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Straight talking, clear
vision and smart advice

The Blacksmith's
Anvil is synony -
mous with
toughness, relia-
bility and hon -
esty. It symbolis-

If you think we could help your business call us on 01444 254513

es many of the qualities and
characteristics upon which our

activities are based. Our style is
direct. We confront issues,
explain why they are important,
identify risk and opportunity,
prescribe a course of action and
then work with the client to
implement the solution. 

We talk to our clients in terms
they can readily relate to - we
don’t dress up our communica -
tion with jargon and phrases as
so often do our ‘consulting con-
temporaries’.

We listen carefully to what
we’re told and then translate a
client’s situation into an easy to
understand set of needs. This
then becomes the basis for our
brief.

Tangerine Anvil was founded
by experienced business man-
agers. Non of our team has a tra-
ditional consulting background
- we’ve all run businesses, both
large and small and possess an
empathy which stems from the
pressures and problems of cor-
porate life.

We offer clients an uncompro-
mising service to help solve dif -
ficult problems, support young
businesses and guide more 

A no fuss - no frills approach to 
solving everyday business problems!

mature operations through their
next developmental step.

We recognise that there are
many different reasons why
businesses are formed - an
important issue and one we
never overlook. Some of the best
businesses around never set out
to become so - in many cases
they were simply borne out of a
passion for doing something
exceptionally well; a hobby, a
particular talent or just a good
idea. At some stage in their evo-
lutionary development this
changes. 

A business acquires obligations
- to customers, to shareholders
and to employees. Its scope in
managing these relationships
responsibly is determined not
least of all by its ability to con -
sistently sustain the difference
between income and costs. This
requires an understanding of
the elements essential to survi-

Tangerine Anvil is a Business Solutionspractice. We provide
direction, strategic input and operational support, 

underpinned by smart commercial advice."

val and prosperity. They are
many, but for a business to be
viable it will always need mar -
ket demand, experienced man-
agement, appropriate finance, a
good plan - and a little bit of
luck.

Tangerine Anvil has strong cre-
dentials based on many years
experience and knowledge in
operational business manage-
ment. Coming as we do, from a
corporate background, both
partners have set-up, bought-
out, launched, sold, closed and
developed businesses ranging
from 5 - 5,000 employees. We
have been well educated in the
school of real business, and pos-
sess a nose for sniffing out prob-
lems and spotting opportunity.
We work with our clients. We
roll up our sleeves and stand by
their side - not on the side-lines
-  working in tight situations
and under pressure to deliver
results.
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‘Welcome to the anvil’

... the Quarterly Business
newsletter.

Mailed to senior Directors and
Owner-Managers of small and
medium sized UK companies,
the anvil provides a topical
digest of current commercial
issues.

We hope that you find its con-
tent useful and stimulating.
Should you wish to speak with
any of the contributors or
obtain further information,
contact us by e-mail: 
enquiries@tangerineanvil.co.uk
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Good financial planning
removes the gamble ... 

Colin Hewitt
shares his view on why so many senior managers
over-look the critical importance of operational
finance.

It can be a lonely place 
at the top!  

Mike Probert
reviews the true value of executive mentoring
and coaching

It's tough at the top and often
business owners/managers feel
they have no where to go when
it comes to personal guidance.
However, it does not need to be
the case that decision-making
should be viewed as a purely
solitary process. In many
instances the input of other peo-
ple - from your accountant or
business adviser to your
employees - can be key to mak-
ing the right choice.

If you are having difficulty mak -
ing a decision, try using some-
one inside or even outside your
business as a sounding board.
Most business decisions are
common sense, so simply by
talking to someone you will
often realise what the right
course of action is. Asking a
mentor can be an excellent way
of getting guidance on key deci-
sions you face.

