Mike Thompson – Management Consulting Processes
Evaluation Criteria


Team Case

CPRS

50%

1. MCD – Team


Individual Case

ICI 

40%


2. CPRS – Team




3. ICI – Individual


Participation



10%

4. Participation – “be yourself”

· Mike 

· comes from Oxford, near boarding school Cowley… 

· Did an A Level at Oxford Brookes…

· Banking

· Canada

· Hamilton in Ontario

· Canadian Wife

· Ivy Business School – Ontario… MBA.

· Western Canada since 1980…

· Mike Thomson – Bio

· Born in Benghazi, Libya

· Oxford, England

· Manchester University

· Chester, England ( banking career

· Ontario, Canada

· Vancouver, B.C.

· Victoria, B.C. ( Commercial banker

· Royal Roads University

· Contract work for Royal Roads

· Asked to build a special stream for management consulting

· Mandarin MBA

· Distance learning

· Average age 39 yrs old…

· 3 weeks intensive course…

· Online courses

· Back for 3 weeks…

· Online courses

· Back for a final 3 weeks…

· Arranged to work with the GGSB…

· Hired as faculty associate professor at Royal Roads University

· The Inn on Cortes Island

· Canadian link to Certified Management Consultants (CMC) ( fast track to the global CMC professional qualification…
· Financial analysis pieces… 2-3 days to pull together… 

· It’s totally doable…
Introduction to Management Consulting – Milan Kubr 
· Balance of different skills

· Sharon is “soft skills” – how to interact with customers

· Mike is “Hard skills” – these are the tools that you require…

· The CPRS requires that you build a diagnostic approach…

· These are the consultancy tools that you require

· Understand complexity

· Understand that things don’t always work as well as you would like..

· What is consulting?

· Agent of change?

· Independent and specialised advisory services?

· Technical and human components

· Uses of consultants – 5 generic purposes
· Typical Interventions
· Information
· Resources
· Contacts
· Expertise
· Diagnostics
· Proposals
· Systems and methods
· Organisational change
· Training and developing
· Counselling and coaching (executive coaching – big growth area in North America – c.f. Ann….) – International Federation of Coaching…
· “Problem of problem”

· Implies Mistake/failure
· Backward looking
· Dissatisfaction
· Problem in the larger context
· Define the purpose, not the problem!!!!

· Broader strategies
· A.I. – Appreciative Inquiries – what is working well, and why?

· When you identify how well things are working, you can move into working out what doesn’t work well…
· Consulting Alternatives
· Generalist Retainer

· Specialist Retainer

· Contracted roles in company

· Advisors/coaches/counsellors/ board members

· Coupled Advisory services (IBM)

· Commoditisation (business tools – i.e. CRM)

· Outsourcing

· Types of Consulting Organisations
· Large multifunctional

· Strategy houses

· IT and ebusiness consultants

· Employee benefits consultants

· Medium sized generalist/specialist firms

· Sole practitioners and small partnerships

· Consulting professors

· Consulting services of management schools

· Non-traditional suppliers

· Consulting networks

· Mike runs a small boutique firm

· Mike wrote a book offering 25 page size up of an organisation and then offers a consulting service around that product…

· He can easily explain the structure of his tools to people in order to sell…

· Internal Consultants
· Growing recognition

· Required standards of knowledge, experience and competence and are free at all times to offer objective and independent advice

· Critics/supporters

· Management consulting and other professions
· Combinations of a professional service infrastructure in a market economy

· Difference between consulting and research
· Problem solving versus exploratory

· Tight time frames

· End product is better management practice versus new knowledge and theories

· Often confidential

· Academic rigor as appropriate

· Evaluation by company/client versus widely held

· Consultant – Client Relationship
· Identify the “real client”
· Define expectations/Roles
· “chemistry of client systems”
· Find out who “owns” the problem

· Knowledge sharing

· Collaboration readiness

· Service…. Needs…. Relationship… Trust

· David Maister
· Book - Trusted Advisor – davidmaister.com

· Through the Request for Proposal process

· It’s worth setting up these proposals, only if you know that you can repurpose the work that you do and sell it on to someone else…

· Behaviour Roles of the Consultant
· Resource Role

· Technical Expertise

· Doing something for client

· Supplies information

· Diagnoses organisation

· Designs new systems

· What to change!

