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Senior level executive leader & adviser

EXCELLENCE IN DEPLOYMENT IN MANY AREAS:













SOME ACCOMPLISHMENTS


WORK EXPERIENCE
CLARITY: FOUNDER & PRESIDENT
 2003 - current
Clarity is an international strategy consulting company specialised in delivering fast strong performance improvement to is clients, and operating across Europe, North America, Middle East and South Africa
Key focus of Clarity has been in the following areas:

· Overall corporate and business unit strategy
· Turnaround of loss making businesses

· Lean transformation program of all branches across several countries

· PMO office: Program Management Office
· Interim CEO, reverse business decline and put on strong growth path

· Managed the set-up of a Joint Venture with insurance companies

· Manage restructuring including cost reduction, sales growth, bank negotiations

· Acquisition support, business plans, due diligence and integration

· Market and company attractiveness evaluation

· Leading company restructuring and cost reduction 
· Marketing including positioning, targeting, pricing 
· Salesforce and account management effectiveness

· Supply Chain Strategy Development, processes, cost reduction and implementation

· Change management leading to major cost reductions
· Procurement review leading to significant savings

· Sustainability strategy & deployment

· Set-up of franchise chain for high class underwear manufacturer

· Restructuring business plan for banks
· Interim CEO managing turnaround
· Proposed and managed reorganisations resulting in downsizing

Starting from scratch in 2003, Clarity has had over 40 clients including many major corporations in the pharmaceutical, automotive, retail, consumer goods, packaging and logistics sectors (ACV, Arovit, Balta, Ask Chemicals, Betafence, Blokker group of companies, Bocchi Flowers, Boehringer Ingelheim, British Pathé, Carrefour, CHEP, Colruyt, Continental Foods, CVC, Delhaize, DeliXl, Edcon, Euro Pool System/LPR, European Food Transport, Gefco, Greenyard Foods, InBev, Koramic, Linpac, Magotteaux, Metro, Motorola/Intermec, Multipanel UK, Ontex, Parenco, Samsonite, Savi, Soudal, Sprimo, Toyota, Univeg, Van de Velde, Van Gansewinkel, Wollux a.o.)

Clarity benefits from high client satisfaction and repeat business

Selection of Assignments:

· Leading global supplier to foundries: European Sales efficiency study, identifying a far more efficient use of resources and set up pricing mode, and CRM Plan. Managed due diligence for potential acquisition. 
· Insurance business: identified synergies with information collection company and project managed the creation of a Joint Venture
· Recycling business: Set-up and managed PMO office, used to get bank agreements to continued support, and lean transformation of branch network by program of reduced costs 
· Glass Manufacturer: Managed Commercial due diligence leading to acquisition.
· Non-food retailer: Support of group strategy, set-up of PMO office and project managed key initiatives

· Non-Food retailer: Lean transformation project to reduce costs and improve service across all retail branches across several countries
· Transport & Logistics Company: Identified unprofitable accounts, and successfully negotiated new fees. Developed new approach for handling international transportation. New evaluation tool for constant feedback on underlying profitability of trips

· Flower business: Quantified strategic options, set up dashboard  and managed acquisition.
· Paper & packaging Factory: Identified how to reduce employment by 20% and implemented reduction including works council negotiations
· Large flower & plants business: Set-up program management office to deploy initial management plan, and then doubled initial savings leading to halving of losses in just 5 months and deployed plan for break-even within 12 months. The results was a turnaround from a negatives EBITDA of €7.5 million in 2011 to a profit of €0.6m during Q1 2013
· Luxury Belgian lingerie manufacturer: Supported the setting up of a franchise retail chain
· Belgian printing business: Interim CEO, to support the business due to urgent departure of previous CEO till a new CEO was found. Managed the successful turnaround of the business. Managed the conversion from screen printing to digital printing, and managed the full outsourcing of the most labour intensive areas to low wage cost countries, improved account management including introduction of CRM
· Carpet manufacturer: Supported acquisition negotiations, and managed the post-merger integration of a major competitor
· Department stores: Identified the reason for major stock discrepancy and developed plan to resolve
· Fresh produce supplier: Support sales strategy 
· Luggage manufacturer: Lead a major European restructuring leading to significant cost reductions and return to strong profitability, including selective automation, and plan deployment of downsizing.
· Grocery retailer: Defined & deployed supply chain efficiencies and operations cost reductions through Lean process redesign and service level redefinition across all branches
· Hypermarket chain: Reviewed positions and deployment leading to significant sales growth
· Disposable hygiene manufacturer: Set up environmental strategy, deployment & marketing. Immediate cost reductions across all plants

