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1. Personal Profile

I am an experienced Programme Manager / Management Consultant with a successful track record in change management, process improvement initiatives, procurement, bid management and cost reduction programmes across a diverse range of business sectors; this has included FMCG, MCR (multi-channel retail), waste management, logistics, construction, public sector, international property, restaurants, eFulfilment, mail order, specialist healthcare, computer manufacturing, mobile communications and computer software. 

I have very strong interpersonal skills and I am excellent at developing close working relationships with client sponsors and stakeholders at all levels, including main board. My proven track record of programme and project delivery is combined with good team building and leadership skills. My approach to problem resolution is both structured and practical. 

I have a broad range of commercial skills combined with the drive, commitment and dedication to succeed. When dealing with others I am a natural communicator with high level negotiation and presentation skills.

2. Summary of Key Skills and Competencies
· The ability to come into an organisation and to immediately hit the ground running.

· Extensive programme and project management experience using Prince2 standards.
· Process mapping and process improvement capabilities.

· Considerable commercial experience in bid management, this includes managing bid teams and responding to PQQ’s, RFI’s and RFP’s.
· IT Business Analysis skills that include preparation of detailed business requirements definitions (BRD’s) as well as the ability to specify data flows and file formats for system-to-system data transfer.  
· Procurement experience across diverse sectors such as FMCG, retail, logistics, construction, healthcare, IT applications and IT services. This includes the capabilities to carry out extensive due diligence and risk assessment activities. 
· The ability to negotiate commercial contracts including the set-up of complex Framework Agreements.

· Building and maintaining strong relationships with clients, stakeholders, suppliers and third party organisations.

· Management Consultancy experience from within a ‘blue chip’ customer base.   

· Formulation, implementation and reviews of business / supply chain strategy.

· Strong financial background including Business Case Development, Business Planning, Budgetary Development, Cost Modeling, Profit & Loss, Commercial Auditing, KPI Development and Financial Reporting.

· Able to work at a hands-on and or senior management level dealing with staff from shopfloor to Chief Executive.

· Organisational Design, Change Management / Transitional Planning and Business Process Re-engineering (BPR).

· Business development and sales experience.
3. Recent Assignments - Independent Interim Manager / Consultant 

3.1 Philip Morris International (Repeat Client From Jan-15 to June-17)

Since January 2015 I have been involved in a number of full time assignments on behalf of the largest player in the Tobacco industry, Philip Morris Limited. This was to support them during a significant period of change brought about through a combination of rapidly evolving market conditions, changes to legislative restrictions as well as the launch of new and exciting products aimed at reducing the risk to the consumer.
3.1.1 Consultant Special Projects for New Product Launch – (Nov-16 to June-17)
With the launch of a revolutionary new electronic tobacco-based product, I was brought in to support the following special projects:

Defining Operating Model for New Product Launch: As part of the launch of a new electronic tobacco product in the UK, I was brought in to define the Target Operating Model (TOM) and its supporting processes. This involved working closely with in-house teams as well as 3rd party service providers in order to establish how the Operating Model should be defined as well as understanding the core processes and IT Systems that were required to support it. This spanned, Retail, Telephone, eCommerce and Mobile (Field based to consumer) sales channels.
Expanding and Refining Services with 3rd Party Providers for Logistics and Call-centre: This involved the refinement of existing services that were supporting the Retail and Telephone sales channels as well as introducing a new Reverse Logistics capability via the Royal Mail that was capable of supporting refunds, exchanges as well as the corrective actions involved if wrong products were supplied. With this being an electronic based product, inspection and fault identification capabilities were also introduced so that warranty claims could be made against the 3rd party manufacturer.
Implementation of Mobile Selling (Field Based) Capabilities: This involved the selection of 3rd party service providers to manage the provision of stock as a Philip Morris Ltd. reseller whilst also providing the Mobile EPOS technology required to sell to customers in the Field. This was rolled out to 200 Field based sales personnel.

