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(M): +44 (0) 7956 206 536                                                                              E):  francis.maietta@gmail.com

Executive Summary
Results-driven Executive specialising in commercial and business development helping acute and community health providers, often operating under difficult & under-resourced circumstances, to develop and roll-out strategies which enable them to operate successfully in new markets. +15 years hands-on senior managerial experience leading on all aspects of strategic & commercial development up to CEO level and +3 years governance experience at Board level.  Key strengths include developing new strategic approaches that keep pace with changes in the markets, exploiting commercial ventures, increasing business agility, and assembling high-performing teams to deliver on business expectations. Prior background as Management Consultant in the world’s top strategic consulting firm, a confident leader with business acumen and proven ability cutting to the chase while working effectively with stakeholders who have conflicting agendas. Wide international experience with residential periods in UAE, Sudan, Russia, USA, New Caledonia and UK. 
Key Expertise
· Strategic & Business Planning

· Market Analysis/ Repatriation

· Business Law

· Contract Analysis & Employment Law

· Stakeholder & Relationship Management

· Mergers (EcoLab/Gibsons Chemicals; City & Hackney NHS/Homerton NHS)

· Multi-disciplinary Team Leadership

· Change Management

· Bid Management (£50m+)

· Budget (£20m+) / P&L Administration 

· Financial Controls

· Large Scale Programme Management

· Business Modelling & Design 

· Strategic Negotiations

Career Highlights (Healthcare)
· A group of charities (750+ staff, £20m) accumulated a major deficit of £837,386 due to a lack of financial and operating controls and poor asset management.  Engaged by the Board on a fixed term contract to lead turnaround as Chief Executive. Succeeded in clearing the deficit in 12 months, renewing stakeholder confidence, and optimising financial controls / governance.
· A leading London-based healthcare information business (10+ staff, £1.5m) lacked clear strategy, financial processes & a strong market sense, negatively impacting overall financials. Engaged by the partners on a fixed term contract as Chief Executive to strengthen financial viability. Succeeded in positioning the enterprise as a valuable and financially sustainable organisation, increasing profit margin 40% & reducing overhead costs 20%. The company has now been acquired by the Economist Group to support its Economist Intelligence Unit’s strategy to expand its offering in the healthcare information business.
· A partnership of 4 NHS Foundation Trusts operating as a start-up limited company lost a £53m bid for a global project in Qatar due to a lack of a bid structure and authorisation process. Contracted through my own limited company as Interim Commercial Bid Manager to transform bid processes. Succeeded in delivering a clear corporate governance structure among the 4 trusts and an operational bid management structure which led to future bid success in international markets. 
· An independent UK healthcare partnership consultancy endured a 50% revenue decline over 2 years due to lacking a clear value proposition, business development strategy & understanding of its profitability. Engaged by the partners on a fixed term contract as Business Development Manager to overhaul the business. Succeeded in increasing profit margins 5% in 6 months, establishing a clear value proposition and eliminating unprofitable projects. With a clear business proposition in place, the partnership has increased its corporate value and succeeded in gaining new valuable contracts + £1m including the Jimmy Savile Investigation commissioned by UK Dept of Education, a review commissioned by NHS Trust Development Authority, and a review of standards commissioned by King’s College Hospital NHS Foundation Trust for a new medical clinic in the United Arab Emirates. 

· A large-scale $10m (AUS) 5 year public healthcare programme in malaria and dengue disease control operating across 5 developing countries suffered unplanned deficit of +$1m resulting in loss of stakeholder confidence. The programme involved significant change issues, particularly as a result of political uncertainties. Engaged as International Programme Director on a fixed term contract to turnaround and rationalise the programme. Within 12 months, deficit eliminated, new income of +$1.5m secured through improved partnership arrangements, and stakeholders more confident securing subsequent funding for further rollout of the programme.
· Led on bids for substantial pieces of business for an independent healthcare provider the success of which resulted in winning a tender valued at £9M over 3 years for the NHS Clinical and Patient Topic Review Service. Set up a commercial partnership with Informa, owners of Map of Medicine, a peer-reviewed web-based source of evidence-based clinical guidelines for common medical conditions, and Framfab, a technical developer, to supply content to the product. The product has since been brought by 3 health regions in England and Wales as part of NHS Connecting for Health IT programme.  
· Increased market share by 4% resulting in increased income of £1.2m for an NHS Acute Foundation Trust by leading market analysis, carrying out high level review of market positions, reviewing competitor positions, & engaging with GP practices and Clinical Commissioning networks ensuring the Trust was the provider of choice.
· Led on and won NHS bids on behalf of an NHS Acute Integrated Care organisation including Speech and Language Therapy (valued at £1.5m per annum for 3 years); Diabetes Health Service and Education valued at £1.0m each year for 3 years); Intermediate Ear, Nose and Throat; Community Urology; Library Services to Public Health Croydon; and Croydon Commissioning Group Health Economy Pathway Pilots.
Career Highlights (Other sectors)

