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Best Practice in Finance Business Partnering 

 

Dear Finance Director, 

In our research, about 80% of Finance Directors say they want to transform their Finance 

organisations to deliver more value to their business.  Yet 78% of these also say they are 

struggling with how best to make this change happen.   

It seems that although business partnering is not a hard concept to understand, it is hard to make it 

work in practice and at scale across an organisation. 

In this report we identify practical actions for how Finance can deliver more value to a business, and 

set out the Big 5 Levers we believe Finance Directors can pull to excel at business partnering.  

We provide check-lists to help you identify gaps with your current Finance organisation and 

provide you with practical advice on how to implement improvements. 

This report will help you whether you’ve been practising business partnering for a couple of years, 

and are striving to get better, or whether you’re just getting started on the journey. 

Arcus Consulting specialise in helping to transform Finance to deliver business value.  This report is 

based on our client work, with over 50 Finance Directors from large, multi-national companies, 

especially headquartered in the UK and continental Europe. 

This report provides an opportunity to benchmark yourself, and learn from other companies about 

what’s working and what’s not. 

I hope you find some useful tips and advice here to implement in your company.  

With kind regards, 

 
 

Adrian Willmott 

Managing Director 

adrian.willmott@arcusc.com 

 
 
 
 

 

 
 
 
 
 
 
 
 
 
 

Arcus Consulting Ltd 
20-22 Wenlock Road 
London, N1 7GU, 
United Kingdom,   
Tel:  0207 608 5096 
www.arcusc.com

mailto:adrian.willmott@arcusc.com
http://www.arcusc.com/


  1 
Best Practice Report on Finance Business Partnering 

© Arcus Consulting Ltd    All rights reserved 

Best Practice in Finance Business Partnering 

 

Contents  

 

 

Chapter 1: How to Recognise Great Finance Business Partnering ........................................................ 2 

Chapter 2: How to Measure the Business Value of Finance Partnering ................................................ 2 

Chapter 3:  Top 5 Issues and Challenges with Finance Business Partnering ........................................ 4 

Top 5 Challenges for ‘Getting Started’ Companies ......................................................... 4 

Top 5 Challenges for ‘Good to Great’ Companies ........................................................... 4 

Chapter 4:  The 5 Levers to Pull for Finance to Add More Value to your Business ............................... 5 

Lever I - Agree the business value priorities & opportunities .......................................... 5 

Lever II - Establish a ‘business-value’ finance organisation ............................................ 6 

Lever III - Develop business partnering capabilities ........................................................ 7 

Lever IV - Free up time for business partnering .............................................................. 9 

Lever V – Provide meaningful business information and collaborate ............................ 10 

Chapter 5:  Business Partnering Diagnostic to Improve your Finance Organisation............................ 12 

Self-assessment Check-List for your Finance Organisation .......................................... 12 

Business Partnering Diagnostics ................................................................................... 13 

How We Can Help You Deliver More Value ......................................................................................... 14 

Our Diagnostic and Gap Assessment Services ............................................................. 14 

About the Author ............................................................................................................ 14 

 

  



  2 
Best Practice Report on Finance Business Partnering 

© Arcus Consulting Ltd    All rights reserved 

Chapter 1: How to Recognise Great Finance 

Business Partnering  
 

Finance Business Partnering is about ‘stepping up’ in the boardroom or 

with business unit management teams.  The goal is to challenge and 

influence business decisions, business strategy and business 

outcomes, to deliver extraordinary business value.   

We’re not just talking about the Group CFO being a partner to the Chief 

Executive, or the senior Finance Directors partnering with their 

divisional Business Heads.  We’re talking about establishing a team of 

‘level 2’ and ‘level 3’ finance business partners across your company. 

 

 

 

 

 

 

However, we too often see traditional Finance Managers re-branded as Finance Business Partners, 

given some communication skills training, and then sent out to work with business management 

teams.  This can get you started, but it won’t have a big impact on your business performance. 

Transforming the role of Finance to become strategic business partners is a change journey that 

takes time.  And most Finance Directors under-estimate the extent of the change needed.  We’ll show 

you how to lead your change journey in this best practice report. 

Ask yourself: How far are you along this journey?  Are you ‘getting started’ or are you now 

striving for ‘great business partnering’? 

 

  

There’s a reason 

the car windscreen 

is bigger than the 

rear view mirror. 