This also required putting in place via the support from the Legal and Procurement Teams a complex Framework Agreement that enabled the successful expansion of these services into both Retail (permanent outlets and pop-ups) and Event Management channels.
3.1.2 Programme Manager - Field Force Transfer from 3rd Party Provider (Jan-16 to Nov-16)

As part of a strategic initiative aimed at improving the effectiveness of the Field based Sales Force, I was brought in to manage the process of transitioning them from a 3rd party service provider to becoming in-house employees; this involved the following activities: 
· The mobilisation of a cross-functional Programme Team (Regional Sales, HR, Payroll, Procurement, Training, General Services and Legal).
· To provide the Senior Management Team with a monthly update to report Programme status.  
· The Programme included an optimisation phase as well as TUPE to affect the final transfer of the remaining employees (circa 170 people). This inevitably resulted in a series of redundancies that also had to be managed as one the Project’s deliverables.
· To manage alongside HR the development and implementation of a new pay structure and bonus scheme. This also required the development of new IT application (via a 3rd party) that was required to manage bonus eligibility, bonus authorisation as well as the bonus calculations for each employee based on predefined national sales targets.
· To oversee the procurement of a new car fleet as well as conducting the pre-evaluation of cars (across 3 x different types) in the Field.
· To work closely with HR and Legal to ensure that the TUPE process was carried out to the letter of the Law.
· To manage the exit from the existing 3rd party service provider. This required multiple changes to the contract as part of the exit management planning activities and covered the provision of cars, car insurance as well as phones, SIM cards and other equipment.
· To manage alongside both HR and Legal the creation of new contracts of employment; these were needed for the employees (3 x different job roles) who were transferring across.
· To determine which services should remain with the 3rd party service provider as it was not possible to transition them all due to an extremely aggressive timeline. This required working closely with Legal and a 3rd party Law Firm in order to establish what a new contract for a residual set of services should look like.
· To work closely with Finance to identify any exceptional costs that had not previously been considered when the original scope of the Project was drawn up.
3.1.3 Workstream Lead – Exit Management & Commercial Development (Jan-15 to Dec-15)  
As part of a major programme aimed at redefining the strategic direction of the UK business I was brought in to manage the following activities:

· To prepare a PID (Project Initiation Document) to define the scope, timeline and deliverables for the Workstream. To obtain PID sign-off from both the Managing Director and Programme Director along with the mobilisation of a cross-functional Workstream Team from Sales, Supply Chain, Finance, HR, Marketing and Legal.
· To prepare a Briefing Document that scoped out the exit management requirements as the existing contract had no Exit Management provisions. This was then used by the Legal Teams (from both parties) to prepare an Exit Management Addendum as well as defining the scope for performance related bonuses that would be paid at the end of the contract. 
· To engage with the existing service provider in order to prepare and execute the Exit Management Plan. This was a complex activity as the existing service provider had an end-to-end capability in place that supported the entire order life-cycle from order placement, provision of warehousing, distribution and van sales through to the billing the end customer. This capability was in place to support Wholesale, Key Account Retail customers as well as the General Trade (the smaller Retailers and Independents).
· This involved transitioning services to new in-house capabilities, planning customer cut-over dates as well as the development of the communications materials needed to manage this as seamlessly as possible.
· To manage the development of the commercial documentation needed to support the sales function, thus enabling them to sign-up customers (previously supported by the service provider) to their own trading agreements / terms and conditions of trade.
· To put in place and to manage a Commercial Forum (consisting of representatives from Finance and Sales) which had the responsibility for handling customer pricing disputes that were occurring during the customer sign-up process. The Forum ensured that sufficient due-diligence was applied to the resolution of pricing disputes, thus ensuring that decisions were based on a balance of factual information / commercial insight.  
· To manage the development of pricing documentation (based on a Pricing Group structure as developed by Finance) so that they could be used as attachments to the trading related documentation referred to above.   
· To manage the development of supporting documentation such as Price Lists, Brochures and new Customer Sign-up Registration Forms (in the form of a Pack). This required working with in-house stakeholders from Sales, Marketing, Finance and Legal as well as the 3rd parties required to produce them / distribute them.  
3.2 Homebase – Expansion of MCR (Oct-14 to Nov-14)

This was a short-term assignment to assist in the preparation of a Business Case for the expansion of MCR (multi-channel retail) capabilities. This represented a major investment for the business (circa £20-£25m) and my role was to identify / define the following details that would be used to support the overall business case: cost reduction opportunities, revenue enhancement opportunities, training costs for store staff, costs for the provision of POS and in-store signage as well as the costs for providing additional customer support (at the Call Centre).  
3.3 Tesco F&F – Expansion of Online Businesses (April-12 to Oct-14) 
Over a period of 2.5 years I was involved in a large programme aimed at the expansion of the Clothing Online business; this was on both a domestic (UK) and an international basis. I worked as Consultant on a number of diverse projects, the details of which are summarised below:

