

Colin Shearn is experienced in:

· Strategy, Business Planning and Business Integration to deliver Transformational Change
· Supply Chain Improvement in global businesses

· Programme Management in multi-workstream complex environments

Strategy, Business Planning and Business Integration that delivers Transformational Change
Colin works across a business to identify how it can be optimised – by incremental and transformational change. He excels in designing and implementing integrated strategies and plans that optimise a business’ potential. He has extensive commercial experience in global blue-chip and national organisations in both the private and public sectors.
Examples: 

· Associate Consultant with global “top 3” strategy consultancy
· Global VP of Strategy and Business Planning at DHL – coordinated the development of a globally consistent and integrated strategy for £25bn business 

· Director of Production Planning for BT – managed a team of 140 planners responsible for 7,000 engineers. Developed S&OP process and an integrated corporate planning process
· Setup and ran new businesses e.g. SC Johnson Poland – started from scratch and in three years became the fastest growing & most profitable business worldwide
· Developed European Media sector strategy for UTL 
Supply Chain Continuous Improvement

Colin has worked in operational and consulting roles across the supply chain in the Consumer, Technology, 3PL, Industrial and Public Sectors. He is a supply chain “fixer” and excels in supply chain optimisation by integrating operations and planning components right across the supply chain so they are aligned and deliver maximum value. This could be to customers (e.g. Product & Service Improvement) and internally (e.g. Operational Performance Improvement, Cost Reduction, Spend Avoidance). He has led process mapping and “lean” projects and his Supply Chain expertise has been sought by organisations including the DH to lead a £10bn supply chain improvement and procurement/logistics outsourcing programme. 
Examples: 

· Operational supply chain management experience in blue-chip businesses e.g. Mars, Unilever, SC Johnson, UTL, BT and DHL
· Director of Procurement at Energis 
· Led supply chain improvement programmes at Nortel, Compaq and Sky

· Setup supply chain operations in UK, Poland, Sweden, China & Singapore
Programme Management

Colin has established and managed large multi-workstream global programmes covering all business functions. He is effective at leading teams and working with stakeholders at all levels. Colin uses his commercial and procurement experience to develop innovative and commercially strong solutions. His experience of public sector project management and procurement (e.g. OJEU) means his advice is frequently sought by organisations such as McKinsey. 
Examples: 

· Managed 11 parallel global projects for Ericsson covering all business functions

· Led the process to outsource a 10 year/£10bn contract from the DH under OJEU
· Ran a programme at DHL to develop a globally consistent and integrated strategy for £25bn DHL business
Axite Ltd – Consulting/Interim:

Oct 11 - Present 

Global Strategy Consultancy – Associate Consultant
Jul 11 - Present

Colin has supported a Tier 1 strategy consultancy on a number of bids as he brings operational experience to the team and credibility when presenting to clients. He has also supported benchmarking and diagnostic programmes to identify procurement savings for £2bn spend. Company and engagements are under non-disclosure.
Skills: Strategy, Target Operating Model, Diagnostics, Business Case development, Bids, Sales 

NHS – Contracts Director
Mar 13 – Sep 13

Challenge: Surrey and Sussex Commissioning Support Unit (CSU) was being disbanded with commercial responsibility being transferred to newly formed Clinical Commissioning Groups (CCGs). Colin assisted the CSU then transferred to the receiving CCG to ensure a smooth transition of 170 contracts/£220m spend. Colin:
· Evaluated contracts and identified those not fit for purpose
· Tendered and negotiated 11 contracts with suppliers (£20m spend)
· Prepared & ran Account Management and Negotiation Training workshops
· Developed a strategic approach to encourage more local healthcare providers to the market
Outcome: The transition from CSU to CCG was not smooth as there had been insufficient planning and a shortage of resources. However, Colin ensured that the CCG could operate from day one and stabilised the situation by providing training and coordinating planning with Finance.

Skills: Procurement, Contract Negotiation, Training & Development, Operations Management, Process Improvement
UTL – Director, Technology/Consumer Sector
Mar 12 – Mar 13
Challenge: UTL is a £200m tech company (part of Unipart Group). It provides technical and logistics services to companies like Apple, Sky & mobile operators. Colin was brought in to establish the Media/Tech sector, expand into Europe and manage UK multi-site operations (£70m P&L, 750 staff).

