
through the business sales
process. 

“But we’ve assisted many,
many more business owners
to plan and grow their
companies, to turn them
around when they were facing
difficulties, or, even more
importantly, to spot and 

Spring/Summer 2008

Are you
prepared
to tough
it out?

asks
Nik Askaroff

BE A WINNER!
WHAT are your plans for the
next few years? Are you
thinking of selling up – getting
out before the winds of
change blow the economy
even further off-course? Or
are you preparing to batten
down the hatches ready to
ride out the storms of any
possible recession that could
be headed our way?

Either way, EMC can help
you.

We’re running a series of
free seminars throughout the
South East that will ensure
you are properly equipped for
either eventuality.

For those who are thinking
of selling, we’re running two
half-day events that will help
you get the maximum value
for your business.

And for those who want to
make sure that their
companies are robust enough
to withstand the economic
turbulence now confronting
us, we’re 
holding two more half-day
seminars that will provide you
with a full checklist of actions
to take.

You’ll find details of all our
seminars – dates and
locations – on page 7.

EMC chief executive Nik
Askaroff, who will lead the
seminars, said: “As the South
East’s leading corporate

finance and interim
management boutique, we
have helped scores of
business owner-directors
achieve their goals.

“Since we started in 1989,
we have been instrumental in
helping dozens of people to
become millionaires by
leading them successfully

avoid any difficulties before
they arise. 

“We have a vast reservoir
of experience across all the
business disciplines that can
be accessed by business
owners to help them manage
their enterprises more
effectively.

“If the economy does tip
over into full-blown recession
this year, it is vital that
directors and senior managers
know what they need to do to
manage their way through it.
Our free seminars will give
them that advice.”

Whatever your plans, 
our seminars will help
you to come out on top

THE first quarter of 2008 is already
completed and many of us will by now
have a pretty good idea how the year is
shaping up. 

Hopefully you’ll be one of the majority
who are faring better than many predicted.
But I know there are some who are finding
life a lot tougher. Just how tough is
revealed by record administration and
insolvency figures.

We have seen huge increases in activity
on both the company sales front, where
owners have had enough and want to
bank some profit, and on our interim
management side as companies ask for
help in facing the new challenges. A fresh
pair of eyes and a commercial,
dispassionate approach to the same
problem can make a big difference!

Even so, there are a large number of

management teams and companies out
there who believe that the time is now right
to look to acquire their own business or
others. Lower valuations, holding companies
or shareholders keen for cash, and yes,
some banks still willing to lend, make fairly
compelling reasons to consider this.

Also, in tough times, growth by
acquisition can be far easier and
manageable than organic growth.

So, what for the remainder of the year?
Focus on activity, quantity and quality,
understand and study your numbers and
the trends – they never lie. Most
importantly, review and challenge your
business model to make sure that it is
profitable and sustainable.

If you do all of this, 2008 might be tough
but you will survive it… and you will make
money!
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JUST a few weeks after helping to secure
new growth funding for Brighton-based
digital marketing and communications
agency Academy Internet
(www.academyinternet.com), EMC
Corporate Finance has  assisted the
company to make its first acquisition of
2008.

Search marketing agency Site Visibility,
based at Shoreham, has been bought by
AI’s parent company, Academy
Learning Ltd, and merged with
AI’s own search marketing
operation. The combined
business becomes one of the
UK’s top 15 agencies in the
field.

Academy Internet last year
ranked 34th in the Deloitte
Technology Fast 50 and 144th in
the Deloitte Technology EMEA
Fast 500 league tables.

The new investment and
working capital it secured with
EMC's help will allow it to
expand further through a
combination of organic growth
and a series of planned
acquisitions and mergers.

EMC’s Terry Rainback, who

has been advising Academy Internet, said:
“The company has grown steadily over the
past three years and is well placed to
capitalise on the strong foundations that

have been laid.
“CEO Jason Woodford and the AI team

have a real depth of experience and the
new funding will enable the company to
pursue its growth and development plans
with confidence as a key player within one
of the UK’s most dynamic business
sectors.”