But this simple concept needs many things to be in place inside your Finance organisation, including: 

− having in-depth business knowledge 

− commanding business respect 

− having the self-confidence to challenge business colleagues 

− ensuring time is available for business partnering, not being buried in the numbers 

− having business tools and techniques, not just Finance ones 

− talking to business colleagues in their language. 
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Chapter 2: How to Measure the Business Value 

of Finance Partnering 
 

Research has shown a close correlation between high performing companies and high 

performing Finance functions: 

▪ 70% of high performance businesses have high performing Finance functions (1) 

▪ 80% of high-performing businesses actively involve Finance in decisions that set the future 

direction of the company.  This compares with only 30% of those businesses that are not 

high-performing who get Finance involved (2) 

▪ Leading finance teams employ 40% more people in business partnering roles (2) 

If you want a high performing business it’s hard to dispute the benefits of good business partnering.   

We’ve identified the biggest benefits currently being delivered by companies in the table below. 

Top 5 Benefits from Finance Business Partnering 

1. Improving the gross margin of commercial pricing and bids    

2. Increasing the profitability of existing products and services 

3. Improving the ROI of capital investment cases 

4. Improving performance through growth into new business areas 

5. Reducing operating costs, especially in the supply chain 
 

We’ve selected a few good examples where Finance is driving substantial financial benefits: 

▪ A multi-national engineering company improving the profitability of long-term customer 

contracts by tens of millions of Euros through better life-cycle options. 

▪ A FTSE-100 financial services company challenging the commercial pricing of bids to 

increase gross margins by several percentage points. 

▪ A consumer products company improving the profitability of multi-million dollar brands 

through ‘brand health-checks’ on pricing, distribution channels and competitors. 

▪ A large manufacturer modelling alternative investment options for £100m plant investments. 

As well as adding more business value, many companies are also reducing the cost of Finance: 

▪ Good practice in transforming back-office accounting can deliver cost reductions of 25 - 35% 

from shared services, efficiencies or off-shoring. 

▪ In the ‘business-facing’ part of Finance there is usually a further 10 - 15% of cost reduction 

from efficiencies in management reporting and core processes.  We’ll cover this in Chapter 3. 

 

 

 
Ask yourself: Do your business colleagues really value Finance, and invite your teams into key 

business decisions? Are your finance business partners delivering 20 – 30 times their value?   

Notes:  (1) CFO Insights, Accenture & Hackett Group.  (2) Finance effectiveness benchmark studies, PwC. 

But what’s the best way to measure the value of finance business partnering?        

In our experience high performing commercial finance partnering teams should deliver business 

benefits of at least 20 – 30 times their costs. This will vary by sector, but it’s the right level of ambition 
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Chapter 3:  Top 5 Issues and Challenges with 

Finance Business Partnering 
 

70% of Finance Directors want to transform Finance to add more business value, yet 75% are 

finding it really difficult.  What is it that they’re struggling with? 

Top 5 Challenges for ‘Getting Started’ Companies 

For companies who are ‘Getting Started’ with business partnering, success often requires a mind-set 

shift - to let go of the traditional accounting props and Excel spread sheets, and to have the self-

confidence to expose yourself to the art of challenging and influencing your business colleagues. 

Top 5 Challenges for ‘Getting Started’ companies 

1. Wrong people – all traditional accountants 

2. We’re too busy – no time for business partnering 

3. Credibility with business colleagues 

4. Focused on back-office accounting – get to partnering later    

5. Poor systems and inadequate management information 
 

Top 5 Challenges for ‘Good to Great’ Companies 

For companies who have been practising business partnering for a while and looking to go from 

‘Good to Great’, the challenges are quite different.   

Success is much more dependent on making business partnering scalable and going beyond having 

just a handful of experienced partners who have ‘natural style’, experience and self-confidence.   

Top 5 Challenges for ‘Good to Great’ companies 

1. Creating a sizeable team of successful business partners 

2. Training to develop senior, experienced business partners 

3. Tools to support business decisions, not just finance decisions 

4. Measuring business benefits from business partnering 

5. Getting bogged down in business administration 
 

Working with Finance teams across a broad range of industries, Arcus has developed a set of 

practical tools and methods to overcome these challenges.  We’ll address these issues and 

challenges in the next chapter – the Top 5 Levers to pull to succeed at business partnering. 