· Managed UK multi-site operations, recruited staff, set objectives & metrics
· Executive lead for Apple & Sky C level relationships
· Developed sector strategy - Channel strategy & developed opportunities (Amazon Kindle, Virgin Media, LG)
· Negotiated warehouse consolidation (three to two) with landlord and developed transition plan
Outcome: Colin established the sector strategy and used his network of contacts to develop a pipeline of opportunities in Europe. He established new relationships with more senior Apple representatives and grew the business by 15% in 10 months. He also renegotiated a 5-year/£60m contract with Sky.
Skills: P&L Management, Operations Management, Efficiency Improvement, Strategy Development, Business Development, Contract Negotiation, Business Transformation, Leadership, M&A, Sales, Relationship Development
___________________________________________________________________________
BT – Permanent:

Nov 10 – Oct 11 

Director of Production Planning, Service Delivery
Nov 10 – Oct 11
Challenge: BT needed to reduce operating costs yet it had a long backlog of engineering work. It needed a better planning capability to ensure service levels were met and engineers were better utilised. Colin:

· Managed day-to-day planning for multi-site engineers (140 planners responsible for 7,000 engineers)

· Designed and implemented a new demand forecasting/S&OP process, including building new planning applications

· Trained his team in forecasting and supply chain planning techniques 

· Conducted a number of “Lean” programmes to identify root causes of inefficiency

· Shaped BT’s programme with McKinsey to develop a corporate business planning process integrated with financial & operational planning. Passed programme to McKinsey consultants and provided operational guidance

Outcome: Identified reasons for BT’s service failure (short of 450 engineers). Better corporate forecasting allowed operational teams to plan better and more efficiently utilise resources.
Skills: Process Design, Process Improvement, Planning, Strategy, Leadership, Sales & Operations Planning
___________________________________________________________________________
DHL – Permanent:

Aug 07 – Oct 10 

VP Account Development, Global Consumer/FMCG Sector
Oct 08 – Oct 10
Challenge: Global customers want a globally consistent relationship and service from DHL. Using the tools developed in Colin’s earlier Strategy and Planning role, he:
· Designed a consistent Account Planning and Account Management approach 

· Developed a global Consumer Sector strategy – Vision, products/services, targets & short term objectives

· Generated material to support the approach e.g. Coaching, Training & Communications

· Coordinated development with global Operations improvement teams – Lean, process design, planning
Outcome: The approach was piloted with £600m of DHL FMCG business (Unilever, P&G, Kraft & SC Johnson). This included DHL/customer alignment on strategy, metrics, reporting and commercials and avoided numerous competitive bid requirements. The programme greatly simplified the business and delivered 34% sector revenue growth. Average deal size and EBIT doubled vs previous year and service levels to customers improved.

Skills: Strategy, Planning, Process Design, Stakeholder Management, Relationship Development, Sales
VP Global Strategy and Business Planning
Aug 07 – Oct 08
Challenge: DHL had acquired several global businesses but they work independently and were managed as a matrix (e.g. by product, by sector and by country). This resulted in inconsistent planning and inefficiency. An integrated strategy and a new business planning process were needed. Colin:
· Designed and implemented a repeatable planning methodology that integrated corporate, country and product plans and aligned them with financial plans/budgets

· Ran regional workshops to train teams to use the methodology/toolset

· Led a forecasting and analysis team to evaluate market and product opportunities

· Established operations in low cost countries (China & Brazil)

· Supported development of DHL’s global lifescience strategy + opened Pharma operation in Singapore

· Member of DHL’s EMEA M&A board

· Acquired & became NED of DHL’s carbon/environmental business

Outcome: The new planning process integrated £25bn business and ensured that operational/financial plans were aligned. It also changed the corporate culture and centralised many of the corporate functions in Bonn, the global head office. Colin then worked for DHL’s CEO in Bonn to provide Operational input to a McKinsey team developing DPWN’s £60bn corporate strategy.