The investment campaign among private
investors attracted international interest

from Hong Kong, Singapore,
Malaysia, South Africa,
Switzerland, Denmark, Germany
as well as from within the UK.
The company was able to
complete a full funding package
of over £500,000 with the aid of
additional bank funding. 

The bank funding element
was provided by the company’s
bankers, NatWest, via the DTI
Small Firms Loan Guarantee
Scheme.

Following the acquisition of
Site Visibility, AI chief executive
Jason Woodford said: “This
investment is one further step in
our mission to become one of
the UK’s leading digital
agencies.”

Terry helps
AI to grow

COMMENT by Desmond High

EMC's Terry Rainback (centre) with Site Visibility MD Damon
Lightley (left) and AI CEO Jason Woodford

IS it only me (that’s the usual
way to start a rant) who finds
the blind application of Money
Laundering Regulations a
dismal reflection on the
intelligence of the professional
fraternity?

It recently proved necessary
for a client company to
commission a well regarded
firm of lawyers to provide help
with the preparation of a
commercial contract. Total
cost about £1,200.

The firm in question
advised that it needed to carry
out MLR checks on the
company, which was a new
client, including the passport
and driving licence of one of
the instructing directors. They
also carried out a company
search and billed an over-
inflated amount for the
disbursement. The
introduction came from me,
and both the company
director and myself are
personally known to several
partners in that firm.

The MLRs provide for
various steps to be taken by
various bodies to detect and
prevent money laundering
and terrorist financing.
Specifically they refer to
financial or real property
transactions, such as buying

and selling of property,
management of client money
and assets, opening of bank
accounts and organisation of
contributions for creation or
management of businesses. 

That’s understandable. But
this was simply a straight
supply of their services in
exchange for a fee. They
were not being asked to hold
money in a client account or
acquire assets. So why
should a busy person need to

dig out this paperwork and
present themselves at the
lawyer’s offices? 

The bill will be paid by
cheque from an account at a
High Street bank that has also
carried out MLR checks.
Comet doesn’t ask for all this
evidence of identity when you
go in to buy a new TV. What
is the difference? Where does
this end? Should clients
demand evidence that the
lawyers have properly

accounted for the VAT on the
fee?

I haven’t spoken to a
professional – lawyer, banker
or accountant – who does not
privately believe that the
processes they are being
required to carry out are a
complete waste of time, and
cause client frustration.

Of course, no-one is
against the objectives of the
legislation; of course, you
don’t do it every day of the
week; and of course, “if you
have nothing to hide you have
nothing to be worried about”.
But why is there no intelligent
application of the law? 

The lawyers say it is
imposed on them by the Law
Society. What happened to
these firms telling their trade
body and the State that these
are pointless procedures
and/or, at the very least,
applying them only when the
value of work is above a
practical de minimis level?

Meantime the honest
business person will keep
producing passports and
utility bills simply to allow the
professionals to tick another
box and file some more
paper! And the real money
launderers will carry on
substantially ignored.

Are the professionals
hanging us out to dry?

A grumpy old EMC director rants
(but with apologies to his own

professional friends and contacts)
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Gill steps up to our
mobile boardroom
AWARD-WINNING businesswoman Gill
Levett is the latest recruit to EMC
Management Consultants’ ‘mobile
boardroom’ of professional advisers. 

Gill has created, built and sold a
number of successful businesses over the
last 20 years. She was named
Entrepreneur of the Year at last year’s
Crawley Business Awards and one of her
companies, subsequently sold, won the
Best Small Business title. 

to bringing-up her young family and in her
free time pursued a love of show jumping
and eventing, including training and
selling ponies and horses. 

But she eventually realised that she
enjoyed business too much to stay at
home and, after two years helping another
sandwich company grow its sales four-
fold, set out again on the entrepreneurial
road in 2002 with the opening of a
children’s indoor play centre in Crawley. 

Also last year, Gill launched
a new online business
providing easy, healthy meal
plans for busy working
parents. 