· A National Management Development Centre (staff <125) required a modernised operational model to provide industry-specific training. As Commercial Director, engaged to establish new business model. Succeeded in updating the business model, improving financial control and increasing revenue by 30%.
· Developed capability for a global hospitality management company to achieve its strategic initiative to deliver brand standards consistently across its portfolio of 14 businesses.
· Revised a deprived primary school’s operating model enabling it to diversify its revenue streams and earn new income enabling it to invest £1m in capital planning programmes.
· Improved cash flow and created profitable new services for a national arts centre after it incurred substantial financial losses for 3 consecutive years.
Recent Career History
Operating through my own limited company registered in England and Wales as interim Executive specialising in strategy, commercial and business development.
Company:
Croydon Health Services NHS Trust

Position:
Interim Associate Director – Strategy, Commercial Planning & Business Development.  
Dates:

April 2013 to present

Croydon Health Services NHS Trust is a provider of acute and community services, with more than 3,500 staff and £244m annual turnover.
Reported to Director of Finance; Director of Information and Planning. Contract renewed 5 times
· Engaged to improve strategic planning and create a 5-year integrated business plan to turn around negative income growth, a financial deficit of £19m+ and poor patient experience survey results
· Deployed an integrated new business ICT product across the Trust, ensuring alignment with ICT and Estates strategies to improve outpatient flow in addition to enhancing brand identity and patient experience.

· Devised market repatriation plans supported by market evaluations of the local healthcare economy.

· Supported 4 Clinical Directorates in developing evidence-based business plans 

· Strategically reviewed and developed the full business case for developing a new Children’s Development Centre, ensuring ROI for the Trust.

· Supported the R&D team in writing a €6m proposal and business case for a large-scale integrated NHS research project under the European Commission grant scheme.

· Saved the Trust more than £1m through identifying and resolving contract issues and produced more than £2m in cost savings by re-negotiating unprofitable commercial contracts.

Company:
Kings Health Partners Ltd (via Guys & St Thomas NHS Foundation Trust

Position:
Interim International Commercial Bid Manager 
Dates:

Dec 2012 to April 2013

Guys & St Thomas NHS Foundation Trust is a provider of acute and community services and part of King’s Health Partners, with 13,000 staff and £1.2m annual turnover. 
Reported directly to Directors and advised the Board of Kings Health Partners Ltd.
· Engaged to transform bidding governance and management processes along with investigating an unsuccessful £53m bid which cost the organisation £300k+ and over 3,000 man hours.
· Reduced bid costs by introducing new contract management and bid management processes to eliminate re-work and non-essential tasks.

· Established a best practice operating model for managing global commercial bids and tenders.

· Enabled Executives & Clinicians to more effectively evaluate strategic alignment, cost-benefit and risks associated with international proposals valued at £25m+.
Company:
Verita LLP

Position:
Business Development Manager (Fixed term contract)
Dates:

Feb 2012 to Nov 2012

Verita LLP is a provider of healthcare incident investigations, consulting, reviews and training to help NHS providers improve their effectiveness, with more than £1.5m turnover. 
Reported directly to and advised the group of Partners.
· Engaged to bring the organisation back on track and reverse the trend of declining revenue by protecting the partners’ financially viable core business and identifying new revenue streams.

· Identified and met with potential commercial partners / organisations to work with Verita.

· Strengthened the business model based on client feedback and market data.

· Increased profit margins by 5% within 6 months of hire through re-designing core offerings to include new commercially viable partnerships in addition to new services in existing markets.

Company:
Management Development Centre (MDC)

Position:
Commercial Director – International Development (Fixed term contract)
Dates:

May 2011 to Nov 2011

Management Education Centre is a training and development enterprise set up in 1965 to raise management standards and industry profitability in non-oil growth sectors in Sudan. 
Invited by Atos Origin Consultancy UK to lead on this assignment. Reported directly to and advised the MDC Board.

· Engaged to assess and stabilise the centre, return it to growth and achieve long-term viability.

· Reported to the MDC Board and Sudan State Minister, Ministry of Human Resources Development and Minister of Finance.

· Developed a detailed, robust 2-year commercial plan supported by stakeholders.

· Analysed and reported on Sudan’s key industry non-oil sectors including cement production and agriculture.

· Secured new revenue streams through establishing a commercial strategy supported by key stakeholders and changing the Centre’s operating model

Company:
Homerton University Hospital Foundation Trust NHS

Position:
Director of Strategic & Business Development (Substantive role at Band 8D)
Dates:

August 2008 to April 2011
Homerton University Hospital Foundation Trust NHS is a community healthcare provider, with 3,200+ staff and £235m annual turnover. Reported directly to CEO and advised the Board.
Hired in substantive post. I TUPED over from City and Hackney to Homerton as part of Transforming Community Services. 8 months after the Trusts merged, I became redundant together with the strategy development team. 

