PRESENTATION NOTES FOR EXECUTIVE FOUNDATION MEMBERS

THE ROLE OF A FINANCE DIRECTOR
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HOW THE ROLE FITS WITHIN YOUR SENIOR TEAM
· Clue is in the title – ‘Directing the Finances of the Business’
· Elements of compliance (historic results reporting) and governance but the real value should come from 1. Looking forward and 2. Through supporting managers in making decisions and effecting continuous improvement
· The team led by the Finance Director should deliver the above, or these activities need to be delivered from the senior team 

DATA COLLECTED

Across the group there were the following variances:

Finance Director role described as such in senior team: 50% of attendeed

Days after month end MI pack is circulated – Zero to 30

And other comments:

Good evidence of use of flash reports against KPIs as well as MI packs. However, other than for 1 notable case where all information is available in real time, there was a time lag in producing these, thereby affecting reaction time. 
Also, not much evidence of reporting non financial data that might be key to knowing about operational matters that have future financial impact eg customer complaints, number of credit notes, quality measures, customer spend

Business objectives and drivers were in general not expressed as something you can measure albeit that measurement may not always be as a number.

The concept of objectives being a ‘must do’ (because linked to an earn out) demonstrably changed the attitude to how well the drivers were understood and were translated into objectives and deliverables
Which prompted the challenge to how serious people really are about their mid-term strategy 

Forward forecasting was generally in place but there was a sense that it was focused on managing the next year end rather than supporting the mid term strategy. 

KEY DECISIONS

Who is involved in negotiating / determining matters such as:
· Supplier contracts
· Pricing policy
· Sales contracts and bid/no bid decisions
· Recruitment
All of these have financial implications re timing, risk, impact on other operational areas and as such should the FD be involved or have agreed parameters for others to work within beforehand

Do you have an authorization matrix or protocol that determines who should sign off on or be informed about decisions.

WHAT DO YOU HAVE AVAILABLE ?

· Does everyone in the business know what they have to achieve to support the business performance as a whole?
An example being the FedEx driver who, on making a collection, knows the annual value of that customer rather than just the cost of that collection.
· 2 planning cycles:
Strategic view 2-5 years out, reviewed annually
Operational view 5-8 quarters out, reviewed and re-forecast quarterly 
To the challenge about forward sight of order book I would say that that should drive focus on customer relationships/retention and new business activity. It emphasises the need to have focus on those activities that do result in sales being converted
· What tools do you use to communicate objectives and track delivery (see simple reporting template attached)
· Is there realism about the time lag for things to take effect? Eg recruitment and becoming fully effective in a role, sales in particular if forecasting growth.
· Recruitment was identified as one of the biggest challenges – suggests being in a constant state of scanning for good calibre people and not waiting for a perceived vacancy to arise.
· Is there a culture of continuous improvement in eg margins and service – does the finance function support that as a suitable level of granularity?
· Do you know the true cost of eg bidding for new work, reworking sub standard work or service, dealing with some over promising and leaving the delivery to others?
· How well do your values truly express how you expect people to behave? 
· Is there appropriate collaboration between sections of the business at all stages of a sales/production/service cycle?
· Are you benchmarking against competitors/having non-sales meetings with clients/examining trends?
· Are staff/management incentives determined only or mainly by performance against the annual budget? Use of the attached tool can help to break that connection.

MANAGING YOUR BANKING RELATIONSHIP

· Keep them informed – no surprises
· Share your strategic plan and likely financial requirements early ie at least annually as part of your annual strategic review
· Respect their position but at the same time treat them as equals – they should not dominate the relationship
· Don’t deliver annual accounts  that are significantly different from monthly accounts
· As with any supplier, a periodic re-tender can be enlightening


NEXT STEPS

How a business articulates its ambitions and the drivers that will deliver that are unique to that business.
But a senior team must have a way of  translating business goals into objectives, deliverables and actions and then a way of capturing, measuring and managing those for individuals and teams in a way that is proportionate to the ambition and the resources available.
As it wasn’t possible on the day to look at individual management information reporting packs I have offered as a follow up to spend a couple of hours with the attendees to make some additional input.

A TOOL

Attached is the template for 121 meetings that I find useful .
This can be used either as an agenda for face to face sessions or reporting in regularly and can be used at all levels of an organization
It can be used for individuals teams or projects
The reportee should populate the template (bullet points only – this  isn’t an exercise in writing a thesis, and make it available say 48 hours before the planned meeting.
Content not to exceed 1 page of A4
It facilitates maintaining focus; identifying conflicts for resources; identifying inter-dependencies;  rationale for accelerating or deferring activities


RECOMMENDED READING

Beyond Budgeting by Jeremy Hope and Robin Fraser – Harvard Business School Press



Objectives and key deliverables

As cascaded from medium term strategy
Add to if appropriate on an as arising basis
Financial/performance/improvement objectives as well as others that are key to business strategy







Progress to date










Issues and Concerns










Decisions required
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