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Aimed at businesses looking for the next big 
phase of growth…. 

But how does a business get there? 
 

GrowthAccelerator provides a framework to help : 

 

• build a successful growth strategy 

• discover new routes to funding and investment 

• unlock the capacity for further innovation 

• harness the power of  people 

• unite and excite the leadership team 



How is GrowthAccelerator 
different? 

• GrowthAccelerator exclusively targets high growth businesses: 

• wanting to enter the next growth phase 

• have the potential and determination to get there 

• would welcome a coach to help the business develop and 

grow  

 

• Tailored service, focused on the specific needs of  the business 

 

• Delivered by  a consortium of  private sector growth experts and 

backed by BIS 

 

• It is outcome- focussed – the coach only gets paid on results 



How has GrowthAccelerator done so far ?  



How does GrowthAccelerator work? 



• Over 2000 highly experienced knowledgeable independent 

professional coaches  

• Specialists  in their field – finance, marketing, strategy, 

leadership, operations, innovation etc. 

• Proven track records in helping SMEs accelerate and sustain 

growth 

• Sector expertise, well connected 

• Selected, in collaboration with you, to match your business 

needs 

• Flexible and tailored approach  

• Paid by GrowthAccelerator based on delivery and results 

• Coaching typically over a period of three to six months 

Coaching 



 

• Up to £2000 match funding per senior manager to undertake 

leadership and management training 

 

• Available for any training linked to the growth objectives of the 

business giving a wide range of topics to choose from 

 

• Senior managers with strategic responsibility for the direction of the 

business are eligible 

Leadership and Management 



• Stepping back to see the bigger picture and developing a growth 

strategy which exploits opportunities for greater business success 

• Assessment of current direction vs. future vision 

• Could involve : 

Business planning 

Strategic planning 

Marketing strategy 

Organisation change 

Improving performance and efficiencies 

Recruitment and people management 

 

• Attendance at series of 6 x ½ day workshops based on business need 

Business Development 



 

• Specialist support for A2F : 

• source and pitch for investment 

• Improve investment readiness  / become more attractive to 

funders  

• Tailored support through the finance raising process 

• experienced specialist finance coaches 

• funding options and introductions to appropriate funders  

• Access to GrowthAccelerator's Investor Relations team 

• Attendance at up to 3 of 4 full-day masterclasses 

Access to Finance – Specialist Help 
 



 

• Specialist Support for Innovation: 

• To provide the inspiration to innovate / break through barriers to 

growth/ forge ahead of  the competition 

• Using tools and methodologies  to find fresh solutions to issues  

• Receive support commercialising new products, services or business 

models 

• Develop an innovation strategy and generate profitable IP  

• Support to  access funding opportunities for  innovation projects 

• Attend up to 3 masterclasses from a choice of 7 

Growth through Innovation - Specialist 
Help 



• SMEs only - fewer than 250 employees, less than £40m turnover 

• Registered in the UK and England 

• Any sector 

• Growth Accelerators pays the coach, based on delivery and client 

satisfaction 

Eligibility and cost 



 

• An impartial diagnosis of the business 

 

• Additional resource in the form of a professional experienced 

coach supporting the management team/directors 

 

• Access to additional knowledge and peer learning through 

masterclasses and workshops 

 

• Up-skilled management team through the process plus access to  

Leadership and Management training and match funding for 

training costs (up to £2,000 per individual) 

What are the client benefits? 



Our clients 



• Suitability and eligibility assessed by  Growth Manager 

• Completion of interactive assessment tool – GROWTHmapper® 

• Analysis of GM output to give insights into: 

• barriers to growth  

• challenges faced by the business 

• Growth Manager meets with Directors to identify priorities to achieve 

growth 

• A ‘Scope of Support’ agreed: 

• used to select the most suitable Growth Coach  

• identify Leadership & Management training needs 

• Contracts signed, Growth Coach introduced, work commences 

• Relationship retained by the Growth Manager 

What is the GrowthAccelerator process? 



Contact Details 
 

Website: www.growthaccelerator.com 
 
Contact : Jenny Oakley, Growth Manager 
 
 New Forest and Dorset 
 
Mobile: 07770 014924 



THE KOOLKOMPANY ETHICAL CLOTHING  PROJECT 
AND GROWTH ACCELERATOR 
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This presentation will cover: 

 

• Who are KoolKompany? 

