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Let’s always have feet on the ground and the head in the clouds 
 
I would like to share with you a hard but a wonderful professional experience, I have lived intensively for 3 
years, between 1999 and 2002. I left a secure and well-paid job for this challenging adventure and I don’t 
regret it at all. My challenge was :  
 
To turnaround and merger the under-performing companies CVSI which focused on SUN Services business and 
NETIX which focused on NOVELL Services business. Responsible for €15 million of revenues and managing a 
team of 85 engineers, I motivated employees while focusing on accelerating revenues and margins growth, cost 
reduction and cash improvement.  
 
The assessment I made on my arrival was distressing. There was a dramatic decrease of revenue, margin and 
EBIT, the last three years : 
 
• Either customers abandoned proprietary platforms for UNIX or they migrated their applications onto PCs 
• The companies offers have remained the same for years 
• There was no market or competition survey 
• The profitability has been based on costs saving but not revenue increasing for years 
 
After 100 days of “continuous management”, I announced a new strategy and restructured the company in 
order to make the business grow. My only one objective was to turn client vision and desire into results through 
the company’s offer. Getting each employee understand, commit and challenge the limits was my permanent 
concern. 
  
I combined four following sets – customers, vendors, lines of business and products – in order to move bottom 
up the value chains :  
 

• Customers: we penetrated new names accounts and new market industries, we leverage the business by 
developing partnerships with third party sales and we identified and exploited multinational accounts 

• Vendors: we implemented complementary businesses with vendors such as Sun Microsystems, Novell 
and other key IT players 

• Lines of business: we proposed comprehensible lines of business such as Professional Services, Support 
Services and Education Services 

• Products: we concentrated on fewer but much more valuable products in the areas of servers, 
networking, security and internet services and we preferred solutions to products reselling 

 
In order to make the business profitable as quick as possible, I controlled very tightly expenses and cash-flow : 
 

• While improving quality of services, we reduced expenses by moving the headquarter to an area where 
taxes were low, we closed offices in the provinces, we changed suppliers, we reduced their number and 
we renegotiated their contracts. 

• We Improved the account receivable age and cash collection 
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Knowing that it was not the BIGGEST who ate the SMALLEST but the FASTEST who ate the SLOWEST, I 
improved flexibility, reactivity and productivity by putting in place suitable IT and IS materials. 
 

• We migrated IS from proprietary platform onto Sun system  
• We invested in network, PCs, workstations, software and training  
• We put in place an Intranet where what had been decided was written, implemented and communicated. 

Based on the fact that people better act when they were better aware of what was happening, the 
intranet contained everything everyone needs to know. There was no hidden information. 

• We implemented management tools and operations reviews which helped us to better monitor, measure 
and decide (financial forecasts, B-GAP (Business Grow Action Plan), executive reports) 

 
In term of organisation, I preferred to stay lean but mean. I got employees focus on what they do the best and 
work in team with each other in order to make the growth of the business happen. Our credo was : Focus, 
Teamwork and Growth : 
 

• General Management: we displayed and communicated company vision, mission, values and credo and 
we developed a “profitability of the company” awareness, a wining mindset and finally, a RISE spirit 
(sense of Responsibility and Integrity, ability to do things out of Solidarity with customer, employees 
and investors, cultivate the sense of Excellence)   

• Marketing: we developed marketing brochures, flyers and sales materials we communicated through the 
press (technical articles, press released, advertisements) and to customers and business partners 
(newsletters) 

• Sales: we hired new sales manager and sales engineers and we industrialized the company offers a new 
organisation we created “On Line Services” (telesales) 

• Technique: we put in place matrix organisation (product x line-of-business) in the delivery and 
strengthened competency by investing in training and in technical competency certifications 

• Employee satisfaction management: we put in place performance reviews, we communicated through 
kick-off events, intranet and billboards, we recognised and we rewarded performances through 
programs such as Top POM (performer of the month),  stock options and bonus 

• Customer satisfaction management: we measured satisfaction, we identified shortfalls, we set up actions 
plans, we promoted customers’ web and we encouraged customers to give feed-backs via dedicated 
hotline and email. 

 
The results of the actions plan that we put in place and which were negotiated, understood and accepted by 
everyone were huge : 
 

• We satisfied customers, employees and shareholders 
• Our revenues, our margins and our cash-flow increased,  
•  We spent right, low enough to be highly profitable 
• We succeeded to establish a firm market presence and develop a prestigious client base 
• The last but not the least : The owner of the company positioned the company for sale and obtained 

highest return on investments 
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