In her new role with EMC,
Gill will be using her extensive
business sales and
development experience to
mentor growing businesses
across the South East.

She said: “This is a great
opportunity for me to spread
my wings in a number of
different business sectors. I’ve
been planning and developing
my own companies for
several years and feel I now
have much to offer other
growth businesses with
practical, hands-on advice.”

Creative spark
EMC Maidstone director

Desmond High said: “Gill is a
successful businesswoman
with high-level strategic
management skills and the
creative spark needed to
develop new ideas and
maximise opportunities.

“She is a dynamic motivator
who has the ability to relate to
a wide range of people and to
enthuse and empower a
team. She is a first-class
addition to our team.”

Gill, who lives at
Southborough, near
Tonbridge, launched her first
business, The Cottage Loaf
Company, when she was just
21. By the time she sold it
eight years later, it was the
largest privately-owned
sandwich manufacturer in
London with a turnover of
£1.5 million and a staff of 80.

She then devoted her time

WHEN the going gets tough, the
tough…take advantage! So if the
pessimists are right and the economy
goes into full-blown recession, will you
see it as a threat or an opportunity?

If you’re an optimist, you will view the
rocky road ahead as a chance to
manoeuvre your company into position
ready to take advantage once the green
shoots of recovery are evident.

Obviously the optimism needs to be
tempered by a healthy dose of short-term
pragmatism to ensure you get through
the choppy waters – a bit of fat trimming
here and there may be unavoidable – but
you should also be laying plans now that
will enable you to steal a march on your
competitors once calmer conditions
return.

So rather than looking inwards, you
should be eyeing what opportunities
there may be for your company in
overseas markets. If you’ve already
established a presence in Europe, say,
could America, the Middle East or Asia
have potential for your products or
services?

Just one additional successful export
market could not only help you ride out
the storm but also provide you with a
platform for future growth. When your
company's future is at stake, as it could
be in these troubled times, you need to
spread the risk as far as possible. But it’s
no use waiting until it’s too late. Sales

take time to develop, so you need to act
now!

With the right expertise, effort and
commitment, international sales can
provide significant and sustained
business, whether you are selling a
product or a service,

Not so long ago, we helped a client in
the insurance sector break into their first
international market. Contracts already
signed will add £1.5m to turnover – not
bad considering they didn’t even know
there was a market there for them only 18
months previously.

Healthy profit
Developing overseas sales needn't be

expensive. If you are fully committed and
do things properly, sales generated in the
first two years will easily cover the start-
up costs and earn you a healthy profit.
After that you can enjoy the full long-
term, bottom line benefits.

Even if you are already exporting, a
fresh pair of eyes and new skills can help
develop the business. Since joining EMC
in 2003, I have helped businesses across
a range of sectors in different parts of the
country to grow their overseas trade.

So if you’re looking to open new
markets or develop existing ones, as you
most certainly should be, I would be only
too happy to discuss ways in which I can
help. Call me on 07830 296021 or email
simonp@emcltd.co.uk

Explore new
opportunities
overseas

advises Simon Partridge



4

Julie Foster Desmond High Crispian McCredie
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FIND THE TIME F
HOW much time do you
spend on strategy? If truth
be told, it's probably very
little. Most business owners
are so busy with the day-to-
day work of running the
business that strategy
always ends up at the
bottom of the pile of things
to do. But an effective
strategy can transform a
business.

A great example of this is
Innocent Drinks. The three
founders, Richard Reed,
Adam Balon and Jon Wright,
had discussed setting up a
business as university
students. After graduating
they continued to discuss
the concept but had no idea
what the product or service
was going to be! 

After brainstorming
numerous ideas, the three of
them – two were
management consultants
and one was in marketing –
developed the concept and
plan for Innocent Drinks and

in 1998 tested the market by
buying £500 of fruit, making
smoothies and selling them
at a festival in London. 

By 2006, the company had
sales of over £75m and
posted profits of £6m. In
2007 it was set to burst
through the £100m marker.
So what can the business
owner who is up to their
neck in day-to-day fire
fighting learn from Innocent?

