Sharing experie

Exchange celebrates its first birthday this ed1t1on .
Our front cover shows part of our 2006 graduate
recruitment campaign.
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From Geoff French
Scott Wilson continues to grow successfully. As
Stephen Kimmett's report shows, we have just
completed another record year. What we are
now doing is establishing the right framework
for our continued growth and development. The
establishment of a new, smaller Main Board,
will take direct responsibility for the success of
Scott Wilson as a whole. In the next few months
we will be appointing two new non-Executive
Directors, with the profile necessary for our
business and for the expectation of increased
external scrutiny of our operations. They will
work alongside the newly appointed CEOs,
Ron Wall and Hugh Blackwood.
I remain convinced that further growth is
essential for us to remain in the premier league
of consultancy firms. That growth will be both
organic and by acquisition and it is vitally
important that we have the funds to support
our ambitions. We have reviewed all of the
options available to us and, at present, flotation
appears to be one of the best options to support
our continued growth. The centre article on the
Scott Wilson difference demonstrates our
continued reliance on the capabilities of our
people, and this will not change if we should
become a public company. Hugh Blackwood
reflected on this and said, "We must never lose
sight of the fact that our inherent value Is based
on committed and dedicated staff delivering
demanding projects for equally demanding
clients. This rema ins our corporate asset; the
backbone of our balance sheet". We have no
intention of losing the ethos of our business
that has brought us to our current position.
We do appreciate that the increased scrutiny
that external funding generates will require us
to strengthen many aspects of our business.
Ron Wall commented, "Shareholder value will

be secured by determining what we intend to
do as a business and delivering the results in
a controlled and consistent manner. I believe
we have the talent in Scott Wilson to achieve
this". These issues have been explored in the
Strategic Leadership and Core Management
Programmes and the ongoing development of
our business and organisation will continue
as a direct result of our experiences on
these programmes.
We continue to add to our capability and I
would like to take this opportunity to welcome
the Raymond Group to Scott Wilson. In
addition to the new skills they bring in power
generation, this also means that we have an
office in Bristol, a target for many years.
The new financial year has started well in
what is set to be a very important year in the
continuing development of Scott Wilson.

Results for
year ended
30th April,
2005 from
Stephen Kimrnett
- Fililance
Director
The group increased turnover by 7% to
£160m and operating profit by 15% to
£6.6m, making this the most successful
year in Scott Wilson history. This was
less than initially planned but was
impacted by the continued weakness in
the dollar that affected several of our
overseas operations, the planned
contraction in Hong Kong and the
difficulties of operating in sub-Saharan
Africa. Special mention must go to the
UK-Central Division that considerably
outperformed in the year. The control of
working capital and cash management
continues to be a challenge and we are
proactively looking at ways of improving
in this important area.

Spotlight - Focus on Scotland and Ireland

Northern highlights

The Vision for Scotland
Division from Ronnie Hunter
Starting as a branch office of SWKP in the early
1960s, the practice established a separate
Scottish organisation in the 1970s which further
developed into today's Scotland Division. The
Division operates with some 200 staff and
covers Scotland, the northeast of England
and Ireland.
While the Division is known throughout the

Client focus

Scott Wilson Group for its expertise in
transportation planning and road and bridge
engineering , it has a capability well beyond
that field of interest. "The defence business
is almost a played down part of our success",
said Ronnie Hunter, Chief Executive Officer:
"The defence estate encompasses activity in
kitchens, hotel blocks, housing , hospitals,
leisure facilities and even creches! In fact
everything you get in the civi lian estate plus
a bit more".
In addition, the division has developed a
significant environmental capability and has
recently added a renewables business. Over
the last four years the division has doubled in
size. "This is particularly obvious in Newcastle,
where we have grown from a standing start to
an office of 30 serving the regional business
in that period", said Ronnie.
As part of the business planning cycle,
senior staff analysed the options for growth
and developed a Vision for Scotland, which will
achieve our aspirations for growth by maintaining
core disciplines, expanding minor disciplines
and taking forward regional initiatives.
"By much hard effort, we have achieved
saturation in our roads business in Scotland

