








A tailored approach to a unique challenge

What sets us apart is our ability to integrate ourselves seamlessly into our clients' day-to-day
activities and become highly effective members of the team. We bring challenge to our clients
while seeking to understand their unique obstacles to change. We customise our approach

to our clients' needs and provide unbiased advice with world-class execution, leading to

measurable results.

TCii combines, in one team, the ability to work both with the board to develop the strategy
and with the line management to deliver it. This enables us to reconcile strategic objectives
with real-world constraints to produce implementation plans that are both commercially astute

and achievable. Our aim is to deliver not just recommendations but bottom-line results.

Case Study — Treading a new path into Europe, avoiding
the pitfalls

Our client, a specialist manufacturer and distributor for the major appliance
industry, had plans to expand into Central Eastern Europe. They were aware
that EU countries would offer lower costs and attractive grants and subsidies.
However, they needed a clearer idea of the alternatives and consequent
advantages.

The first task was to work with the client on the selection criteria for the potential
location of the new manufacturing facility, covering such diverse factors as foreign
direct investment criteria and local wage rates and inflation.

We then visited each country with the MD, reviewing all the criteria identified
and meeting similar companies. We made our final recommendation on country
(Poland), before reviewing potential locations and meeting local government
agencies to understand local issues and grants. Again, an exhaustive list of criteria
was drawn up for evaluation.

Next we concentrated on the legal, financial and operational aspects, before
moving on to the actual construction of the factory and, finally, staffing.

Within 18 months of briefing our client was established and operational
in Poland, with a lower cost base and customers who saw this move

as a demonstration of the company's commitment to the business
relationship.

Valuable resources on many aspects of business

Our website contains a wide range of best practice white papers and
snapshots on many aspects of business. It also features some in-depth case
studies and is updated regularly with other interesting management insights.

www.tcii.co.uk

Lead consultant -
Dr Andrew Blatiak

Andrew is head of TCii's
Polish office. He has been
consulting on Central and
Eastern Europe issues

since 1989, working with,
among others, the European
Bank for Reconstruction
and Development and the
World Bank, as well as
advising both the Czech and
Romanian governments on
foreign investment. Andrew
was involved in the mass
privatisation programme in
Poland.

“Successfully
implemented a post-crisis
recovery strategy and plan during a

period of tremendous change, resulting in
net sales increasing by over 85% and EBIT

by 133%."

Peter Ruiner — Vice President, Adhesives
Division and CEE, Henkel KGaA

Case Study - From crisis to recovery in 12 months

When the value of the Russian rouble plummeted as a result of the
economic crisis, our St Petersburg client suffered a business crisis.
Sales came to a virtual halt and many customers went bankrupt.

Our task was to minimise losses and then create a stable platform for
sustainable, profitable growth.

First, we checked the financial stability and debt situation of our client's
top five customers, who accounted for around 70% of the business.

To demonstrate our client's commitment to them and their value to

our client, three-year partnership contracts were offered, making the
creation and implementation of debt repayment plans possible.

Next, a major cost cutting drive was put in place, identifying the

major cost drivers in the business and dealing with them systematically.
Imported goods were replaced with local, lower cost alternatives where
available, also saving on import duty and reducing transportation

costs. Finally, ateam of marketing, key account and business
development professionals was hired to help drive forward a

business development programme.

By the end of the first year, the business had fully recovered.
Sales had increased to 140% of pre-crisis levels and profits had
risen by 160%.

Lead consultant —
Terry Irwin

Terry is CEO and head of
TCii's UK office, having
previously spent over 20
years in the corporate world
with GSK and Henkel,
managing consumer goods
and services businesses in
Europe, Asia and the Russian
Federation. Terry now works
closely with a broad range
of organisations, drawing

on his extensive experience
and providing a personal and
hands-on service.




“Responsible

for converting our
TCii combines, in one team, the European businesses froma
ability to work both with the board series of autonomous companies

into a truly pan-European group
and team.”

to develop the strategy and with

the line management to deliver it.
Denis Wilby -
Director, Brent International
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Our locations

At TCii, we work seamlessly together as one firm to serve our clients wherever
they need us. We have offices in 13 countries, across 3 continents around the
world. We make our collective knowledge, experience and global network
available to our clients.
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