• Why Fairtrade? 

• Why Growth Accelerator? 

• Picking the Right GA Coach  

• Where Are We Now? 

• Conclusions 

THE KOOLKOMPANY ETHICAL CLOTHING 
PROJECT AND GROWTH ACCELERATOR 



 KK is a natural extension of our first project - KoolSkools. 

 Established in 2009 by Andy Ashcroft and Mike Trodd - a Limited 

Liability Partnership. 

 Targeted schools initially in Southern England, but now UK-wide 

supplying 30+ schools. Growing schools markets in Scotland and 

Wales.  

 Fairtrade status achieved 2010. Award winning business – Best 

South West Fairtrade Business 2014. 

 Held in high regard by UK and worldwide Fairtrade insitutions, 

such as the Fairtrade Foundation, Fairtrade Wales, The Scottish 

Fairtrade Forum, UK Fairtrade Campaign Groups, Fairtrade 

Germany, Fairtrade Canada. 

 Now developing into the corporate world - engaging with JCB, 

Jaguar Land Rover and Cadbury’s. 

 So, we have come a long way since Koolskools won the “Best 

New Business 2009/10” (our very first award) at the NFBP Annual 

Business Awards!  

THE KOOLKOMPANY - A BRIEF HISTORY 



THE KOOLKOMPANY ETHOS 

KoolKompany is all about building a 
business where ALL of the workers that 
produce our Fairtrade cotton clothes 
are treated fairly as part of a totally 
ethical manufacturing chain. 

 

@koolskoolsUK Tweet, 9 Dec ‘13:  

“Koolskools challenges the largely 
exploitative global textiles industry. No 
sweatshop factories. Cotton farmers 
paid fairly. Young people enriched.” 

 



 
 

Why Fairtrade? 

Fairtrade is about better prices, decent 
working conditions, local sustainability, 
and fair terms of trade for farmers and 
workers in the developing world. 



The Totally Traceable K’skools Fairtrade 
Cotton Chain  

Producers: - OPCC-
GIE *3182  

Plantation to Cotton 
Harvest Ginner: 

SODECOTTON *3263  

CAMEROON 

Spinning, Knitting, 
Dyeing, 

Embroidering, 
Manufacturing –  

*21894, *3744,  
*4035, *4270 

MAURITIUS 

Plantation to Cotton 
Harvest Producers 

and Farmers: 
*18612 

Raw Cotton to 
Cotton Lint Ginner: 

*19484 

INDIA 

Import/Marketing 
Koolskools *25641 

UK 

* = Fairtrade Labellings Organisations International (FLO-ID) Certification Numbers  

Plantation to Cotton 
Harvest Producers  

Farmers and Ginners: 
ECOTECH *25683 

Fabric and Knitting 
*19923 

Manufacturing/ 
Embroidery *19100 

INDIA 



  

Growth Accelerator and Koolkompany  
 

- Where did we hear about Growth Accelerator ? 

 

- Why are we doing it? 

 



The Growth Accelerator Application and Sign-
up Process 
 

- How painful was it?! 



GA Coach Selection 

= The Key Decision  



 Koolkompany recommendation: insist on interviewing a 
range of coaches, and don’t compromise. Don’t accept 
second best. 

 How does the GA coaching process compare with our past 
coaching experiences? 

 Importance of coach “flexibility”, eg is she/he prepared to 
join you for key meetings? 

GA Coach Selection 



KOOLKOMPANY AND GROWTH ACCELERATOR: 
WHERE ARE WE NOW?  

 8 April’14: First coaching session; 

 April/May ‘14: Key meetings with like-
minded social businesses (first work 
package); 

 15 May ‘14: Watershed day of meetings in 
London, accompanied by GA Coach; 

 End-May ‘14: Key decisions made on a 
major Growth Plan and status of the 
business - on-going input from GA coach;   

 June: Drafting of major Growth Plan 
designed to attract major investment in the 
project (second work package); 

 Beginning of July: Coach to work with us on 
honing the Growth Plan; 

 Mid-July to December ‘14: Rapid Growth 
Plan to be presented to a plethora of Social 
Business investors, with GA coach attending 
the first few of these meetings (third work 
package). 