and Ireland. This means that much of our
expansion will have to come from developing
other disciplines", stresses Ronnie. "In addition,
we plan to move quickly in consolidating our
presence in Belfast to develop a regional
business throughout Ireland. Plans will also
be developed to expand in the north of Scotland,
possibly including a presence in Aberdeen".
"It's the development of our disciplines
which will require the greatest effort. Whilst we
have a property business in the defence estate
and work for Land Securities in the private
sector, we want to develop property as a core
activity. Similarly, we want to increase our
activities in the environment and renewables
business. Finally we intend to develop a water
capability; an aspiration recently given some
impetus by winning two water projects at
RAF Kinloss".
The aspirations for growth align with
Group strategy. "We are a relatively lean
organisation", stressed Ronnie. "It is essential
that we maintain our commercial focus.
We plan to expand and deliver appropriate
shareholder returns by addressing client
needs and performing on delivery".

The Scottish Executive

Our largest client in Scotland is changing

The Scottish Executive has been a key client
for Scotland Division since the mid-1970s.
Responsible for the Scottish trunk road network,
the Executive has a duty to maintain the value
of the national asset and to develop it to
enhance the network in line with government
policy. The Executive has a relatively small
project management team and the day-to-day
activities of design, construction and maintenance
are carried out by the private sector.
Traditionally, the Scott Wilson role was one
of road design and contract management, but
in recent years, we have moved into the fields
of design and build and DBFO (Design Build
Finance Operative). Scott Wilson has been
involved in Scotland's two major DBFO
schemes. The first was the M6 DBFO, which

involved some 90km of the M74 motorway.
We acted as the client's advisor, developing the
process and procedures, and taking part in the
procurement and subsequently monitoring the
ongoing operation and maintenance activities.
First appointed in 1994, we are still involved on
a day-to-day basis. The second was the M77
DBFO, which opened in the spring of this year.
On this £70m project we acted as designer to
Balfour Beatty. Indeed, this was the fourth trunk
road project completed for the Executive and
Balfour Beatty within a year.
However, our involvement is not restricted to
design. We act as standards advisor and have
developed manuals on risk, value engineering
and cycling, in addition to advising on applications
to depart from standards. We have also carried
out research into vehicle overtaking and are
currently beta-testing NESA (a cosUbenefit
analysis tool).
Our workload has recently increased
significantly through the award of a term
commission, where we are carrying out feasibility
studies on a number of schemes and developing
route action plans for the A82 between Tarbert
and Fort William and the A9 from Perth to
Dunkeld, and possibly further north .

Working closely with the Executive, we have
seen processes and techniques change over
the years. However, this year will see a
fundamental change. The road function will
transfer to the new Scottish Transport Agency
(to be based in Glasgow eventually). The Agency
will take responsibility for all modes of transport
in Scotland. This change will require us to create
new relationships with a developing organisation
and this will involve both Scotland and Railways
Division working to ensure that we deliver to
the new client the services needed.

