GAMEPLAN

One needs a gameplan for how one intends to “fix” the business.  This needs to prioritise the tasks and provide a roadmap for actions to be taken.  The reason for this is that once at the company, time becomes scarce.  Staff will absorb any excess time available and one can get very caught up in the detail.  It is nice to have a clear plan to work towards.  This allows one to evaluate the actions taken to ensure that one stays on track.  Obviously any plan needs some flexibility.  The true state of affairs may only become clear once one is actually involved.  However, the overall picture should not change too much (else the initial evaluation was flawed).  At Prestige, my plan was as follows:

· Take one month to find out how staff were doing things and simply observe (while building a rapport)

· Analyse stock and accounts receivable to identify where cuts could be made.

· Get involved with the detail in terms of ordering stock, regulating orders placed by employees, performing reconciliations of debtors and phoning customers for cash.

· Put systems in place to allow staff to carry on and improve on what I had started while continuing to review stock and debtors.  (I still monitor stock and debtor levels)

· Attack expenses through review of all amounts spent.

· Lead by example.  Review all costs and set the standard by showing frugality.

While at Prestige, I pretty much followed this approach but added more refinements as I went along.  However, my approach with stock and debtors was pre-planned and executed with little deviation from the plan.