· Process Role

· Change agent helping client to resolve its own issues

· Develop awareness

· Make interventions

· Stimulate change

· Shares approaches and methods

· How to change!

· Consulting and culture
· National culture
· Professional culture
· Organisational culture
· Climate of trust
· Management practices and success criteria are culture bound!
· Business Diagnostics
· SMEs 40% Canada GDP
· Business Diagnostics Target Audience

· External “size-up”
· Internal “size-up”
· Company life cycle & related funding initiatives
· Strategic Planning
· MCD
· Size-up Grids
· External
· Business Environment
· Industry Conditions
· Internal
· Finance
· Marketing
· Operations
· HR
· Technology
· External Size-up
· 2 Components
· Business Environment
· PEST
· Industry conditions
· 5 Forces
· Internal Size-up
· 5 Components
· Financial Evaluation
· Profitability & Cash flow
· A/R collection
· A/P settlement
· Liquidity
· Stability
· Debt Service
· Efficiency
· Growth
· Marketing

· STP

· Operations
· HR
· HR

· Leadership

· Management capabilities

· Skills analysis…

· MCD

· Mfg control components for Industrial Robots

· Apparent Strengths

· Hidden weaknesses

· Strategic opportunities

· Potential threats

The 5 Stages Consulting Model  - Kubr
· Entry 
· Initial

· Contact

· Initial analysis

· Assignment plan/strategy

· Proposal

· Consulting contracts

· Diagnosis

· Data gathering

· Sources of data

· Ways to obtain data

· Analysis into synthesis

· Organisation and classification of data

· Ratios and comparison

· Causal analysis (5 whys, fishbone)

· Patterns/linkages

· Time to move on “WNTBA”

· Client feedback and dialogue

· Action Planning

· Implementation

· Termination

· Timely and planned withdrawal

· Evaluation by client and self Follow up

· Final reporting and suggestions

Starbucks ( Massive growth…

· Starbucks has been in Canada

· Secretive controlled operation

· Canadian chiefs of real estate

· Toronto blitz - 5 stores on the same day

· Good coffee…
· Forget the competition, and focus on the experience…

· Hire the right people and treat them right…

· Turnover is low ( offer employees stock options…

· Employees are called partners, and indoctrination is intense

· Frappuchino ( new language – communities of practice ( shared repertoire

· Build hype…

· Marketing Coffee blend with CD…

· Require new products as coffee consumption slips… and stocks drop

· Attention to detail… 15 to 250 store growth…

· Expert tasters…

· Catalogue business

· Internet orders…

· Schultz’s focus ( vision for Canada to be “leading retailer and leading brand in coffee in Canada”

· “Humble”

· 10k invitiations were sent to invite people to a marketing faux pas…

· Turns the mistake into a business lesson…

· What are they competiting with?

· Initial roll out issues ( 

· The coffee machine was broken

· Pay checks are a day late

· “If I have to wait this long next time…”

· “It’s only coffee”

· “We have to make sure that this isn’t people’s first experience of Starbucks and get turned off”

· Boutique client Norbert is worried that Starbucks might take control

· They can’t resist meeting the enemy face to face….

· Second Cup…

· American giant company – not a giant place…

· No excitement ( lining up for curioisity…

· If Starbucks product is vastly superior then they will do fine, if not, they’ll have problems…

· Wishes he’d opened 10 stores instead of 5…

· Starbucks - Need to greet people at the door – improve the customer experience

· Second Cup – Norbert Morris wants to ride the Starbucks formula to expand into new cities…
· Second Cup – they offer an exciting, lively, musical, communal service, unlike the cold Starbucks experience…

5 New Starbucks…

We’re meeting with Norbert, for Second Cup…

Despite the bravado, Norbert is concerned…

Teams

5 Key Questions

5 Key pieces of information/documents

Get a good feel for the scope of the assignment

Find all the information that you need…

20 minutes…
Questions – Team 5
· CV / Experience in the business?
· Trade area survey?

