Ian Davidson

Managing Director | Chief Executive Officer | General Manager | NED
Profile

A successful, proven and ambitious Managing Director / General Manager with a track record of transformational change, resulting in sustained revenue and profit growth in business services and technology, including turnaround from negative profitability, raising funds for expansion and acquisitions.  Extensive international experience across Europe and USA championing strategy, product and solution development and re-design to meet market needs. Used to leading large, geographically-spread teams, coaching and developing capability and delivering exceptional results. Champion of putting the customer first, enhancing the customer experience and driving culture change to support these values. Operates best in a challenging environment and takes difficult decisions with empathy and integrity. Now seeking a senior role as a Managing Director / General Manager / Non-Executive Director / CEO.
Career Overview
The Mailing Room Ltd – Group Managing Director





2016 – present
Privately owned distributor of mailing solutions to the Public and private sector.
Overall responsibility for the management and leadership of group companies including Mailing Room Finance and Executive agency. Reporting to the board of directors on which I also sit. Brought in to create and execute on a growth strategy. Current year pre Covid-19 forecasted revenues of £16.5m with and EBITDA of £5.1m. 80+ employees across all functions, sales, marketing, customer service, finance and administration based both at the head office and in the field. 

Achievements:
· Grew group total sales by £7.5m from £6.7m to £14.2m over the last 4 years

· Increased EBITDA from £2.1m to £4.0m. Further growth will be seen during the next financial year as a result of the full year impact of the two most recent acquisitions

· Identified targets, negotiated and closed 6 acquisitions to significantly increase the number of customers and recurring revenue streams 

· Successfully raised funding to support the growth strategy

· Managed the deployment on a new ERP / CRM system to significantly improve productivity, accountability and reporting 

· Led the field service and customer service teams to achieve customer experience ratings continually in the mid the high to high 90%

· Devised the strategy and managed the team that successfully secured the Crown Commercial Services (CCS) Lot 1 sole supplier tender for Mailing solutions earlier this year. The first time this has been awarded to a distributor and not one of the major manufacturers
Pitney Bowes Inc.









2006 – 2015
Fortune 500 provider of B2B global e-commerce shipping and mailing, location intelligence, customer engagement and customer information management solutions.  2014 turnover $3.8bn.  Providing software, hardware technology and service solutions for the shipping, mailing and tracking of items to businesses across Europe, via a multi-channel sales and service approach. 

President SMB Solutions Europe







2010 – 2015


In 2010, promoted to President of larger division, accountable for strategy and delivery of $600 million annual revenue and 2,600 employees across Europe.  P&L and balance sheet responsibility, leading the European executive management team to deliver revenue, EBIT, client experience and employee engagement goals through multi- channel sales teams, service and client operations contact centres and maximising supplier relationships for both cost and opportunity. Reporting to the Executive VP and President of SMB solutions globally, presenting European operational strategy annually to the plc board. 

Achievements:
· In a challenging market have delivered 4 consecutive years of exceeding EBIT goals - 2014 growth over 2013 was 21% through improved strategy execution and consistently coaching and developing employees to their full potential
· Restructured the go to market model in Europe from field-based to multi-channel sales mixing web, field, inside sales and distributors to meet all customer opportunities whilst reducing sales expense by 38% over the 5 years 2010-14
· Divested the company of non-core businesses in the Nordics and smaller operating companies in Europe, moving these countries to indirect operations (dealers) to improve profitability in line with the channel shift
· Moved the operating model from a country/region structure to a pan-European model, contributing to expense reduction through operational efficiency and driving best practice deployment
· Improved client experience scores in excess of 5% YOY 2010-14 by creating cross-functional teams to work on the highest impact issues and aligning employee awareness of these priorities to global measures and incentives
· Delivered these results through building a highly effective team, role-modelling desired behaviours and organised for effectiveness and improved employee commitment and capability throughout the division, showing in increased employee engagement scores across key areas in excess of 20%, 2010 to 2014
Vice President Document Messaging Technologies (DMT) Europe              


2007 – 2010

Promoted to the role of Vice President, providing high value print and mailing technology and services to European B2B high volume market.  Accountable for $200m annual revenue through direct, indirect sales and service channel. Achieving client experience and employee engagement goals across Europe. 