Spotlight - Focus on Scotland and Ireland

From bridge engineering
to cosmic speculation
Scott Wilson wins the Saltire Award for Civil Engineering
Crossing the volatile River Nith at Portrack in
Dumfriesshire has presented railway engineers
with severe problems for over 150 years, at
least one previous attempt having been destroyed
in a flood. Despite ongoing maintenance and
repairs, the existing 11-span wrought iron
structure, which carried the increasingly
important Glasgow and South West Scotland
line over the river, needed urgent replacement
to reduce long-term costs and improve the
safety and efficiency of the route.
In 2001, Network Rail, Carillion Rail and
Scott Wilson carefully evaluated a number of
options before recommending a 1.6km
realignment of the railway, including the
replacement of two viaducts. The detailed
design and construction of the project
commenced in early 2002, with a very short
programme to completion.
In this pristine rural environment, aesthetics
were a particularly important consideration. By
a happy coincidence, architectural advice on
the project was provided by the local estate
owner and renowned architectural critic and
designer, Charles Jencks. His world famous
'Garden of Cosmic Speculation' borders the
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railway and indeed now incorporates the old
railway embankment, appropriately landscaped
to include a 'landform train', a 'red' garden,
spiral footpaths and an intriguing cantilevered
viewing platform over the river.
Undoubtedly, the centrepiece of the scheme
is Lower Portrack Viaduct, which incorporates
a spectacular 90-metre, curved, truss-girder
span over the river, erected using the world's
largest mobile crane. Red was chosen as the
colour for the bridge to contrast with the green
of the pasture and blue of the sky.
In 2004 the project was awarded the
prestigious Saltire Award for Civil Engineering,
and on 20th June 2005, in a fitting tribute to a
very successful project, a ceremony was held
at Lower Portrack Viaduct to commemorate
the Award.
The Saltire plaque was unveiled by John
Carruthers, chairman of the Saltire Society Civil
Engineering Awards Panel, who confirmed that
out of a field of over 20 entrants, the project
had been voted the unanimous winner. He
went on to say that it was regarded as being
one of the best ever winners.

Scotland and
Ireland at a glance
Divisional CEO:
Ronnie Hunter
No. of staff:
209
Turnover Target for 2005/6:
£12.16m
Locations:
Glasgow
Edinburgh
Newcastle
Inverness
Belfast
Key Clients:
Scotlish Executive
Balfour Beatty
Defence Estates
Roads Service, Northern Ireland
North Tyneside Council
Highways Agency
Graham Construction
Nuttall
Amey Highways
Glasgow City Council
Carillion
Edinburgh City Council

The winds
of change
Scotland develops
the renewables business
The world spotlight was trained on the
Gleneagles Hotel and the GB Summit this
summer, and climate change was high on the
agenda. Scott Wilson is at the forefront of
current initiatives to address the climate
change challenge, through our work in the
areas of renewable energy and sustainable
construction.
Scott Wilson's renewable energy skills are
drawn from many different offices in the UK
and around the world, and the Edinburgh office
is taking a lead in co-ordinating these ventures,
particularly in the area of wind engineering.
This initiative is led by Scott Wilson's
Associate, David Wright. A dedicated team
is developing in this office to meet these
challenges, with skills in wind turbine erection,
tower and foundation design, environmental
impact assessment, and contract
administration.
The world market for renewable energy is
growing at a tremendous pace. For example,
in the UK the installed wind energy capacity
recently broke through the 1 gigawatt (GW)

barrier, which means that wind power now
generates electricity for over half a million UK
households. There are now around 50GW of
wind power plants installed worldwide.
Opportunities for involvement in the wind
energy business are expanding In Scotland.
Scott Wilson is currently working with utility
providers such as Scottish Power, as well as
more specialist wind farm developers like West
Coast Energy and Airtricity, to meet the
ambitious targets that have been set by the
Scottish Executive.
Projects that the Edinburgh team get involved
in typically include studies of constraints to access

for the very large wind turbine components,
ecological surveys, and design of roads and
turbine foundations.
Laurent Beltran, who recently moved to
Edinburgh, was called away at short notice
to spend four weeks in the Shanghai office,
working closely with Marcus Chang and other
engineers there on a very tight programme of
turbine foundation design for our client, GE.
The renewables team is looking carefully
at new developments and markets as they
arise, and ensuring Scott Wilson has the skills
and market involvement to remain at the
forefront of this industry.

