





It’s classic CYA (Cover Your Ass) - no one gets sacked
using them. Management Consultants are paid vast
sums because shareholders and plcs want them to rubber
stamp something, to prove it’s not just our ‘good’ idea’.

Not all change programmes are a fagade. Takeover threats,
declining market share, falling profitability — all provide
meaningful motives for corporate realignment.

However, empirical evidence suggests even such
programmes meet with limited success.

‘The reasons are endemic’, comments Sam Smith,
Director of Calibre One Interim, one of the leading
suppliers of Interim Management solutions in the UK.
‘Lack of buy-in at the top, stakeholders with hidden
agendas, failure to engage people in the process. Credibility
issues may also emerge if employees are given cause to
suspect the real driver is a reduction in headcount.’

Those who perceive business as cyclical argue that
change programmes are an over-reaction in the first
place. Instead of calling in the consultants, proponents
argue that reallocating funds to business units would
be more productive.

‘We invited a professor from INSEAD to talk to us
about value creation’ notes Offord. ‘His view was that
too many companies focus on the competition instead
of thinking ‘what is it we need to do to beat them?
Where is our niche in the market?’

‘He may have a point. How many change programmes
do Tesco run? What about Swatch or Starbucks? They
don’t need them’.

‘The only meaningful question is this — what is the
change in the market that customers want and
how can we deliver it? Dell was the perfect
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example. They didn’t do anything radical or even
provide it at a lower price but offered a fresh
proposition to customers’.

Speed of evolution is the new imperative.

Sam Smith comments again: 2! century business
demands the capacity to react at ever increasing speeds
to a changing (and increasingly demanding)
marketplace. The key distinction will be between
organisations structured to adapt at the flick of a switch
and lumbering giants that talk about change
while lurching from one crisis to the next.’

Interim Managers signpost a way forward. Although
their role is often confused with consultancy, the
primary function of an interim is delivery.

‘Interims are a very different proposition to consultants’
Stephen contends. ‘They come in with hands-on practical
experience and help you through specific periods’.

‘I think the danger of the interim market is people
thinking ‘we’ve got a problem, bring an interim in’.
It should be a proactive thing — this is my strategy,
we’re going from here to there, who do | need to help
me deliver’.