 

Ask yourself:   Are you clear about the biggest hurdles in your company?  Are you looking at 

symptoms or root causes?   For example many Finance teams say they can’t focus on 

business partnering because of poor systems and information.  Is this really the root cause, or 

is it a symptom of a broader capability issue? 
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Chapter 4:  The 5 Levers to Pull for Finance to 

Add More Value to your Business 
 

Based on our research and experience of working with large organisations, we’ve identified 

the top 5 Levers for Finance Directors to pull to succeed at business partnering.   

Perhaps surprisingly these 5 levers are the same ones whether you’re ‘Getting Started’ or shifting 

from ‘Good to Great’.  But the components of each lever vary quite significantly.  We’ll cover each 

lever in turn over the next few pages. 

 

Ask yourself: How good is your finance team at each of these 5 levers? How do you score?  

Lever I - Agree the business value priorities & opportunities 

Start with the business.  What are the most important business decisions?  Which decisions 

are material or risky?  Is Finance really involved in decision-making today or just providing 

data as input?  Where are the biggest ‘business value opportunities’ for Finance?  

The key to success is to genuinely engage your business leadership team(s) in deciding together 

what the priority areas are for Finance to drive more business value.   

There are different ways to identify these ‘business value opportunities’ in your company.  For 

example: 

 

One of our clients, the commercial 

division of a consumer products 

company, worked with business 

leaders to identify the priority 

decisions where Finance could add 

the most value.  Then matched 

finance resources and skills to each 

business team – see diagram. 

Another client, a financial services 

company went through a business 

strategy exercise to identify dozens 

of business value opportunities, 

focusing on growth. 
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Agreeing the ‘business value opportunities’ is the crucial first lever, whether you’re starting out 

or whether you’re looking to go from ‘Good-to-Great’.   

Ask yourself:    Is each of your finance business partners clear about which decisions and 

business projects are their top priority?    Have they agreed the ‘value opportunities’ with    

their business management teams? 

Lever II - Establish a ‘business-value’ finance organisation 

Separate your Finance organisation into areas of specialisation 

Most organisations have got to grips with separating Finance into 3 areas of specialisation: 

− Transaction accounting services 

− Specialist technical finance services 

− ‘Business-facing’ finance. 

Split ‘business-facing Finance’ roles 

However, not many companies have mastered how to get the best out of the business-facing 

part of their Finance organisation.   

Sub-dividing the ‘business-facing’ part of Finance into two can really benefit your organisation.  But 

it’s essential these two parts are closely linked to be able to deliver business value: 

a) Business Reporting and Analysis, with the aim of freeing-up time for business partners to 

work ‘in-the-business’, and to deliver efficiencies for reporting and analysis.  If the scale of 

your business justifies it, then create a shared support centre for reporting and analysis 

b) Finance Business Partnering, being active on business management teams, driving 

strategy and business decisions to deliver growth and value. 
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Several companies, including GlaxoSmithKline, Reed Elsevier, Rolls-Royce, Unilever, Shell and 

AstraZeneca are implementing business support centres.  This area of best practice is in its early 

stages of maturity and there are many different permutations of their role and scope.  They range 

from management reporting centres, through planning and budgeting centres, to analysis and 

information centres of excellence. 

Distinct and separate goals, metrics and skills 

It is well understood that different goals and measures are required for the three different parts of 

Finance; transaction processing, specialist finance and business-facing finance.  

But how to set effective goals and measures for the business-facing parts of your Finance 

organisation is less well understood:  

1. The primary measure for business partners should be the business performance and success 

of the business area they support.  This drives the right ‘in-the-business’ behaviour 

2. Reporting and analysis functions need quite different metrics to the business partners, 

especially if you create a shared business support centre: 

− producing valuable business information, plus 

− their ability to free-up time for business partners. 

Ask yourself:  Have you created clear and segmented ‘business-facing’ roles with different 

goals?  Do you have measures for delivering business value as well as finance measures? 

 

Lever III - Develop business partnering capabilities 

Most Finance Directors believe this to be the most important of the five levers - getting the 

right people in place with the right skills and capabilities. 

It generally helps to bring in a little new blood from time-to-time from outside your organisation or from 

outside of traditional finance.  But you don’t normally need wholesale change of your Finance teams.   

Through our work with clients we have identified below the Top 20 best practice capabilities needed 

for high performing finance business partners.  On the next page we’ll show you how to develop these 

best practice skills. 
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Not all of your ‘level 2 and 3’ business partners need to excel in all 20 capabilities from Day One.  But 

you’ll need to assess whether your finance partners have the potential to excel in all areas over time. 