· Pharmaceutical supplier: Marketing launch plan oncology drugs 
· Heating manufacturer: 3 year plan, M&A, targeting and negotiation support

· Pet-food supplier: Reorganised sales force, account managers’ targets & incentive plan, introduced and deployed CRM, built customer service department, developed 3 year strategic plan

· Logistics operator: Defined strategy and managed deployment of new logistics system. Set up pricing models/strategy and automated tracking system
· Jewellery manufacturer: Factory reorganisation of all processes

· Building equipment rental company: sector attractiveness and company valuation
· Brewing company: logistics and plan towards supply chain automation 

· Large multiple retailer: Help prioritise IT plan and strategy leading to streamlined IT deployment

· Packaging company: headed up sales & marketing and restructured organisation across product lines instead of by country
· High tech company: Developed go-to-market strategy and supported deployment
· Software vendor: Defined sector strategy

· Electronics Manufacturer: Developed business unit strategy including repositioning leading to turnaround with record high sales and profits
· Media company: Defined strategy and 5 year plan including maximum potential 

· International Building chemicals producer: Set up a PMO office for them to track the many projects they have
CHEP: INTERNATIONAL VICE PRESIDENT and GENERAL MANAGER
1998 - 2003

CHEP is a € 2Bn global leader in pallet and plastic container pooling services. CHEP issues, collects, repairs and reissues more than 280 million pallets and 40 million containers from a global network of service centres.


· Developed & led new plastic crate business across Europe from scratch to over €120m sales

· Set up CHEP Middle East and doubling year first 3 years sales targets
· Project managed new software tools
· Launched first major improvements to CHEP pallet leading to over €7m per year cost savings

· Managed large acquisition negotiations and due diligence

· Developed and launched new major improvement to CHEP service offer in the USA, based on individually tracking each pallet
· Received industry awards for best global RFID implementation

· Contributed to the development of  the Auto-Id Centre from 5 to 300 members including many leading global packaged good manufacturers (P&G, Kraft, …), and leading global retailers (Wal-Mart, Target, Tesco,…) and the transformation into EPCGlobal as part of GS1
CARREFOUR BELGIUM/GB: Managing Director
1997-1998 
Leading Belgian food and non-food retailer. 

· Developed new positioning and implemented it regionally achieving additional 15% sales and 14% EBIT growth

· Developed & implemented a productivity improvement leading to immediate 5% cost reduction 

· Increased dynamism of organisation; introduced sales reporting system, weekly sales meetings,…
WICKES BUILDING SUPPLIES: Managing Director Continent
1993 - 1997
Leading home improvement/DIY & garden chain in the UK, Benelux and France ± 140 stores.
1. Marketing Director UK
1993 - 1995
· Recommended & deployed new strategy leading to sales growth of 35 % per year.

· Introduced new retail techniques (sales monitoring, price panels, seasonal Sales etc.)

· Managed large projects salesforce (Kitchens, Conservatories, Bathrooms)

2. MANAGING Director Continent    Sales of €160 million - 750 employees
1995 - 1997
· Full change management including development and implementation of  new strategy and organisation resulting in first sales & share growth

· Renegotiated top suppliers trading terms and implemented large cost saving plan

· Successfully introduced new back-end retail system and POS system

· Led the sales process of the business to Bricorama.
 DIXONS: Marketing Director White Goods (sales £ 300 million)
1991 - 1993
Dixons is the leading electrical retailer in the U.K.
· Relaunched all white goods categories (washing machines, ovens, toasters, fridge’s etc.) leading to record sales and first market share growth after many years of decline.

· Sponsored new management information system as well as new distribution strategy.