· Carried out a review of the School Uniform Embroidery Services business as part of the preparation for migrating it onto the Tesco Direct Online Platform. This included the definition of the Operating Model (as-is and to-be) as well as documenting all supporting processes, provision of third party services and IT systems.
· Working with F&F business and IT Teams to develop new capabilities for their existing F&F Online Platform. These included improvements in system to system integrity to ensure no data loss, improved returns management processing (circa £0.5m saving per annum), scoping of new personalisation services, new channel development via the introduction of in-store Kiosks and international Platform expansion to 36 new countries.
· Working with business, procurement, legal and IT Teams to run a strategic procurement project for a combined CMS (Content Management System), DAM (Digital Asset Management Store) and CDN (Content Delivery Network). I ran the procurement project from preparation of the RFP, completion of supplier assessment (with key stakeholder involvement) / shortlisting through to recommendation of preferred supplier.
· Worked with F&F Finance, VAT & Tax and IT Teams to develop new Finance and VAT capabilities for new F&F Online Platforms rolled out to both Eire and Poland.
· Working with F&F Finance and IT Teams to develop new tender reconciliation capabilities; this was to ensure that all transactions tendered through the new Online Platforms (in Eire and Poland) resulted in funds being deposited in their requisite Bank Accounts (via various Acquirer Banks across 2 x levels of reconciliation).
· Working with F&F Finance and IT Teams to develop new end-to-end Finance processes that were planned to make a step-change in improving financial integrity / accuracy for F&F’s Online businesses. Unfortunately, due to a budget reduction these were only partially implemented.    

4. List of Previous Clients
· Biffa Waste Services Sept-11 to Feb-12
· Unipart Group (repeat client with a mixture of full-time and part-time assignments) Apr-07 to April-11

· L&M Building Services Aug-10 to Sept-10

· Tesco Entertainment Online May-10 to July-10 

· CEFAS (Centre for Environment, Fisheries and Aquaculture Science – Part of DEFRA) July-09 to Dec-09
· Romac Technical Services Jan-09 to May-09
· Headlands International Feb-09 to March-09
· Brett Landscaping Products Sept-08 to Oct-08
· Ping Pong Restaurants Jul-08 to Sept-08
· Norbert Dentressangle Jul-08

· MandM Direct May-08 to Jun-08
· Unipart Expert Practices Jan-07 to Mar-07

· Brookdale Healthcare Jul-06 to Dec-06
· Sun Microsystems Oct-04 to Feb-06  
· DHL Freight Oct-03 to Sept-04 
· iForce Group Jan-03 to Apr-03
· O2 Mobile Communications Aug-02 to Dec-02
· Securicor Omega Logistics Jul-02
· Logiscotec Limited Feb-02 to May-02
· McIntyre and King Limited Jan-02 to May-02
· Ryder Logistics Oct-01 to Dec-01
Case histories relating to assignments for the above client list are available on request. 

5. Previous Career

2000-2001 
CMG Admiral UK Limited – Management Consultant Retail, Supply Chain, Logistics and Post Business Unit 
1997-2000 
Logica Limited – Management Consultant Retail and Supply Chain Practice

1992-1997
IT Sector – Various Roles (Warehouse Management Systems)

1995 - 1997 
Calidus Systems – Business Development Manager

1992 - 1995 
LIS (now Red Prairie) – Operations Consultant

1982-1992   
3PL Sector – Various Roles Federal Express Business Logistics 

1990 - 1992 
General Manager – Matchbox Toys Contract

1989 - 1990 
General Manager (NDC) – Champion Automotive Contract

1988 - 1989
Administration Manager – Ferguson Contract

1986 - 1988
Project Manager – Head Office (Bedworth)

1985 - 1986
Operations Manager – Rowenta / Sunbeam Contract

1984 - 1985
Assistant Transport Manager – Cow&Gate Contract

1982 - 1984 
Traffic Clerk – Cow&Gate Contract
6. Qualifications / Membership of Professional Institutions / Other
1992 - Member of Chartered Institute of Logistics and Transport (CILT)
1989 - CPC International Road Haulage Operations 

1985 - CPC National Road Haulage Operations

1980 - 1982 - ‘A’ Levels History, Geography and English Language

7. Personal Details

Nationality: 


British                                        
 

Date of Birth:

15 March 1964

Marital Status: 

Living with Partner

Health: 


Excellent

8. Leisure Interests
I enjoy playing 6-a-side football and squash. I also like reading, motor sport, cars, DIY and skiing.[image: image1.png]
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