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WHO WE ARE
Alan Horn

Background in Automotive & Engineering
Industry both in UK & Internationally

Involved in Interim Management since 1989
Ex-Director of 3i’s Consultancy business

Managing Director of Albemarle Interim
Management plc since January 2000
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WHO WE ARE

Barry Tuckwood
« Background in Construction in the UK

and Saudi Arabia
 Consultant with Ernst & Young 89-93
* Independent since 1993

 Founded firstmonday, Independent
Consultants Group 1993

« Richmond Group Council Member
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As many of you know……

I’ve been doing this independent stuff for a while, ever since E&Y restructured themselves without a Capital Projects Group

this led to me joining a small band of people interested in going it alone

And now there are many more of us. Indeed, with every passing restructuring there is a surge in e-mails to my hallowed portal. From people as obviously located in SE England as Eire, Germany, The Philipines, and…. 
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ALBEMARLE WHO WE ARE

e One of the UK’s oldest
Interim businesses

e Trading since 1985

 Now part of the Vedior Group,
a Euronext 100 company
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What Is Interim Management?
What is Consultancy?

What iIs the difference?
Your Views......
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You are all consultants or independents.

What is your view?

How would you distinguish between the two?


Our View BTA

ement

bUSINESS  prpject Design
EUE

Project Implemgntation

Management

The Grey Area

Managemept

Training Process
Development
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Some are squarely in the consultancy camp. But they are often routinely done by executive management which does of course mean that interim managers are engaged in either doing them or acting upon them…..

Others are equally in the interim management camp

While there is a range of activity carried out under both.

Interim managers may well be there to ensure that change actually occurs while the consultant may be providing some expertise in preparing people for the need to change.

And if all that isn’t sufficiently grey, while working for E&Y management consultancy, I had a role that was mainly line management in the Public Sector. 

Over now to Interim Management…..Alan
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THE HISTORY OF INTERIM
MANAGEMENT

oooooooooooooooooooooooooooooo
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EVOLUTION - HOW IT STARTED

Holland Employment Law

UK Break up of the Public Utilities

Breaking down competition in
Financial Services/M & A

Elsewhere Much less developed
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WHAT IT IS

« Change Management
 Project Management
 Trouble Shooting
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change management - all consultancy is likely to involve change. We are, after all, trying to make things better than they were, helping to solve a problem, helping the client to set off on a new course

this is likely to form the basis of a definable project for the client, which will need to be managed

and before setting out on the path of righteousness they may well have investigated the apparent cause of the problem.
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WHAT IT IS NOT

 Not Gap Filling (only 15%)
 Not Part Time

 Not a Portfolio lifestyle
 Not Consultancy
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while consultancy can be a day or two here and there, interim management is much more likely to be full time, on site.
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INTERIM V CONSULTANT

Consultant:

Interim:

Practical implementation of
agreed strategy

Faster delivery as managed by
one person who has ownership
of results

From £400 per day

Select the BEST person for the
role

Interim Managers report to their
Client

No conflict of interest

Analytical, Diagnostic,
Development of Strategy

Can be slower to deliver as
project multi-staged with several
owners

Cost - Higher than Interim

Consultancy - will offer Client
employees “on the bench”

Consultant reports to the
Consulting firm

Possible conflicts of interest
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Rates. As if anyone had any interest in money.

For a major consultancy there may be some conflicts…. Tied in with IS house, or IT consultancy, and an expectation of delivering that aspect too.

May be a conflict with reporting to one or many employers - the consultancy partners, as well as the client.

An independent is independent.

‘on the bench’ - vital that as an independent you know what you can not do. And very helpful to be able to refer them to someone who can.


BTA
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WHY GO INDEPENDENT?

. Bored with current role
. Redundant
. No suitable alternative

ARE THESE THE RIGHT REASONS?
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Needs commitment; isn’t easy, and is very different from having a proper job.
Hols? Pensions? Stable income? Everything is DIY…..
www.rgconsult.com
inst of management consultants
some books:
The Top Consultant by Calvert Markham
Million Dollar Consulting by Alan Weiss
High Income Consulting by Tom Lambert
The Concise Guide to Becoming an Independent  Consultant by Herman Holtz
Managerial Consulting Skills, by Charles Margerison
Creating and Developing a Consultancy Practice, Martin Wilson
Profitable Consulting Business by Douglas Gray
Interim Management by Dennis Russell
The Freelance Alternative, Marianne Gray
Going It Alone by Sally Garrett
Go It Alone by Geoff Burch
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WHY BECOME AN INTERIM MANAGER?
51% Variety and challenge

51% Marketing is their main disadvantage

54% Believe it Is a growth industry

25% Would only return to permanent work
for a similar challenge/EQUITY??7?
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CHARACTERISTICS OF A GOOD
INTERIM MANAGER

e Senior management or Board level
experience

e Track record of achievement
 Financial Security
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all of which can be applied to indepndent consultancy too


BTA

CHARACTERISTICS OF A GOOD
INTERIM MANAGER

 Substantial experience of change
management/project management

e Self motivated
e Results orientated
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CHARACTERISTICS OF A GOOD
CONSULTANT

« Having a focus

 Holistic view

 Convincing others you can help
 Enable change
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Three questions apply:
Can I do it?
Do I enjoy doing it
Can I add value? --or more positively How can I add value?

