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Telephone; 01285659222 Mobile; 07771 987570 
E Mail; allangbooth@btopenworld.com 
Introduction

An experienced and energetic general manager, financially qualified and with a commercial background. Ideally suited to coming into a delicate but urgent situation, assessing the requirements and implementing plans to achieve the goals of the stakeholders, in challenging assignments; turnaround, start-up, spin-out, or acquisition integration. Has led 16 turnarounds and 5 start ups.
Track Record





 Values quoted at today’s prices

· 1999 to date – Turnaround Director and Strategic Change Consultant: 

· Chief Restructuring Officer – Sporting & Leisure Based Business. Recommended by KPMG and appointed by the Trustees of the family who own the business – August 2015 to August 2018
· Chairman & CRO - £33m turnover Packaging business – blown, extrusion plastics for food and waste management. Recommended by KPMG and Lloyds Bank. April 2016 – to May 2017. Exited after successful re-bank.
· CFO / Turnaround Director – Agricultural Machinery Dealership – £11m Engaged at the urging of Barclays bank to oversee turnaround and restructure of debt. November 2014 – to Feb 2017
· Chief Restructuring Officer –PSCA.co.uk. Engaged at the urging of RBS to conduct a consensual restructure and / or exit and implement turnaround plan £10m publishing business – Jan 2013 to August 2013
· Executive Chairman – Waterscan Ltd. Engaged by private equity investors; Kaye Enterprises to ensure rapid growth and profitability for this water management consultancy – 2011- 2012
· Chief  Restructuring Officer – Welco Group Ltd. Engaged at the urging of HSBC post administration of a group company, to restructure the group and secure funding for and execution of a turnaround plan for this £11m Plant Hire company. Successfully concluded with a re-bank to a good bank – 2010 -2012 

· Non-Exec Director of Abergavenny Fine Foods Ltd; £16m own label foods businesses – recommended by Lloyds Bank – 2010 -2011
· Turnaround for the MSO Group Ltd. of a £18m Packaging Business in printed labels. Appointed post acquisition and merger at the urging of the Bank of Ireland. Improved cash control, stabilised business (client satisfaction improved to hi 90s % and quality cost reduced by 75%), reduced break even by over £2m by downsizing (25%) and improving margin and productivity. Left business with a healthy growth pipeline. Conclusion 2009
· Chief Restructuring Officer – Engaged by HBOS -High Risk; to review strategy for, restructure, and execute exit through sale of a £43m International Engineering & Robotics business. Bradman Lake Group Ltd. 2007

· Interim CEO of Nokia Ventures subsidiary in Interactive Packaging and Holographics. Concluded contract to raise funds for spin out. 2006
· Post acquisition integration in £20m publicly listed 3 site food business Hill Station Plc 2006
· Managing Director of CRP Print & Packaging - 220 employees and turnover of £21m. 18 month contract to secure transition and implement secondary buy-out. Re-organised senior management 

Sustained sales and profits by implementing cost reduction programme. Implemented a business wide computer system enhancing financial and manufacturing control
· Turnaround and phased exit of a £41m sales, loss making bakery products business with severe cash-flow problems. Using Activity Based Management achieve product profitability and rationalisation, cost reductions, re-organisation and subsequent sale of the business for £19m

· Turnaround of two training businesses–recommended by Dale Carnegie in US, working as a board member as Acquisition Director and turnaround consultant. One doubled in size to exceed £2.7m turnover with losses turned into 7% profit. One increased sales by 30% to exceed £1m with losses turned into 18% profit.  Executed acquisition of a £1m training business, including raising funds. 
· Expansion of a multi-national packaging group in Ireland (circa £320m turnover) – project to establish new plant 

· Re-financing of technology based start-up, managing the company, whilst undertaking a CVA and attracting new investors 
· 1998 – Divisional Chief Executive of Brent Imaging; a £40m division of Brent International engaged in computer design and imaging services for Retailers, Major Food Brands, and Packaging businesses. The division had 7 operations in 4 countries in Europe.

