au/book-resources

| cannot stress this point enough. Everyone needs to
understand this..

“YOURBUSINESS IS JUST THEVEHICLETO
ACHIEVE ALLYOURPERSONAL GOALS."”

The environment in which you achieve these goals over the
next 10 years completely depends on the team and the culture
you choose to create. This is consciously done and doesn't
happen by ‘chance’.

Once you have completed your Professional Goals, visualise
where your business will be in 10 years, allowing you to achieve
your Personal Goals and live the life you desire. We now have
our “WHY” (our 10-year Personal Goals and 10-year Professional
Goals which are aligned to achieve the life we want).

THE NEXT STEP IS TO GET SH*T DONE! Which is why | also included
an overview of Fundamental No.4: Execution Framework.

FUNDAMENTAL NO.4
EXECUTION FRAMEWORK (GETTING THINGS DONE)

With clear direction from Fundamental No.l: Personal &
Professional Goals, and a framework to set and action the right
priorities consistently every week, you will move toward your
goals faster than ever before.

EXECUTION

FRAMEWORK
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What | found with my own businesses and clients is that the
Execution Framework has been incredibly powerful - it is the
backbone of every successful business. Once the habits are
ingrained, the team will feel lost without it. Whenever the team
would get off track, the efficiency of moving the business
forward always diminished. It could be seen through projects
missing deadlines, stagnation of projects, lost momentum,
double handling of tasks, to name just a few. By sticking to this
framework, | directly made millions of dollars by consistently
prioritising and executing the right tasks every single week,
month, quarter, and year.

We conducted structured meetings with a clear outcome and a
timed agenda before starting. This included a yearly planning
day to identify the strategic priorities the business needed to
work on achieving, quarterly planning days to break down
these priorities into actionable tasks for each department and
individual, and monthly check-ins to review the past month
and set priorities for the month ahead. Each week, we
maintained full transparency about who was doing what,
identifying any potential obstacles early on to remove excuses
and ensure accountability. This process also helps with the
speed of decisions and speed of execution within the business
as you always have a clear plan and direction to make
decisions in alignment with. If the opportunity is aligned with
your plan, it's a “yes”. If the opportunity or situation doesn't, then
it's a “no” or “not this quarter”.

Consistency with a high level of execution quickly builds
momentum in a business, and with momentum, small bumps
don’t slow or impact the direction or speed of the business’s
progression. You will find any new team members very quickly
get on the same page, or they are left behind.

This framework also helps prevent constantly shifting directions
or moving goalposts every few weeks, avoiding the trap of
reacting to whatever comes across your desk or doing whatever
feels right at that moment. If you are doing that, guess what?
The whole business is doing that, and you end up with people
working hard but not actually achieving anything meaningful.



The results of this approach can be truly transformative. With
everyone working in the same direction, you build cohesion in
individual departments or teams while aligning them toward
the company’s common goals for the month, quarter, and year.
This minimises wasted time on unimportant tasks and focuses
more energy on the tasks that propel individual team members
and ultimately the business forward.

Alongside executing strategic company priorities (working ON
the business), we also executed operational tasks (working IN
the business) aligned with individual role descriptions in a
highly effective way. Valuing, protecting, and scheduling time in
as small as 15-minute blocks in our company-wide shared
digital calendars, that everyone could see, reduced
interruptions and increased efficiency of executing tasks.

“This framework also helps
prevent constantly shifting
directions or moving goalposts
every few weeks."

Think of it this way: if you are spending 80% of your time on
Operational Tasks (working in the business), you only have
20% of your time to execute Strategic Priorities (working on the
business). You do not want to waste any of this time. As your
team grows, or you transition to spending 10% on operations
and 90% on strategic priorities, you can achieve much
higher-level activities. In a seasonal business - like air
conditioning, during peak times of summer, you may be 110%
operational, and that’s okay. What truly matters is what you
achieve consistently year-on-year.

| know this can feel overwhelming. That's why I'm giving you
the execution framework workbook and even more context
about it for you as a free resource. It's available inside ARC
Connect (as well as all the other tools, trainings, and
bonuses).



Scan the QR Code or click here and you can get instant access:

What | have shared here is a very brief look into what | teach in my
programs and where it all started. | have provided some tools
and questionnaires to raise your self-awareness of what's
important to you, provoked emotion, deep thought, and
conversations with those closest to you, both personally and
professionally. These 10 Fundamentals have helped me achieve
remarkable results within my businesses and those of my clients.

If my story has inspired or resonated with you just a little bit, or
alot and you would like to achieve faster results by
implementing the full 10 Fundamentals into your business...
LET'S MAKE IT HAPPEN!

Your first and next step is to become a part of our free
community through the ARC app. This is the start of the
journey to get more knowledge, ask me direct questions and if
it's right for you, book a call and we will discuss your goals and
how we can support you to achieve them.

If nothing else, | hope | have triggered you to take action
because we only have one life, and you deserve to have the

Ao fedling

FOUNDER OF ARC BUSINESS DEVELOPMENT

www.arcbusinessdevelopment.com.au

FOLLOW Us o;"qrcbusinessdevelopment.com.cu farcbusinessdevelopment
ON SOC|ALS °{@arcbusinessdevelopment @,u"companyfarcbusinessdevelopment
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