Introduction
Boardroom Advisors provide experienced part-time directors for all kinds of
businesses. Our advisors become a part of your team and provide consulting,
direction and strategic advice. That all comes at a fraction of the cost of a
full-time hire. Advisors are ideal for scaleups and SMEs. They use their
real-world experience to help firms meet any and every challenge.

Board Challenges
Boardroom Advisors dig deep at the start of every client relationship. We
identify any and every challenge facing a firm and its board.
Those challenges fall into four broad categories:
Strategic Challenges – Ensuring your business has direction. Planning
effectively for what the future may hold.
Financial Challenges – Securing the funding you need to succeed.
Management Challenges – Keeping staff happy and improving your own
managerial skills. Making sure your business is as profitable and productive as
possible.
Operational Challenges – Staying on top of day-to-day operations.
Implementing systems and processes that position your business for success.

Meeting The Challenges
The rest of this eBook details four main board challenges within each category.
It looks at what the challenges are and why they can prove tough for scaleups
and SMEs. Most importantly, we also offer advice to help you meet the
challenges. It’s just a taster of the kind of invaluable assistance that Boardroom
Advisors can provide to your business.
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Determining your firm’s strategic direction is
one of the most fundamental challenges
facing any business owner or board. It’s only
once you’ve overcome this challenge that you
can start grappling with the rest.

Why Strategic Direction
Matters
Strategic direction is critical to moving any business forward. It’s the only way to enact
meaningful change that can take your company to the next level. Defining your overall strategic
direction has a trickle-down effect on your entire organisation.
It helps you to create a strong structure. Within that structure every department and individual
knows and understands their responsibilities. They will all have clear objectives and know how
they can contribute to the firm’s progression.

What Strategic Direction Consists Of
Defining your mission and vision
Identifying core values and processes which position you to succeed
Aligning your team to ensure day-to-day operations help fulfil your mission
Generating morale amongst your staff

How To Meet The Challenge
Analysis is key to determining the right strategic direction. You need to recognise both where
you currently stand and how to get where you want to be. There are two key tools of strategic
analysis:
SWOT – In-depth analysis of strengths, weaknesses, opportunities and threats
MOST – Analysing your business to define your mission, objectives, strategies and tactics
You can perform analysis yourself to determine your strategic direction. Alternatively,
consulting board advisors can be invaluable. They can offer the benefit of years of experience
and an outside perspective.
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With a strategic direction determined, you can
move on to drafting a business plan. A strategic
business and financial plan is critical to the success
of any company.

How a Business Plan Drives
Success
Your business plan is crucial to the internal operation of your business. It’s a simple tool for
setting objectives and measuring success. That then allows you to determine milestones and
objectives to work towards.
It’s your business and financial plan which will sell your company to the outside world. It’s
what you can use to convince banks or other investors of the viability of your firm. It’s also
crucial for demonstrating progression to shareholders and other partners.

What Your Business Plan Should Include
Executive Summary – A brief introduction to your business and what lifts you above the
competition.
Company Description – An in-depth explanation of the firm and what you do.
Market Analysis – Research into your industry and your major competitors.
Organisation – Details of how your business and its management team is structured.
Products/Services – Explanation of your products and services, and their USPs.
Future Strategies – A road map of future plans for sales and marketing.
Funding Request – The funding you need for success in the next five years.
Finances – Accurate balance sheets and financial projections.
Appendix – A place to include licences, permits and any other relevant documents.
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The business world never stops evolving and
that means your firm can’t afford to either. There
is a constant pressure on all companies to
continuing growing and expanding. The
challenge to do so can be too much for some
business owners and boards.

If You Don’t Have a Strong Growth Strategy
Failing to develop a strong growth strategy can have costly consequences:
You’ll miss key objectives
Your firm won’t fulfil its full potential
You might diversify into the wrong fields and industries
You won’t be able to address your core competencies, which change over time.

