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South West Leadership and Management Advisory Service

Leadership and Management Diagnostic and Personal Development Plan

 for Business Leader/Key Manager

	Company
	“Scrubb” Electrical Ltd
	Beneficiary
	Mr D “Scrubb”
Mr L Watkins

Ms R Bingley
	Position
	Partner

Ops Manager

Finance Manager


Review the following issues with the business leader:

	ISSUE
	RESPONSE

	Nature of business

Describe your organisation’s main purpose/service.
	The client provides a comprehensive electrical installation and re-furbishing service in the commercial sector. Their expertise enables them to operate as a main contractor on all electrical aspects of significant new builds/ major works and they are accredited to operate in hazardous areas. The latter means that they can offer the specialist service required in petrol filling stations. The client employs 14 staff and whilst the majority of their work is in the SW Region and South Wales, their reputation results in their being asked to service clients in the London area.

	Business/organisation goals

List the objectives you are pursuing within your current planning period.
	T/O last year was £550K and the current trading year should produce a 5% increase overall. The current forecast for next year is for an increase of approx 15%. Gross margins, overall, are 28% enabling the client to plan for continuing growth in their preferred segments – see below

	Opportunities/Threats associated with the above

List all the factors – positive and negative which could influence your achievement of your goals.
	To date, there has been little impact of the recent economic downturn on the client’s order book. In terms of opportunities / threats, their experience leads them to seek the higher margins available in major re-furbishment works and to avoid the lower margins offered by many new builds.

	Development priorities to optimise performance

List all learning needs, both for you and your top level managers – include those already underway, planned or being considered.
	Mr D “Scrubb” believes that the company needs to develop a comprehensive marketing strategy. Much of their core business is repeat but the absence of a systematic approach to reviewing trends/opportunities/threats in their current client base means that they are vulnerable to missed opportunities. In terms of seeking new business, they do not have a strategy to enable them to target new business in a cost effective fashion. Also, their current website needs to be reviewed in order to exploit its potential for attracting new business

	Impact of learning on personal and organisational performance

Specify objectives, milestones and timescales for the uplift in performance being sought.
	Personal

Objectives:
1. To develop, an effective client relationship mgt strategy which both Mr D “Scrubb” and colleagues can deploy proactively.

2. To be able to assign objectives to 2 direct reports for the production & maintenance of marketing MI.
Timescale: Obj I: by 18/12/08

                  Obj 2: by 31/03/09
	Organisation

1. To increase T/O revenues from existing clients (which offer preferred margins) by 10% over the next 12 months.

2. To succeed in getting to final tender stage (in preferred segments) – approx 30% increase within 24 months is the initial target

 3.  To enhance the current website as a route to   market such that it generates 25% of new business by 2010.


	SOLUTION(S)
	 Tailored coaching from:

1. a specialist marketing consultant – for D “Scrubb” plus two direct reports (L Watkins & R Bingley)
	PROVIDER(S)
	1. ZZZ marketing consultancy

	SKILL AREA

(tick as many as are relevant)
	Achieving results  *…..

Communication skills/Working with people  *…..

Facilitating change …..

General management skills/qualifications …..

Managing self and personal skills …..

Leadership/Providing direction …*..
	STYLE OF SOLUTION
(tick as appropriate)
	Action Learning …..                                                  Formal Course leading to a qualification …..

Formal Course not leading to a qualification …..      Informal learning – one off training session …..

Informal learning – on going private training …..      Mentoring/coaching …*..

Peer to peer email support …..                                 Peer to peer telephone support …..

Networks …..



	Government Cont.
	£500 unmatched grant plus £500 matched grant
	Employer Cont.
	£850

	START DATE
	17/11/08
	END DATE
	26/01/09

	SIGNATURE
	
	DATE
	

	BROKER/ADVISER
	
	SIGNATURE
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