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Professional Profile
Blue - chip executive with 20+ years operating at board level in executive, interim, NED and advisory roles. 
Key skills in top line commercial development, marketing and sales across B2C, B2B and B2G. Record of leading major transformation programmes (multi-product/ channel - digital, phone, post, face), which establish high performing teams, drive innovative strategies to grow revenue/market share, create sustainable profitability and invert underperformance.
A growth expert, experienced across diverse markets, UK/ International, spanning the private, public and regulated markets in the Financial Services, Health, Education, Support Services, FMCG, Tourism and Advisory industries with FTSE 100’s - GSK, HSBC, Aviva, BT and other iconic brand leaders - PWC, Direct Line, GMAC, Axa, Serco, BBC, NS&I, NHS, GCU, VWFS, Cabinet Office, London & Partners, DST Systems and partnerships with - Tesco, Siemens, Capita and Post Office. 
Key Skills
· Leadership: Record of delivering at Board and senior management-level for multi-sized corporates, professional service companies and partnerships:

· Assembled and led high-calibre internal and remote teams to 100+ during periods of substantial cultural change.
· Managed functional budgets to £40m; full P/L accountability - £10bn turnover, £74bn assets and profit £250m+. 
· Appointed to Executive Boards and Senior Management Committees. 

· Strategic Development and Execution: Multiple success in devising and delivering step change strategies which improve bottom-line metrics and drive transformation in performance with diverse organisations: 

· Unified the Board to the strategy of doubling sales to £6bn, +15%  acquisition, JV’s, alliances and e-commerce, segmented sales approach; reduced costs by outsourcing, growing share to top ten in market. 
· Reversed long term decline to deliver +140% sales, +7% to £74bn assets improved profit, retention and costs. 
· Led and effected strategy to return public body to profit. 
· Delivering Growth: Results in driving revenue and profitability by leveraging insight of key business drivers and orchestrating visionary growth initiatives, including: 
· Devising and driving 5yr double growth plan for failing, internationally renowned, training colleges (Emergency Preparedness and Defence) contract reporting to Cabinet Office. 
· Established strategic and affinity partnerships on behalf of FTSE 100’s and others delivering over £500m new income,  40%+ revenue and increased market share. 
· Built global Sales & Marketing strategy to double international income.
· Marketing & Sales Innovation: Ability to establish and lead Marketing & Sales functions and operations for iconic brands. Expertise spans customer insight, brand, proposition, service design, development/repositioning, marketing communications, multi-channel especially digital, distribution development, partnering and joint ventures – combined to influence consumer behaviours and capture profitable market share across multiple products, channels (media-digital, phone, post, retail; direct, indirect); and customers to 26m. Highlights include:

· Re-defined challenger brand, Direct Line, to broader price plus service proposition securing profitable market lead.
· Delivered new strategy, growing revenue +12%, increasing digital to 60% share of revenue.
· Secured £500m new income streams, 40% uplift in deals, win rate of 70% for Aviva 
· Remodelled London & Partners partnership approach to grow revenue 400% from leading plc’s and iconic brands.  
· Engagement & Relations: Swiftly establishes rapport with a broad constituency of stakeholder audiences to foster effective working relationships. Expertise developed through:

· Negotiating contracts to both buy and sell products/services; securing and performance managing third parties.
· Recruiting, selecting and shaping teams through performance management, training, coaching and restructuring.
· Managing internal and external audiences including Media, Consumer groups, Partnerships, Industry, Regulators (FSA, Monitor, CQC), Central Government (Treasury, Cabinet Office, Culture/Media/Sport) and Local Authorities.
· Re-motivated dis-engaged staff after Serco contract novation which improved customer satisfaction to 100%
· Risk Management & governance: Honed in Non – Executive/Advisory roles held concurrent with interim roles: 
· People in Flow – Start up Cultural/OD business advise on strategy and business development with FTSE clients. 
· Croydon Health Services NHS Trust – Community Services and Acute Trust; £230m revenue; 3500 fte..
· Croydon Economic Development Company – Not For Profit Limited Liability Company funded by Local Authority. 
Career Highlights
Post Executive Corporate career to Board level held full time functional interim roles from 2003 to date; for personal and professional development added NED/advisory roles from 2009, handling simultaneously with interim roles.
2013/14 family illness required the flexibility afforded by consultancy/advisory assignments – majority private sector. This illness is now resolved so I am seeking to secure a full time functional role as CMO, Commercial Director or similar.  
2013 – to date: Consultancy/Advisory: (see above) 
· PWC, Serco and E&Y - chosen for Independent Director, Consultant Panel and Executive Programme, respectively.

