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ANDY NORRIS BEng MBA 
07977 139062 

andy.norris@growthadvocate.co.uk 
 

BUSINESS INTEGRATION, TRANSFORMATION AND TURNAROUND 
 
For over 35 years, I’ve had a variety of roles in manufacturing and service businesses including 
Engineer, Account Director, General Manager and Managing Director, providing products and 
services to a wide range of companies in both the private and public sectors. 
 
During this time, I’ve delivered two significant post-acquisition business integrations and 
several business transformation and turnaround programmes for businesses, involving 100s 
of staff, whilst being accountable for the profitability of those businesses. 
 
This has given me wide-reaching skills, including business integration, transformation and 
turnaround, which I have used to help many SMEs achieve growth, diversification, improved 
cashflow and better business management, significantly increasing the value of the business. 
 
In 2014, I formed Growth Advocate Ltd, turning my passion for business improvement into a 
full-time career, using my skills and experience to help business owners and executives to 
implement change, reset direction and achieve their goals. 
 
Transformation and turnaround saves jobs and preserves wealth directly and in supply chains 
and has a positive impact on the company, its employees and the communities in which they 
work and live. 
 
AREAS OF EXPERTISE 

   
• Business transformation and turnaround 
• Business management and corporate 

development 
• Business integration pre/post acquisition  
• Leadership of major change programmes 

• Business strategy 
• Improving operational efficiency & 

service delivery 
• Business development 
• Customer experience improvement 

 
KEY ACHIEVEMENTS 
 

• Developed the marketing and delivery strategy to enable an SME to succeed in the 
warehouse automation market 

• Developed the marketing and delivery strategy to enable an SME to enter the heat pump 
market  

• Assessed the strategy and viability of the business plan and made recommendations to de-
risk it and to improve the value of the business – Foresight Group portfolio business 

• Increased sales by more than 90% and recurring revenue from zero to 20% of sales – 
Software Development business 

• Increased net profit by 26% - Financial Services business 
• Increased sales by 53% - Textile trade and retail business 
• Increased revenue by 37.5% to £2.2M in one year - HVAC business 
• Saved £20K/month in a manufacturing business in the construction sector 
• Competed, negotiated and transitioned an £80M infrastructure maintenance contract for 

the JV of Telefonica and Vodafone (CTIL), transforming the quality of service, scope, scale 
and service levels and saving £4.5M 

• Developed the Wi-Fi and social media strategy for a national pub chain transforming its 
business and enabling it to market to its customers 

• Restructured and transformed the Government business unit delivering savings of £1.5m 
p.a. and saving 200 jobs 

• Led the integration of the telecoms businesses of National Grid Wireless and Arqiva to 
create a business with £250m turnover and saving £5M p.a. 
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PROFESSIONAL EXPERIENCE 
 
Growth Advocate Ltd   Director              2014 - Present 
I work with many business owners and executives to transform their businesses and improve 
their working lives. A business transformation can be in the area of growth, both organic and 
by acquisition, making the business operate autonomously to enable the business owner to 
pass it on to a successor or increasing the value of the business to realise the most money 
when it is sold and without the need for an earnout 
 
• Developed the marketing and delivery strategy to enable an SME to succeed in the 

warehouse automation market 
• Developed the marketing and delivery strategy to enable an SME to enter the heat pump 

market  
• Foresight Group portfolio business, assessed the strategy and viability of the business plan 

and made recommendations to de-risk it and to improve the value of the business 
• Increased sales by more than 90% and recurring revenue from zero to 20% of sales – 

Software Development business 
• Increased net profit by 26% - Financial Services business 
• Increased sales by 53% - Textile trade and retail business 
• Developed the marketing strategy for a startup business in air and water purification 
• Reduced dependence on a single customer from 75% of revenue to around 50% of 

revenue. Increased revenue by 37.5% to £2.2M in one year and developed the organisation 
and delivery processes to support the growth – HVAC installation and maintenance 
business 

