
said: “For any business owner looking to exit, a foreign 
investor or company could well be their best route to 
riches. EMC has a strong network of contacts in overseas 
markets and is well placed to help business owners make 
the most of current opportunities.”

Nik Askaroff added: “Business owners are becoming 
much more realistic about value and accepting of the 
fact that organic growth is going to be tough for the 
foreseeable future. So acquisition becomes a realistic 
and possibly only option for many companies that want 
to see any real growth. 

“This combination of sensible values and increased 
appetite, coupled with the large cash reserves on UK 
corporate balance sheets, should lead to even higher 
levels of activity in the coming months.”

For more information or to arrange a confidential 
exploratory meeting, contact us on 01273 954984 or 
contact@emcltd.co.uk

EMC Corporate Finance has seen a sizeable upturn in 
M&A activity in the last few months. CEO Nik Askaroff 
said: “There has been a marked increase in the number 
of owners wanting to understand the value of their 
businesses and the exit options 
open to them.

“We currently have 14 sales 
briefs amounting to more than 
£150m in potential value which 
is our highest level of activity 
for three years. Add these to the six active acquisition 
mandates on which we have instructions and it means 
we are certainly seeing our busiest period for some 
time.”

EMC’s experience mirrors a half-year report by 
Experian, the global information services company, 
which showed a 29% year-on-year increase on the total 
value of UK M&A activity.

The report highlighted a growing trend for foreign 
firms to show interest in UK businesses. Sixteen of the 
24 largest deals in the first half of the year involved 
the proposed acquisition of a UK company by overseas 
investors.

The UK M&A market is still the largest in Europe, way 
ahead of both Germany and France, with the buying 
and selling of businesses, large or small, much more 
ingrained in our corporate culture.

That’s why our market is so attractive to investors from 
both the USA and Continental Europe. They recognise 
that there are plenty of opportunities available for them 
to acquire UK companies and gain a foothold in one of 
the largest markets in Europe. Buying businesses in the 
UK can also be a lot easier than in other countries.

EMC’s Simon Robbins, who has been involved in more 
than 100 transactions between £5m and £500m-plus, 

Corporate Finance team 
sees upturn in activity

EMC completes another sale

INSIDE: P2 Meet the EMC team  |  P3 Montefiore Hospital  |  P4 Nik meets Nick |  P7 Strategy for growth

EMC has completed the sale of Crawley-based health and safety solutions 
provider Safesite Ltd – the latest of several successful deals arranged during 
2012. 
Pictured (left to right) are Abigail Owen of legal advisers Rawlison Butler, Safesite owners 
Graham Willmott and Stuart Earl, Roger Burchall of Browne Jacobson solicitors and EMC CEO 
Nik Askaroff.

Former England Cricket Captain David Gower and 
Sussex County Cricket Coach Mark Davis join EMC 
clients and guests at King John’s House, Tollard 
Royal



EMC’s ‘mobile boardroom’ of interim managers and business 
advisers has been bolstered by another highly experienced Finance 
Director.

Andrew Munro has a broad range of experience 
including roles as Finance Director, Finance and 
Corporate Services Director, Company Secretary 
and Non-Executive Director with SMEs turning 
over up to £20m and approaching 200 employees.  

Earlier in his career, Andrew worked as 
Manager Financial  Controls in a $1bn turnover 
insurance group and as audit manager in 

the London and Bermuda  offices of the predecessor firms of 
PricewaterhouseCoopers.

EMC chief executive Nik Askaroff said: “Demand for our services 
has never been greater as boardrooms battle with the almost 
unprecedented economic conditions, so we are delighted to 
welcome Andrew’s experience to our team.”

Andrew adds strength to our 
‘mobile boardroom’

A step back in time at Goodwood
EMC guests stepped back in time to enjoy the glamour and 
allure of old-time motor racing at the annual Goodwood 
Revival held at one of Britain’s most historic circuits. Several of 
them are pictured here, along with members of the EMC team 
and Miss Goodwood.

When Boris met Michael
EMC director Michael Pay is pictured with the Mayor of London, Boris Johnson, 
at the 2012 Inno-Tech Summit. The event brought together many of the UK’s 
leading technology start-ups, venture capitalists and technology angels to 
discuss, network, and learn about the latest developments across the sector. 
The Mayor was a principal guest speaker while Michael helped to choose the 
winner of a national competition for business start-ups.