Inside Scott Wilson

Where do the
best get better?
Discovering the Scott Wilson brand

When Ron Wall, 1n his capacity as Group
Marketing Director, commissioned the
work on our brand several months ago, he
had the following comments to make.
"Our brand is one of our most valuable
assets. It is not just a logo or a series of
images on our marketing literature, 11 goes
much further than that. Our brand is unique
to us and reflects our ingrained values and
the total experience our clients, employees,
partners and shareholders perceive when
they interact with any of our people or
services and what they can expect when
they see our branding. People are at the
.heart of our brand identity and 1t 1s up to
all of us to be responsible for protecting
and enhancing it. It takes years of hard
work to build and seconds to lose. The
brand refiects the promise we make to our
stakeholders - you cannot go out and buy
it, it is developed over many years through
the sort of company we are, and our
culture and values are embedded in it".
"In developing our brand identity we
have been conscious that we have not
been exploiting our brand enough and
really demonstrating our full potential ,
which is why we embarked upon a series
of activities to define more precisely what
our brand really is and how we can
communicate this more effectively".
"We have refined our mission, values
and strategic objectives to reflect our
brand, but it doesn't stop there. Our brand
is the day-to-day evidence that we, Scott
Wilson's people, are going places. Every
business unit and individual is important
to this story. You are the brand - who you
are and how we deliver our services to our
clients is an ongoing process that will take
hard work and commitment. You are our
ambassadors. It is up to all of us to prove
that we are not just the best but we are
always looking to be better".

Clients

Partners

"Nobody ever got fired for buying IBM", was a
common saying in the IT world several years
ago. The key sentiment behind this statement
reflected the power of the IBM brand at the
time; it represented the biggest, safest, most
reliable option available at a time when
innovation and novel solutions were abundant.
Many of us buy products and services on brand
reputation, whether we're talking about designer
clothes, cars, financial services .... Scott Wilson
clients, whether they are in public or private
sectors, make decisions not only on the price or
services on offer, but also on the confidence
they have in our company and our people.
We asked Caroline Sutton, Head of External
Communications, what the brand means to our
clients. "We operate in a crowded marketplace
and we are often asked by our clients how we
differentiate ourselves when we are broadly
compatible, in many aspects, with the competition.
This is where the brand identity can help. If they
are looking for a one-stop shop, the diversity
of our business can provide a range of services
and solutions to serve their needs. If they are
looking for new or inspiring ways of doing
things, our expertise and ambition can help.
If they are just looking for a safe pair of hands
in which they can entrust a critical part of their
business, our reputation as a responsible and
proven company can help close the deal".

Vincent (Peter) Chan, former Chairman of Scott
Wilson in Hong Kong and co-founder of our joint
venture company in Jiangsu Province, China,
which celebrated its 10th anniversary recently,
reflects on why he believes the Scott Wilson
brand is a key component in our successful
relationship with our partners.
"The success of the joint venture is attributable
not only to the profile and quality of the two
companies, but to the dedication of the individuals
responsible - those who saw the long-term
benefit of the co-operation, and those who
continue to put the interests of the partnership
before those of the individual partners.
In simple terms, they trust each other".
"However, creating a culture of trust can be
difficult amongst our own employees, let alone
with our business partners, particularly if interest
and operational philosophies differ. Recognising
this potential obstacle and respecting the
differences is, to me, the cornerstone of
managing a sustainable collaboration. Scott
Wilson's key strength is our ability to embrace
those differences and engage more effectively
than our competitors to create trust and mutual
success. This is the message the Scott Wilson
brand conveys to our partners".

Inside Scott Wilson
People

Community

Shareholders

"It was no surprise when our market research
identified Scott Wilson's people as being the
key to our brand", commented Georgina Corbett
when the results of the research were announced.
"As HR Director for the group for the past three
years, I've been consistently impressed by the
quality, enthusiasm, diversity and passion our
people have for their profession, our clients and
our business. As a company we compete for
staff in a similar way to when we compete for
business. Clearly our offer as an
employer to our employees
has to be

"The more powerful the company, the greater
the responsibility it has, not just to its other
stakeholders but also to the community at
large". This was a statement made by a leading
figure in international development at a recent
corporate social responsibility conference in
London. It is not just altruistic motives that drive
the major brands in the world to protect their
reputation. These companies know that
association with exploitation, pollution
or poor governance can influence their
standing in the eyes of the community
and undermine their business to the
point of collapse.