Achievements:
· Returned the division to profitability from loss-making in the first year through improved sales and more focus on the profitable service streams
· Delivered 3 consecutive years of revenue and EBIT growth, exceeding company budgets
· Integrated the acquired Emtex (sales and services) business into the core business across the region to optimize sales and service delivery
· Successfully created and implemented a sales strategy focused on completive displacement to grow sales in a declining market and bringing new service streams to the business
Vice President of Services, Document Messaging Technologies Europe  


2006 – 2007

· Grew revenue and improved profitability through driving a closer working relationship with the sales organisation and focusing on the top 15 contracts by country to improve contract profitability and enhance the client experience
· Implemented a pan-European structure to the business enabling sharing of best practice and utilization of skills across countries within the region
GB GROUP plc – Managing Director – Data Integrity Division




2003 – 2006
B2B data services company, specializing in products and services around supporting organizations with their customer and prospect management.  Turnover £13m.  Member of the operating board sitting with the PLC board in bi-monthly board meetings.  Headhunted to grow profitable revenue in a mature market with declining revenue and profitability.  The division provided standard and bespoke software and service solutions to capture customer data for profitable customer relationships.  

Achievements:
· KPIs: revenue up 10%, PBIT up 27%.  Customer attrition down from 15% to 11%
· Re-focused the sales organisation on key routes to market and improved customer acquisition process across all routes to market, alongside cross-sell and up-sell of propositions.  Restructured the senior team to implement cost reduction
· Led value proposition development to provide products and services with significant differentiation to secure new business against competition and where possible displace competitors from existing environment
Pitney Bowes Inc, Connecticut – Vice President, Enterprise Accounts / Software Systems
2001 – 2003
Headhunted by previous employer to turnaround a rapidly declining sales performance.  Re-structured, coached and developed team of 40, growing sales revenue from $43m in 2001 to $63m in 2002 with reduced head count.  Gross margins increased through value based selling.  Led successful team on Bank One account landing the 2nd biggest deal in the division’s history.

Lasercom, Geneva - Business Development Director





1999 – 2001
A specialist software services company, focused on integration and professional services in the customer communications arena, document design, messaging and presentment over both paper and digital channels.  Grew revenue by 80% in the first year.  Instrumental in growing the business from 21 employees in 1999 to 82 in 2 years and executive team member responsible for securing funding from Barclays Capital Services for the next stage of the business growth.

Earlier Career

Pitney Bowes - EAME









1988 – 1999

UK subsidiary of the European Division of Pitney Bowes Inc.

General Manager UK, Pitney Bowes DMT 
 





1998 – 1999

European Sales Manager - Pitney Bowes, EAME DMT





1997 – 1998

UK Sales Manager - Pitney Bowes, EAME






1996 – 1997

EAME DMT Co-ordinator - PB, EAME







1995 – 1996

Various sales & senior sales positions  







1988 – 1995

Professional Cricketer  








1983 – 1988 

Lancashire County Cricket Club and South Hobart Cricket Club, Tasmania, Australia

Professional Development 

I’ve been committed to my professional development throughout my career participating in numerous in-company programmes and externally with organisations such as the Institute of Directors.  My focus and key interest has been on leadership, culture change and team development.  I embrace the principle of being deliberate about people development every day.

I have mentored numerous high potential leaders across businesses both within Europe and the US to help with their learning and growth.

Skills and Proficiencies

Business turnaround | full P&L responsibility | corporate development strategy | board-level leadership | cost saving initiatives | transformation programmes | training and mentoring | building high performing teams | SaaS | mergers and acquisitions | process improvement | thought leadership | B2B | customer retention | solution selling | business growth implementation | executive leadership | sales and marketing | process optimisation | emerging markets | strategic account management | sales operations | culture change | international business development | matrix management | service innovation | contract negotiation | disposals | market mapping | data management | direct sales | ERP | CRM | performance management | multi-channel selling | customer retention | developing leads | forecasting | client relationship management | supplier management | operational strategy | human resource management | talent management | development programmes | executive coaching
Personal Interests

I enjoy keeping fit and healthy playing and watching sport – I play men’s lacrosse in the winter and golf in the summer.  I visit the gym regularly and a keen cyclist.
References at your request

