JERRY APPLEYARD

3 Elmers Drive, Teddington, Middlesex, TW11 9JB UK
 Mob: 07836-375172

E-mail: jerry.appleyard@operationalsupport.co.uk
Board Director / CEO

   Strategic Planning – Leadership – Start-up Operations – Mergers & Acquisitions 

A multi-site Healthcare / Hotel / Retail professional with over 25 years of strong domestic and international experience. Significant contribution offered, and demonstrated by my achievements in developing growth through organic and acquisition opportunities, winning public and private contracts as well as listing the company on the Market. This successful business venture resulted in the company being sold to Hospital Corporation of America

AREAS OF EXPERTISE
	· Operations and HR
	· Acquisitions & Disposals 
	· Start up ventures

	· Board Management
	· Commercially astute
	· Property

	· Taking a company to Market 
	· Legal and Insurance
	· Leadership

	· Financial reporting
	· Winning Public / private contracts
	· Change Management

	· Problem solving
	· System & IT implementation
	· Presentations


WORK EXPERIENCE

Director                                                                                                                                                                     2013 to present

Apples Operational Support Ltd                                                                                          

Mergers & Acquisitions specialisation including deal negotiation, due diligence (HR / Finance / Property / Clinical and Corporate Governance / IT), operational Legal support, post completion integration
· Bid Executive for £63M hospital acquisition
· Acquisition / integration of £3.2M diagnostics centre (MRI/3T/CT/Ultrasound/X-Ray) 

· Acquisition / integration of £5.2M property and GP clinic with 4 doctors.

· Acquisition / integration of Histopathology / Cytopathology lab in London from US parent company for $1M. Transfer of IT system from US and TUPE of 10 staff

· £2M 5 year pathology contract 

· Acquisition / integration of specialist prostate surgery and out patients clinic including 3 surgeons, 2 radiologists, 8 doctors and support team for £650K

Chief Executive Officer                                                                                                                                            2005 to 2013
General Medical Clinics PLC (including Medicentre)
Private primary care provider for the City of London operating out of 10 clinics as well as providing in house clinical services for large corporate clients. The company also ran an NHS Walk-in centre under contract from the Department of Health. The company has a turnover of £9.5M, employs in excess of 120 staff.

· Sold General Medical Clinics (including Medicentre) to HCA (Hospital Corporation of America) for a £3.66M cash offer (76% premium on the share price)
· Remained with the business post acquisition to support the integration into HCA other primary care units (£22M T/O, 240 staff, 12 clinics)  

· Bought Medicentre UK (£3.4M T/O, 45 staff, 6 clinics) for £750K. Integrated the business putting in new IT clinical systems without losing an existing client

· Designed and built from a shell Baker Street Medical centre, generating £600K of revenue within 3 years

· Carried out a capital reorganisation with Nabarro LLP to enable the company to pay dividends

· Engaged with Numis Securities to float the company on the PLUS stock market
· Working closely with corporate advisors implementing the Private Placement Memorandum for fund raising of £1.5M from new investors
· Won an £8M 5 year contract from the Department of Health to open and operate an NHS Walk-in centre focused on commuters. Opened the centre a month earlier than planned, seeing an average of 24,000 patients a year

· Wrote a 3 year strategy paper giving clear direction of organic and acquisitions growth, including reorganisation of management team giving greater accountability to clinics
· Carried out review of all financial controls to reduce debt, improve cash flow, consolidate contracts and provide greater financial accountability at the practices – generated a 160% improvement in profitability. 

General Manager                                                                                                                                                         2004 - 2005

British Waterways

DeFRA independent company responsible for the management and operation of most the UK canal network. Responsible for the heritage, property, hydrology, ecology, heavy engineering projects, boating, commercial opportunities and finance for the waterway in the South East (Leicester to London). Responsible for negotiating with local authorities, heritage groups, local user groups to ensure all parties have a part to play in the running the canal.
· Formulated and implemented Operational Review, the complete overhaul of local working arrangements and supervision on all bank-side staff. Negotiated with Unions (T&G/Unison) 

· Working closely with Stakeholders, negotiated a £1.75m Heritage Lottery Bid for works to a grade 2* listed, scheduled ancient monument, footfall of 400k customers per year

· Wrote the 3 year strategy paper leading to greater focus on operational standards, customer Service standards and property disposals.

· Negotiated a £2M property commercial gain site based in Northamptonshire

· Renegotiated with 7 local authorities the reclassification of all listed properties.

· Working with English Nature developed a cycle path (45 miles) passing through SSSI locations.

· Organised the largest inland waterway trade show with over 40,000 visitors visiting 200 trade stands over a three-day show.

Marketing Director                                                                                                                                      1988 – 2004 (various roles)
Welcome Break Group Ltd

UK’s second largest operator of motorway service areas with a turnover in excess of £600m, operating from 25 sites and employing over 4500 staff. Complex infrastructure with four major business streams, catering (including Burger King and KFC), Retailing, Fuel (Shell and BP) and 1800 room hotel business under Days Inn brand
· Formulated and implemented an electronic customer loyalty swipe card (30K user database)

· Designed and introduced corporate as well as site specific catering and retail loyalty offers for different customer segments resulting in 15% uplift.

· Researched and implemented a corporate on-site communication package ensuring that differing departments are meeting the customer needs. Resulted in signage cost reduction but greater awareness on sites.

· Developed an interactive corporate web page for all departments including time sensitive offers

· With the new CEO, reviewed and rewrote the 5 year strategy paper leading to greater focus on operational standards and asset sweating. 

Hotels Director





                                                
2000 – 2004 
Days Inn / Welcome Lodge (part of Welcome Break Group Ltd)

Start up of the first stand alone business within Welcome Break. 25 hotels (1800 rooms) spread around the UK primarily based on the budget sector market. Set up the US Days Inn brand into the UK market winning various awards and recognition for design and operations, particularly customer service. 

· Working closely with stakeholders, including with the US parent company, developed a hotel strategy that supported the business objectives. As this was a new concept to the UK market the brand structure needed to be cost effective to make the model work. (7% EBITDA growth for 3 years)

· Designed and implemented a new European operating, design, development, reservations, back office accounting, marketing sales, customer service and call centre standards. 

· Renegotiated the original Days Inn contract to better reflect market conditions (£8M saving)

· Undertook a £16M sale and leaseback development to build a 202 European flagship hotel for Days Inn 
· Resourced and implemented a front desk and back office IT system that allowed full integration of all units into one accounting system.

· Close involvement in outsourcing internal call centre to Cork, Ireland and then to St. John, Newfoundland. Heavy involvement in cultural training as well as ensuring levels of customer service was maintained.

· Set up a regional team of Area Managers and sales managers to support the hotels in training and sales initiatives. Key words were communication and motivation.

· Close involvement with Days Inn (US) in redesigning web page to reflect European culture as well as Trip Rewards loyalty programme

· Preferred client status from Cendant with active participation in enrolling new franchisees
· Project manager of £500K external customer profile study. Reported back to Investcorp (Welcome Break’s VC) on a regular basis and results form part of the exit strategy from the VC. 

· Carried out a study looking at the supply chain re-engineering model within Welcome Break. 