We asked Hugh Blackwood, along with Ron
Wall, one of our recently appointed CEOs, to
comment on what the Scott Wilson brand
means to our shareholders and our business.
He came up with some interesting insights.
"At the moment our shareholders are all
employees, so what our brand stands for is
almost intuitive and unspoken - as is often the
case with people who have been together for so
long. But this will change. Scott Wilson is on
the verge of a new era and as we invite other
external investors to invest in our company,
we have to prove to them that we are an
appropriate choice. Their decision will not only

"It was no surprise that our
market research identified Scott Wilson's
people as being the key to our brand."
competitive
in terms of salaries,
benefits, location and jobs, but I
believe people are motivated to stay with an
organisation because they are working with
like-minded people who share their values,
enjoy their work and have pride in their
colleagues and company. Our recent employee
survey demonstrated the high regard employees

John Nutt, CEO of our International
Division, and Debra Power, Chairperson
of the Scott Wilson Millennium Project, were
asked what the Scott Wilson brand means
to the community. "The type of business that
Scott Wilson has conducted demonstrates
our commitment to supporting sustainable

"We operate in a crowded marketplace and we are
often asked by our clients how we differentiate ourselves
when we are broadly compatible in many aspects with the
competition. This is where the brand identity can help."
have for their colleagues and the pride we
collectively have in our company. But not
everyone feels that way, and we have to
continually work to improve how we select and
bring new employees into the company, as
well as ensuring we recognise and celebrate
our people more''.
"For potential employees, the brand is even
more powerful as a means of attracting people
who know very little about the company.
A reputation for providing not only a good
physical environment, but a place where people
can work with some of the best people in their
field, sharing the same passion for excellence,
can be the difference we need in a competitive
labour market. Having Scott Wilson on your CV
should say more about you than just the role you
perform; being a Scott Wilson employee should
be something that says you are one of the best
in what you do and you are recognised as working
for a company that has many more just like you".

development throughout the world. Our work
with public bodies, aid donors and
governments has always been an important
part of Scott Wilson's business", commented
John. "It is not just the type of work we do, but
how we carry out that work, that really reflects
the brand. We have continually demonstrated
our commitment to eradicate corruption,
develop local resources, engage and work with
the local communities in the projects we are
involved with, and to be a real partner with our
clients to improve the lives of people in the
developing world''. Debra added, "Clearly we
are not a charitable organisation and we do
have to make commercial decisions on the
nature and scale of our work, however, where
we are involved, the community can count on
Scott Wilson to ensure that we create and
deliver services that are not only sustainable,
but are delivered in a transparent and
professional way''.

be based on our track record of delivering profit,
a healthy share price and sustainable growth.
Confidence, trust and reliability are also crucial
factors in their decision to invest and retain their
funds in Scott Wilson. We have been working with
a number of corporate advisors as we .prepare
for a potential flotation of the company and
they have reiterated that our success depends
not just on delivering the financial goals but on
the reputation we develop in the market place
and amongst the investor community''.
"Becoming a public company will certainly
mean we have to improve in a number of areas,
but it's our values and our ability to develop our
people and business around this brand that have
made us successful. We are not prepared to lose
these values; in fact we are convinced that any
new shareholders will be confident that the Scott
Wilson brand promise applies as much to their
investment as it does to our other stakeholders''.

What's next?
The pull-out leaflet attached to this article
captures and summarises the Scott Wilson
brand journey. We would encourage you to
detach it and display 1t on your desk as a
constant reminder of what we are trying to
achieve as a company and the responsibility
we all share. An updated mission and our
values will be posted throughout our public
areas and you will notice the brand identity
starting to become apparent in our external
advertising and marketing materials. A short
brand presentation has been prepared and
we have asked all our business leaders to take
the opportunity at your next divisional meeting
to share and discuss it with you.

