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JOHN GELMINI

PROFILE

A highly innovative and resourceful Marketing and Strategy Director with experience of Project Leadership, business improvement. He has top level experience of sales direction, driving change, delivering transformation within corporate organisations including IT, telecommunications and software companies, quangos, charities and the corporate sector incorporating financial services, Bancassurance, Allfinanz, General Insurance, consumer lending, mortgages, stores cards, charge cards and credit cards specialist areas of competence include strategic repositioning, competitive edge, accelerated change and development, the creation and improvement of telephone call centres, web and direct product distribution methodology, BPR Japanese style continuous improvement programmes, organisational redesign, outsourcing and offshoring.
PROFESSIONAL EDUCATION

· MBA (2:1) with Marketing Major obtained at night and through distance learning via University of Central Florida, USA

· BSc Economics (2:1): as above

· Organisational Development Burton Consulting Group / Ashridge School of Management

· SPIN: Huthwaite Training

· Counsellor Sales and Management: Wilson Learning

· Optimum Performance Technology and Neuro Linguistic Programming Robbins Research

· Various Management Development Courses via PA/Carlsson, Dimensional Sales Training & Dartnell Corp

· Advanced Report Writing: Guardian Business Services

· Advanced Questioning and Listening: Grubb Institute of Behavioural Studies

· Time Management: Professor Alan Lakein PhD/Lincoln National Bank

· Interviewing Skills: Commercial Union Plc now part of Aviva Life Group

CAREER HISTORY

OS International PLC, PP(EC) Ltd, O.S. Print and Publishing, Hire-a-Temp
2005 - present

Marketing & Business Development Director

· Developing a total of 36 different businesses based on fashion, sport, talent, enterprise, after school clubs, event management, training, Marketing services, magazine publishing and global offshoring to the point where each business within each holding company is groomed sufficiently to enable OFEX floatation where appropriate and the raising of £25 million in new working capital.

· Writing and working up business plans, strategic positioning documents and corporate brochures as a precursor to developing each of the 36 businesses into a licensable proposition capable of replication throughout 152 Local Education Authority Areas in England and thereafter into selected countries within Europe, America, Australasia and the Far East. This included creating and reviewing financial forecasts and the impact of key personnel, marketing strategy, risk and the action of competitors.

The Business Partnership - a division of Pointworld Ltd
1995 - 2004

Marketing & Business Development Director

· Developed CRM, KRM and sales force automation strategy for First National Bank PLC, Abbey National and British Telecom Major Retail Business.

· Developed CRM strategy and Target Operating Models for Prudential Corporate Pensions Business as part of ‘Project Leapfrog’.

· Assisted West Wiltshire District Council, North Wiltshire District Council and Devizes Borough Council with the financial turnaround of a local authority; supported Housing Association initiative focused on the elderly residents of homes located in each of these local authority areas.

· Worked with the DTI, Business Link Warrington & Cheshire and the North West Development Agency to formulate a response to the impending Government White Paper on Britain’s Global Competitiveness in a world of Far Eastern Competition, EC Enlargement and Offshoring.

· Developed marketing and competitive positioning strategy for a leading Animal Welfare Charity whose finances were impacted to crises levels by falls in charitable giving, night racing and the National Lottery.

· Driving the ‘Locate in Kent’ initiative and developing and shaping it for Kent County Council.

· Developed locational and inward investment opportunities for Glasgow City Council, Strathclyde District Council and Kilmarnock involving Thomson Holidays & Lunn Poly respectively.

· Developed new markets for Royal London Group and Scottish Life Mortgages across telephone and direct channels.

· Created ‘Project Fastwalker’ - a call centre for London Electricity incorporating disaster recovery turnaround cost reduction and dual fuel initiative

· Re-shaped the customer service, debt collection and telesales functions of the retail appliance repair division of utility group Seeboard, so that for the first time in their history they produced more money than it cost them to run.

· Developed new marketing methodologies, strategies, customer service standards and competitive advantage for British Telecom Mobile Communications, a division of The Kuwait Investments Office, Sandvik Group, a division of Misys PLC.

· Re-engineered the telesales function of a specialist insurer through a period of Interim Call Centre Management plus the use of customerisation Kaizen, Benchmarking, Process Mapping, CI & A, and re-organised working practices to a point where the Founding Directors were able to sell the company to Cornhill Insurance Group and realise a combined personal profit of £33 million.

· Created Work Packages’ and pre-launch critical path for The Car Shop; a unique telephone based joint venture between Barclays Bank, Camden Motors and B Sky B Group, employing 150 call centre agents.