Documentation – Team 4
· Financial Statements 3 yrs… (would they show it to us??!?!? Maybe better to ask, how’s the business been going?)
· CRM - Written marketing strategy… (less than 1% will generate a marketing plan… they have a “development agent” from the Franchisor…. Sometimes you’re not being helped by the Franchisor… Big user guides from Franchisees, if you don’t follow you go out of compliance…)
Questions – Team 3
· What is his competitive advantage is what we want to know, but what we ask is:-

· What makes you stand out?

· Tell us about the kind of marketing things that you’re doing?

· Marketing game

· Distribution and promotion information?

Documents – Team 2
· Promotions Information

· Suppliers Information

· It has to come from an approved supplier, you sometimes have to buy from the specific area…

· You can’t necessarily change your offerings, but you have leeway to aim for a specific price level… you give them a price suggestion…

· Tightly controlled…

Questions – Team 1
· Restrictions on the franchise?

· Clientele?

Documents
· HR Policy – does he have one?

· Franchise Agreement?

Questions
· Standardised service
· What keeps you awake at night…?
· Franchise Agreement

· How was it funded…?

· He needs a market development plan…
Strategic Business Assessment
· Required revenue generation…

· How to build revenue streams?

· Explosion of the CEO furious with the general manager, and the cook…

· CEO wanted to terminate without cause…

· Called HR team and Legal team…

· Calling in an expert you can build your professional knowledge and experience…

· We are learning the General Practitioner Tools, rather than Specialisation…

Code of Ethics

· “Is the brand man a management consultant?”

· Smooth talking brand man gets stuck between a brand decision…

· Bernie is an expert in branding…

· Brand man… built himself a reputation on the Wine business…

· A Very Fine Wine…

· They need to rebuild their brand

· 3 months to rebuild the brand…

· Pitch the name… 3 weeks on the name for the business…

· They want “credibility and mystique”

· Reduced from 300 options… there’s a load of creeks and hills, etc…

· He can’t give them the name straight away, because he doesn’t property over it…

· Timelines are brutal – we need it yesterday…

· Pitches the marketing concept based on the new name…

· “Lotusland”…

· 3 different labels - 

· I can see how it would work...

· Gets the first half of his fee…

· Process – signage to change, business card…
· They don’t want to miss the rich Christmas sales…

· Either it works or it doesn’t…

· They want until the morning to decide…

· He’s offering local celebrities to follow up…

· He’s paying a freelance gfx designer up ahead…

· Photographer…

· Capture retail rush…

· Getting people on board ASAP…

· Not lots of money…

· Bagging a few potential local celebs…

· Networking…

· TV star for publicity…

· They need “hip young people”

· Avery has a cash crisis… the bank has lost their level of understanding…

· Brandman ( they’re having some problems…

· They are missing their chances…

· He could potentially lose out… the suppliers allow him to get bottles before with no money down…

· Clothing sponsor…

· Designers…

· Work with the printers…

· David Avery needs to approve final designs…

· Disregarding and stonewalling my calls is calling problems…

· The printers won’t go ahead without knowledge that there is the money

· They are going to invest more “sweat equity” behind the launch…
· Bernie does mock-ups for the options for where he can demonstrate it….

· The are impressed by the visual connections…

· The impact he had on their business in 90 days “was incredible”

Did he do the right research?

Did he do enough analysis?

Was he properly researching?