Scarcely mentioned in previous
decades, mentoring has now
become one of the most popular
and effective methods of devel-

ntor, they will always be more
experienced. There is a consen-
sus now evolving on best prac-
tice in separating out the vari -
ous roles:
* Coaching works best when the
need is the acquisition of skills. 
* Mentoring works best when
the need is the acquisition of
wisdom. 
* Counselling works best when
the individual faces a personal
crisis, an important decision, or
a difficult dilemma.

Organisational development,
changes brought about by merg-
ers and acquisitions, as well as
the need to provide key employ -
ees with support through a
change of role or career, are
often catalysts, which inspire
companies to seek coaching or
mentoring.

At one time coaching and men-
toring were reserved for senior
managers and company direc-
tors, now it is available to all as
a professional or personal
development tool. Coaching
and mentoring are also closely
linked with organisational
change initiatives in order to
help staff to accept and adapt to
changes in a manner consistent
with their personal values and
goals. Coaching and mentoring,
both of which focus on the indi -
vidual, can enhance morale,
motivation and productivity
and reduce staff turnover as in-

oping people, particularly sen -
ior managers and business own-
ers. Recent surveys, notably by
Ashridge Management College,
suggest that almost all of the top
500 UK companies have tried
some form of mentoring, and
have experience of formal
coaching at some level. A men-
tor has a high level of personal
involvement with the colleague
being mentored. Through
guideance and stimulation,
even challenge, the content of
the learning that results will be
implicit, and the mentor may
gain equally. It is the most inti -
mate of learning approaches,
with a primary focus not on the
development of technical com-
petence or the giving of advice,
but on the acquisition of the
largely intuiti-
ve skills that allow people to
operate effectively at higher
degrees of management or in a
wide range of different situa -
tions.

Mentors may or may not be
more senior than those they me-

dividuals feel valued and con -
nected with both small and
large organisational changes.
This role may be provided by
internal coaches or mentors and,
increasingly, by professional
coaching agencies. Coaching
and mentoring programmes
generally prove to be popular
amongst employees as each
achieves a balance between ful-
filing organisational goals and
objectives whilst taking into
account the personal develop-
ment needs of individual
employees. It is a two-way rela-
tionship with both the organisa -
tion and the employee gaining
significant benefits. 

For more information on this
subject, call Mike Probert on
07808 783376 or e-mail at:
mikep@tangerineanvil.co.uk

What value does Finance really
add to your organisation?
Action orientated financial prof -
it  planning is an area which is
often over looked by SME's
whilst cash forecasting is given
priority. However, by prepar -
ing regular financial profit fore -
casts and longer term plans
which combine with cash plan -
ning, the organisation is in a

better position to understand
the impact on the business of
current and future trading
strategies. It is then able to take
appropriate action in order to
get it back on track or to maxim-
ise the benefits of any upsides.

The occasions where increased
sales have not resulted in
improvements in profitability
are numerous and, whilst the
reasons for this lack in profit
growth are varied, a robust
financial planning process
should highlight this and allow
remedial action to be imple -
mented. It is too late to worry
about it after the event when
your accountant gives you the
bad news. The implementation
of regular high quality financial
planning provides a number of
other benefits as well. Firstly, it
adds credence to any cash flow-
forecasting, it prevents any sur-

prises in your financial results
(neither good nor bad news
gives reassurance that you
know what is happening in
your business) and not least of
all it also provides proof to third
parties, such as banks, that you
are being proactive in trying to
minimise financial risks. The
financial experts at Tangerine
Anvil have helped numerous
clients add real value by imple-

menting robust planning mod -
ules that do not require ongoing
external support and therefore
benefit your business at a realis-
tic cost. 

To find out more, or to discuss
how we might be able to help
your business, contact 
Colin Hewitt on 07904 105497 
or e-mail at: 
colinh@tangerineanvil.co.uk

FOOD FOR
THOUGHT

"If you don’t
know where you
are going, you

will probably end
up somewhere

else."
Dr. Laurence J. Peter

Canadian Educator
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Lay offs, restructuring, down -
sizing, e-melt down, mergers
and acquisitions - the executive
job market has taken some hits
over the last three years. The
Sunday Times reports that there
is an average of 400 applicants
for every position advertised.
However, there is one category
that is experiencing good
growth: Interim Recruitment. 