• Saved £20K/month in a manufacturing business in the construction sector by eliminating 
mistakes and the need for rework – Roof Truss Manufacturer 

 
Telefonica and Vodafone (CTIL)  Outsourced Service Transformation      2015 - 2016 
Transition Programme Manager 
I was engaged to transform the way outsourced maintenance services were delivered and I 
set up the programme, competed the work, negotiated the contract and transitioned the 
work to the new service provider 
 
• Developed the risk management, governance and change management strategies and 

the transition plan. 
• Created a new operating model including processes, use of IT systems and field devices. 
• Competed and negotiated an £80M infrastructure maintenance contract for CTIL, 

significantly improving quality of service, scope, scale and service levels and saving £4.5M. 
• Managed the implementation of new interfaces to the Remedy Trouble Ticket systems in 

England, Spain and Portugal. 
• Transitioned the nationwide contract on time and on budget using 16 work streams - 150 

people, 21,000 wireless infrastructure sites, 45,000 maintenance visits p.a., compliant with 
CDM 2015. 

 
Enterprise Inns    Business Transformation         2014 
Consultant 
I developed the Wi-Fi and social media strategy for the national pub chain enabling it to 
transform the way its landlords interact with their customers and thereby create real value 
from free Wi-Fi 
 
• The strategy included: Attracting customers; The user experience; Building a community 

around a pub; Direct marketing to customers; Enabling customers to interact with the pub 
through Twitter, Facebook, Instagram and Pinterest; Revenue from advertising; Revenue 
from betting and gambling; Analytics and data; Real-time operational connectivity to each 
pub; Futureproofing and getting value from the relationship with the WiFi service 
provider. 
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Arqiva Telecoms Business Transformation and Corporate Development      2012 - 2013 
Partnership Director 
I led the strategic review and transformation of the indoor mobile coverage business and 
prepared it for sale 
 
• The transformation included an innovative go to market strategy, deployment of new 

technology, bringing some capabilities in-house and introduction of new suppliers, new 
delivery process and finance leasing. Implemented the changes and won the first new 
contract with Selfridges against O2 (the incumbent) and Vodafone. The business was 
subsequently sold to Wireless Infrastructure Group. 

• Repurposed an existing technical site to provide office space for 100 staff. Transitioned IT 
and telecoms infrastructure over a weekend to ensure seamless customer service. 
 

I identified, created, developed and led partnerships that supported the step change in 
capability and growth required by Arqiva’s Telecoms business to achieve its long-term 
objectives. 
 
• Created a board-level partnership with Network Rail Telecom using ISO44001, the 

international standard for developing collaborative working relationships and won a place 
on Network Rail Telecom’s framework agreement enabling Arqiva to compete for work 
worth up £350m. 

• Created the delivery team to implement rail industry requirements for management, 
monitoring and health & safety compliance and Arqiva has won business and is active in 
this sector. 

 
Arqiva Government    Business Turnaround       2010 – 2012 
Managing Director 
I led the strategic review, restructuring and transformation of Arqiva’s Government business 
unit, directing a team of around 220 staff to make it ‘fit for purpose’ and competitive.  I 
delivered operational savings and made it easier for customers to do business with us. I 
worked collaboratively with suppliers and customers to develop new services, generate sales, 
increase order book and significantly improve customer satisfaction.   
 
• Led the strategic review and transformed the Government business unit (people, 

processes and systems) delivering synergy savings of £1.5 million p.a. creating a credible 
long-term plan and new go to market strategy. 

• Restructured the Irish business and returned it to profitability by reducing operating costs 
and increasing revenue. 

• Won a place through an OJEU tender process on the Metropolitan Police framework so 
we could do business with Government customers such as UKBA, MoJ and DfT. 

• Achieved the FY 2011/12 budget and a developed and implemented a new strategy with a 
focus on critical national infrastructure giving the business a much clearer purpose. 