Flying by the seat of his pants…

Relaunch the name, and the brand…

Keep the scope contained…

This is a classic example of scope creep…

He didn’t do a proper proposal…

He didn’t give them involvement in the naming methodology…

He didn’t offer them the opportunity to consider other options…

He gave the name up before he got paid…

He didn’t own the Intellectual Property over the name…

He already had a big list of potential names and then offered them one of his choices…

£7.5k came from their retirement fund for him to pick out the name from his list…

Selling the wine ahead of time… promises for the photographer, promises for the designer…

It was often done on gut feelings and it wasn’t what he needed…

He was fighting for his reputation and for his portfolio, alongside the building the brand…

Issues of building his own reputation through selling the wines to assure his fee…

Is he reliable?

He should have had a well structured proposal...

Consulting Practice Review Summary - Presentations
· Team 3 - The Sky’s not the Limit, Space is the Limit!
· Vision – expert growth consultancy leveraging EU funding to help 

· Website - Fantastic

· How?

· New EU policy – EU Funding Search…. Graphics Nice!
· Banks

· Local agencies

· Trade Bodies

· Company Search

· EU Funding preparation

· Strategic Growth Plan Expansion

· PEST

· Political

· Eastern Europe Countries opened borders

· Favourable & stable political environment for investment

· Economic

· Porter’s 5 Forces/Generic Strategies

· Differentiation

· Services Finding Funding

· EU Funding

· EBRD, European Investment Bank

· Services Winning Funding

· Consulting tools used with clients

· Balanced scorecard

· Size up

· Financial analysis

· Internal tools used in E3

· Mentoring Program

· Marketing

· Market Segment 3.5million active SME

· 90% limited access to funding growth

· Competitors

· No win no fee?
· Competition exists – but little with our processes

· Growth
· Focal point – growth in Poland

· Grow to EU members

· New & Candiadate EU members

· Alliances

· EU law experts

· Local authorities, SME unions, foundations

· IC^2 Business Angels suitable clients – Nice linkages…
· Finance

· Sales numbers

· Sensitivities

· Risk of EU funding profile change

· Sensitivity to sales

· Flexible and agile – Nice relationship between that and the sales sensitivity

· Business offers opportunities for growth
· Feedback
· It was very well presented, very nice, well thought out…
· Questions:- 
· Financials
· The financial crisis may impact the opportunities in growth – is it not a bit optimistic?

· Answer:

·  Poland hasn’t been hit so hard… Just hit by currency fluctuations

· They hope to benefit from EU funding amounts…

· Why would you go with “no win, no fee”?

· Answer:

· The funding stipulates who can access the facilities

· They have contacts and networks within the EU…

· Marketing Eligible companies per month…

· Feedback – liked the first slide…
· Smart to identify Risks

· Good for building relationships with IC^2

· But… need to do a lot of business development work with networking the EU…

· Decide on the key decision makers and Directors, etc…

· Question:
· If you inform an unaware customer of the EU funding, how do you cope with the issues that they might “go it alone”…?

· Companies tend to be too involved in operations to actually go through the process – these guys offer the experience and skills for the application process…

· If you are completing a size up, do you offer further services…?

· Vision – to grow together with the customer into Strategic growth plans…

· Funding is provided in tranches – so they will be required for analysis of the processes…

· Feedback
· Alliance they agreed on has a lot of potential

· We would like to find out some other things…

· Questions?

· Which Alliances do we have, SME Unions?

· Particular funding will depend on the particular funding…

· Irish voted against the Polish joining into the EU… Are you taking into account the possibilities that Romania and smaller countries may take up the funding?

· This is inline with our international growth plans…

· They have competitive advantage in speed…
· Feedback

· Good, good, good…

· Questions?

· Risk of no win, no fee… How will you company function on the basis of the length of time that it takes for the finances to come back…?

