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Ability to integrate into the client company

[[Icebreaker Executive] was engaged by the CFO of a PLC with substantial public funding to review the commercial potential of a
number of leading edge technical products in the transport sector. This analysis included reviewing the entire supply chain
and procurement strategies of this subsidiary of the largest transport provider in the UK. The company consisted of technical
experts and credit card strategists who created an unholy alliance where communication was at best limited with each party
operating in different silos. He was able to integrate with both camps bringing them together to succeed.

Impact on the business / bottom line

The procurement review was successful allowing for a more flexible and agile approach to growth ensuring that communications
with the supply base were conducted in an informed manner. The projects reviewed and taken forward by the Icebreaker
Executive were the most effective in terms of both top and bottom line performance for the company’s 5 years of existence.
Increasing sales by some 700% launching the first truly profitable products for this fledgling company.

Overall contribution / achievement of objectives

The objectives were surpassed and the Icebreaker Executive was able to provide assistance to a number of other areas of the
business which have resulted in a further work and success for the client.

Working style

[Icebreaker Executive] had to engage with a wholly different market sector were the technical language was and is often geared
to exclude. Products were over engineered and the need to be effective in the market was to be more simplistic. This was
also certainly true of the supply base. He was able to communicate what was needed to be effective and engage at every
level without exclusion.

Leadership / people management skills

[[Icebreaker Executive] was able to lead/mentor/educate at every level ensuring that the 360 degree analyses undertaken by the
client reported an excellent relationship. He was seen to be a part of the clients team rather than an interim leaving behind
an excellent legacy.

Any other comments about the interim manager

This was an especially difficult political environment where the need to generate cash was paramount albeit the raison d’etre for
the company needed to be realigned. This was especially difficult for the Board to swallow, however he achieved despite this.
He continues to work with all of the senior management team on other projects.
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