Skills: Strategy, Business Planning, Stakeholder Management, Opportunity Assessment, Learning & Development, M&A, Commercial, Leadership
___________________________________________________________________________

Axite Ltd – Consulting/Interim:

Sep 02 – Aug 07

Vitasheet – Business Turnaround
Sep 06 - Jul 07
Challenge: Vitasheet is a European industrial and consumer plastics business. It was acquired by TPG (PI company). Colin joined the Vitasheet board to design and implement a turnaround plan. This included:

· Defining a target operating model and financial blueprint

· Identifying cost reduction opportunities

· Planning and managing the transfer of UK production to other European sites (210 staff, 10,000 t production) while maintaining service levels and retaining UK customers
· Leading the construction of a manufacturing site in Italy

Outcome: Delivered on time, to budget and met service requirements. Operating costs were reduced by 18%.
Skills: Financial Planning, Strategy Development, Manufacturing Relocation, Cost Reduction, Project Management, Business Transformation, S&OP
NHS Bio Products Laboratory – Commercial Advisor
Apr 06 – Jul 06
Challenge: Bio Products supplies blood & plasma products to the NHS. It wanted to identify new commercial opportunities for its products. Colin was tasked with researching opportunities which included:

· Identifying new sources of blood following CJD (Mad Cow disease) restrictions
· Identifying markets where plasma products could be sold
Outcome: An alternative source of blood was identified and a model developed based on how blood could be fractionated into products and the revenue these products could generate.
Skills: Market Analysis, Opportunity Assessment, Business Case Development, Business Transformation
Department of Health – Commercial Director, Supply Chain Outsourcing
Aug 04 – Apr 06
Challenge: The DH wanted to outsource NHS Logistics and Procurement to the private sector (£700m sales per year, 33m orders to 8,000 points) to release funds for patient care. This was one of the government’s largest outsourcing deals and it wanted the process to run smoothly so that further privatisations would not be compromised. Colin:

· Shaped the supply chain opportunity and managed the bid process through to contract award (under OJEU)
· Evaluated category spend and cost reduction opportunities in the private vs public sector

· Introduced an innovative commercial model that incentivised collaboration and negotiated all commercials and legal terms with bidders 

· Provided advice and information to Ministers, stakeholders and union representatives
Outcome: A 10 year/£10bn deal with £1.8bn savings was completed that has so far delivered £900m benefit to the NHS. Good relationships were maintained with Ministers and Unison while 1,500 staff transferred to private sector.

Skills: Programme Management, Stakeholder Management, Process Design, Contract Negotiation, Bid Management, Public Sector Procurement, OJEU, Business Case Development, Shared Services, Leadership
Synstar – Programme Manager, Shared Services Implementation
Feb 04 – Jun 04
Challenge: Synstar provides data storage and IT support services. It needed to reduce its operating cost and simplify its business by implementing a shared service approach. Colin’s task was to identify opportunities for performance improvement and programme manage the transition from national organisations to a shared service model. Colin:

· Designed a new Target Operating Model

· Developed and maintained transition plans and the overall business case

· Worked with country managers and stakeholders to agree plans and mitigate risks

Outcome: The blueprint was established and the transition programme started. During the programme, Synstar was acquired by HP and the programme was put on hold while HP decided on future strategy.

Skills: Programme Management, Business Case Development, Cost Reduction, Transition Planning, Business Transformation, Shared Services
Energis – Procurement Director
Mar 03 – Jan 04
Challenge: Energis (£800m telco business) was refinanced by investors and the business needed to be quickly restructured to make it commercially viable. Colin was brought in to:

· Identify causes of failure, then to design and implement a new Procurement organisation
· Establish strategic sourcing relationships with the top five suppliers

· Manage the day-to-day procurement function as Procurement Director and recruit a permanent replacement

Outcome: The procurement organisation was stabilised and infrastructure assets were reduced by 60% to £600m and procurement savings of £5m were achieved. The relationship with strategic suppliers was transformed from an antagonistic to a collaborative relationship.
Skills: Procurement, Operations Management, Supplier Relationship Development, Process Development, Cost Reduction, Business Transformation, Training & Development, Leadership
Crane Telecoms – Supply Chain Expert
Sep 02 – Dec 02
Challenge: Crane Telecoms had grown quickly in the tech sector boom and needed to reduce its costs as the market tightened. Colin was in a team of three who:
· Conducted a financial analysis and developed a target operating model for the business
· Mapped the businesses supply chain processes and identified lean process opportunities

· Conducted a Direct and Indirect inventory audit to identify disposal opportunities

Outcome: The business survived the market downturn (when many of its competitors didn’t) and grew to be one of the UK’s largest independent telecoms resellers.
Skills: Process Design/Lean, Business Case Development, Procurement, Cost Reduction
___________________________________________________________________________

Accenture – Senior Manager, Operations & Supply Chain:
Jan 98 – Sep 02
Warner Music/EMI – Strategy & Business Integration  
Jun 02 – Aug 02
Challenge: The global music CD market was declining as music sales moved online. EMI had failed in a merger with BMG and now wanted to consolidate CD production with Warner Music. Colin led a team working with the EMI and Warner Music Boards to shape what a combined CD manufacturing business might look like. 
· Developed Target Operating Model, financial plan and business case

· Presented proposals to both parties

Outcome: The analysis formed the basis of EMI and Warner Music’s decision to develop several joint manufacturing sites. EMI then bought Warner Music in 2003. 