· Developed outline business plans for a leading insurance brokers and Lloyds member into a viable telephone based direct broking motor and home insurance business, which now turns over £25 million a year

· Achieved rapid turnaround on a loss making telephone outsourcing subsidiary of The Horserace Totaliser Board and performed Interim Management of the 200 seat call centre operation over a 2 year period, until a new Group Marketing Director was appointed.

General Electric RFS (Europe) formerly Burton Group Financial Services PLC
1988 -1995 

Internal Management Consultant

With the responsibility to the Executive Committee of the main Board for joint ventures, examination of strategy and internal consultancy.

· Created the telephone based forerunner of GE Capital Bank PLC — the trading style under which General Electric Capital Corporation markets all its insurance, loans, store card and credit card products in the UK and Western Europe.

· Restructured three of the Company’s divisions to produce additional net profits of £1.65 million annually and reduced headcount from 1,650 to 1069 with no loss of productivity

· Re-organised the telephone based customer service, systems, collections and purchasing functions which originally employed over 600 people to increased annualised net profits by £2.25 million, improved collections performance by 75% and reduced purchasing costs by circa £7.25 million annually. Ran the collections function, which employed over 125 customer service agents in Bristol whilst driving a change programme.

· Developed joint ventures with leading life insurance companies including a direct writing life and pensions operation - Great Western Life with Sun Life.

· Created flatter, more responsive organisational structures by reducing layers of Management from 9 to as little as 4.

· Co-managed the customer service and telesales functions in Leeds employing a total of 550 staff including over 400 agents.

Sales Director (Independent Financial Services Division)

· Switched emphasis from reactive branch based sales from advertising, to a proactive sell generated approach using a mobile sales force.

· Ran Multiquote Personal Lines telesales operation employing 55 staff transformed operating losses of £250K per annum into £400K profit within 7 months through placing the operation into a joint venture with HSBC.

· Researched and identified potential acquisitions including a contract hire company for the leasing divisions.

· Re-negotiated terms of business and introduced fees as a new income stream.

· Created a new nation-wide distribution channel for the Group’s second mortgage product portfolio.

· Re-positioned the business into Personal Pensions, Life Assurance and Commercial Mortgages

UK Sales Manager - Insurance and Personal Lines

· Promoted to Sales Director M January 1988 within 5 months of joining.

· Quadrupled business levels within 4 months of joining without increasing headcount.

· Successfully established two new trading styles, which allowed the division to move up-market and down-market simultaneously and capture a wider marketplace.

· Formed a joint venture with a division of Hong Kong Bank which eliminated losses of £500000 per year and created bankable profit within 12 weeks of inception.

GE Capital IGE Leasing Divisions - formerly Avis Europe PLC - formerly CD Bramall Leasing - originally Gelco Fleet Leasing & Management
1984 -1988

General Senior Sales Consultant

· Created significant new/incremental income streams from Blue Chip Times 1000 Corporates from the sales of Gelcolink Fleet Management Software.

· Re-structured the Company’s direct nail marketing efforts to improve response levels from 06% to 5% and improved conversion ratios/decision making cycles by 100% and 50% respectively.

· Developed a specialist team of 8, which produced £25 million worth of new capital equipment and vehicle leasing business between September 1985 and April 1986. Clients were drawn from the Times 1000 and the Fortune 500 and included SIR PLC, Thorn EMI, NCR, Ladbrooke Group, a division of Trust House Forte and other Blue Chip Corporates.

American Express Fireman’s Fund / Lincoln National Bank (Florida, USA) 
General Agency
1982— 1984

Vice President Sales & Marketing

· Rebuilt external sales force of 10 to a more profitable direct writing multi-lingual unit of 888 including 144 full time reports.

· Changed emphasis from low net worth individual markets to high net worth and corporate market places over a 5 year period. Clientele included Martin Marrietta Aerospace, Emmerson Electric Divisions of Westinghouse Corporation, School Boards, Police Authorities, Local Government, the State Banking System, Retailers and Construction Industry.

· Developed entirely new markets in the Banking Sector, Defence, US Navy, Police Authorities, School Boards and the Construction Industry.

Rank Xerox UK Ltd
1980— 1982

Senior Salesman New Business & Major Accounts

Achieved promotion in my first year.

Continuously produced 150% of target throughout my tenure.

Obtained the largest single new business order for a person of that age in the Company’s history in the UK market place

INTERESTS & AFFILIATIONS

Travel, swimming, entertaining and personal development.