GROWTH ACCELERATOR, KOOLKOMPANY AND  

THE FUTURE 

Conclusions 
 Game-changing decision for our business;  

 Fast-paced process - coach has encouraged us to think “just do it”; 

 You MUST find the right coach – others we considered were not suitable for us; 

 Our confidence in the power of our brand and our reputation, and in our ability to 
make the business grow has been boosted beyond recognition;  

 But……we have not finished yet, and we have not yet secured the sought-after 
investment. We are in the eye of the Growth Plan storm! 

 Value for money? Certainly from our experiences to date.  
 

         

 

  

 

 

 

 



Adrian Atkinson 
Growth Coach 
 
New Forest Business 
Partnership 
 
 
 
26 June 2014 





Adrian Atkinson - Career Summary 

Core experience and achievements 

 

• Managing Director (permanent and interim roles) and Business Coach 

 

• SMEs - manufacturers, publishers, franchisors and retailers 

 

• Consumer Goods market - mainly although not exclusively 

 

• Last 11 years - I have helped the owners of 35 SMEs and one charity to 
achieve sales & profits growth, brand recognition, and/or survival 



1. Career Foundations 

20 years up to 1987 …. 

 

• Marks & Spencer - Store Management - Store Operations , Head Office 

 

• Cardiff & Vale Enterprise - launched and managed a major enterprise agency 
during a 2 year career development secondment from M&S 

 

• Body Shop International – their first Retail Operations Director 

 

 

 



 

2. Managing Director 

Since 1987 …. 

 

• 17 years in total as a Managing Director 

 

• MD of 7 FMCG and Retail companies - sales < £25m 

 

• Including 5 Interim MD assignments - periods of 6/12 

months 

 

 



3. Management Consultancy & 
    Interim Management 

Including several years as …. 

 

• Management Consultant for several consumer brands - Littlewoods Stores 

(Hungary), Moss Bros, Bank of Boston, Falmers, Lanalgo Dept. Store 

(Lisbon), Jeff Banks 

 

• Interim Franchise Manager at multi-channel health, beauty and 

complementary therapies retailer, Neal’s Yard Remedies 

 

• Interim Head of Fundraising at national children’s charity, Dreams Come 

True 

 

 

 



4. Business Coach, Tutor and Mentor 

Current Roles 

 

• GrowthAccelerator - Growth Coach since August 2013 

 

• Goldman Sachs 10,000 Small Businesses Programme, London -            
Programme Tutor for Cohorts 5 and 6 

 

• Own SME clients 

 

• Based in Dorchester but travel widely from Cornwall to Grantham to London 
to the New Forest!  

 



What are the keys to successful 
GrowthAccelerator Coaching? 

Coach …. 

 

• Close empathy with the directors  

 

• Good listening skills 

 

• ‘Tune-in’ rapidly to directors’ personality, vision and key issues 

 

• Never tell the directors what to do! 

 

• Comment - advise - guide - mentor  

I 

 

 

 



What are the keys to successful 
GrowthAccelerator Coaching? 

Directors …. 

 

• Be open-minded and receptive to fresh and lateral thinking 

 

• Prepare to be challenged - but helpfully and constructively! 

 

• Realise that it is the Directors’ mind-set which drives growth  

 

• Don’t take every single opinion, idea or question from the Coach as ‘gospel’ 

 

• Plan and implement changes via an Action Plan and/or a Business Plan 

 

 

 



What are the most common 
business issues? 

In my experience the key challenge for 99% of SMEs is 

                                              PEOPLE!  

Then we have - in no particular order …. 

 

• Directors have insufficient time to stand back and be objective and strategic 

 

• Loneliness and vulnerability (no-one to act as a ‘sounding board’) 

 

• Uncertainty about Business Planning - whether for internal or external use 

 

• Inadequate funding, financial planning and monitoring 

 

 

 



So, what’s all this about? 

GrowthAccelerator Coaching  …. 

 

…. isn’t about a coach coming along and sprinkling 

 a handful of ‘magic dust’ and saying ‘there you are’! 

 

 Each assignment is about the Directors - with guidance from the Coach – 
jointly creating a unique blend of knowledge and experience as well as a positive 

and         co-operative Business Growth agenda. 

 

The results are solutions and a plan of action!  


