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SEMINAR 1

Increasing the value of your agency

Developing a vision for growth
with Dan Egerton, Founding Partner, Actus
Consulting, UK
Date
Time

Thu 4th March 2021
14:00 - 16:00 GMT

Running an agency is an exciting, rewarding and exhilarating role. But right now,
more than every it is exhausting, chaotic and challenging. As we look towards a
fundamentally different business landscape, it’s a good time to reflect, take stock and
plan for the future.
The workshop will give you will have the opportunity to take a step back and look at
the challenges and opportunities for growth in your agency. You will reflect on what
you have achieved and where you want to take the business next. Importantly we will
share a framework for building your vision for growth to keep you aligned and
focused on what’s important.
About Dan
Dan has a clear and straightforward aim: to create more opportunities for his clients
and increase their long-term value. Whether strategic direction or operational
changes are needed, Dan's expertise and experience comes from making a
meaningful impact on over 100 companies across diverse sectors and businesses, as
well as setting up and running businesses himself.
Dan takes a very hands-on approach with all his clients, meaning he is able to break
down barriers to an organisations' growth and profitability. He believes that
improving the way teams work together is the most effective way to deliver against
strategy and increase long-term value and therefore works closely with the senior
management team to transform a business.
Prior to setting up Actus in 2016, he spent seven years working in the consultancy
practice of a boutique investment bank. He started his career at PwC, and previously
worked at Baker Tilly.

SEMINAR 2

Increasing the value of your agency

Why culture and strategy have more value
than numbers
with Heiner Jensen, Founder and Management
Consultant, Jensen Consulting, Germany
Date
Time

Thu 18th March 2021
14:00 - 16:00 GMT

In this seminar, Heiner will talk about the following topics:
1. Culture
The value of soft factors such as corporate culture in a people business, and the
value of corporate behaviour in agencies.
The value of integration of different cultures- in different functions like
technology, design, advertising & PR, and in different business regions of the
world.
How to hire to replace yourself and the art of delegation.
2. Strategy
Be your first client. You will learn about the value positioning of your agency, and
how to analyze the market, provoke, and be unique.
How to exploit your client’s whole potential
How to exploit your people’s whole potential
3. Numbers
The dimensions of your value: to buy, merge or sell?
Innovative Mergers
Smart acquisitions: quality against quantity and your basis of the negotiation
How to accomplish a strong sale
About Heiner
Heiner Jensen studied economics and sociology at University of Hamburg. He started
his career working in Brand Management in the Cosmetic Industry at Henkel
Düsseldorf.
He soon climbed the ranks to agency management and became a Board Member of
Ogilvy in Frankfurt.
Heiner founded JensenConsulting in 1981 in Berlin. His firm specialises in innovative
Mergers & Acquisitions, based on Corporate Culture & Strategy. Heiner is an expert at
sniffing out lucrative niches and additional opportunities, building bridges to the
future.

SEMINAR 3

Increasing the value of your agency

To Sell or Not to Sell: Making the Most of Your
Journey Regardless of the Path You Choose
with Elise Mitchell, Founder and Principal,
Velocity Collective, and 3-time CEO, USA
Date
Time