Starting with ‘Value Finance’, such as providing analysis and insight, and ‘Business Acumen’, such 

as proposing business solutions, will give your team the all-important credibility with the business. 

Then focus on developing the more sophisticated skills of ‘Engagement’, such as challenging and 

influencing decisions, and ‘Leadership, such as becoming a trusted advisor. 

The key to success for developing business partnering skills is to tightly link skills 

development to your business strategy.  In other words link it to the ‘business value 

opportunities’ you identified in Lever No.1. 

If the top business priority is to improve gross margin by improving the pricing of commercial bids then 

clearly connect the finance partnering training to pricing topics.  If it’s return on capital for investments 

then do likewise.   

General training on negotiation will only get you so far.  Negotiation training in pricing techniques, and 

how to challenge and influence your marketing colleagues, will have an impact on your teams and the 

bottom-line at the same time.    

How to Develop Foundation Finance Business Partnering Skills 

Arcus makes the distinction between Foundation Business Partnering skills and Advanced skills.    

For Foundation skills the top 5 best practice approaches are shown below. 

  

 

 

 

 

Top 5 Best Practice for Foundation Skills Development 

1. Finance Academy for Roles, Skills and Careers 

2. Foundation Finance Business Partnering Training 

3. Talent Pool Management for Careers 

4. Tactical Assignments into the Business 

5. Focus on Presentation & Communication skills  
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How to Develop Advanced Finance Business Partnering Skills 

Our work has identified a range of different interventions for developing Advanced Finance partnering 

skills.  Some are successful, some not.  There is not yet agreement amongst Finance Directors on the 

top 5 best practice tools for Advanced skills development.   

In our experience of working with many large companies to design and deliver development 

programmes for Advanced Finance Partner skills these components will deliver the best results: 

Arcus view of good practice for ‘Advanced’ skills development 

Component Description 

‘Experienced’ 
Finance Business 
Partner Training 

▪ All senior FDs deliver 5+ 
days training per year  

▪ Role-play, case studies, top 
business issues, scenarios 

Active Mentoring ▪ ‘Best FD Mentor’ awards 

Career Assignments 
▪ Cross-business 

▪ International 

Targeted business 
content training 

▪ For example, in-depth 
product or service training 

Occasional Business 
Summits 

▪ Current top business issues 

▪ Highly interactive for learning 

Dual Roles 
▪ Day job 

▪ Plus assignment / project 

 

Ask yourself:  Are you clear which capabilities are really needed to deliver the business value 

opportunities?   Is it deeper business knowledge or specific skills for challenging and 

influencing?   Do you have realistic plans for developing advanced finance partnering skills? 

Lever IV - Free up time for business partnering 

Re-design work into ‘business-value processes’ 

Most companies go through an exercise from time-to-time to re-

design the way they do budgeting or management reporting.  

Typically they free up about 20% of people’s time.  The issue is that 

20% of freed-up time evaporates into the ‘Finance Ether of Time’. 

The Arcus approach is to design the work to focus on what we call 

‘business value processes’ – it gets a very different result.   For example you could set the goal of 

shifting 80-90% of the budgeting activity into the reporting COE or the FP&A team (pre-populating 

templates, analysing impacts etc).   

Then target the role of the Finance Partners away from running the process and the data, to 

developing and challenging the ‘content assumptions’ with their business colleagues.  Stop the 

finance partners doing what they often feel most comfortable doing – ‘playing with the numbers’! 

The trick for developing business 

partnering skills is to be crystal clear 

about what would really make a 

difference to enable Finance to drive 

those ‘business value opportunities’? 

Not just general training on how to give 

better presentations or product 

overview training.   

Connect the skills development to 

the content of the ‘business value 

opportunities’ identified in Lever No. 

One e.g. contract profitability, 

supply chain investment, emerging 

market growth, product launch etc. 

This is the most effective way for the 

skills development programme to have 

an impact on the bottom line. 

“We could probably do 

business partnering in 

Week 3 of the month.   

But the rest of the time 

we’re just too busy!” 
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Set hard targets for how your teams should spend their time 

How do your Finance teams really spend their 

time?   Have a look back through the last 4 

weeks of your diaries.  Ask yourself how much 

time did you really spend delivering business 

value?   

This is an example of how the ‘business-facing’ 

team in one company spent it’s time.  They were 

spending more than 75% of their time driving 

core finance processes, and only 13% 

supporting business decisions or business 

projects.   