Nik Askaroff

Julian Clay

Crispian McCredie

John Packer

Terry Rainback

Alasdair Smith

Peter Aves

Jon Green

Stephen Milton

Simon Partridge

Simon Robbins

Ryan Smith

Giselle Barrowcliffe

Desmond High

Rod Muir

Michael Pay

Anthony Ross

Martin Stanton

Meet the Team



John Packer is a lead member of 
our specialist Construction Advisory 
Team which is made up of people 
with vast experience of managing 
major works. If you need help with 
your construction project, give us a 
call on 01323 410144.

The Montefiore Hospital development has been officially recognised at 
a prestigious commercial property awards ceremony.  EMC’s John Packer 
(second from right) was part of the project team presented with the prize 
for Best Refurbishment at the Acumen Commercial Property Awards held 
at Brighton’s Grand Hotel. Judges commented: “The challenges they have 
overcome are jaw-dropping. It sends a strong message to other developers 
that difficult refurbishments can be accomplished and there is no need to 
compromise just because they are difficult.” 

The opening this autumn of Brighton’s 
new £25m Montefiore Hospital has 
been greeted by much fanfare...and 
rightly so.

There were many who had doubted 
the wisdom of Spire Healthcare, the 
UK’s second largest provider of private 
healthcare, taking on the challenge 
of converting one of the city’s old 
landmark buildings into a state-of-
the-art private hospital.

But now that it’s completed, the 
plaudits are being handed around to 
all concerned, not least to EMC’s John 
Packer who was Spire Healthcare’s 
project manager throughout the 
development. 

The Montefiore’s commercial 
manager James Dempster said: “I 
want to take this opportunity to 
reflect on the enormity of the project 
and the role that EMC has played in 
helping us to reach our goal. 

“The existing building at 2 
Montefiore Road couldn’t have been 
less suitable for a private hospital 
unless we had bought an ice rink, 
so the job has been huge. It simply 
would not be at the stage it’s at now 
without EMC and, in particular, John 
Packer. 

“To put him in context I’ll quote 
a conversation that I had with a 
colleague the other day. ‘Imagine 
trying to set up a hospital before PCs 
were invented,’ he quipped. ‘Don’t 
worry about that,’ I replied. ‘imagine 
trying to open a hospital without John 
Packer.’

“His efficiency, attention to detail 
and highly affable manner makes a 
stressful job an awful lot easier and 
more enjoyable.

“We’ve even adopted one of his 
sayings. When distracted by tasks not 
as pressing as the one currently being 
worked on, we now say: ‘Sorry, I can’t 
look at that right now, it’s a parallel 
activity’.”

John is praised 
for his crucial 
role in £25m 
hospital 
development

Hospital is an award winner

Our key role in 
the development
EMC has been involved with 
the Montefiore Hospital 
development from the 
beginning. Our CEO Nik Askaroff 
and director Michael Pay were 
instrumental in bringing Spire 
Healthcare into the project 
and assisted throughout with 
the strategic and financial 
development. Nik now sits 
on the Board of Montefiore 
Hospital Ltd.



TALKIN’ ‘BOUT MY GENERATION...

Nik and Nick talk business in Eastbourne
EMC chief executive Nik Askaroff was among a group of senior businessmen and women who met with Deputy 
Prime Minister Nick Clegg during his visit to Eastbourne to discuss the economy and how government can help. 
Pictured in the group are (left to right) Simon Caffyn, Caffyns plc; Nicholas Parrish, Wightman & Parrish; Ian 
Fletcher-Price, Posturite Ltd; Nick Glegg; Nik Askaroff, EMC; Phil Lewin, Treasure Island; and Tim Cobb, Cobb PR.

We’ve recently seen one local professional firm go into 
administration and, although it is blamed specifically 
on the loss of a personal injury claim contract, it comes 
as no great surprise. Looking at my current workload, 
it does seem to feature an increasing number of what 
might uncharitably be called “distressed gentlefolk”.

Unfortunately a growing number of partners in small 
professional practices are finding that the agreeable run-
down to a sunny retirement enjoyed by their predecessors 
is no longer available to them, and that there are few, if 
any, young thrusters keen to take over the reins. 

In the commercial world, owner/directors who had 
assumed that some plc would pay them a load of cash 
when they came to retire are similarly discovering that 
the value of their business will not produce the crock of 
gold they had been expecting. 