Thu 1st April 2021
14:00 - 16:00 GMT

Elise Mitchell has had the unique privilege of building an agency from scratch, scaling
it, selling it and taking on a global role with the acquiring company. She is often asked
how they did it and what advice she would share with agency leaders considering the
future of their firm and of their own careers.
In this presentation, you’ll get an insider’s view of the journey from independent to
owned, what went into their decision to sell, and most importantly how Elise needed
to evolve to navigate the complexities along the way. Key takeaways include:
Scaling difference-makers
How to get your best people to stick with you through the ups and downs
Picking the right buyer
At their lowest point, five questions that changed everything
Becoming an enterprise leader
Enjoying the ride
About Elise
Elise is a three-time CEO, executive coach, leadership strategist, business consultant
and board director. She is the founder of Mitchell Communications Group, one of the
top 10 fastest-growing public relations firms globally and a two-time Inc. 500/5000
fastest growing company. Under her leadership, her agency grew more than 500% in
five years working with global brands including Walmart, P&G, Hilton, Tyson
Foods and many others.
In 2013, Elise sold her firm to Tokyo-based Dentsu, Inc., taking on a global role to lead
M&A for the company’s public relations investments. Today she advises clients
through her own consultancy, Velocity Collective and elisemitchell.com.
Recognition of her business accomplishments include: Entrepreneur of the Year
(NAFE), a Top 50 Power Player in Public Relations (PRWeek), a Top Speaker to See
(Huff Post), and a 2019 inductee into the ICCO Hall of Fame. Her firm was twice
named national Agency of the Year (PRovoke and PRWeek).
Elise is a globally recognized thought leader. She is the author of a best-selling book
on leadership and has spoken in 12 countries. Most recently she served as global
president of ICCO, which represents more than 3,500 PR agencies in 66 countries.

SEMINAR 4

Increasing the value of your agency

Client equity: measuring and valuing client
loyalty
with Simon Rhind-Tutt, Co-Founder, Relationship
Audits and Management, UK
Date
Time

Thu 15th April 2021
14:00 - 16:00 GMT

What you will learn
Why should you invest in client feedback
What should you get feedback on, what are the best questions to ask
What are the different ways to gather feedback
In house vs. external partner
Are you using the most appropriate methods?
How best to use the results with your clients, within the agency and for new
business
Some top tips for getting the most out of the feedback process
About Simon
Simon started his career in advertising with Benton and Bowles and Young and
Rubicam.
He subsequently joined Grey Advertising, where he became the first marketing
director in a major London advertising agency and was part of the team that doubled
the agency's size in three years. He then became marketing director of Michael
Peters- which was then Europe's leading independent design agency.
Two years later, he set up his own design company - Wickens Tutt Southgate - which
rapidly became a top ten agency with a profile to match.
He sold the business to set up Relationship Audits & Management (RAM) which is now
a global authority in helping agencies retain and grow business through providing
actionable intelligence on key client relationships. RAM is based in London with
offices in the US, France, Germany, India, South Africa, and Australia. Their clients
include most of the major holding groups as well as over a hundred independent
agencies.
Simon is a frequent contributor to the trade press and regularly speaks at industry
conferences on client-agency relationships and recently appeared on Sky Business
News.

SEMINAR 5

Increasing the value of your agency

How a Buyer Judges what your Agency is
Worth
with Tony Walford, Partner, Green Square
Partners and Former CFO, Corporate Edge, UK
Date
Time

Thu 29th April 2021
14:00 - 16:00 GMT

In this seminar, you will examine the factors acquirers look for when determining
what constitutes a quality agency and thus its valuation - Proposition, Market
Positioning, Clients, Team, Financials, Stability and Growth Strategy. You will also be
discussing agency lifecycles and establishing the optimum time to sell.
This session will give a detailed outline of how to get your agency into best shape for
realising maximum value.
About Tony
Having started his career at Corporate Finance at Midland Bank / HSBC, and following
a spell as UK CFO of the US IT company Unisys, Tony moved to a listed Marketing
Services group where he undertook a 3i backed MBO of two heritage agencies to
form Corporate Edge. He augmented the business via organic and acquisitive growth
to create one of the UK’s largest independent branding and communications
agencies, before realising an 11x return to shareholders on selling the agency
in 2007.
Green Square was founded in 2008 and is an award winning M&A and corporate
advisory practice focused on the marketing communications, media and martech
sectors. Its USP is that, in addition to their professional qualifications, its team have
all built and sold their own agencies and thus know first-hand what works and what
doesn’t, together with the emotions involved in selling your business. Green Square
has a solid track record of advising on best practice and realising significant
value globally for its clients across the entire marketing communications sphere and
we are proud to carry the best testimonials in the industry through our total
dedication to its clients.