· In Moldova, it can only take about 1 or 2 months, and you can receive the money very quickly…

· It can take a really long time for governments to process the money… There is a clear risk issue…

· They will develop expertise in background analysis… and knowing exactly what is required…. On the basis of financial size ups…

· Their process time scale is to achieve the process within 3 months… clients tend to take a long time to submit…

Team 5 – IC^2 (International Consulting Company)

· Consulting Practice Review Summary

· We’re all a little tired, but still…

· Agenda

· About us

· Tropical, Macro & Micro environment Analysis

· Our Services

· Tools

· Business Work Flow

· Market Analysis

· Competitor analysis

· KPMG are the main competitors…

· Smaller firms are brand managers and IT consultants…

· We see two sides

· The customer (Nigeria SMEs) and the Supplier (Europe Angel Investors)
· Canada ( What is the point of Canada – what do they do?
· Directorial team
· Felix – “I had no idea you were so multicultural…”
· Resources
· List of capabilities – nice…
· In Nigeria, they don’t have issues with the financial market because they work on cash rather than credit…

· Is there not evidence of Nigerian stock market going down?

· Nigerian Stock market Capitalisation has dropped from 12.6Tn/bn to 4.6Tn/bn ( in 12 months…!!!
· Tools
· Information sources
· Central Bank of Nigeria – Database
· SME Economic Survey
· Investors Database
· Service Promotion
· Company Interactive Website
· Reading information to access them

· Interactive information and contacting tools
· Trade Fairs
· Aggressive marketing plan
· Promoting the business
· Personal Networking…
· Building contacts within their own future companies…
· Business Development
· Feasibility Studies
· Financial Simulation Modelling
· Augustine did the Financial Modelling tool…
· Company Interactive Website
· Business Work Flow – Nice Process Design demonstration

· Entry/Contact Point - Database, Website and Trade Fairs…
· Diagnosis – Problem, opportunity & technology tools
· Robust database
· Link to Investors

· The banks cannot offer finance the companies…

· What about the growth in MicroLoans?
· 50% and 60% are sole proprietors…

· Planning/Implementation – Matchmaking (simple process! Possibly?), business setup, business improvement, business spin off
· Termination – On any business stage of the planning/implementation process

· Market Analysis

· Age – Company Size
· Don’t invest where the entrepreneur is over 60
· Slightly difficult to understand the Market Analysis…
· Competitive Advantage

· Specific target
· Emerging Markets, SMEs
· Stuck in the middle – servicing two sides to the process… 
· Recognises that they see risk in commission pay costs… It is a promise to both clients that they will not charge until sold…
· Unique Selling Proposition

· Private equity and business development, expansion, etc…
· Educational background, networking, national, regional coverage…
· Willingness to share experience and knowledge with customers…
· Business conduct and leveraging effect…
· Business Development
· Financial Analysis

· Financial Assumption
· Average Project Cost = $1mn
· Commission on Sales = 20%
· Forecast Income Statement & Cash Flow
· WTF? Unbelievable!!!!!!!!!
· Surely there are better tools than Excel spreadsheets…
· Questions:-

· You are spending a lot of your time – how are you going to deal with the costs…?
· Cost factor is time… the only issue is the time lost on working on this project compared to continuing…
· Start-up – we can’t go charging prior to having a competitive advantage…
· Feedback
· You switched speakers quite well…
· Connecting Western Business Angels – the business model was easy to understand, but got confusing halfway through the presentation…
· Beautiful slides, clear and understandable
· Easy to follow
· Too many details….
· Difficult to follow through until the end…
· What about the issue of growth and finance…?

· House prices have gone up by 200%...!
· Although you say that there is massive growth and it’s not affected by the credit crunch, the stock market has dropped 66% in 12 months…How do you convince Investors that their investment will be secure and grow faster than in China or India?
· In general I liked the fact that you all participated…

· I felt that it was a little bit messy and disorganised as people jumped in too much

· You focused too much on the PEST and the system

· You said your website was good, but there was very little stuff about that in the Website
· The trend is towards growth…

· People have withdrawn from the Nigerian stock market and they have gone into the housing market…

· Housing has gone up

· Sustainable?

· Trust is required

· The business angels like to hedge in many different areas…

· Stock markets are controlled by the investor confidence – they fluctuate…

· Feedback

· Professional

· 5 Forces – a little too much…

· Lots of research in 2/3 days…

· “Raising the standard”

· Question
· Boom in Nigerian – changes are either a bubble, fake or sustainable… Which are you?