For many in both sectors, visions of endless days on 
the golf course or round-the-world cruises are fast 
disappearing. 

There is now a generation – which, rather alarmingly, 
seems to be mine – in their late 50s or early 60s for 
whom it may be too late to do much about it. But the 
lesson for the next generation of business people is not 
to put all the eggs in one basket. Many, particularly in the 
professions, have already sensed that and are showing a 
reluctance to take over at the top, preferring to remain 
salaried without the responsibility of ownership. 

For those in the commercial world, it may be unwise 
to assume that selling the business will automatically 
provide the pension. Better to spread the risk as early as 

possible. For example, if you want to secure a freehold 
commercial property for the business, buy it privately, or 
in a pension fund, and rent it to the company. 

 Always look for 
succession early and if 
it doesn’t seem to be 
there, make plans to sell. 
And once you’ve passed 
50, consider taking 

out cash to invest elsewhere, and regard any value on 
eventual sale as a bonus. 

The EMC Exit Scorechart helps business owners to 
identify how attractive their business currently is to a 
potential purchaser. It represents a first step in creating 
an action plan for the two to five years prior to sale 
which has, as its prime objective, the maximisation of 
the value of the business.  For details, contact Desmond 
on 01622 685734 or email desmond.high@emcltd.co.uk

by Desmond High
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Business leader Nik Askaroff cut his teeth running the family business and left to set up his own company at the age of 28. The director of management consultancy and ‘mobile boardroom’ EMC tells Jenny Mark-Bell about meeting Nick Clegg and why interns are the answer

Master of his owN destiny

“ De-compartmentalising is my big skill,” says Nik Askaroff, and it’s easy to believe him.  The founder and CEO of EMC is a former chairman of Sussex Enterprise, the South Eastern Society of Chartered Accountants and Sussex Business Link, and he is involved in 14 companies turning over about £600m.
Business is in the very bones of Nik Askaroff and he’s a high-profile representative of the Sussex business community. One of six brothers, the son of Austrian/Russian immigrants, Nik’s first experience of business was selling fish on Eastbourne Pier to make some pocket money.

“My father always said it’s the accountants that make all the money, so I thought I’d better become an accountant.” Soon, however, industry was calling him.After training at Grant Thornton’s Eastbourne office he qualified in 1978 but quickly realised that accountancy “wasn’t going to excite me for the rest of my life”. The family business was a factory in Eastbourne producing children’s textiles and trading under the name Premiere Baby. Nik led the business for seven years and the firm grew to being the leading children’s and nursery textiles factory in the UK. “But then the other five brothers wanted to join the business as well. It seemed a small place for all of us so I left them to it.”
It was a crucial decision, and one that set the precedent for Nik’s whole career. “The biggest lesson I learnt was I wanted to be in control of my own destiny. I wasn’t going to be dependent on anyone else for my future.” 

The lessons learned at a family business would also stand him in good stead in his new career administering aid to ailing businesses. A high proportion of the SME market is made up of family concerns. “I learnt very quickly that whether I was the FD or MD – whatever title I was given – didn’t mean I didn’t pack parcels. We all had to muck in. Doing all the jobs meant you learnt about all the jobs. You had to balance professional strategy with family emotions. That probably is the backbone of 80 per cent of the British SME economy – 

learning to balance the concerns of family with business.  I learnt that at the coalface. In some areas my relationship with my brothers was fantastic, couldn’t be better, in other areas we would start bickering about what who would own the company when it actually started making money. It was very difficult.”Nik launched EMC (it stands for Eastbourne Management Consultants) in 1989, at the beginning of the last recession. During that time plenty of businesses needed extra help to survive. “People shout most for help when they are in crisis. The funny thing is when you should be shouting for help is when you are doing well because you can afford it,” says Nik.
Initially, EMC offered business consultancy in whatever form was required. “It was very much  filling 

the gap, either for people working on interim projects wanting support in the business or for smaller companies that couldn’t afford and didn’t need top-end advice full-time, but one or two days a month. “I’m a strong believer that in most businesses the top people are overpaid most of the time, because most of the time they are not doing what they are paid to do – they are doing menial jobs, they are being pulled aside to deal with problems or doing something that somebody else could be doing. Instead, you can use someone for short periods, pay the right price, and then get on with running the business. That’s really what EMC became – the mobile boardroom. 
During the Nineties when they established a reputation as corporate first aiders, EMC were quoted in the FT as being the first 