All independents need two things:
holistic view - as they must be able to understand the business issue and how it affects the client overall
a specialism so that they can say, quickly and convincingly, what they actually do, and how it helps. What is the benefit to the client?

Two aspects:
Technical, through the specialism
Coaching and mentoring of the client as an individual. How will this help them? What are the benefits to them?


BTA

HOW DO CLIENTS USE
INTERIM MANAGERS
and CONSULTANTS?
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We’ll both talk about this through the next few slides

We address the How and, equally importantly, the Why


A e BTA

CLIENT SURVEY FEB 2002

e 47% have used IM’s in the last 12 months
e 43% In Finance

e 21% in HR

¢« 53% ‘previous experience’ the main factor
e 18% for Business Re-Engineering

e 16% for Change Management
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consurants BTA

CONSULTANT SURVEY
 Work can be cyclical and regular

—Finance one quarter
—HR another
e Sectors change
—Rail and Health strong
—Financial Services weak
« SMEs - a holy grail
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open tender, requests for bids, but mostly through networking.
Research and report - independence
development of implementation plans - independence, no internal political bias
rolling them out
training
assistance with selection - or projects, of people, of suppliers
business practice review - Miss Morris has just had some flak for engaging Porter for a review of UK Management.
Benchmarking - as above
Increasingly willing to use a group of independent; may be happy to deal with sole traders. But an increasing preference for dealing with them as limited companies - and this is especially true of interim management arrangements.
We’ll see some graphs at the end that show how things change.
So everyone wants to help SMEs; there are many who claim that they have the secret ingredient.


BTA

HOW TO GET STARTED

e Service definition - what can YOU
offer the market

« How do you generate business
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What do you do?
Review your CV and experience…
Break it down into small elements
What do you enjoy doing?
Would a client want to pay for it?
Why?
What would the benefits really be?

Writing your own brochure can be very self-enlightening.


- BTA

Company Formation and Risks

 Sole Traders
 Ltd companies
o PII

e IR35
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plus a note from Barry

do your own books if you can
do employ an accountant
be prepared to visit the Inland Revenue - they can actually be helpful
do register for VAT

some clients are prepared to deal with sole traders - but the changes uner IR35 have increased the requirement to trade as limitied company….and could limit your personal risks, too.

Forming a trading arrangement with others is not easy. Tried it. 

When the market gets tight, or an individual gets busy, their interest in group work may diminish - too busy trying to find something for themselves, or just too busy to participate
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WORKING WITH
INTERMEDIARIES

oooooooooooooooooooooooooooooo
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If working with or through an intermediary expect them to earn a percentage. It was their marketing effort that provided you with the opportunity.
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Pharmaceuticals
Healthcare
Biotechnology

Food & Drink
Retail, FMCG

Transport & Trave

ALBEMARLE STRUCTURE

Venture Capitg
Manufacturing

Operations
Search &
Selection

Joint Ven

Telecommunicatio|
Media
Technology
ilties

Head of
Business
Services
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RELATIONSHIPS
e Interim - Albemarle
e Albemarle - Client
e Client - Interim
e Consultant - Client

e Consultant - Intermediary -
Client
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ind consultants can work in a similar way. Two assignments through what is now Xansa.

Also work with other independents here someone takes the lead role, accepts the risk, and takes a percentage.