1Choose a destination. By
planning where you want

the business to be in, say,
five years time in terms of
profitability, worth and
culture, you can start to
build a picture of what it will
look like. What are the likely
products or services that
you will be providing, where
from and how? And what do
you want the culture of the
business to be?

By Michael Pay

LLOYDS Development Capital’s sale of its stake in property
services company Apollo Group Holdings has won it the ‘Deal of
the Year’ title in the 2008 M&A Awards.

The award – one of the premier categories in the annual
‘Oscars’ for mid-market deal makers in the UK – is sponsored by
EMC Corporate Finance.

CEO Nik Askaroff presented the trophy to LDC’s regional MD
Kevan Leggett at a glittering ceremony held at London's Hilton
Hotel.

He said: “These awards provide a fantastic platform for
corporate finance professionals in the important and prolific mid-
market sector to receive the recognition they fully deserve.

“The deals they help to put together rarely make the big
national headlines, but they are hugely significant to the people
running SMEs in this country. EMC is delighted to be involved in
such an important and prestigious event.”

The deal that won LDC its award was put together little more
than a year after it funded the first management buyout of the
Apollo Group in 2006. Its £37.5m investment enabled the
Waltham Abbey-based firm – one of the largest and most
successful providers of property services in the South of
England – to buy out the shareholder who founded the business
in 1976 and facilitate its continued growth.

The £410million secondary buyout was led by CEO Gary
Couch with support from Bank of Scotland Corporate. LDC
received £152m for its stake.

Apollo operates in both the
public and private sectors with
projects in social housing
regeneration, property
maintenance and the
improvement and construction
of new education facilities.

Kevan Leggett said: “This
has been a fantastic
investment for LDC and the
business, which has
significantly grown employee
numbers as well as turnover
since we backed the first
buyout.”

More than 600 CEOs, MDs,
FDs, lawyers, accountants,

financiers, brokers and
independent consultants
attended the awards which
were compered by ITV News
presenter Katie Derham.

Nik Askaroff was joined on
the EMC table by fellow
directors Desmond High,
Michael Pay and Terry
Rainback as well as several
guests. The firm will sponsor
the Deal of the Year award
again in 2009. 

Glittering occasion…EMC's
name glows on the big screen
as the awards get under way

Top deal… Nik Askaroff (left) presents the award to LDC regional MD
Kevan Leggett watched by compere Katie Derham

Gill LevettNik  Askaroff
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EMC at the
Stephen Milton Simon Partridge Michael Pay Terry Rainback David Smith Martin Stanton

FOR SOME STRATEGIC THINKING
2Work out where you are

now. Every journey
starts with a single step,
but unless you know where
you are now, you will not
know in which direction you
are going. Develop a SWOT
analysis, both for your
business and yourself. Ask
yourself if your product or
service is the best it could
be? Do you have what it
takes to move the business
forward in the way that you
want?

3Plan how you’re going
to get there. What

developments will you need
to your products and
services? Who are your
likely customers, staff and
suppliers and what
additional management will
you need to get there?
What funding will you need
to achieve your goals and
how can you make your
business attractive to such
investment?

4Identify key target and
performance indicators.

You need to know the trigger
points that will enable you to
know where you are on the
path to your destination. For
example, once you get to
point B, you can then hire a
new sales manager or open
a new office.

5Write it all down. As
simple as this sounds,

many businesses don’t
commit their strategy to
paper. Even though it has
been thought through, the
time pressures involved in
the day-to-day running of
the business mean the plan
often exists only in the
owner’s head.

6Act on the plan. As a
start, share it with your

managers and staff and get
their buy-in to it. They don’t
have to know all the details
but an overview will ensure
that everyone is pulling in
the same direction.

One way of developing a
strategy is to compare your
business to a car or a high
street shop. We used the
shop analogy at a recent
workshop to help a client
develop its own strategic
plan. 

The Board identified
which shop it was at
present – in this case, a
local branch of M&S. This
was done by comparing
things like the brand,
ethics, size and
competition. Then we
worked on where the Board
wanted the business to be.
The answer was a Hugo
Boss shop – aspirational
but affordable, known and
recognised for quality
products, efficient and
friendly customer service
and selling a range of
products under a single
label.