Skills: Strategy, Target Operating Model, Business Case, Stakeholder Management, Commercial, Cost Reduction
Sun Microsystems – Process Improvement  
Jan 02 – May 02
Challenge: Sun Microsystems generated significant revenue from hardware lease and maintenance agreements. Working with finance providers (GE Capital and Societe Generale), it wanted to improve the customer request to approval process. Colin led the team that:
· Documented existing processes

· Identified areas for process improvement and process waste

Outcome: A new lean business approval process was developed and a preferred provider selected based on their ability to implement the new processes.

Skills: Project Management, Stakeholder Management, Process Design/Lean, Commercial
Sky – Business Performance Review
Jun 01 – Sep 01
Challenge: Sky had grown to 8m customers. Growth had plateaued and it needed to reduce its cost base to maintain profitability. Colin proposed and won Accenture’s first engagement with Sky to conduct and end-to-end business opportunity assessment which included Operations, Finance, Customer Contact, Media Development and IT. 
· Developed relationship with HR Director to open an opportunity to present to Sky Board 

· Led business Opportunity Assessment and developed outline Target Operating Model and Business Case

· Presented findings to Sky Board and gained approval for a two year engagement

Outcome: Colin’s work led to a relationship between Accenture and Sky that generated £10m fees for Accenture.
Skills: Relationship Development, Opportunity Assessment, Business Case, Stakeholder Management, Strategy, Cost Reduction, Leadership
Telewest & ntl: - Shared Services Development
Apr 01 – Jun 01
Challenge: Telewest and ntl: provided cable media services in the UK to different geographies. There was an opportunity to reduce costs by developing shared services. Colin led an evaluation that:

· Identified shared services in Procurement, Spare Parts, Distribution and IT that could deliver £10m savings

· Conducted a category spend review

· Developed an Target Operating Model and business case 

Outcome: Shared services were implemented in Procurement. In 2003, both companies started a formal merger.
Skills: Shared Services, Procurement, Opportunity Assessment, Business Case, Strategy, Business Transformation, Target Operating Model
Nortel – Global planning improvement programme
Mar 00 – Feb 01 

Challenge: Nortel needed to dramatically improve its planning processes as it could not meet market demand yet it had inefficient production plants and high levels of wastage. This required a fundamental review of the entire supply chain from order generation to component manufacturing. Quick fixes were needed as well as development of best practice processes, systems and skills. Colin led three projects that:
· Established a programme to re-train sales teams – Account Executives were promoting products that had long lead times rather than what was in stock

· Redesigned component demand planning process and implemented an internet solution within two months that reduced order leadtime by three months and component wastage by 80%

· Conducted category spend analysis, implemented eAuctioning and outsourced European field maintenance, warehousing & transportation, saving £30m

· Provided functional design for a global SAP Purchasing/Finance ERP system

Outcome: Initially, the changes implemented helped Nortel to sell more. When the tech marked collapsed, it enabled Nortel to better manage its inventory (by minimising obsolescence) and reduce it manufacturing capacity.
Skills: Process Design, Bid Management, Programme Management, Procurement, Outsourcing, Supply Chain Improvement, Business Transformation, Strategy, Cost Reduction, Leadership
Compaq – Global Programme Director 

Nov 98 – Jan 00
Challenge: Compaq acquired Digital and Tandem Computers. It wanted to standardise after-sales service processes, drive efficiencies of scale and outsource non-core activities. Colin led the EMEA part of the programme which:

· Mapped existing processes and developed a target operating model for field service and repair operations

· Built a business case and savings plan to support the Target Operating Model
· Managed a global bidder selection process and was based in the US for three months to coordinate negotiations between Compaq’s board and the preferred bidder

