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what are the DIggest challengeSkeeping
your customers aWake at night?




Economic and Financial Challenges

1. RISIng InflatioNincreasing costs of goods and services
2. ngh Interest rates affecting loan repayments and borrowing capacity
3. Cash flow management in a challenging economic climate

4. Late payments from customers impacting liquidity

5. Government economic policy and taxation uncertainty




Market & Customer Pressures

6. Reduced consumer spendingiue to cost of-living

: 1 7. Increased competition fom larger firms & oniine businesses
8. Customer retention chalienges andsecuring new business
9. Customer expectation changes and buying behaviours

10PriCing PressureSwhile maintaining profitability



Talent & Workforce Issues
11AttraCting and rEtaining skilled staff amid talent shortages

12R|S|ng wage demandsand employee benefit expectations
13Remote and hybrld WOrking challenges affecting productivity and culture
14Com pliance with employment laws and HR best practices

15Mental health and wellbeing of employees




Operational & Supply Chain Risks

16Supply chain disruptionsausing delays and higher costs
17Energy and utility inflation impacting operationat costs
18Cybersecurity & data protection threats and risks

. : . 19Technology transformation costs & implementation disruption

20.RegU|at0ry Compliance meeting required and industry standards




Strategic & Growth Barriers

21Access to fundinginvestment for growth
22 .Scaling Upand how to do this while maintaining quality & service

23 Environmental & sustainability adapting to regulations
24 Brexit compleXity aftecting trade and logistics

25G|0bal marketS navigating unprecedented uncertainty



The best businesses evolve

adapting to market shifts, customer needs,
and industry trends.
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risky, uncomfortable and overwhelming.

EBut staying still is far riskier




EThe greatest dang
t urbul ence 1 s not
E/rt | s to act with

Peter Drucker
Austrian American management consultant & author
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Vision Statement:

To inspire and equip UK businesses with the strategies, leadership, and
culture needed to achieve lasting success and excellence.
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Mission Statement: Y

| drive business success by crafting and implementing innovative strategic
solutions, enhancing leadership, optimising operational and financial
performance, and building motivated, high-performing teams.
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Sectors | Support:

Manufacturing Transport Logistics

Education Professional Firms

® ©

Technology

Construction

Hospitality Energy

B

Retail Services 3 Lz J Franchising

® © ® ©®

| work across sectors because the challenges of driving profitable growth, strengthening brands,
winning new customers and building successfocused teams are not unique to any one industry.



Free Consultation Offer

182-hour consultation at the business
location

Gain insights into key challenges and
opportunities

Evaluate potential solutions for
growth and efficiency

Determine alignment for a
successful partnership

Completely free, with no obligation



Written Proposal

Current Business StatusSassessment of the current business position

wies AL TRADELWTED

Agreed Goals: identified goals, improvements, challenges and risks

Phase 1 ApproaCh]ncIuding team interviews, leadership meetings, financial

review, process reviews and risk analysis as appropriate.

Deliverables: summary report of findings and a clear implementable action plan.

Why PGriff

TimingS: Full breakdown of days required for each workstream along with the
report delivery deadline.

COStlngS: Total value of the investment and ROI calculation. Costs fully inclusive of
expected expenses, (unless otherwise agreed).

Summary: Clarifying the benefits of support to the leader, team and business.
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Typical Phased Assignment Process

Each assignment is unique but typically they follow this type of process:

Measure the succes
Together we measure the results, achieve
the agreed goals and deliver a great ROI

Implementation
Working with the team | successfully
implement the plan
hitting key milestones & deadlines

Phase 2

Report, Action Plan & Proposa

| build an action plan that is practical,
actionable & achievable to create the
desired results

Analysis |8

| work with the leaders and team to [ 28,8
identify constraints, weaknesses,
strengths, challenges & opportunities



case study:Manufacturing Business

Free Consultation Findings:

A High quality manufacturing and installation business run by
two entrepreneur partners

A After a period of strong growth, turnover had stagnated at
£2.5m and margins were declining

vy A Their goal was to double turnover, increase profits and
"% maintain their reputation for quality



case study:Manufacturing Business

Free Consultation Findings:

Thank you again for your time yesterday when we discussed

the business and how to continue to build on our success.

| very much enjoyed the discussion and found it to be a

cathartic experience. By you asking the questions you did, |

am already seeing areas for us to improve and am excited
fg ., about your | it/ vement. e




case study:Manufacturing Business

Phase I Analysis:

A | conducted a strategic review of the organisation over 7 days,
working with their team within the business.

A From this | identified 6 critical constraints in the following areas:
Leadership, strategy and business management

Commercial processes and effectiveness

Operational processes and efficiency

Team resources and structure

Strategic alignment and engagement

Building space and machinery




case study:Manufacturing Business

Implementation:

A | worked over a period of months with the 2 owners and their
team at a pace that suited their business

A Work undertaken included:

Leadership training and coaching

Strategy workshop

Development of a team communication plan

Commercial processes development and training

Operational processes and systems implementation

Planning of team resources and organisational structure

Team strategic alignment and engagement

Evaluation of building space and machinery investment options

Vo o o T T To Do I
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case study:Manufacturing Business

Results:

A The implementation of the new strategic plan, enhanced leadership focus,
and elimination of key constraints delivered outstanding results:

A Sales revenue surged (+97%), coming within £70k of their goal of doubling turnover!
A Profit margins improved despite the challenges of rising raw material costs.

A& _ A Major customers were retained, and new business was secured, driven by their
e, " growing reputation for quality manufacturing and exceptional service.




case study:Manufacturing Business

Results:
We have been incredibly impressed by your professionalism

and expertise, and the impact on both our team and the
business has been remarkable. It truly means something when
someone of your calibre comes in and recognises the work
we've been doing and the progress we've made. When you're
deeply involved in the business, it's easy to lose sight of just

4 o, how much has changed.” co-founder




How Collaboration Supports Your Strategic Goals

HSBC <X»

| SUPPORT

ACHIEVEMENT ( 3 The great work | do will boost your
OF YOURGOALS: customer satisfaction scores

| provide great support, creating
value for your customers

| improve customer risk ratings
on the book

Growing customers are more likely to seek
investments from you

E Where possible, | will refer prospective

., Ccustomers for switching opportunities
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UK SME Business Statistics

As of January 2024, the UK had approximately5.5
mi"ion S M E& UK Parliament Business Statistics ::::?j;iiﬁ;:buﬁnesses izl
There are around660,000 new business births each year //\—
I'e p I’ese ntl n g aro U n d 12(y0f th e tOta| UK Parliament Business Statistics z

Survival Failure 2015 NeW Births 660’000 2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2020 2022 2024

Source: Department for Business and Trade, Business population estimates 2094, 3 October 2024

Lkyear 89% 11% Ftyear deaths: 72,600
Ftyear survival: 587,400

2-year 75% 25% 2nd year deaths: 92,400
2nd year survival: 495,000

5- year 45-50% 50-55% Year 3-5 deaths: 165,000
Year 5 survival: 330,000

10-year 35% 65% Year 6-10 deaths: 99,000
Year 10 survival: 231,000