After comparing the two,
we were able to develop a
plan to transform the

business from a small,
steady, owner-managed
business to a larger, fast-
growing company whose
customers and employees
all wanted to work with
them. 

As the first stage of
acting on the plan, the
same study was carried out
among the staff.
Fascinatingly they had
virtually the same views as
the Board on where the
business was and where
they wanted it to be. Now
the company is aiming to
get into the Sunday Times
FastTrack 100 this year as
one of the key targets to
achieving its plan.

A strategic plan can
significantly increase the
value of the business whilst
also strengthening its
resilience to threats.
Without it, in a few years
time you will probably end
up still doing what you do
now… only a little bit older!

Overall view…The scene at London's Hilton Hotel where Britain's top corporate
financiers gathered for the M&A Awards AWARDS
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boss… and not just the financial ones.
Being able to take the kids to school, for
example, or go to their carol concert. 

Hopefully, therefore, it won’t be too long
before more women are pushing to join me
at EMC. 

But does it really matter to a client
whether the EMC consultant who goes into
his (or her) business is a man or a woman?
I guess not, providing he or she has the
necessary experience and expertise to
carry out the role for which the client is
paying. After all, EMC has done pretty well
under its almost exclusively male line-up.

However, I think we have to recognise
that women are different to men… and I
don’t mean in the obvious ways. I know I’m
generalising here, but by and large I believe
women interact on an entirely different level
to men. They are more sensitive, more
people-centred, and not hampered by the
alpha-male need to impress. 

They are also economically powerful,
spending 50 per cent more than men,
making 80 per cent of the purchasing
decisions, and recommending ten times
more than men. Women don’t just buy
brands; they join them. That makes them a
pretty potent force.

So perhaps getting a female slant on a
business proposition might not be such a
bad idea. I’m far removed from a burn-your-
bra feminist and I'm not one for positive
discrimination, believing that men and
women should be judged equally on their
merits. But, if you accept that we are
different, there's certainly no harm in adding
a feminine perspective to the decision-
making process.

I’m currently operating as interim CEO of
a children’s fashion and yoga movement
company which is on the cusp of a major
expansion. I firmly believe that being female
and a mother helps me to connect not only
with the objectives of the founder but also
with those who will ultimately buy the
product.

Together we make a pretty good team.
Vive la différence!

If you accept that we are different, there’s
certainly no harm in adding a feminine
perspective to the decision-making process

Gill Levett believes that most businesses can benefit from a feminine touch

‘
’

EMC client Indigo Design and
Build won the Best Stand
award at the 2008 Autosport
International Show – the
world's largest motorsport
exhibition – held at the NEC,
Birmingham.

The Eastbourne-based
international exhibition stand
designers and builders
created the stand for the
Button Group of London on
behalf of Union Properties
whose massive MotorCity
development in Dubai – based
on a unique automobile and
motor sport theme – includes
residential, business, sports
and leisure opportunities.

INDIGO RACES OFF WITH BEST STAND AWARD

Vive la
différence

TAKE a look at the photographs of the
EMC team on the centre pages. Notice
anything? That’s right… only two female
faces – Julie, the person who holds
everything together at our Eastbourne head
office, and me, the new kid on the block!

The men assure me that it isn’t by design
that I am the sole EMC consultant who
wears a dress… at least, in public! But
neither, I contend, has this come about
entirely by accident. For the plain fact is
that women have, by and large, been
happy in the past to leave entrepreneurship
to men. Ergo, far more men than women
have wanted to join EMC.

Fortunately, all that is changing. Women
are now starting to embrace
entrepreneurship in ever-increasing
numbers. According to the DTI’s Women
and Equality Unit, female self-employment
doubled between 1979 and 2004, from 3.12
per cent to 6.5 per cent. And Barclays Bank
has predicted that by 2010, more women
than men will be setting up their own
businesses in major areas of industry.