Strategic Marketing & Planning
Strategic marketing and planning is key to building a smart growth strategy. It allows your firm
to develop in a number of crucial ways:
Breaking into new markets
Differentiating your company from your rivals
Discovering untapped potential
Achieving sustainable, long-term growth

Developing Your Smart Growth Strategy
A true understanding of your company and its place in the market is required for smart
growth. Your board can use analysis tools like Ansoff’s Box to develop this understanding.
Ansoff’s Box helps analyse different growth options. It looks at four key metrics. Those are
market development, product development, market penetration and diversification.
Digital marketing can also be a fruitful channel for growth. It’s something that board advisors
can help with. They can review what you’re doing well and identify ways to improve. That
encompasses things like SEO or social media engagement.
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Business strategy is not static. What were the
right decisions at one stage may make less sense
as time passes. That’s why business owners and
boards must closely monitor and analyse
company performance.

The Challenge of Monitoring Performance
There are many different things to keep track of:
The firm’s financial position and profitability projections
Cash flow forecasting to ensure smooth trading and access to funding
Marketing, personnel and sales operations and whether changes in strategy are needed
Your board needs to assess how the firm is performing in all areas. It must evaluate how
objectives are being met across operations, strategy and finance.
Only by keeping track of those areas can you set business priorities and ensure success. It’s only
through this close monitoring, too, that you can be sure the company is executing and following
through on your strategies.

How To Rise To The Challenge
There are a variety of data points to keep an eye on when monitoring performance. These
include but aren’t limited to:
Financial metrics
Industry trends
Peer data
That kind of information can be drawn from many different sources. Things like board reports,
surveys and financial statements are prime examples. What’s most important is that your board
creates a consistent process for acquiring, assessing and using the data.
That way they can develop a truly accurate measure of business performance over time. Such a
measure is what allows for the identification of developing problems. As well as the prediction
of potential issues that may arise as you grow.
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Financial challenges are amongst the most
difficult for any board to meet. Securing
funding is arguably the biggest financial
challenge for any scaleup or SME. If you don’t
achieve the right level of financing your
business can’t grow.
Before you start searching out investors, you
need to understand which type of financing is
the best fit for your firm.

Debt Financing
This is the most traditional form of business funding. You enter into an agreement with a bank
or debt financing company in order to receive their investment. The agreement will set out how
much interest you pay and over what period repayment is due.

Equity Financing
Equity financing is often a good choice for SMEs and scaleups. This type of funding involves
securing investment in exchange for a stake in the company. That makes equity financing more
attainable for businesses with fewer assets or less security.

Seeking Equity Financing
If you do opt for equity financing, there are a number of avenues to explore to find the right
investor.
Seed Enterprise Investment Scheme (SEIS) – A scheme offering tax efficient benefits to
investors when they finance small and early stage startups in the UK.
Enterprise Investment Schemes (EIS) – Similar to SEIS but applies to investments in a wider
range of companies.
Angel Investors – Some high net worth individuals will provide capital for SMEs with growth
potential. Usually for an ownership stake in the business.
Equity Investment Crowdfunding Platforms – Allows scaleups and small businesses to 		
raise capital in a similar way to traditional crowdfunding.
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Every business wants their profits to be as high
as possible. Profit improvement is something that
every board needs to focus on. The challenge for
any board is to create a clear, direct and
measurable strategy to ensure that their firm is as
profitable as possible.

Where Many Firms Fall Down
There’s one critical mistake that many scaleups make when trying to improve profits. Their
owners and boards tend to get bogged down in details and tactics. They fail to look at the
bigger picture. That often leads to companies lurching from one short-term fix to another.
They might introduce a raft of cost-cutting measures. They could seek a short-term loan
to cover periods of time when profits do fall. What they don’t do, is take a step back and
develop an overall profit improvement strategy.

Developing Your Profit Improvement Strategy
To ensure long-term success in improving profitability you must identify what it is that
most impacts your firm’s bottom line. In a nutshell there are four things which can improve
profits:
A higher number of unique sales
More frequent purchases from existing customers
Lower overall costs
Higher prices
A change in any one of those areas can have a huge impact on your business’s overall
profits. Your board needs to identify a strategy which focusses on those of them which will
work best for you. A board advisor can provide an invaluable perspective to help find that
strategy.
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Sales, mergers and acquisitions are a regular
occurrence in the business world. For the firms
involved, they can be key turning-points which
define their future. If and when these
turning-points arrive, your challenge is to
secure the best possible result for your business.