The reasons are clear. In this
current commercial climate
where businesses want to man-
age tightly, keeping costs
behind the sales curve and
options open to reduce expendi-
ture quickly, interim managers
are an ideal way to resource an
organisation.  Salary costs can
be tailored exactly to the needs
of the business and all the tax,
NI and welfare liabilities are
borne by the individual. So, the
financial deal is done; the Non
Disclosure Agreement signed,
the Interim contract agreed and
the candidate starts. An experi-
enced Interim is able to settle
smoothly into new environ -
ments and should get quickly
into their stride. But does this
guarantee success? Not neces-
sarily.

Too often, the Company views
the Interim as short-term
resource - a  "gap filler." There
can be a reluctance to hand over
real authority and decision-
making. Faced with these cir-
cumstances, the Interim has two
choices:

*Settle in to a passive role,
doing just enough to fulfil con -
tractual obligations. OR
*Assume an active role, pushing
hard to be given a real decision-
making mandate. Companies
get the Interims they deserve
and who can blame them for
taking the first option?  After
all, the assignment may be for a
few months only, then on to the
next one.

No…not good enough. A com -
pany's ineptitude is no excuse
for an Interim with any self-

respect. Chances are that the
Interim has been a major deci-
sion-maker in a previous life. If
so they should stay true to their
instincts and values. In the
absence of stated expected
deliverables the Interim must
take the initiative by construct -
ing the plan. 

*A demanding set of smart
objectives should be mapped
out and submitted for approval.
*The commercial outputs quan-
tified and stated.
*Resource requirements deter-
mined.
*Monitoring and review
processes detailed.
*Success criteria agreed.

The Interim must network inter -
nally to achieve "buy in" from
colleagues, then drive hard to
deliver, looking to outpace
incumbent management.
Interim isn't retirement. Push
the throttle out and leave them
wanting more. For further
details contact David Gilroy on
07968 851698 or e-mail at:
davidg@tangerineanvil.co.uk

Interim Management - No
excuse to throttle back.

Looking back over your
shoulder or planning

ahead?

David Gilroy
speaks with considerable experience on the
subject of Interim Management.

Mark Hicklin
examines the eternal dilemma facing many 
business managers.

One of the most common prob-
lems faced by business today is
the imbalance between time
spent looking back versus time
spent looking ahead!

Reviewing the outcome of a sit-
uation and learning from it has
its place - it is an important
aspect of good business man-
agement. But too many compa-
nies spend far too much of their
expensive management time
doing nothing else. And this
means that because insufficient
attention is paid to planning
ahead, errors and poor judge-
ment repeat themselves, time
and time again. It becomes a
vicious spiral and one that can
so readily take a business to its
knees. 

So what’s the cure? Well, as
with anything in life, if you
want to change the outcome,
you have to stop what you’re
doing and then do something
different. This may not mean a
radical change of management
style - but it will mean modify -
ing your approach if you want
to avoid mediocre results.

There are some fundamental
principles to keep in mind when
analysing your management
style:
1) Constant re-evaluation of
yesterday’s outcome won’t
make your business any richer.

2) Focussing on those things
over which you have no control
is a complete waste of time.
3) If you don’t know where
you’re going, any road will get
you there.
4) Have a plan and make certain
all your team understand it and
buy into it 100%.
5) Agree performance measures
- make them stretching but real-
istic. Ensure that every member
of the team has their own set of
performance measures.
6) Establish milestones - future
points in time where you expect
to have achieved a specific level
of performance.
7) Get into the habit of short
meetings with a specific agenda
created to talk about how you
intend to reach your next step.
8) If you have a blame culture -
dump it! Adopt a simple to
understand incentive that
involves everyone and under -
pins your progress towards a
common goal.
9) Share the responsibilities -
make certain everyone takes
ownership of their own bit.
10) Share the rewards of success
-  make everyone want to do it
all over again! 