Outcome: Contract negotiations were conducted with DHL/Exel/UPS to outsource transportation, warehousing, field engineering, repair and materials recovery operations. A hybrid solution was developed which achieved $26m per year savings and released $11m capital from the sale of assets.
Skills: Programme Management, Process Design, Business Case, Bid Management, Outsourcing, Commercial, Cost Reduction, Leadership
Ericsson – Global Programme Director 
Jan 98 – Nov 98
Challenge: Ericsson was growing rapidly. It wanted to transform its business and had identified a number of capabilities it wanted to implement globally. Colin led a programme of 11 global projects which included:
· Design and implementation of a global Customer Relationship Management tool (Vantive CRM)
· Design and implementation of a handset repair process

· Design and deployment of a new product launch process and an innovative retail in-store service concept
· Outsourcing of spare parts management
Outcome: Colin managed the project teams and PMOs, developed and maintained the business cases and reported weekly progress to the Ericsson management committee. He lived in Sweden for a year to be fully embedded in the organisation. Ericsson transformed in a year and moved from a manufacturing to a value added services business.

Skills: Programme Management, Business Case Development, Process Design, IT Implementation, Bid Management, Outsourcing, Strategy, Supply Chain Improvement, Business Transformation, Leadership
___________________________________________________________________________

SC Johnson – Permanent:

Nov 89 – Jan 98 

Business Manager, Poland
Nov 94 – Jan 98
Challenge: SC Johnson wanted to expand into Central Europe as the market opened up. With only two weeks’ notice, Colin moved to Poland and:
· Recruited and trained staff (Accounting, Purchasing, Distribution, IT & Sales)
· Put in western business processes (GAAP Accounting, Demand planning, Inventory Management, Marketing, business controls in a hyperinflationary economy)
· Built a new warehouse and office

Outcome: From operating out of garages, the business became the most profitable and fastest growing SCJ business in the world and grew to $40m in 3 years with revenues of more than $1m/employee – six times the average in SCJ.

Skills: Leadership, Strategy, Planning, Process Design, Operations Planning & Management, Training & Development, New Business Startup. Business Transformation
Marketing/Operations Co-ordination Manager, Europe
Oct 93 – Nov 94
Challenge: SC Johnson wanted to consolidate national manufacturing into two European hubs to supply national sales businesses. This exposed many inefficiencies and opportunities to simplify the business. Colin worked in the Netherlands and coordinated activities between Production and Sales/Marketing teams. This included:

· Standardising packaging to increase production efficiency e.g. multilingual labels, common bottle sizes
· Changes to product formulations away from national variations to a common standard

· Implementation of a product costing methodology that charged marketing businesses for the cost of complexity for non-standard products

· Development of business cases for new production plant
Outcome: Product range was reduced by 30%. Volume efficiencies justified investment in flexible high speed packing lines.
Skills: Procurement, Project Management, Product Development, Operations Planning, Finance, Sales, Marketing, Business Transformation, Cost Reduction
Global Supplier Contract Manager, Software
Jul 92 - Oct 93
Challenge: SC Johnson was implementing BPCS ERP globally but vendor contracts were being negotiated nationally. There was an opportunity to reduce costs by securing a global contract and to use this leverage to add functionality into upgrades that multinationals needed. Colin:
· Established a European “user group” of multinationals to define functional requirements

· Negotiated a 20% volume discount on the global contract

· Communicated with SC Johnson teams when functionality was to be added

Outcome: Colin delivered £250k procurement savings and ensured the application met user requirements.

Skills: Project Management, Contract Negotiation, Stakeholder Management, Procurement
Business Improvement Manager – Africa, Middle East & Central Europe
Nov 89 – Jul 92
Challenge: Developing countries could not afford country based foreign resources so Colin acted as an “Internal Consultant” responsible for operational improvement projects in eleven countries (Nigeria, Ghana, Kenya, South Africa, India, Egypt, Turkey, Greece, Cyprus, Saudi Arabia, Ukraine). This included:
· Implementing a new ERP IT system in South Africa

· Resolving raw material importation problems in Nigeria

· Acquiring and transforming a factory in Ukraine (700 employees)
· Implementing Production Planning (MRP) systems in Nigeria & Egypt

· Developing a regional financial reporting tool
Outcome: The region was able to operate on a very low cost base yet have access to experienced and skilled management resources that were delivered through Colin. Colin gained valuable cross-business experience and cultural exposure.