They’re starting to realise that the best
way to combine motherhood with making
money is to work for themselves. 

They may not all make it as big as Julie
Pankhurst, who set up Friends Reunited in
1999 when she was expecting her first child
and sold it a couple of years ago for £175
million. But the London School of
Economics reckons that so-called ‘Kitchen
Table Tycoons’ are already running
businesses with annual sales of around
£4.5 billion. 

I have set up and sold successful
businesses of my own, and know the
benefits that accrue from being your own



7

TAKE
A TIP
FROM
ME!

SOME useful hints on
selling by Martin Stanton:

✔ If you are calling a
prospective customer to
arrange an appointment,
sell the appointment and
its benefits, not the
product. By trying to sell
the product on the
’phone, you are more
likely to be rejected than
in a meeting where you
have more time to find a
context for the sale.

✔ If you don’t ask for the
order, don’t be surprised
if you don't get it. A good
salesperson will always
try for a close.

✔ First impressions are
critical in the building of a
relationship towards a
sale. The first view of you
that a prospective
customer may get is from
the message on your
mobile voicemail. Make
sure that it is
professional. You might
find your children singing
Edelweiss charming, but
your customer may not!

✔ If asked for a discount
when selling product,
there are two rules that
should be obeyed. 1:
Persuade the customer to
take product or services
instead of a cash
discount. Cash will
probably cost you twice
what product will. 2: Give
a reason for the
discount/extra product –
for instance, ex-demo
stock, or volume
purchase – otherwise it
may appear that you
overpriced the product in
the first place.

Are you part of the problem?
WHEN you visit as many businesses as I do
each month, you can quickly tell which ones
are working well and which ones have
problems.

One of the biggest
problems can be the boss!
Often their personal
objectives as
owner/shareholder/director
are completely at odds with
what the business objectives
should be.

At its simplest level this
can be because of ego or
greed.  Ego tells them that,
as the boss, they are always
right and should know best.
We all know how wrong this
is. Greed – or let’s call it
‘poor personal financial
management’ – means that
they are taking too much
money out of the business
and have adopted a lifestyle
that the business can ill-afford if it is to grow
and prosper.

Here are two extremes. I recently went into a

very successful Brighton company which was
going through a challenging time. When I
queried the owner’s rather generous drawings,

he told me that he had
always taken out that
amount of money and didn’t
intend stopping now!

Soon after, I visited a
Newhaven business where
the owner introduced me to
his new MD who he had
employed because he was
good at all the things the
owner wasn’t, allowing the
owner to focus on sales
which he loved and was
good at. 

I wonder which of these
two companies will be the
most successful in five years
time.

So if you are the boss,
take a good hard look in the
mirror and ask yourself

which comes first, you or the company? By
doing so, the ‘golden goose’ may survive a
good deal longer.

If you’re thinking of selling your
business in the next few years…

…or simply want to protect what
you’ve already built up…

join us for one of our

FREE
HALF DAY SEMINARS

by Nik Askaroff

Maximising The Sale Value 
Of Your Business

28 May – Brands Hatch Thistle Hotel
24 September – Brighton Racecourse

Managing Through A
Recession

25 June – Brighton Racecourse
22 October – Brands Hatch Thistle Hotel

To find out more or to reserve your place:

Call: Julie Foster on 01323 410144

Email: julief@emcltd.co.uk

Visit: www.emcltd.co.uk

Our seminars are strictly for business owners and/or directors. Other
professionals and advisors may attend only by prior agreement with EMC.
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Are you
ready for

a new
challenge?
ARE you an experienced
professional looking for a new
career challenge? If so, come
and talk to us.

We can offer an exciting
future to anyone who feels
stuck in a rut in their existing
role. You’ll get to work across
a range of industries and
commerce and exercise your
skills in some unusual and
stimulating environments.

We need people who have
already had several years
senior management
experience and who feel at
home in the pressured
atmosphere of the boardroom. 

Free thinkers
And we want free thinkers

who are able to slot easily
into a team while also being
able to generate their own
work.