· 1992-1997 – Managing Director of Rexam Pharmaceutical Packaging; a £22m subsidiary of Rexam plc engaged in printed packaging for the pharmaceutical and healthcare markets. The division had 3 operations in Europe.

· 1985 – 1991 – Commercial Director and Deputy General Manager of Field Packaging Newcastle; a £45m turnover subsidiary of Field Packaging engaged in cartons for food, whisky, detergents and liquid packaging.

· 1972 – 1985 – Various accountancy positions; as a financial analyst in the automotive industry, cost accountant in the furniture industry, management accountant in the industrial coatings division of Crown Paints, and Sales and Marketing Accountant in the Decorative Paints Division of Crown Paints. The latter position was a senior commercial role responsible for pricing, forecasting for sales worth £200m, marketing and promotional expenditure worth £40m, as well as contract negotiation with retailers, franchisees and commercial partners.

Sector Expertise

· Business to Business; Packaging and printing, computer services,  industrial coatings (chemicals), office furniture, engineering, food, composite engineering, equipment hire, utility consultancy, publishing
· Consumer; Paint, automotive, kitchen furniture

Customer Experience

· Pharmaceuticals, Medical, Food Brands, Household Brands, Grocery Retailers, DIY Retailers, Drinks, Franchisees, Industrial Manufacturers, small independent retailers and tradesmen.

Geographic Experience

· Responsible for operations in: UK, Ireland, Belgium, Denmark, Finland

· Strategic alliances in Italy and Germany

· Purchasing in Scandinavia, Europe and USA

· Customer relationships in all of the above including Global and Pan –European partnerships

· Non executive directorships in UK and Scandinavia

· Worked for and with US and Asian colleagues on Global board

Relevant Business Expertise

15 Turnarounds 
In addition to those listed on page 1

· At Rexam – after inheriting a declining business which had lost it’s management team and £1–2 m of sales; returned the business to healthy profitability as the most improved business by any measure in Rexam Packaging (200+ businesses), 18 months later.

· At Field – restored liquid packaging business to break – even, reduced working capital, sold core business, and developed a new and profitable product worth £6m. 

· At Field - As a non-exec director played a part in turning round a loss making Swedish engineering company; as a consultant and representative of several major European Packaging companies.

Exit

· Sold businesses at Field and at Brent; both with satisfactory results for shareholders
· Sold business on behalf of a ‘Big 4’ bank
Start up

· Led 4 start ups in Ireland, Finland and UK, in Packaging and Technology sectors
Operational Improvement

· Achieved substantial cost reductions at Rexam through re-organisation, process improvement, cost reduction programs, set-up reduction and cycle time reduction.

· Led substantial productivity improvements at Field and at Rexam

· Experienced in evaluation and project management of substantial capital investments throughout career, including putting right those that have gone wrong.

· Quality management – responsible, at Rexam, for a business which was a class A supplier to the pharmaceutical industry, with global customer relationships conducted under benchmarking scenarios. Knowledgeable about GMP (good manufacturing practice).

Led Total Quality Management programmes at Rexam and at Brent that  improved quality, productivity and teamwork, and achieved a cultural shift in the organisation.

Analytical and Commercial Skills

· Experienced in all aspects of measurement; financial, quality, productivity. This includes the systems to achieve timely review, and for benchmarking and improvement. Design and implementation of Activity Based Management system.

· Experienced in evaluation of businesses for acquisition and divestment.

· Had substantial negotiation experience; in buying, selling, partnership, and sponsorship. Able to extract value from these situations and to resolve difficult issues to the satisfaction of shareholders.

· Had direct responsibility for the selection and introduction of new business computer systems.

· Possesses exceptional analytical skills, in order to diagnose the issues holding back problem businesses and to prioritise a course of action.

PERSONAL DETAILS

64 years old, married with 2 adult children and living in Gloucestershire
Qualified FCMA, Fellow and practising certificate holder of the Institute for Turnaround, and member of MENSA

Telephone; 01285659222  Mobile; 07771 987570

E Mail; allangbooth@btopenworld.com
Allan G Booth FCMA 
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