Risk Vs Reward
A well-judged and successfully executed merger or acquisition can represent a rare
opportunity for a business. It can deliver a huge injection of capital and ensure financial
security for years to come.
If a board makes the wrong decisions as regards a merger or acquisition, it can cause
serious damage. Ill-conceived deals can lead to a downturn in customer confidence, sales
and the overall value of a firm.

Typical Steps Toward a Merger or Acquisition
Mergers and acquisitions come in all shapes and sizes. Typically, most will follow these
steps:
1.

Discussions between company boards

2.

Formal negotiations

3.

Presentation of a letter of intent

4.

Conducting due diligence

5.

Drafting an official agreement

6.

Executing the deal and making any related payments

Ensuring The Success of Any Deal
The typical timetable of a merger or acquisition is between six and nine months. During
that time a range of complex accounting and legal issues will almost certainly arise. That’s
why it’s advisable for businesses to hire experienced intermediaries.
Those intermediaries can be employed to focus squarely on the deal. They won’t be
distracted by the other challenges that a business’s board has to deal with daily. They can
carry out negotiations, deal with paperwork and conduct due diligence on your behalf.
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Planning a proper exit strategy is what helps
some companies sell for more than others. Many
business owners and boards are so preoccupied
with the day-to-day that they never consider
their exit strategy. Others simply don’t recognise
exit planning as a financial challenge they need
to meet. That’s what puts them well behind the
curve when the time comes.

It’s Never Too Early
It’s important to develop an exit strategy, even if you don’t plan on moving on anytime soon. The
best exit plans are often put into place three, five or even ten years before they’re enacted. That
way, a board has ample time to best position the company for sale. If you’re not thinking about
your exit strategy, you’re falling behind.

How to Create Your Exit Strategy
The best exit strategies are comprehensive plans, individually tailored to the company involved.
There are a number of major steps to take when creating your exit strategy:
Set Objectives – Define your own retirement goals and your overall aims for the sale of your
company.
Value Company – Find out exactly how much your firm is worth.
Increase Value – Spend the time between drawing up your exit plan and executing it,
working on increasing company value.
Research 3rd Party Sales – Look into what you’d need to do to sell your firm to a third party.
Research Internal Succession – If you don’t want to sell to a stranger, work out how you can
transfer ownership to a co-owner, colleague or relative.
Build a Continuity Plan – Make sure you know how your business will keep running if you’re
no longer around.
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Meeting managerial challenges is how any board
can have a direct and profound impact on their
company. To begin, the board needs to know
exactly how their company is constructed.
Analysing and adapting your organisational
structure can deliver a raft of benefits. It can
change the overall nature of a firm. That can
deliver higher employee satisfaction and
improve productivity.

Flatter Structures
A flatter organisational structure gives more autonomy to front-facing staff. They will have
greater decision-making responsibility. That means there is a greater potential for mistakes.
Your business as a whole, however, will be more agile, flexible and fast-moving.

Hierarchical Structures
Hierarchical structures have a more definitive chain of command. There is typically a far heavier
managerial presence. That puts in place more checks and balances for any business decisions.
The main advantage of this is twofold. It limits the chance of mistakes and makes a firm more
detail-oriented. On the flip side, it does mean your business will be more conservative and
slower moving.

Finding Your Ideal Organisational Structure
Your business does not have to choose between the two structural extremes. You can develop an
individual structure to best suit your needs. To do so, you’ll need to:
Analyse your current organisational structure
Decide exactly what kind of business you want
Identify weaknesses in your present structure
Find areas where your structure can be tweaked to move your firm in the direction you desire
Seek the advice of a board advisor who can provide an unbiased, outside perspective
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Leading a company isn’t easy. Especially if you’ve
got limited experience of operating at the sharp
end of a business. Self-improvement is key if
you’re going to succeed. Recognising that and
striving to improve your own skills is a
management challenge that’s often overlooked.