Projects/Country/Market

Going for Gold
Scott Wilson is at the centre of a mining boom
environmental advice, but closer to home, the
Combe Down project has been especially
interesting. We have called upon many other
services from Scott Wilson . We just need
more qualified engineers to carry on the
good work - they are difficult to find ".

The prospect of instant riches gives the mining
sector obvious glamour. When it begins to
gain pace it can be an awesome sight and
the excitement and interest generated can be
every bit as seductive and heady as that
which enveloped markets during the internet
boom . Recently, as an indication of how well
the sector is doing at present, £ 1.77bn worth
of investment poured Into the Philippine
environment sector, with much of that
investment being in mining. However, a boom
in mining means that recru iting and retaining
staff are rea l problems, although , due to the
counter-cyclical nature of many mining
stocks, they can also offer a valuable refuge
when stock markets downturn.

Our own Scott Wilson Mining, operating in
Ashford, is involved in every gold mining
project in Western Europe at the moment.
However, closer to home, they are the
principal advisors for the Combe Down Stone
Mines project, which has hit the national
headlines several times over the past few
months - namely because of the large voids
beneath the historic and beautiful city of
Bath. Not only is the project the largest mine
stabilisation scheme in the UK, but the mine
has also become the home of the rare
species of Greater Horseshoe Bat. Stewart
Cale, Project Director, said , "We travel
extensively all over the world , treating mine
tailings and providing engineering and

Right in the middle of it all
Scott Wilson in Central Asia
The Central Asian states and the Caucasus
are ripe for development and investment and it
is these opportunities that have led to the
launch of a new company - Scott Wilson
Central Asia, with a new office in Almaty,
Kazakhstan.
Two launch events were held - the first was
in Astana on 12th May, which was mostly
attended by government officials. The second
in Almaty on 18th May, the business and
financial capital of Kazakhstan, and was
primarily for contractors, investment banks,
financial industrial groups and potential clients.
"Two factors contributed to the decision to
set up a company in Kazakhstan", says Elena
Stebbings, Executive Director of Scott Wilson
Central Asia. "First, the country has been a
dominant market for Scott Wilson in a number
of sectors, including transport, legal reform,
trade facilitation, rehabilitation of roads,
environmental management and institutional
development. Second , Kazakhstan is one of
the most successful reformers in the CIS, with
continued economic growth and, according to
The Economist it's among the 10 fastest

growing economies in the world in 2005. It's
not surprising with Kazakhstan's average GDP
growth of 10.34% for the last five years".
Kazakhstan has provided an array of
different projects, including privately funded
mining projects, the development of a
transportation strategy for crude oil, LPG and
sulphur, and the EU-funded TRACECA
(Transport Corridor Europe Caucasus Asia)
regional projects from 1996 up to 2002. These
include development of a transport, legal and
regulatory framework, training for transport
operators, freight forwarders and transport of
dangerous goods, as well as the trade
facilitation and tariff reform. "We are committed
to a policy of regional expansion and one of
our aims is to work closely with our local
partners and people", says Elena.
Scott Wilson has been active in the region
since the break up of the former Soviet Union
in the 1990s. We have had significant
involvement in the area - including EC-funded
projects for promoting trade between the CIS
countries and Western Europe by improving
operating environments, border crossing,

customs procedures and transport
associations, and introducing the TIR system
(Transports lnternationaux Routiers) .
As well as projects in Kazakhstan , we have
also been involved with an urban transport
project in Kyrgyzstan, road projects in Tajikistan,
a development project for Turkmenbashi Port in
Turkmenistan, the Amantaytau gold project in
Uzbekistan, water supply projects in Azerbaijan,
and we've just started working on a new EBRO
(European Bank for Reconstruction and
Development)-funded highway rehabilitation
project in Azerbaijan.