Member of the Institute of Management Consultants.

PERSONAL

Single.

British, with the right to live and work in the United States.

Good health.

Additional accommodation to Baldock, Hertfordshire, own flat in London plus a third property in the Warrington M62 corridor.

Driver, own car.

	Name Of Company
	Nature Of Engagement
	Approach Used
	Year Completed

	Petplan (now a division of Allianz-Cornhill, Europes largest insurer)
	Two and a half year consultancy intervention involving business process re-design, a technology migration path and the simultaneous introduction of Kaizen, 5s, and Poka Yoke along with key performance indicators and independent evaluation via an external third party of customer service standards. The Petplan operation was originally a not-fit-for-purpose 100 seat telephone call centre selling insurance for cats, dogs, horses and birds with my help this was expanded through a series of physical moves to a 450 seat call centre in Brentford.
	A mixture of prescription and participation with continuous improvement measures sensitively cascaded throughout the organization using the staff to design questionnaires and then teaching managers how to implement the Kaizen methodology by themselves without further involvement from the consultancy involved.
	1996

	Prudential Corporate Pensions Limited
	Development of target operating model, development of transitional operating model, evaluation of call centre activity in nine separate call centers devising a re-location and run down programme for the company’s Reading site, creating a continuous improvement model based upon the restructured business process and a suggestion scheme.
	Working with twelve main board directors to devise a strategic visioning triangle from which senior managers facilitated by us could create the target and transitional operating models. Working with Human Resources and other departments using a process of ‘brown paper’ review to workshop existing processes and create new ones. Working with several of the company’s brightest MBA intake to create and develop a sustainable continuous improvement model together with a workbook prepared by them for future reference.
	1998

	Filemaker International
(Division of Apple Computer)
	Evaluation of present state of customer service and outsourced telephone based activity and standards in UK, France, and Germany plus evaluation of outsourced customer management capability via Client Logic. Developed European and UK marketing plans for all telephone based activity and all web enabled call centres.
	Facilitated restructuring of business processes, introduction of Japanese style continuous improvement model via structured workshops, template of Kaizen and 5s methodology left with client with instructions and walk through guide to enable methodology to be cascaded throughout the rest of the group.
	2000

	RAC / LEX PLC services
	Restructuring of RAC callout shift patterns within the RAC’s Bescott, Walsall call centre site, introduction of annualisation and ‘workout’. Restructuring of bid process using an industrial psychologist to evaluate lost sales with client companies including Toyota. Created annualised shift patterns, introduced new training regime and best in breed call centre operators.
	Workshops with individual Managers culminating with joint preparation of manuals which could be re-used to re-train existing staff and new ones
	2000

	BT Major Retail Business
	Short time-boxed intervention involving realignment of customer service centre shift patterns within six UK call centres, the introduction of flexible working and the embedding of continuous improvement processes.
	Using managers and staff to deliver the improvement methodology using templates within small workshops and brainstorming sessions.
	2001

	First National Bank, (then a division of Abbey National Group)
	Introducing continuous improvement model to cover recruitment, marketing and the invoicing discounting sales force plus development of CRM strategy, key account management strategy and outsourcing methodology including UK and outsourced call centres for all eight companies within the first national group.
	Liaising with the group managing director, the managing director of the invoice discounting division and the head of strategy and corporate re-design for the Abbey National Group. Ensuring that these individuals and selected key staff were fully briefed in the appropriate tools, techniques and methodologies and were then able to deliver the information in an interesting and appealing way without any further involvement from me whatsoever.
	2002

	OS PLC
	Generating corporate and divisional business plans and embedding a series of strategic and tactical continuous improvement models to enable new and established (purchased) businesses bought into the group assets to move forwards at a realistic pace towards a higher valuation and potential OFEX floatation. To help create a group structure and dynamics involving potentially three PLCs, 22 companies and a not for profit training institute such that each unit could be either self managed or sold off in a self manageable form. Working with the Chief Executive and his senior management team based in New Delhi to develop the groups offshored call centre capability and business process automation and web enabled help desk support.
	Working closely with the Acting Chief Executive, Operations Director and other key staff to devise an agreed strategy and programme of costed change which can be applied to an easy to understand and generic rollout format involving minimal adaptation after the initial templates were created. This methodology has had the practical effect of creating so much added value within some of the most recently acquired companies within the group, that it is now possible to move the group forward by 18 months from its original planning horizon towards its ability to raise in excess of £20 million pounds for a planned new venture.
	current
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