a half mv squared – the business multiplier

‘One thing we’ve discovered is that anything we do to make our 
customers successful, inevitably results in a financial return for us.’
Jack Welch, GE
A half mv squared is a company focused on growing business profitability through enhanced client management. Our specific focus is on professional services and software firms where consultative business development is the key to success.

Analysis of the consulting industry indicates that for only a 5% point improvement in customer retention rate a massive 75% point improvement in net present value can be achieved.
 Loyal customers are the most precious business resource but are all too often overlooked. A half mv squared aims to change this.

The business is the driven by Graeme Boyle, a highly experienced business developer (with companies such as Siemens, Portals, David Hall Partnership and TUV). Graeme has worked extensively on improving the bottom-line by implementing customer management processes and staff training.
Projects include:

· Business development training for over 100 staff in a large UK engineering consultancy company

· Helping establish a new business unit to exploit the opportunities arising form the Kyoto Protocol/Climate Change for a German consultancy.

· Sales & Marketing training for engineering/science Ph.D. students  
· Consulting on the value and strategic fit of an acquisition target for a engineering software business 

To achieve this a half mv squared has developed a range of innovative knowledge transfer and consultancy services:

Knowledge Transfer
Creating the future: how to devise and implement customer marketing strategy

Getting and keeping customers: the soft skills used in consultative selling and account development
Customers first: giving front-line staff the power to contribute to business growth

Consultancy

12mv2Survey: researching and analysing markets to define key segments and targets

12mv2Audit: analysing a firms client base through customer/staff dialogue and producing client growth action plans 

12mv2Plan: collaborative marketing and business development planning and implementation

12mv2Consult: a full-service package enabling companies to outsource sales and business development activities

12mv2Mentor: ‘in-field’ coaching for middle to senior level executives

12mv2Energy: specialist service for companies wishing to develop risk management strategies for the low Carbon economy

We aim to communicate with our clients and both our consultancy and coaching services are backed-up with aftercare meetings to ensure that the momentum is maintained. In addition the website www.12mv2.com will provide updates on relationship management innovations and examples of best practice.

With the local and global economy in a state of flux and companies restructuring to fit with resource constraints, it is even more important to keep the best staff and the most valuable customers. A half mv squared is here to help you both now and in the future.

We will be visiting companies in the USA during November and will be hosting a series of autumn/winter seminars on managing customers in a volatile economy. We hope to see you there.

If you want to speak to us meantime then the contact points are:

1st Floor, The Beacon

176 St. Vincent Street

Glasgow, G2 5SG

T: +44 (0)141 249 6530

E: wgboyle@12mv2.com
W: www.12mv2.com
� F R Reichheld – The Loyalty Effect HBR Press, 1996.