Can demand a lot of effort - mainly in co-ordination and in managing the client


BTA

REPORTING MECHANISMS

« Terms of reference

 Weekly Reports

« Monthly Summary

O ENCREAEE

 Case Study - Market Literature

October 02 Albemarle Tuckwood AMBA 26


Presenter
Presentation Notes
Alan and Barry

you need terms of reference

what is the brief?
What are you delivering?
When?
How - who needs to be engaged…. Especially necessary to agree the client’s role

where, and access arrangements to the building, the site, the car park, the computer systme, and internal information
Who is your client?
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REPORTING MECHANISMS

 Post-assignment review

oooooooooooooooooooooooooooooo
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Talk to them later. Find out what they liked or did not like. Work out what could be done better.
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WINNING ASSIGNMENTS
AND

HANDLING MEETINGS

oooooooooooooooooooooooooooooo
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The tricky Bit
If you have a niche you may find opportunities through consultancies specialising in that niche, eg Marketing; HR
Niche product? Eg QA some years ago
But what would it be now? Could you deliver it?
The effort required to sell into it is high.
Network…. Join in….go along….. Even when you least expect it, something may happen that leads to 


BTA

A
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ASSIGNMENTS

 CV preparation
 Credentials
* Interview v business meeting
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You may need a range of CVs- so prepare some. Every role has a different focus and the business specialty may need to be clear.
Break the CV down and put each element into individual categories, so that you can find them again for a business-focussed CV.
And or credentials
alan will deal with interview vs business meeting later
Check when naming clients
A meeting. Plan for it. What is it about. What  can you find out beforehand…. 
And recognise that the problem may not be what the client first thought.
Be honest about what you can do
Provide enough information to convince them - but be wary of giving away too much detail. You don’t want them to do it themselves, using your input as free consultancy
Timing - as with any other meeting.
BUT it is not an interview.
It’s a discussion, with a clear intent that you will win some work, probably through 
a formal written proposal - explaining your understanding of the problem, your approach to it, the input required from the client, the timescale, and the cost.
And a subsequent meeting and agreement.
Negotiate - be prepared to walk away. If you don’t get on, or can’t agree, your best plan may be to bow out.


— BTA
C.V.-A SALES AND

MARKETING DOCUMENT

Should emphasise your experience In:
« Change Management

Project Management
Achievements/Deliverables

Benefits to employers
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Emphasise the benefits you have brought.

What are you selling

What business are you in?

Eg: is Martini a drinks business or does it sell a lifestyle?
Do I provide project management or does it deliver performance improvement?
Does Alan sell Interim Management or does he provide a focussed service on solving and managing staff problems?

What have you helped your client achieve?

What did you actually deliver? How do you know? Can the result be measured?

The more it can be measured the more likely you are to convince the client.


— BTA
CREDENTIALS

Should emphasise your experience In:

e The relevant sector

e The relevant skills
 Achievements/Deliverables
 Benefits to employers
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Credentials are different from CVs.

They are focused on

the sector
or the skill

but as with CVs they must state the achievements
and the benefits.
Eg:
Without our work the client would not have recognised the potential costs….. This would almost certainly have led to a doubling of their total cost over the longer term. 

The client was unable to resolve some project management problems. I clarified the overall requirement, and provided a structured approach that was simple to operate ensuring that everyone involved could deliver their own responsibilities.

6 months after completion customer complains were lower than 1 percent, compared with over 15% beforehand


- BTA

BUSINESS MEETING NOT AN INTERVIEW

Problem: Solution:

« What is the Client trying e« Relevant experience,
to achieve? ability to get this job

 What is hindering the done
completion of this e Personal skills -
exercise? flexibility, self

. Timetable, resources motivated, resourceful
available « Man-management skills

(if appropriate)
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UK Company Usage of
Interim Managers

... % GMBY POSITION - 2001
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UK Company Usage of
Interim Managers

% GM BY POSITION - 6 months to Jun. 2002

GM/MD/CEO [T/Telecoms
6% 9%
Technical/Quality
7%
Supply Chain
11%

Human Resources
13%

Financial Management
17%

Production/Manufact./
Engineering
14%

Project Management Sales & Marketing
8% 15%
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Market Trends/Sectors

% GM BY SECTOR - 2001

Govt/Universities/

Publishing/ Chg(r)/ities Food/Drinks
isi 0 9%
Advertising—. ° FMCG/Leisure/

2% Travel
8%

Pharmaceuticals
0,
17% Utilities
4%

Construction
1%

Manufact./Eng/ )
Blectronics —~ Transport/Logistics
6% 17%

Retall
4%

Financial/lns/ T/Telecomms
Legal/Consultancy 8%

20%
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Market Trends/Sectors

% GM BY SECTOR - 6 months to Jun. 2002

Gowvt/Universities/
Charities
3%

Food/Drinks
8%

FMCG/Leisure/Travel
2%

Pharmaceuticals
17%
Utilities
10%

Manufact./Engineer./
Electronics
2%

Financial/lnsurance/ P
Legal/Consultancy —
19%

Transport/Logistics
33%

[T/Teleconmunication
3%
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Work can also be thin…. The current climate is the weakest for many years.
Have a look at related markets: the appointments pages are thin; major consultancies are shedding staff; IT contractor rates have declined, and tehre is now a surplus of them.
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