The Benefits of Mentoring & Coaching
Many top directors and businesspeople have been mentored or coached. That’s what’s
helped them to reach their full potential. Mentors and executive coaches can help you in a
multitude of ways. They:
Provide informed perspectives outside your own
Offer methods for making strategic decisions and assessing commercial risks
Help develop your management and relationship skills
Give you the benefit of prior experience in areas that are new to you

Executive Coaching or Mentoring?
Executive coaching is useful for offering help with feedback and developing specific skills.
Leadership programs and other courses are great for improving yourself in broad strokes.
Mentoring is a far more individual and specific alternative.
Mentors are typically individuals who have held roles like yours in the past. That means
that their advice is hugely relevant, as it comes from personal experience. What’s more,
they may also have connections and relationships that can offer practical help.
Director mentoring is a great choice for any skilled businessperson who’s smart enough to
know that they’re not the finished article. It’s a mentoring relationship that can be driven
by you, as the mentee. You can seek and receive the exact help you need to meet your
business’s specific issues.
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You need a skilled and motivated set of
executives to ensure that your business will
succeed. Those executives must be remunerated
and compensated fairly to keep them on board.
That’s a significant management challenge. It
can test even the most experienced business
owner or director.

Remuneration Considerations
There are many things to consider when making remuneration decisions:
Each executive’s individual role and how they have fulfilled it
Your business’s culture and core values
Market benchmarks as to the levels of remuneration for different executive roles
The relationship between performance and remuneration
The cost and structure of different remuneration packages

Ensuring Fair & Efficient Remuneration
Many firms choose to create a remuneration committee. It’s the most efficient way to make
fair remuneration decisions. Such committees exist to provide key advice and assistance.
They will use market benchmarks to set the pay levels of your senior staff. They’ll develop
strategies so that your firm can retain and motivate your executives. Their decisions can
also make sure that your business attracts top talent. That’s key in maximising share value.

Building Your Remuneration Committee
Your remuneration committee should be unique to your business. For it to be effective,
however, it must have certain hallmarks:
There need to be at least three members
All members should be non-executive directors
The chairperson must be an independent, non-executive director
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A company’s personnel are often its most
valuable resource. Succession planning is the
challenge of identifying, developing and
retaining talent.
You need to make sure that your key roles are
always filled by the best possible people. That
means having a mechanism for replacing valued
staff when they move on.

Strategies For Creating an Effective Succession Plan
1. Don’t Delay – You can’t afford to wait until an employee is close to leaving your firm to start
thinking about succession planning. You must give yourself time to ensure that somebody
else can step up when required, without affecting business operations.
2. Discuss Succession With The Leaver – An open and honest conversation with an outgoing
staff member can be invaluable. They may be happy to train their replacement or be
available to them as a mentor. A smooth transition is likely to be beneficial for everyone.
3. Develop & Educate Staff – Focus on training and development at every level of your
business. Take time to identify skilled employees and give them a chance to grow.
That way, staff will always be ready to step up a level if and when required.
4. Take Emotion Out of The Equation – It’s natural to be emotionally invested in your
business. That emotion cannot cloud your judgement when it comes to succession.
Bringing in an objective third party to help with succession planning is a good way to 		
ensure that that won’t happen.
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Operational challenges are often the easiest to
overlook. Meeting these challenges is not
glamourous. It is essential to the smooth
running of your business. Your first step should
be to design and implement unique internal
systems.

Efficient Internal Systems
Every company needs to create controls and systems. They ensure that day-to-day operations
are as efficient as possible. They also help to accelerate growth and to improve a firm’s overall
value.
Each business’s internal systems should be designed to meet its individual needs. That’s what
helps create a business identity and a unique working style.

Implementing Internal Systems
Well designed and implemented systems can improve efficiency and productivity across your
firm. To create and employ the right systems, you need a full understanding of your business.
With that understanding you can implement both holistic and specific systems. The former are
systems that apply across the whole organisation. The latter are systems unique to one function
or department.