· We are the little entrepreneurs of everyday…

· The Nigerian presidents are professors and are all bringing the economy to a new 

· New Telecoms and other models – not just reliant on oil….

· Feedback
· Neat model… I have a colleague who does this stuff

· Angel Investors from Canada and US to put money into Nigeria could be difficult because of due diligence issues…

· Big geographic distance makes it difficult…

· Emerging markets have tough patches…

Team 4 – Pitching to the Local Borough of Kensington and Chelsea


Greentronics Consulting Group (CCG)
· If you have a problem with the recycling in the UK, then we can turn this into a beneficial issue and lead it into the organisation…

· Didn’t like the way you introduced the group…

· It didn’t work too well…

· Greentronics

· Electronic and electric waste includes TV, Computers, mobile phones, and also wide range of household equipments

· CCG is an electric and electronic waste management consultancy firm

· WEEE growth is 3x faster than any other municipal waste stream

· 20 to 50 million tons of EP are discarded world wide each year?

· CCG - vision or mission statement
· Potential client statistics

· Only 4% of household waste is recycled….

· Why are we here?

· Measurement of WEEE streams 

· Build reliable relationship with clients and WEEE buyers

· Customer focused and business orientated

· Deliver feasible and achievable options

· Macro Analysis

· Political/Legal

· New WEEE Regulations 2006 SI 3289

· Environmental

· Fast increase in tonnes of electric and electronic commercial and household waste discharge

· Technology

· Modern technology accelerates the obsolesce of electric and electronic

· CCG – STP analysis – Nice slides
· Segmentation – UK e-waste management

· Target – London Local authority, Oxford Local Authority

· Positioning – (we are the only company? What about London Remade, ) Premium Price

· Competitive Strategy

· Differentiated Focus

· Practice competitive strategy – Nice Slides
· Financial Risk Analysis

· Salaries will increase £40k, £52k, £75k, £85k, £100k

· Yr1 – loss £50k, Yr2 - £1k, Yr3 - £37k, Yr4, £55k
· Is this not a bit unambitious?
· Right now is when the opportunities are most fertile, and it’s important to build competitive advantage through “first-to-market” growth…
· Conclusion

· Increasing revenue generated from treatment sector

· More WEEE expected to be collected and treated

· WEEE contributes to long term

· Recycling creates 5 to 7 times more jobs than incineration….

· Can recover 2bn

Feedback

· Nice slides, nice style…

· Maybe a little bit uninspiring?
· Let’s try to bring people together…

· Questions?
· Corporate social responsibility – their plan was to contribute to the way their consultancy wanted to grow, rather than making a big draw on their costs…
· They are willing to work a little pro-bono…

· It’s on a part time basis, so it’s not all on the basis of their salary…

· You don’t want to keep the most optimistic view when forecasting

· Use prudence…

· How will you get your finance?

· Government will support them and EU will capitalise them... perhaps…
Feedback
· Fantastic

· Kept to time

· Targeted way that you did the presentation…

· It was good to meet the needs of your customers….

· Questions:-
· How are you going to provide this service to the clients?

· Elevator pitch – how are you going to sell your plans

· We want to turn your Waste into Wealth?

· How does the process work?

· We build our relationships with Waste Recyclers and Waste Creators, and we’ll take it over and put the others together…

· How does it actually work?
Feedback

· Delivery was great… Choice of colours – green – nice…

· You lost me initially quite right…

· I forgot that we were board members – it was nice that you pitched it to the audience….

· … But it was a shame that we forgot who it went to…
· Questions
· Where do the financial figures come from? Where is the tax?

· Is this a pro-forma…

Feedback
· We go in with enthusiasm – find out who is the right person to speak to…

· How do you get into contact with the London business teams…

· This is something that we do… Go to people who need us most…

· The councils must have a budget for the WEEE directives

· So they decided to feedback….

Feedback
· Well structured

· Nice, interesting

· Questions
· When do you want to work full time is it achievable as a successful venture unless you can?