EMC is the South East’s
leading independent
corporate trouble-shooting,
interim management and
corporate finance consultancy.

If you feel you have
something to offer us, give us
a call on 01323 410144 or
email contact@emcltd.co.uk

Michael joins Expand Board
EMC director Michael Pay has been appointed a non-
executive director of Expand Recruitment Ltd of Brighton. 

Michael has been involved with the business since 2006
when he advised the shareholders on a management buy-
out, and he has continued to assist the directors in their
operational and strategic planning and delivery since then.

Expand is a fast-growing specialist search and selection
organisation operating mainly at the mid to senior level
within the telecoms, IT, media and software industries. Last
year saw it achieve record results.

Peter Maddalena, chief executive of Expand, said:
“Michael and EMC have proved invaluable in helping us
achieve our goals so far and his appointment to the Board
cements an already strong relationship as we continue to
push the business forward.”

EMC CASEBOOK
EMC projects recently
completed or ongoing
include:
● Review of early-stage,

potential high-growth
business for SEEDA as part
of its Intervention Manager
Programme.

● Advising building services
and print companies on
prospective acquisitions.

● Assisting fast-growing
payroll bureau with the
recruitment of additional
sales staff, and reviewing its
business development
options. 

● Reviewing and refining
internal report and board
pack for the same payroll
bureau.

● Managing the turnaround of
a £10m fabrication
business.

● Selecting and appointing a
new sales agent in Belgium
for fabrics company, leading
to the opening of 45 new
accounts and a doubling of
export turnover. 

● Assisting with product
development and direction
for soft furnishings
company. 

● Advice on implementation
of share option scheme for
fast-growing construction
and contracting business.

● Appointment as non-
executive director at
telecoms recruitment
consultancy. 

● Managing a variety of post-
deal issues for vendors of
specialist software
company, including earnout
settlement. 

● Business
review/rationalisation and
assistance with
restructuring of major
distribution company.

● Carrying out a full
management and strategic
review for a leading data
management and direct
mail company.

● Finance director for AIM-
listed software and IT
recruitment company.

● Advice and assistance with
negotiation of MBO of UK
and Hong Kong subsidiary
of Japanese company.

● Giving grooming advice to
several company owners in
anticipation of eventual
exits.

● Advice and assistance with
the disposal of the same
company's non-core
subsidiary, allowing it to
refocus the business on
core activities.

● Advice and assistance with
multiple business disposals
in the £2m to £30m range.

● Exit route and succession
planning for a number of
SMEs in South East.

● Strategic sales and
marketing review for
consultancy business to
raise its profile within the
sector and increase its
client base.

● Business review of
children's fashion and
lifestyle company to enable
it to maximise its short and
medium term profitability.

● Helping soft furnishings
business to appoint new
agents in Sweden and
Ireland. 

● Financial planning for a
brand strategy and research
business. 

● Implementation of business
systems for high-profile
leisure company to facilitate
smooth transition from first
to second phase expansion.

● Advising and assisting fast-
growing internet marketing
agency.

● Acting as advisor to
professional internet portal.

● Providing sales and
marketing advice to
Berkshire-based fabrics
company.

EMC is an interim management and corporate finance consultancy, providing operational
support to companies at a practical level across all aspects of business management.

~ OUR OFFICES ~

Eastbourne Maidstone Crawley
49 Gildredge Road 16 Hollingworth Court Basepoint Business Centre
Eastbourne Turkey Mill Metcalf Way
East Sussex Ashford Road Crawley
BN21 4RY Maidstone, Kent West Sussex

ME14 5EW RH11 7XX

Tel: 01323 410144 Tel: 01622 685734 Tel: 01293 440366
Fax: 01323 410909 Fax: 01622 686749 Fax: 01293 440365

Website: www.emcltd.co.uk       Email: contact@emcltd.co.uk

If you would like to receive additional copies or back copies of this newsletter, or would like to
discuss any aspect of your business with us, please contact your nearest EMC office.

We are always looking for growth businesses as the market has funds to invest and we also
have access to private investors who are actively looking for investments.