· Engaged to lead a major transition as the organisation separated into 2 entities and moved from a primary care trust to a community trust whilst maintaining quality and low costs.

· Reported to the Board and supervised 12 staff members including Performance Analysts, R&D Analysts and Contract Analysts.

· Ensured clear contracts and service-line agreement with all partners.

· Controlled a £850k budget.

· Elicited data on performance trends, conducted performance reviews with Heads of Services and developed corrective / preventive action plan templates as part of performance reporting.

· Co-ordinated contractual review meetings to help Heads of Services better understand contractual obligations.

· Prepared and presented a strategic marketing plan to the Board, providing market analysis gathered through internal software packages.

· Devised a business readiness framework ensuring that the Trust successfully integrated community and hospital services.

· Developed a detailed option appraisal, business case and strategic outline case for the externalisation of NHS City and Hackney Community Health Services.

· Secured buy-in from Clinical Directorates, the CHS Provider Board and senior management for the NHS Community Health Services inaugural 2-year business plan.

Career Summary
04/2011 to present: Operating through my own limited company as Interim Executive
· 18 months (contract renewed 5 times): Croydon Health Services NHS Trust;  Associate Director Strategy, Commercial Programmes & Business Development
· 3 months: 
Guys & St Thomas NHS Foundation Trust: International Commercial Bid Manager 
· 9 months: 
Verita LLP: Business Development Manager  
· 3 months: 
Management Education Centre, Sudan:  Commercial Director  
08/2008 to 04/2011:  City & Hackney Primary Care Trust NHS & Homerton University Hospital Foundation Trust NHS:   Director Strategic & Business Development 
08/2006 to 08/2008: Operating through my own company as Management Consultant registered under United Arab Emirates Ras Al Khaimah free zone authority with limited liability. 
· 3 months: 
Emirates Airlines: Business Development 

· 12 months: 
Jumeirah International: Strategy & Business Development 
· 4 months: 
Abu Dhabi Healthcare Authority: Advisor Strategy & Capacity Planning

· 5 months: 
Dubai Holding: Business Development 

2004 to 2006: 
Community Initiative Partnership Group of Charities: CEO 
2002 to 2004: 
Bazian Ltd: Chief Executive 
2000 to 2002: 
WD Scott International Development: Management Consultant 
1998 to 2000: 
South Pacific Commission: International Programme Director 
1996 to 1998: 
McKinsey & Co: Associate Consultant 
Advisory/ Chairperson Roles
2012 to 2013:  
Head for Business (Charity):  Chairperson 
2007 to 2008:  
Motivate Publishers, Middle East: Freelance writer (Evidence based management)
2005 to 2014:  
Employment Tribunal: Judicial Officer (Judicial appointment: on-call)
2004 to 2005:  
National Endowment Science, Technology and Arts (NESTA), UK: Advisor  
2004:  

BBC Radio4, UK: Guest presenter (Evidence-based management)
1999 to 2002:  
AIDS Council of NSW (Trust): Chairperson

Qualifications & Professional Development

· MBA: New South Wales University, Australian Graduate School of Management

· Certified Management Consultant: Institute of Management Consultants

· Certified Quality Management Consultant: Quality Society of Australasia

· Candidate: Institute for Turnaround

· PRINCE2 Practitioner: Oyster Ltd

· Certified in Healthcare Finance NHS: Healthcare Financial Management Association
· Advanced Business Valuation: Institute of Chartered Accounts in England and Wales

· Introduction to World Class Commissioning: City University

· Service Improvement & Lean: Institute of Healthcare Management

· Business Architecture Integration: Business Process Management Institute

· Managing Successful Programs (Foundation & Practitioner): Maven Training
Recommendations
“Francis Maietta is an extremely experienced Manager in growing businesses such as our own, with unusual experience in knowledge management and business architecture. As an Interim Executive, he has already begun to transform our company’s market position, internal working culture, management systems and budgets.” Board Director, Bazian Ltd

“In his 2 years as interim Chief Executive, Francis focussed the company’s core business, introduced quality management systems, eliminated all non-core activities, deployed resources efficiently and established entrepreneurial revenue raising ventures. As a result, annual revenue increased 50% over costs. We have never achieved this kind of financial performance in our history.” Board Director, AMC

“I have used Francis as a freelancer and Interim Executive in my companies ... he has expertly nursed the organisations through the trauma of workplace change into some semblance of a team. I will continue to use him because of what he has delivered to my organisations.” Managing Director, Natural Floor Covering Centre

“Francis worked across our 9 manufacturing plants and explosives site to help move the company from a product-driven culture to one where service, quality and teamwork were critical. As a result, operational process teams increased their capability to optimise resource usage during shutdown periods by 40%, reduced wastage by 30% and eliminated unscheduled variations in chemical manufacturing process by 50%.” CEO, Chemical Manufacturing ICI

3