 
Arqiva Wireless Access   Business Transformation      2009 – 2010 
Services Director 
I improved customer service and satisfaction and investigated fundamental customer issues 
and resolved them by working with internal delivery partners and other departments. 
 
• Led the commercial delivery strategy that enabled MBNL to consolidate 4,100 sites cost 

effectively which led to Arqiva being awarded upgrade work for the same sites resulting 
in a total programme of work worth c£100m over four years. 

• Reinstated customer satisfaction surveys with an external specialist and used the 
responses to create an action plan, metrics and KPIs that delivered a significant 20% 
improvement in customer satisfaction in one year. 

• Reduced quotation lead-time from 2 months to 2 days for 90% of the projects. 
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Arqiva Wireless Solutions  Business Transformation      2008 – 2009 
Integration Programme Director 
I led the integration of the telecoms businesses of National Grid Wireless and Arqiva 
 
• Business modelling and due diligence for the purchase of National Grid Wireless. 
• Developed the risk management, governance and change management strategies and 

the integration plan. The goals were: a) delivery of the acquisition business case, b) creating 
a platform for growth and delivery of the long-term plan of the consolidated business and 
c) minimising disruption to ongoing business. 

• Led the integration of the telecoms businesses of NGW and Arqiva to create a business 
with £250m turnover. 

• Created an initial straw man organisational design for Wireless Access from Arqiva’s 
Wireless Solutions and Public Safety businesses and NGW’s site sharing business. Refined 
it weekly with the management team until the design would support the integration 
goals. 

• Integration of the businesses focused on people, processes, systems (Database, CRM, ERP) 
with 14 work streams and delivered savings of £5 million p.a. through headcount reduction 
and synergies from electricity, rent, mobile phones, car hire and suchlike. The FY 2008/09 
budget was achieved. 

 
Arqiva Wireless Solutions Business Management and Improvement    2006 – 2008 
General Manager 
I led the site share business, directing a team of around 100 people to deliver acquisition 
design and build services to the mobile network operators and other wireless 
communications providers.  The business generated an annual turnover of £65m.  
 
• Transformed the site share business, reduced opex by around 10% pa and exceeded gross 

margin by 10% through cost of sales reduction; implemented a new site share process 
reducing average cycle time by 30%. 

• Implemented cellular coverage and WiFi in the stations of Glasgow Subway, the first such 
implementation in the UK. 

• Reduced aged debt over 60 days by £2M to around 2% of turnover 
 
EARLY CAREER 
 

I started my career in electronic engineering at GEC Telecoms in Coventry, having been 
sponsored by GEC whilst at university and subsequently moved through design engineering 
in digital audio at Neve, project management at Landrover to sales with an American firm 
(Sheldahl Inc) that manufactured electronic substrates for telecoms and automotive 
industries with extensive travel throughout Europe. I managed distributors in Sweden and 
worked with customers in Sweden, Finland, France, Germany and Portugal. I then moved to 
Steria and got a good grounding in business process outsourcing before moving into 
telecoms infrastructure. 
 
QUALIFICATIONS AND PROFESSIONAL TRAINING
 

Member of The Institute for Turnaround the-ift.com/profile/AndyNorris/ 
Master of Business Administration  University of Birmingham 
BEng: Electronic Engineering   University of Liverpool 
Diploma in Company Direction   Institute of Directors 
Managing Successful Programmes  APMG  
Leadership Development Programme University of Oxford 
Active Leadership     Institute of Leadership and Management  
 
Other Online Presence 
 
in/andynorris1 www.growthadvocate.co.uk in/company/growth-advocate/ 

https://www.the-ift.com/profile/AndyNorris/MTg2OQ==/
http://www.linkedin.com/in/andynorris1
https://growthadvocate.co.uk/
https://www.linkedin.com/company/growth-advocate/