ThE BIG CEO INTERvIEW

“The Government are still investing, despite what people think, and I think they are doing a good job in cutting waste and bureaucracy”

Nik Askaroff meets Deputy Prime Minister Nick Clegg

EMC chief executive Nik 
Askaroff was the subject of a 
major feature in the October 
2012 issue of Sussex Life. To 
read Jenny Mark-Bell’s full 
article visit 

www.emcltd.co.uk



Like many organisations during the 
current recession, the Ashford-based 
Orbital Marketing Services Group 
– parent to a number of specialist 
divisions employing more than 500 
staff in nine different locations – 
wanted to be sure that each of its 
businesses was maximising sales and 
profit.
So Managing Director Paul Markland 
called in EMC Sales Academy’s 
Director Julian Clay to see if he could 

gets off to a 
flying start

assist.  The result was the creation of 
two sales training courses tailored 
to the requirement of each Orbital 
business.
One was for the group’s account 
executives who deal with clients’ 
day-to-day requirements, and the 
other was a more intensive course 
for the sector sales teams.  Numbers 
on each course were limited to a 
maximum of 10 to allow for more 
individual attention and interaction 
and were held at three separate sites 
over the summer months. 
A delighted Paul Markland 
commented: “Julian brought a fresh 
approach with a lot of interesting 
and practical content based around 
his own high level sales experience.  
Feedback was good and we are 
already seeing an improved emphasis 

on increasing sales.”
The EMC Sales Academy was 
launched in the spring and has 
already carried out a number of 
courses for business owners, sales 
managers and members of sales 
teams to help them improve their 
performance and increase revenue 
and profitability.

For more details about the Academy, 
visit our website at www.emcltd.
co.uk/sales-academy or contact 
Julian by email at julian.clay@
emcltd.co.uk or phone on 07775 
513770.

EMC has turned to the 
internet to try to find investors 
for a new Brighton-based 
business.

It has used Crowdcube – 
one of the new generation of 
crowd funding websites – to 
pitch for £100,000 worth of 
funding for Whatnightclub Ltd, 
a start-up business formed by 
entrepreneurs David Smith and 
Lee Atkins.

The pair have developed a 
new website and app – www.
whatnightclub.com – which 
they hope will become the 
world’s premier source 
of information and social 
interaction for night club goers. 

EMC CEO Nik Askaroff said: 
“Unfortunately the current 
investment market is very 
difficult for new companies. 
Crowd funding is a possible 
solution for those looking for 
relatively small sums – up to 
£500,000, say.

“We were very impressed 
with the due diligence process 
carried out by Crowdcube and 
weren’t surprised to hear that 
three out of four pitches they 
receive are turned away. You 
need to know how to prepare 
and present your case for 
funding.”

EMC pitches for 
funding online

Julian Clay (middle, front row) with some of the Orbital Marketing Services 
team

Local law firm show off their skills
Nine boats took part in EMC’s annual Sail Training Challenge on the Solent 
in the summer. A crew from Gaby Hardwicke are the 2012 Champions and 
coming a close 2nd were the Posturite Green Team.



Society may try to persuade us otherwise, but size 
is important...especially in selling! That has become 
apparent to us from the findings of recent customer 
surveys carried out on behalf of clients wanting to 
understand why they had failed to win particular orders. 
Increasingly we are being told: “They simply weren’t big 
enough for us to place this size of order with them”.

With so many companies struggling to survive the 
recession, it seems that many purchasers are now using 
a rule of thumb which compares the order value to be 
placed with the annual turnover of the proposed supplier. 

For example, if the annual value of a company’s order 
exceeds, say, 25% of the supplier’s annual turnover, it 
may decide the risks are too high. In hard cash terms this 
means that a business turning over £4m a year would be 
unlikely to be given an order worth £1m a year because of 
the potential for a ‘catastrophic failure’ of supply caused 
by critical mass having been reached. 

The figure of 25% I’ve quoted is merely an average of 
feedback sourced from many companies. And a wide 
range of other factors will come into the equation 
when a company is making its buying decision. But 
continuity of supply and the ability to deliver on time, to 

an agreed quality and price, will be right up there in its 
considerations.