· Increase the number of local authorities…

· Would you like to be known as a consulting company or a recycling company?

· Consulting firm within the recycling field…

· Marketing and how it affects branding…

· We want to go out to the London authorities, and we can help you solve it…

· Feedback
· The slides flowed well…

· The London Burroughs and the referrals were good…

· There’s a business model which is workable…

· As a small company - You need to have a deep relations with the client organisations… with the people you can build those key relationships with target clients… the ones who can issue the PO…
Team 1 – ACT – Active Consultancy Team
· Active Consultancy Team is a consulting firm in the Outdoor Activity Retail (OAR)

· Vision

· Market leaders – integrity, knowledge and experience – nice tags
· Luz – Took 16-18 year olds up a mountain

· Maureen – goes for walkis in the Lake District

· Flo – Likes challenging pieces of rock…

· Pekka – goes Kayaking around the coast

· Israel – environmental expert and consultant industry skills…

· Industry (OAR)
· Steady Growth

· Healthy Lifestyles – fun (nice delivery on that word) to excerise activities….

· The “grey pound” – senior citizens with lots of cash and nothing to do with it

· Targeting small companies

· The stores tend to be located where people need access to kit…

· Services

· Growth strategy

· “What keeps you awake at night?”

· Helps them learn about their toolkit

· Comprehensive assessment and advice

· Size Up grid

· Strategic Marketing Plan

· How to work out how to grow their business

· Market analysis and investigation

· Why ACT?

· Young consultancy team (nice)

· Customised service
· Acitve and passionate participants
· Approach our potential clients, talking the same language
· Bespoke product
· Differentiation comes from being OAR area only
· Small company -> quick reactions and flexibility…
· Our future
· Competitors
· McKinsey, Monitor Group, Roland Berger
· Too large, generic and expensive…
· Institute of Independent Business (IIB)
· Seemingly far from our clients
· Will not know that they need a consultant until they explain
· International opportunities

· English speaking international communities

· Expanding in the UK, USA and North America

· Pro-forma Statements (normal scenarios)
· They have processed several possible sensitivity analyses
· They plan to all work part time…

· So the plan will be to develop the size of the business…

Questions:-

· Have you thought about bringing consultant services as an outside services activity provider?

· We could also deal with people who are also active…

· It’s not something that they necessarily want to do, but they have discussed it…

· The pictures were good and kept your eyes on him…

· The name is great, and the slide is eye catching…

· What exactly is the core business what is the core business?

· They want to do a size up analysis for outdoor retailers

· Or small chains…

· How are you going to be best to specialise?

· Providing a complete marketing plan…

· They’re going to be trustworthy due to their credibility

· Good promotional materials…

· It’s good to impress them with the options…

· It is better to have an example of a typical example…

· Pragmatic examples…

· Real life stuff…

· Good stuff…

· Feedback
· Nice flow at the top… You could see how the flow of the system was working…

· They charged extra per year…

· They looked at price sensitivity… and small firms won’t be able to afford more than that…

Class Feedback
· By far the best in 4 years

· There was some feisty feedback – you need to respect views and opinions…

· Concerned about what we might select as projects…

· Each of the projects could happen…

· Each was workable…

· In the real world, it can be pretty brutal…

· You all did a fabulous job!

The Inn on Cortes Island…
· Individual task to do – hand in at 8am…

· They will mark it during the day…

· 1pm meeting…

· Printed out at 8am…

· In the room – 8am…

· Submit the Inn on Cortes Island…

· Size-ups – Final page – explain why he should or should not expand…

Inn on Cortes Island
· Expansion – Go
· 50% appraised value

· Expansion – No

· Too early

· Shows HR

· Fix rest first

· Address HR

· Cash flow

· Clientele

Strategy:-

Financials:-

Markets:-

Infrastructure:-

Management:-

· Appraisal – 52%, 4.8/9.3

· DS Cover - 1.64/20 yrs

· DS Cover – 1.42/15 yrs

· Projections

· Cabins @ 520k