· Willmott Dixon - drove strategic marketing/sales strategy to secure +30% sales for £1bn family run construction firm. 

· London & Partners - created new global strategic approach to grow promotion investment in London by 400% from Plc’s in the tourism industry (travel/tour operators, hospitality, convention, financial services and infrastructure providers) for not-for-profit public/private partnership funded and working with Mayor of London’s Office.
· Springboard CS - devised growth plan for MD of sales training consultancy across Retail, Pharmacy and FMCG sectors.
· Marketing QED - designed partner growth plan for software house selling to Fortune 500 companies. 
· Home Group - developed pricing strategy, analytical framework, processes and procedures for expansion into new healthcare markets for Social Enterprise/Charity housing provider - £325m t/o ; 3k fte..
· Grant Thornton - registered and approved Growth Coach for Growth Accelerator, part of the Business Growth Service, run by Grant Thornton; guide SME’s and midcaps towards next stage of development. 
2003 – to date: Senior Interim/Fixed Term Contract roles – all full time:                                                                                                                                                                          

2011 – 2013 (20mths): Marketing/Global Strategy Director, Glasgow Caledonian University (GCU) - £120m income; 1.5k fte.

Appointed to lead, develop and implement the global strategy (B2C/B2B) through 40 direct reports, other functional teams and the INTO JV across private/public sector education and business sectors, distribution partners, ruitment and student experience. Major initiatives:

· Formulated turnaround strategy to establish effective, commercially-focused Marketing & Sales capability targeted to deliver 100%+ growth in international income from postgraduate enrolment and business revenue.

· Created international strategy, setting country, course, distribution, partner priorities and operational delivery plan through GCU, its JV (INTO) and agents in Africa, Middle East, India, China/Hong Kong, and South America. 
· Designed and implemented digital strategy, including online prospectus improving conversion rates by 25%+.
· Restructured marketing processes across GCU and specifically GCU London campus to achieve sales growth of 70%+ year-on-year to reach maximum capacity in just three years of operation.
2010 – 2011 (1yr.): Sales & Marketing Director, SERCO - Global support services provider; £3bn revenue; 70k fte.
Transformational role, reporting into the HM Cabinet Office, with functional operational responsibility in £900m Defence, 
Science & Energy Division and remit to turnaround underperforming training colleges, specifically:
· Created commercially-robust services for existing public (local authorities, NHS and emergency), utilities, transport, aviation and media sectors, as well as domestic and international customers to generate £150m revenue.
· Formulated the turnaround strategy working with Central Government to deliver 100% growth in five years, and leveraged Group capability to create cross-divisional proposition attractive to all UK and international markets to enable cost saving synergies, organic revenue growth, and led market launch.
2009 – 2010 (1yr.): Commercial Partner, East of England Strategic Health Authority - £8bn revenue; 125k fte.; 13 PCT’s        

Appointed to develop and establish new Commercial Support Units, to drive down costs by 20% and increase care quality from services redesign for SHA, 13 Primary Care Trusts and non - NHS healthcare providers across a population of 5.6m:
· Assessed and supported delivery of PCT Transforming Community Services plans to save 20% costs on £700m budget.
· Renegotiated Urgent Care contracts across two PCTs, NHS and private sector providers to improve VFM by 30%.
· Created Services Transformation Strategy for NHS Community Services provider, removing 25% costs.
· Designed NHS ‘Quality, Innovation, Productivity and Prevention’ plans across £600m health system and eight organisations, to create a new regional end state, reducing costs by 20%+ and securing quality across clinical services.
2007 – 2008 (1yr.): Business Development Director, Aviva – Global insurer; assets 316bn; £27.bn revenue; 58k fte.       

Transformed new business/bid capability for general, life and health insurance, pensions and investment elements of this £27bn organisation across multi-channels (direct/indirect, digital, post, phone, retail). Key deliverables:

· Devised improved customer-centric operational model addressing engagement, coverage, deal shaping, profitability sizing, competitive benchmarking, proposition and solutions creation, whilst positioning high-performance teams.

