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Matching Business Strategy with Current Capabilities
and Competencies

Our client is a major energy transmission and distribution business that offers
contracting services in Australia for electrical overhead and underground
construction and maintenance.

The business had lost a key source of revenue which had significantly impacted
their financial performance. Furthermore, it was not well-positioned in the local
market place and lacked a substantial forward book of works, thus providing an
unstable environment for staff and investment in the business.

We were engaged to quickly answer the key questions: What is the business’s
current capability and competency, and what is their potential delivery capacity?

Marchment Hill Consulting conducted an independent review of the current
capability and competence of each service stream within the business, with a view
to then determine their potential delivery capacity to execute their Current Market
Offerings, and Prospective Service Offering A and B. Marchment Hill conducted
this review according to the dimensions of Leadership, People, Plant and
Equipment, Facilities, Systems, Contracts and Customers across each service
stream. The review was based on a series of interviews with key business
representatives, customers and other industry stakeholders, and was supported
by organisational and market insights gained from past Marchment Hill electricity
sector engagements.

Dimension | Capabilityand Competence Observations Delivery Execution Assessment
Leadership | * Themanageris not effectively managing the business
+ Supervisors are required to step up and project manage o Prospective Prospective
People + The safety record of the business isimproving. rings Bﬂel:;::A 0"2:':“
+ There s low morale, low recruitment and high tumover. N
+ Lessthan optimal staff ufilisation. Eu"f'" '
asition
+ Depleted skills base with low field supervision
Plantand + The plantand equipment fleets are underutilised + Thearea needs stronger managementtotake the
Equipment |« Thereis scope to sell certain underutilised assets business forward. The current Manager will require
— considerable mentoring and training to developinto
Facilities + Thework and warehouse areas are underufilised. this role
+ There is a high level of non productive ime aftributable | | ) I
to rafficcongestion at shift start and finish times Staffandassels ha_ve Iess_ﬂ_wan optimal uflisation
) and are able to deliveradditional work, however,
* Theamenilies atthe site are fofally inadequate there are insufficient skilled resources and leaders in
Systems « The current T strategy doesn't support the business. the business to deliver an increased workload
+ Limited systems to support the business ata site level, | « Faciliies would needto be significantly redeveloped
anda lack of data available to manage the cost and to meet an expanded service offering.
performance of the people and fleet )
+ Aforward book of profitable work must be grown
Contracts + Standing offer contracts with no work guarantees exist . . . .
- - + Thisbusiness areais struggling to manage and
Customers | * Business developmentis non existent control the work both operationally and financiallyin
+ Clients are safisfied with the quality of work completed the cumrent senvice offering, and couldnot deliver
andthe improvements in safety performance Prospective OfferingAand B
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Our Final Report was presented to the client Executive Management Team that
identified the gaps in each service stream in relation to the Leadership, People,
Plant and Equipment, Facilities, Systems, Contracts and Customers dimensions.
A series of recommendations were provided in each dimension, in order for the
business to provide the necessary delivery capacity to execute their Current
Market Offerings, and to move toward execution of future market strategies based
on Prospective Service Offering A and B.

An intimate knowledge of the Australian utility services market and local electricity
industry allowed Marchment Hill to provide an independent and rapid assessment
of the capabilities and competency of each service stream within the business,
and determine the potential to execute current and future market strategies.

The Executive Management Team were provided with a series of practical
recommendations and high level implementation plans in the areas of
Leadership, People, Plant and Equipment, Facilities, Systems, Contracts and
Customers to allow the business to:

e Focus on improved execution of Current Market Offerings in the short to
medium term; and

o Stabilise staff and financial performance within a ten month period.
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