So my message to all sales people is this. Make sure that 
you use the normal qualification criteria for a potential 
piece of business, but establish whether the prospect 
has a rule comparing order value to the size of your 
business before you commit major resource to the bid. If 
the prospect has such a rule, you may not qualify for the 
business anyway, in which case you will have wasted a 
lot of time working on the proposal when you could have 
been making several smaller sales to other companies.

How to gain that information? Well, that’s another story 
which is covered in our Relationship Building workshop! 
Call Martin on 07980 012382 or email him on martin.
stanton@emcltd.co.uk and he’ll be happy to tell you 
more.

You see...size is important!
by Martin Stanton

Double celebration for the Hove team 
More than 50 EMC staff, clients and introducers got 
together for a late summer drinks party at our new offices 
in Rochester Gardens, Hove.

EMC moved into the new offices in March having spent 
three years looking for a suitable freehold. Chief executive 
Nik Askaroff said: “At long last it’s great to have a real home 
in Brighton & Hove. We have a wide client base in the city 
and this will only help us improve our services to them.”

The party also celebrated director Michael Pay’s 15 years 
with the company. He joined EMC from the accountancy 
profession at our Eastbourne office in 1997 and now heads 
up the corporate finance operation in Sussex. He has 
completed over 250 projects, raising more than £100m for 
businesses and helping to create over 20 millionaires in the 
South East.



The EMC-sponsored award for Young Entrepreneur 
of the Year in the 2012 KM/KCC Kent Excellence 
in Business Awards was won by Craig Harrison of 
Aquaread Ltd 
of Broadstairs 
who is pictured 
(second left) with 
EMC’s Desmond 
High (second 
right).

Board level support 
for all your IT needs

However, the good news is that our ‘mobile boardroom’ 
has recently been expanded and we can now offer you 
Board-level support for all your IT needs. 

We can help you on specific projects, address known 
issues, or help develop an IT strategy to suit your business. 
If you’re unsure where to start, an overall IT review will 
allow you to assess the current state of your IT landscape 
and provide you with a solid action plan to move ahead. 
You’ll find out if there are any critical risk areas so that 
you can remedy them without a crisis.

If this story sounds familiar why not let us help you write 
a better ending, without the cost and commitment of 
taking on senior in-house IT staff? Call Jon Green direct 
on 07582 737870 or email jon.green@emcltd.co.uk 

It’s a familiar story. A growing business relies 
increasingly on technology but hasn’t yet been able to 
justify employing a senior IT manager or director. 

Accountability for IT sits, rather reluctantly, on the 
finance director’s desk or even with the managing 
director, neither of whom are experts. So the IT function 
revolves mainly around keeping all the lights on day-to-
day and fixing things when they break. 

Working up a strategic IT agenda to reduce cost, 
improve efficiency and gain competitive edge never quite 
gets off the ground.

It often takes a crisis to reveal the limitations. During 
one recent IT audit, we discovered that our client had 
accidentally taken no data backups for over a month 
because of human error, unknown to the directors. 
Because of the EMC audit a potential disaster was 
avoided and a plan was put in place for future resilience. 

Another company only discovered that its backups were 
useless when it tried to recover critical email history. Yet 
another discovered its IT failings when £20k of customer 
orders couldn’t be retrieved.

It’s easy to see why businesses struggle to get beyond 
the ‘break-fix’ approach to a strategic use of IT to support 
business growth.

Choosing the right strategy for growth
Companies emerging bloodied, 
bruised, and battered from the 
troubled economic situation are 
starting to think about the future, 
with the question of how to accelerate 
growth being high on their agendas.

Lots of growth options are available 
– launch new products; raise/
lower prices; enter new geographic 
markets; acquire a competitor – but 
how do you choose the right one?  
Try to pursue too many options at 
once and you will dissipate resources 
and ultimately achieve nothing.

Much better to invest time up front 
to choose the growth option that 
is right for you.  Do that by asking 
yourself the following questions:

By how much does the company 
want to grow? 
What is the growth objective?
What measure of growth is most 
important (sales, profits, other?)

Without thinking through these 
questions there is a danger you will 
drift along, growing with the market 
but failing to truly capitalise on your 
real potential.
 
Simon Robbins has 30 years 
experience in helping companies to 
grow. Contact him for an informal 
discussion on 07951 788376 or email 
simon.robbins@emcltd.co.uk.