Re-setting time goals, and measuring it from 

time-to-time, can have a huge impact on the 

ability of Finance to spend value time working 

with business teams. 

‘Nitty-gritty’ clean-up of business partner activities 

Companies that have been practicing business partnering 

for a while, with business partners embedded inside 

management teams, can find their finance teams have 

gone too native!    

One large bank discovered that in their willingness to be 

part of the business teams, Finance had picked up many 

administrative activities that were not adding value, given 

their salary costs.   

So it is possible to let the pendulum swing too far.  In our eagerness to please we get carried away 

with being ‘too close’ to the business.   

To be a ‘sparring partner’ to the business we need to ensure we behave as a peer with our business 

colleagues, and not in a subservient way as a ‘bag carrier’, over-eager to please at any cost! 

Ask yourself:  Do you really know the issues and root-causes that take up time in Finance?  Do 

you have processes that free-up finance partners to spend 80% of their time in the business? 

Lever V – Provide meaningful business information and 
collaborate 

Finance departments often generate reams of data, especially at month-end and quarter-end.  

But do you know how much of it is really used for making decisions?   

Take a look at the priorities that business leaders say they want from finance business information in 

the table on the next page.    

 

Decision 
support 13%

Planning and 
budgeting 

28%

Sales 
forecasting 

5%

Cost 
reporting 

11%

Management 
reporting 7%

Financial 
approvals 5%

Transactional 
finance 

25%

Line 
management 

3%

Coaching 
1%

Training 
2%

“Freeing up time needs a 

religious dislike of low 

value added activity” 
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Four out of the 5 top priorities for business information are about looking forwards rather than looking 

backwards.   

 

 

 

 

What business partners most need are decision support tools and business strategy 

techniques, as opposed to finance controlling tools.  For example pricing tools, business 

evaluation models, capital investment planning or resource planning tools.   

 

Ask yourself:   Are you investing enough in business decision tools?    If the top priority 

is for business information that ‘looks forward’, are you spending anything like enough of 

your IT investment looking forwards rather than looking backwards? 

Collaborate and share business knowledge 

The collective business knowledge of all the finance partners in a company is a tremendous asset to 

be tapped and shared.  Highly successful business partners often have a better understanding of how 

to make money than the leader of that business!    

Most Finance organisations have authoritative experts scattered across the company, but working in 

silos.  How do you create a network of authoritative experts to tap into and share that knowledge? 

The two most successful ways of achieving this collaboration and knowledge sharing is through: 

1. Collaboration events for finance leaders and business partners, often face-to-face 

2. On-line ‘Finance Knowledge Centres’ to share tools, techniques and case examples. 

Good practice in business partner collaboration events for example include: 

− Focusing on the biggest business issues of the day, not finance topics 

− Having more business presenters, and even customers, than finance presenters 

− Spending most of the time on interaction, experience sharing and learning. 

All too frequently we see passive company finance portals where you typically look up organisation 

charts and vision statements.  Good practice in ‘Finance Knowledge Centres’ includes: 

− Active Twitter-style communities for business topics 

− Pro-actively managing and governing content to share business knowledge and techniques 

− Prioritising business tools and knowledge sharing topics that will make a difference. 

− Sharing the insight and learning’s from previous business decisions, good and bad.   

Ask yourself:   Do you have effective knowledge sharing and collaboration across your 

Finance community?    Is the collective business knowledge of your finance partners 

viewed as a business asset? 

Top 5 Best Practices for business information 

1. Enable us to make strategic decisions 

2. Evaluating alternative investment options 

3. Show us in good time when we are going off-course 

4. Anticipate performance out-turns (this year and next) 

5. Manage expenditure and investments    
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Chapter 5:  Business Partnering Diagnostic to 

Improve your Finance Organisation  

Self-assessment Check-List for your Finance Organisation 

Ask yourself these five questions to identify your priorities for improving your Finance organisation. 
 
These questions are the same whether you’re ‘Starting Out’ or moving from ‘Good to Great’.  

 
 

 

✓ 

Finance Business Partnering Self-Assessment Check-List 

1.  Am I clear about the business priorities and decisions?      
 

If not, start by defining the ‘business value opportunities’ and agreeing with the 

business leaders the role that Finance should play to add more value to the business.   

✓ 

 

✓ 

2.  Have I created the right Finance organisation to deliver business value? 
 

If not, define a ‘business value Finance organisation’ with clear roles and careers.   

3.  Is everyone clear which capabilities are needed, and do I have effective 

skills development programmes for advanced business partnering skills? 
 

