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	BUSINESS TRANSFORMATION & STRATEGY ARCHITECT

Strategic Planning ■ Business Development & Transformation, 
Global Team Leadership ■ Customer Excellence,
Outstanding Communicator both verbal and written,
Author [The Business Roadmap – 30 Essential Step].

	Expertise in
· Business Transformation
· Coaching/Leading cross functional teams
· Strategic Global Planning
· Customer Excellence
· Product and Project Management
· Business Start-ups & Angel Investment
· Data Analysis and Business planning
· Sales & Marketing Operations
· Business Development
· Reporting and Presenting
· Corporate C-level/Board engagement

Personal Traits
· Driven to succeed and excel 
· Empathetic and professional in leading teams through challenging times 
· Innovative and creative thinker   
· Committed to value for all stakeholders
· Seasoned and effective communicator
· Passionate about Customer Experience 
	An Overview

A dynamic professional with over 30 years’ experience in Sales, Procurement, Project Management, Business leadership and Business Transformation—specialising in enhancing team performance and setting strategies for sustainable growth.

Driven by a passion for delivering customer excellence, with proven expertise in managing business operations, focusing on front-line effectiveness and bottom-line results.

Skilled in coaching and supporting business leaders, driving organisational change, evaluating performance metrics, and crafting strategic plans to mitigate risks and capitalise on opportunities. 

Highly experienced in building strong relationships with key stakeholders across a range of organisations—from large corporates to small private enterprises—building long-term loyalty and trust.

A confident leader and accomplished negotiator with a strong track record of directing, training, and motivating high-performing teams.

Author of The Business Roadmap, a guide designed to equip business owners with a clear understanding of the core principles essential to success—regardless of industry or size.




Competency Matrix

Transformational: Lead teams in evaluating challenges and collaborating to develop innovative, solution-focused outcomes. Applying governance to implemented process steps and establish robust business models that are trusted, repeatable, and sustainable, with an emphasis on actionable data that informs and shapes future strategic decisions.

Operational: Skilled in building and guiding teams to bring concepts to life. Experienced in working with remote and cross-functional teams to translate creative ideas into board-level strategies that align with overall business objectives. Applying Reichheld’s “8th Gate” and PRINCE2 methodologies to develop strategies that successfully take products and services to market, delivering a consistent and engaging customer experience that drives loyalty.

Leadership & Communication: Strong leadership credentials, recognised for coaching, inspiring, and empowering teams—both local and remote—to achieve their full potential. An articulate and effective communicator, both written and verbal, and a confident, engaging public speaker with a proven track record of delivering impactful presentations and keynotes.
Employment History

2017 – Present:		Physik Instrumente GmbH.	Global Director 
Lead global teams in business transformation programs, developing robust repeatable processes, that deliver a consistent approach to efficient, effective working. 
Role
· Started as Director of Global Services, asked to replicate achievement in the global sales organisation, then to perform a similar role in Business Architecture with a closer collaboration with IT and AI initiatives, delivering cross-functional improvements.
· Presently, building a global Data Governance strategy, producing trusted data that drives key business decisions with evidence.
· Implemented a sustainable governed operating model that ensured repeatable customer excellence, mirrored across the 14 regions and +100 sales team members.
· Creatively worked on new concepts to make the business engage easier (both internally and externally), more efficiently and effective.
Significant Highlights
· Asked by Group CEO to set up the new Global Services Division and achieved revenue of €1.4m within 2 years of launch.
· Designed and implemented a business-critical CRM solution with new global governance, integrated digital training suite and a methodology for capturing the evaluated customer experience.
· I am represented as a go-to thought leader and creative innovator to solve business challenges.

2015 – 2017:		Physik Instrumente UK.	General Manager and Managing Director
Lead a regional sales and marketing team of 10, to achieve revenue and profitability targets set by Head Office.
Role
· Started as PI-UK Marketing Manager, promoted to UK General Manager, and spent 6 months as Managing Director Support the team in times of significant pressure from competition to achieve ambitious targets. 
· Develop and execute a 3-year marketing strategy from first principles and coach the sales teams on how to influence and change customer behaviors.

Significant Highlights
· Requested by Group to become Managing Director at a time of great business uncertainty.

2011 – 2015:		3fifteen Ltd.			Founder & Managing Director
Designed, Created and Launched safeguarding Cloud solution for the Education Sector 
Role
· Solely responsible for designing, financing and commercially launching unique cloud SaaS to the education sector.

Significant Highlights
· Demonstrated outstanding tenacity in raising £250,000 from angel investors during ‘Proof of Concept’ stage and prior to any sales, resulting in a non-revenue generating company being valued at £750k.
· Responsible in designing, launching, and selling a unique SaaS cloud solution focused on child safety in schools.
· Spearheaded and motivated a remote team of 8 individuals, gaining their commitment and focus on a common goal.

PREVIOUS EXPERIENCE
’11 – ’12		Zeacom		Channel Sales Manager
Credited for creating and developing a robust and sustainable new channel program for the UK market for Zeacom’s emerging SaaS technology/application.

’07 – ’11		Avaya			Client Director
Individual sales targets ranging from £3.2m to £3.8m, with Y1 – 105%, Y2 – 108% and Y3 – 98% achievement

’05 – ’07:		Toshiba		Channel Manager and Public Sector Sales Manager

’96 –’04:		Computacenter		Purchasing Manager, Vendor Manager & Account Manager


Educational Credentials and Personal situation

· Qualifications - Member of the Chartered Institute of Purchasing & Supply (MCIPS) and DCAM Certified.
· Project Management: PRINCE II Professional
· Home Life:  Enjoy supporting and coaching Small Business Owners to strengthen their business models, and writing (now finished and published), author of “The Business Roadmap – 30 Essential steps”. www.thebusinessroadmap.co.uk. Married, with one active teenage son. I enjoy long walks with my dog, playing golf, following Watford FC and caring for my wife.
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