· Set up successful promotion and marketing campaign

· Implemented aggressive strategy leading to closure of two competitors (Rumbelows, Clydesdale).

BAIN & Company: Management Consultant
1989 - 1991

Bain & Company is one of the leading US strategy consulting companies, based in London.

Assignments included:
· Information services conglomerate: Across Europe - Successful joint venture set up 

· Industrial services company: Germany - Developed and implemented a business unit strategy.

· Beverages: Across Europe -Managed team that analysed the European market and recommended strategies.

· Paper manufacturing: Across Europe – Major cost reduction across all plants based on reorganisation of processes and investment program

· Chemical manufacturer: Across Europe - Formulation of European marketing strategy

· Marketing services organisation: Global - Prepared corporate and financial overview

· Engineering: Europe - Managed team that recommended strategy and helped implementation
Procter & Gamble Belgium: Brand Manager
1984 - 1988
· Brand Assistant - Developed & introduced first European introduction of liquid detergent ball

· Sales Manager - Sales responsibility for the Western-Flanders sales district

· Assistant Brand Manager - New advertising campaign for Dash resulting in record share levels. Successful launch of scouring cream. Managed and implemented new European design project

· Brand Manager -Launched GINI soft drink into grocery trade.

 
EDUCATION

· MBA(Vlerick Business School Gent Leuven)part time while at P&G: Distinction
1985 - 87

· M Sc. Commercial Engineer (SOLVAY - Free University Brussels): High Distinction
1981 - 84

Completed last year of University at same time as military service

· B Sc. Candidate Commercial Engineer (SOLVAY): High Distinction
1979 – 81


PERSONAL
· Born on February 18th 1961, Antwerp Belgium. Belgian national. Married British wife, 4 children
· Military service: Technical Department of the Landforces combined with last year University

Non-Executive Board positions 

· Sureca and Contraload 
Active

refereNCEs:

1. Tim Parker, Chairman Samsonite

2. Michael Teacher, ex-CEO Ontex
3. Frank Coenen, CEO ASK Chemicals
4. Theo de Kool, ex-CEO Univeg, and CEO Blokker group

5. Steven Buyse, Partner CVC

6. Hein Deprez, Chairman Greenyard Foods
7. Chris Lebeer, Chairman Sprimo, ex CEO ACV, ex-Chairman Betafence

8. Harmen Geerts, Partner H2
9. Gideon Feiner, CEO Polymer Logistics

10. Christian Dumolin, CEO Koramic
Change & Turnaround Manager





Lean Process redesign & Selective automation





Service level redefinition 





Program Management Office





M&A bus.plan, due diligence, integration





Supply Chain & Procurement expertise





Sales & Marketing expertise





Strong practical, strategic & creative thinker





Fast and sustainable turnaround of loss making business





Account management, sales effectiveness and growth across many countries





Supply chain architecture, logistics reliability, sourcing and cost reduction





Identify cost reductions through Lean process review, suppliers review, procurement and right-sizing 





Manage business downsizing and closing of sites





Lead acquisition identifications, valuations, due diligence and integration





Marketing strategy & deployment





Outsourcing production including finding target and project manage deployment





Program management office and project management





Retail operational execution and lean transformation in sourcing, logistics, and in-store





New markets/segments attractiveness analysis





Fluency in English, French, Dutch and German





Wollux





Large Flowers supplier








Logistics





Carpets Supplier





As CEO successfully restructured leading to sale at double original value 





Non Food Retailer





Managed acquisition and full integration of competing company





Set-up Plastics business to €120m sales in 3 years and profitable as first year





3PL





Succesful splitting and sale of external business





In 4 months halved €7m loss with deployed plan for break even within 12 months





Strategic plan reversing 5 years of loss and leading to renewed strong profitability





Identified & managed process leading to €20m cost savings (new supply chain & logistics, outsourcing production, redundancy program in several countries, …








Luggage supplier





As interim CEO, turnaround with 65% EBITDA growth, and strong sales growth





Printer





Successful marketing launch plan oncology drugs establishing BI as leading supplier





Pharmaceuticals





Packaging Supplier





Restructured & lead Int’l marketing & sales organisation leading to strong growth 





Electronics Supplier
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