 If not, diagnose the capability gaps and create a ‘finance capabilities programme’ for 

developing Foundation and Advanced partnering skills. 

✓ 4.  Do I have processes that free up business partners to spend more than 80% 

of their time ‘in the business’ rather than ‘adding up the numbers’?      
 

If not, diagnose the issues and root-causes that consume time, and re-design the way of 

work into ‘business value processes’ to explicitly liberate finance partner time.  

✓ 5.  Are we providing valuable business information to key parts of the 

business, and are we sharing knowledge by collaborating across Finance?      
 

If not, diagnose the issues and develop a ‘business information and collaboration 

plan’ focussed on the most important business value opportunities. 

 

 

 

 

© Arcus Consulting Ltd 
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Business Partnering Diagnostics 

The most powerful way we know to help you to find out how much more value your Finance 

organisation could add to your business is to undertake a Diagnostic Finance Partnering Gap 

Assessment, and compare your organisation with best practice. 

In the case example below for a FTSE-100 company the first chart shows you the gap in skills and 

capabilities for their Finance organisation.  And the second chart at the bottom of the page shows a 

summary of the diagnostic and gap assessment for this company across each of our 5 best practice 

levers for finance partnering.  
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How We Can Help You Deliver More Value 
 

We specialise in helping Finance Directors in large companies to deliver value from the ‘business-

facing’ part of their Finance organisation.    

The best place to start is with a Business Partnering Diagnostic and Gap Assessment of your Finance 

organisation, to identify the improvements needed to deliver more business value. 

Our Diagnostic and Gap Assessment Services 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Arcus Consulting – Specialists in Finance Business Partnering 

Consulting.  Developing finance partnering 

strategies with clients and implementing new 
Finance organisations and ways of working. 
 

Coaching.   Structured advice, challenge and 

coaching for Finance Directors and their teams 
to guide them through transforming their own 
Finance organisations. 

Training.  Developing and delivering finance 

business partnering training to improve skills and 
capabilities, and deliver business value. 

Speaking.  Presentations on best practice finance 

business partnering to inform and inspire.  What’s 
working and what’s not working in other 
companies? 

• How do you measure the business value of your Finance organisation?   

 We conduct Business Value Gap Assessments to define the priority business decisions and 
business value opportunities, and how to measure the benefits. 

• How effective is your business-facing Finance organisation?   

 We undertake Finance Organisation Health-Checks to compare you with best practice, and re-
define the right roles, structure and performance measures for your organisation. 

• Which skills and capabilities do your Finance teams need to add more value to your business?    

 We provide Skills and Capability Gap Assessments to define the capabilities needed in Finance 
to deliver value, identify the gaps and set a strategy to deliver results.  

• What are the biggest improvements you need to excel at finance business partnering? 

 We conduct Diagnostic Finance Partnering Gap Assessments to identify and define the 
improvements needed to deliver more value to your business. How to free-up time?  How good is 
your management information?  Which tools are needed to influence decisions etc? 

• What’s the best roadmap for implementing change? 

 We develop practical Roadmap Change Plans and help you to lead and manage the change 
journey to deliver business results from finance business partnering. 

• How effective is your training and development programme for finance business partners? 

 We design and deliver Training Programmes, and run Collaboration Events, for Advanced 
finance business partnering skills, and for Foundation partnering skills.  
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What Should You Do Next? 

 

Would you like to know more about this best practice report?   I’ll be happy to 
share the details, stories and experience behind this report with you. 

Would you like to know more about our diagnostic gap assessment experience?   
I’ll be happy to explain the benefits of a diagnostic and how this works in practice. 

Would you like to share your biggest concerns about your Finance 
organisation?  I’ll be happy to listen and offer suggestions based on our experience. 

 

Please drop me an e-mail or call me if you’d like to discuss these or any other topics.   I’ll be happy to 
schedule a discussion with you, without any obligation. 

I genuinely enjoy discussing our experience with senior Finance Directors.   The chances are we’ll 
both learn something from each other by sharing your issues with our experience of what’s working in 
other companies and what’s not working. 

Please do get in touch if you’re interested in knowing more about the best ways to transform the role 
of Finance in your company to add more value to your business.     

With kind regards, 

 

Adrian Willmott 

 

About the Author 

 

▪ Consultant and Coach to Finance Directors 

▪ Specialist in Finance Business Partnering 

▪ 28 years’ experience in consulting and leading change 
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