· Generated 40% uplift in deals, win rate of 70%, securing £500m income and 20% cost reduction via building societies, banks and independent financial advisers; designed strategy to secure non-FS partners, increasing revenue by £100m.

2006 – 2007 (6mths.): Strategic Business Consultant, British Credit Trust - £500m turnover; 200 fte.; established 1908    

Reported to CEO of PE-backed firm in automotive finance and personal loans sector, creating a business strategy to grow sales fivefold. In particular:
· Introduced new distribution strategies for lending and insurance with direct sales to automotive dealers, an online capability for customers and partnerships with banks/building societies, delivered a + 25% sales ahead of schedule.
2005 – 2006 (1yr.): Marketing Director, National Savings & Investment - Executive Government Agency to Treasury; assets £74bn; revenue £10bn+; 2k fte. 
Appointed to Board to reverse long-term decline in stock value and revitalise brand. Accountable for team of 45 driving multi-channel strategy to reach 26m customers, managing £35m budget, and working closely with stakeholders including the Treasury, Tesco, Post Office and Siemens. Highlights:
· Exceeded revenue targets by 140%, delivering £10bn incremental revenue, a new marketing partnership with Tesco, successful Sir Alan Sugar advertising campaign, price and product portfolio changes to double awareness and direct sales leading to 7%+ stock growth the highest-ever retention and achieved on a 15% reduction in costs. 

· Gained buy – in from diverse stakeholders Tesco, Post Office, outsourcer Siemens, Treasury, Media, Financial industry.
2004 – 2005 (1yr.): Head of Strategic Planning & Marketing, BBC UK TV Licensing - £2.8bn income; 1.8k fte.
Led planning strategy and marketing for the collection of licence fees ahead of Charter renewal from 26m customers and 1.5m B2B customers through outsourced back office (Capita) and diverse stakeholders - marketing agencies, debt collection companies, BBC, Department of Culture & Media and consumer lobby groups. Managed 40 direct reports and £40m budget to secure 85% of BBC income from a range of payment schemes whilst: 
· Cut collection costs by 6% through IT & CRM process transformation, re-organisation, contractual and regulatory change, product development and brand re-positioning across multi-channels (post, phone, digital, face-to-face).
· Developed digital business to 60% share of revenue; improved positioning and targeting with award winning, media, distribution and channel strategy including online upgrade - web sales highest ever level + 46% year on year.
2003 – 2004 (1yr.): Strategic Consultant, BT - £20bn turnover; 105k fte. 
Reported to retail executive to establish a customer-centric transformation programme across BT’s 18m retail customers:

· Influenced £60m marketing budget and internal stakeholders’ across Retail, Wholesale and Corporate divisions. 
· Introduced customer insight as core competency, creating segmented customer strategy and priorities as bedrock to major successful ‘win back’ marketing communication and product plans building customer base above 19m. 

1980 – 2002 Early Corporate Career: 
Classic promotion path plus four years Management Consultancy experience with PWC, culminating in Board level positions with iconic global organisations and brands. Orchestrated market leading, award winning strategies, consistently delivering double digit profitable growth:  
	GMAC-RFC
	Marketing Director (Executive Board)
	 2002 - 2002

	AXA 
	Marketing Director ‘E’ Business (Executive Board)                                                  
	 2000 - 2002

	Abbey
	Head of Customer Marketing                        
	 1997 - 2000

	Direct Line
	General Manager – Marketing (Executive Board)
	 1996 - 1997

	HSBC Asset Management (Europe) 
	Marketing Director (Retail) promoted from Head of Products                       
	 1994 - 1996

	PWC -Coopers & Lybrand
	Senior Management Consultant (Business Strategy)
                                        
	 1991 - 1994

	Manulife Financial
	Head of Marketing promoted from Business Manager
	 1987 - 1991

	GSK Beecham
	Senior Brand Manager promoted from Brand Manager
	 1984 - 1987 

	RHM
	Manager promoted from trainee
	 1980 - 1984


Credentials
· Ongoing development through the IOD and PWC Non-Executive programmes 
· BA Hons. 2:1 Geography, King’s College (joint school with London School of Economics), University of London
· Member of the Worshipful Company of Marketers, Marketing Society, Strategic Planning Society, Confederation of British Industry, Cambridge Health Network and Chief  Marketing Officers Council
· Chair The Executive Network – Interim Interest Group  
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