Systems To Consider
The types of system which will benefit your company will depend on the exact nature of the
business. The following are some examples of areas where internal systems might prove
beneficial:
Sales order processing
Quote generation
Production planning
Stock control
Customer relationship management
A third party advisor is best placed to identify where your firm may benefit from a new or
improved system. They can take a clear-eyed view of how you currently operate. They will also
bring their own experience from outside of your business to the table.
26..

Smart use of your resources is key to any business.
That’s true for human resources as much as it is for
financial ones. Business owners and boards must
find a way to get the most from all their
employees. That’s a fundamental operational
challenge for any firm.

Challenges & Benefits of Outsourcing
Outsourcing certain functions of your business to external suppliers is a smart move for
many firms. The challenge is to recognise which functions to outsource, when to do it and
which suppliers to trust.
Business areas such as manufacturing, support and admin are prime candidates for
outsourcing. Trusting external suppliers in these areas can have many advantages:
It allows you to deploy your own resources where they’re most needed
You can improve your own staff’s focus on core business operations
Suppliers may have greater expertise in the specific tasks they perform
You might be able to cut your wage bill and thus improve profits

What Your Business Plan Should Include
The best first step towards successful outsourcing is performing a business audit. This will
allow you to identify which functions could be outsourced. It will also help you focus on
the kind of suppliers you want to target.
You’ll then want to draw up supplier specifications. They should detail exactly what you
want from supplier partners. That will allow you to develop an efficient, productive
outsourcing strategy.
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The best organisations are proactive when it
comes to risk management. Their risk
management and legal strategies head off
problems before they arise. Those kind of
strategies are key to ensuring your company
operates successfully in the long term.

Risks Businesses Can Face
Strategic – A new competitor entering the market
Compliance – New legislation or regulation being introduced
Financial – Unpaid invoices or cuts in funding
Operational – Equipment failure or theft

Risk Management Plans
A risk management plan is critical to any firm’s survival. It:
1.

Identifies potential risks to the company

2.

Determines the likelihood of those risks occurring

3. Establishes systems to address the consequences of those risks
4.

Monitors the systems and refines them as required

Legal Strategies
Legal strategies are similar to risk management plans. That’s because they also mitigate against
future setbacks. In this case, the setbacks are related to legal or legislative issues. There are four
main types of legal strategy:
Transformative – The most complex type of legal strategy. The strategy becomes a part of
and transforms a firm’s overall business model.
Compliance – When a business simply follows basic legal guidelines and requirements to
operate lawfully.
Preventative – Proactively using the law to a business advantage. Identifying legal loopholes
and opportunities to reduce risk and grow a company.
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Avoidance – Either consciously or unconsciously paying no attention to local laws when 		
making decisions. This can have severe consequences and is by no means recommended.

Organisations must hold themselves accountable
to ensure fairness. Corporate governance is the
means to do this. It also protects stakeholder
values and interests at the same time. Your
challenge is to create a transparent and equitable
corporate governance structure.

Issues Associated With Corporate Governance
Fairness – Stakeholders at all levels should be treated reasonably and equitably
Transparency – Secrecy is to be avoided. Business processes and how a firm operates 		
should be obvious to outside observe
Leadership – Business leaders must instil a culture which helps the firm perform at its best
Engagement – The best business outcomes are delivered when all significant stakeholders
are actively engaged
Accountability – Executives and staff must be responsible for their own actions.

Strong Corporate Governance
Implementing a strong corporate governance structure is not just for big corporations. It can
benefit scaleups and SMEs across all industries and niches.
Corporate governance sets certain rules. They determine the actions and roles of a firm’s key
personnel. Those rules help improve management and reduce legal or ethical issues. Aspects
of your business that might be covered by such rules are as follows:
Personal use of business funds
Avoidance of conflicts of interest
Profit disbursement
Information sharing across an organisation
Strong corporate governance helps ensure that bad corporate behaviour is stamped out. It can
also serve to improve your firm’s reputation. A company with clear and transparent rules
regarding financial and ethical practices will be more attractive to prospective stakeholders.
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