For further information or to
discuss how we might help
your organisation, contact 
Mark Hicklin on 07751 808682
or e-mail at: 
markh@tangerineanvil.co.uk

FOOD FOR
THOUGHT

"I think it is an
immut able law in

business that
words are words,
explanations are

explanations,
promises are

promises - but
only performance

is reality ." 

Harold Geneen
Former Chief Executive,
International T elephone

& Telegraph Co.
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It’s all around us, 
no matter what size your 

business is ...
Jennifer Bowden
provides a candid view of the state of employee
relationships in business today.
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How to contact us

It's all around us no matter what
size your business is or what
sector you operate within. In
fact, one in three or 39% of
British workers (Ready for
Redundancy: Research report,
Autumn 2002) has experienced
redundancy at some point in
their career - or seen the effects
of it on close friends or family. 

All businesses strive to maintain
a competitive advantage to
secure profitable growth and
therefore success. Achieving
and maintaining this goal will
involve implementing an organ -
isational strategy which, from
time to time, will inevitably
mean changing direction. This
change of direction could result
in some of your employees no
longer having the correct skill
sets necessary to realise the
future of your business thereby
creating a redundancy situation. 

Outplacement in these circum-
stances may be the alternative,
constructive way forward for
both employee and company.
Outplacement is a responsible
and practical way of companies
helping their employees, who
for many reasons no longer fit
the strategic profile, to decide
what to do with their careers,
and action those decisions. 

A professionally run outplace -
ment programme can help indi -
viduals to:

* Take a fresh look at where
they're going. 
* Review their own direction
and help define their personal
goals, focus and self motivation.
* Improve their self esteem and
confidence which may be
severely affected by redundan-
cy.

* Polish interview skills includ-

-ing role play, prior to attend -
ing.
* Improve CV and letter writing
skills to ensure interviews are
secured as quickly as possible.
* Benefit from psychometric
testing and assessment prior to
being confronted with it at inter -
views with constructive feed -
back of results

Tangerine Anvil, in conjunction

with Human Resource
Solutions UK-wide outplace -
ment service, provided by expe-
rienced consultants, can help
your business approach this
very delicate but necessary
strategic change by working
with the management team
assisting in the announcement
and briefing whilst creating out -
placement support packages for
employees at all levels, offering
them practical, ongoing support
throughout the search pro -
gramme.  

For more information contact
Jennifer Bowden on 
07831 543262 or e-mail at: 
jenniferb@tangerineanvil.co.uk

DIRECTION
Establishing goals and

objectives to guide 
owners and business
managers towards a
common purpose.

OPERATIONAL
SUPPORT
Implementing 

processes, developing
people and managing

systems to 
optimise operational

effectiveness.

Solutions for Business

STRATEGIC
INPUT

Fulfiling market
potential through

the execution of an
intelligent and well

argued plan.

No Fuss - No Frills
approach to 

solving 
everyday business 

problems.

HOW WE WORK

Our strength and track record as a Business
Solutions practice is based on this simple
founding principle - there are three critical
elements any organisation must recognise
and understand in order to achieve com -
mercial success:

* DIRECTION  ...“Where are we going?”

* OPERATIONS ...“What are we doing?”

* STRATEGY... “How will we get there?”

It is our firm belief that these are the cor -
nerstones essential to long term prosperity .

We have the skill, knowledge, experience
and resources to assist clients right across
their enterprise, including Finance, Sales
and Marketing, Human Resources, Strategic
and Operational Management.

Our style is direct. W e confront issues,
explain why they are important, identify
risk and opportunity , prescribe a course of
action and then work with the client to
implement the solution. 