Over what timeframe should the 
growth objective be achieved?
How much growth will the 
existing business deliver?
How much growth will existing 
products and services deliver?
How much growth will the existing 
approach in sales, production, etc. 
deliver?
Are there products and services 
which on closer inspection are 
draining company resource and, if 
so, should they be discontinued?
Is the company growing with 
the market (and if so, how much 
will the market grow in future)? 
Or is it also taking share from 
competitors, and if so, will that 
continue?
Is there a gap between the 
company’s growth objective 
and the growth that the existing 
business is likely to deliver?

What is the best way to close the 
gap?
Should new products / services 
be launched?
Should new markets (including 
online) / customer groups be 
addressed?
Is a new approach required (e.g. 
on pricing)?
Would acquiring another business 
be the most effective way of 
growing?

Craig is our Young 
Entrepreneur of the Year



Owner-directors Clare and Mark Love took over 
Hailsham company Dicker Precision Components two 
years ago. Since then they have faced the daunting task 
of pulling together and reshaping the business at a time 
when UK manufacturing has been feeling the full force of 
the economic decline. 

But pull it together they have. In those two years, the 
Loves and their dedicated workforce have seen the order 
book grow from both existing and new customers. A few 
months ago they took the bold step of expanding into 
bigger premises by taking over the next door unit. New 
plant has been installed and there are plans to take on 
extra staff – clear indicators that Dicker has confidence 
in the future and a firm belief that its hard work and 
commitment will be rewarded.

EMC’s Terry Rainback began working with the company 
earlier this year. He said: “From day one, it was clear that 
the business had great potential. But seeing potential 
and realising it are two very different things. 

“What has been achieved since could only have been 

done with the belief and commitment of the owners 
and staff. Clare and Mark have made some very bold and 
difficult decisions against the economic backdrop that still 
prevails. 

“I am sure that the commitment and enthusiasm 
displayed by everyone at Dicker is recognised by its 
customers and they can take confidence in working with 
them as key supply partners in the future.” 

Mark Love commented: “I have worked at Dicker for 
over 20 years and know its potential, but I also realised 
that owning and running the business has different 
challenges from working for it. That is why we decided 
we needed to get some extra help on board and Terry has 
been instrumental in helping us to review what we were 
doing and to plan and implement the steps needed to 
take our business forward. 

“Some of the smallest changes have already made 
a big difference to the business and our confidence 
has grown enormously.  As a small business we don’t 
have the luxury of a big management team or board of 
directors and it is reassuring to be able to regularly talk 
through our plans and run the business with somebody 
else who understands our business and can provide that 
experience for us.”

Terry helps firm to 
fulfil its potential
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EMC is the South East’s 
leading independent 
provider of business 
management, corporate 
finance and operations 
support to SMEs across all 
business sectors.
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49 Gildredge Road

Eastbourne
East Sussex BN21 4RY

Tel: 01323 410144
www.emcltd.co.uk

contact@emcltd.co.uk

Project file
The following are examples of 
recently completed or ongoing 
projects carried out by EMC’s team 
and demonstrate the diversity of 
assignments we are asked to carry 
out.

Interim operational and financial 
management for a £2million 
turnover mechanical services 
company based in Kent.  Initial six 
week project followed by six month 
retainer.  
Restructuring and managing the 
service operation for a Sussex-
based industrial cleaning and 

hygiene products company.
Carrying out a customer 
satisfaction survey for a Kent-based 
producer of plastic heat shrinkable 
labels. 
Ongoing non-executive directorship 
with Hampshire based maritime 
intelligence services company.
Business continuity planning and 
training for a B2B sales company.
Project management of core 
business software implementation 
for a B2B manufacturing company.
Ongoing management advice and 
support for Sussex-based precision 
engineering company.
Delivering  tailored sales training 
programmes for Kent-based 
marketing services group.

Project management of new Sussex 
hospital development on behalf 
of national private healthcare 
provider.
Providing succession advice to 
three companies in the £5m to 
£60m sector.
Offering support, assistance and 
advice to £7m PE-backed MBO.
Advising and supporting a £14m 
company in the construction sector.
Reviewing management team and 
offering advice on future strategy 
and key leadership issues.
Carrying out strategic reviews for 
six companies and offering business 
valuations and grooming for sale 
advice.