Skills: Project Management, Process Design, Operations Improvement, IT Implementation, Training & Development, New Business Startup, Procurement, Operations Planning
___________________________________________________________________________

Mars – Permanent:

Feb 86 – Nov 89 

Mars - Sales Information Manager
Dec 88 – Nov 89
Managed a team responsible for collecting and processing all Sales information (store visits, shelf layouts & promotions) from Mars’ 300 strong Sales & Merchandising team. 

· Produced monthly sales reports and statistics

· Managed a £3m sales support budget

· Developed business cases for the introduction of technology to Account Directors (PC, mobile phone, copier)

Skills: Sales Information, Sales Operations, Business Cases, Reporting, IT
Mars - Production Manager
Feb 86 – Dec 88
Managed three production lines (1/4 of Mars UK operations) with a team of 55 on shifts. Responsibilities included production, training, safety and engineering. Colin specialised in manufacturing process design and operational performance improvement.
Skills: Manufacturing Management, Operations Management, Training & Development, Process Design, Performance Improvement
___________________________________________________________________________

Unilever – Permanent:

Sep 83 – Jan 96 

Unilever - Production Manager
Jun 85 – Jan 86
Managed a Glycerine refinery with a team of 20 on shifts. Responsible for production, engineering and safety.
Skills: Manufacturing Management, Operations Management, Training & Development, Performance Improvement
Unilever - Process Development Manager
Jul 84 – Jun 85
Managed the introduction of products through pilot plant to production line. Worldwide lead on powder conveyor design. Designed and managed installation of UK Domestos processing plant.
Skills: Project Management, Process Design, Engineering, Infrastructure Build
Unilever - Management trainee
Sep 83 – Jul 84
Colin was invited to join Unilever’s prestigious Management Trainee scheme. This is a “mini MBA” that aims to grow future leaders in Unilever. The 12 month programme gives training and operational experience in Sales, Marketing, Finance, HR and Operations. It also provides training on management and interpersonal skills.
Skills: Sales, Finance & Accounting, HR, Operations, IT, Strategy, 
Employment:
Axite Ltd (Own business): 


Director – Consulting & Interim







2011 – Present

BT:


Director of Production Planning
2010 - 2011

DHL:


VP Account Development – Global Consumer Sector
2008 - 2010

Global Director of Strategy & Business Planning
2007 - 2008

Axite Ltd (Own business): 


Director – Consulting & Interim







2002 – 2007
Accenture:


Senior Manager – Operations & Supply Chain
1998 - 2002

S.C. Johnson:


Business Manager – Poland
1994 - 1998

Marketing/Operations Co-ordination Manager – Europe
1993 - 1994

Global Supplier Contract Manager
1992 - 1993

Business Improvement Manager - Africa, Middle East & Central Europe
1989 - 1992

Mars:



Sales Information Manager
1988 - 1989

Production Manager
1986 - 1988

Unilever:


Process Development & Operations Manager
1984 - 1986

Manufacturing Management Trainee (Unilever Company Management Scheme)
1983 - 1984

Education & Qualifications:

SC Johnson Executive Program - INSEAD
1986

University College of Swansea, Wales - BSc (Hons) Biochemistry - 2:1
1980 - 1983

University of Louvain, Belgium – medical research internship
1979 - 1980

Core Skills: 

· Experienced in managing ambiguity and competing objectives in matrixed organisations
 
· Can lead disparate teams and stakeholders by influence or with direct authority

· Highly numerate with a strong commercial approach

· Strong and visible leadership style - can engage with all levels of a business

· Deep programme management skills 
Other:
Colin has worked and lived internationally (UK, Belgium, Sweden, Germany, Poland, Ukraine, USA, India, Middle East, Africa & Asia). English is his mother tongue and he speaks good French (from living in Belgium) and basic Polish.
He is a Governor of More House School, a specialist needs school in Farnham, Surrey and he supports Working Knowledge, an organisation that develops business skills in students at secondary school.

Colin is a strong environmental supporter and has built a “green” house in Surrey that has featured in The Sunday Times. He is a member of the RSPB, ARC (Amphibian and Reptile Conservation Trust) and Surrey Bat Group. 
Colin is married with two teenage children. His personal interests include sailing, environmental management and conservation.
CShearn Full CV 0714.doc
Page 1 of 9