Projects/Country/Market

Scott Wilson goes for Olympic Gold
By Martin Nielsen
The news of London's 2012 award may have
surprised some, but Scott Wilson has been
preparing for this event with the same sense of
purpose as both the 2012 bid committee and
the future athletes!
We have already been involved in a number
of projects that have been instrumental in
helping to shape the bid, with much of our
preparatory work finding its way into
submissions to the International Olympic
Committee (IOC) over the last 12 months.

In July, the Transport Team in London was
appointed to advise the London Development
Agency (LDA) on issues associated with the
Lower Lea Valley regeneration site masterplan,
including work associated with relocating
businesses affected by the Olympic Park
and Village.
I have the job of ensuring that Scott Wilson
secures a slice of the future action, working
closely with Jamshid Soheili and other
members of the London and Thames Gateway

business development circle. This group
contains representatives from all disciplines,
and shares project intelligence and contacts to
develop opportunities into assignments.
Our strategy is to secure work through the
London Development Agency and with
Transport for London. Of course, there will be
numerous other major opportunities, including
with the private sector and with contractors,
and potential work in all niche areas.

A challenging place to do business
Scott Wilson in Rwanda
Despite substantial international assistance
and political reforms - including Rwanda's first
local elections in March 1999 and its first postgenocide presidential and legislative elections
in August and September 2003 respectively the country continues to struggle to boost
investment and agricultural output. Ethnic
reconciliation is also complicated by the real
and perceived Tutsi political dominance.
Scott Wilson's activities in Rwanda began in
1997 with a project funded by the European
Commission at Kigali Airport. In 2004, Scott
Wilson returned to the city for a road
rehabilitation programme. Kigali is a city made
up of many hills with valleys and streams
separating the different suburbs of the town .
This makes it very picturesque and agreeable
to live in as nearly all houses in the town have
'a room with a view', but hilly terrain presents
problems for transport and traffic circulation
as well as road construction itself. Road
construction means accommodating steep
gradients and providing adequate drainage,
and has to navigate between hidden
underground services, the city authorities being
vague about where their services are located

within the road. During the project, the climax
to all this confusion was the puncturing of a
high-pressure water pipe, which resulted in half
the neighbourhood receiving an unwelcome
shower for over an hour.
The multi-cultural aspect of the project is
shown by the team leader, Serge Droogmans
from Holland. Richard Akuze, the senior
surveyor, is from Uganda and the remaining
members are all from Rwanda. The UK project
manager is lain Snaith. The official language of

Rwanda is French, but as its principal trading
partners are Uganda, Kenya and Tanzania,
English is quite widely spoken. The contractor
on the project is Strabag from Germany. Site
meetings prove to be quite interesting
occasions as they always start in French but,
as the meetings heat up, most parties revert to
their own language. It's just as well that Serge
speaks all three languages to be able to keep
matters under control!

Outspoken

We need everyone
moving in the
same direction

The view
from Oz

The Highway Management Market - A New Initiative by Keith Woolley
A Day in the Life: Ozgur Balaban
The highways management market for Local
Authorities and the Highways Agency, has for
some time been an under-developed source of
work for Scott Wilson.
In the mid-1990s efforts were made to
develop this market, resulting in the award of
the A19 DBFO and Area 14 commissions by
the Highways Agency. Limited efforts were
then made to continue this development. Other
contracts were tendered, some were won, but
on an ad hoc basis and not as part of an
organised and sustained effort.
Local Authority highway management budgets
In England for our target market are worth
upwards of £350m per year and we were not
taking advantage of this large potential market.
In January 2004, the Main Board addressed
this by asking Chris Jennison to set up a
Government Services Business Development
Group with a wide remit, covering Local
Government and Highways Agency work. Out
of this has grown the Scott Wilson Highways
Management Business Development Team.
This Team is tasked with bringing together
the considerable highways management
resources throughout Scott Wilson and focusing
their efforts to win commissions from both
Local Authorities and the Highways Agency.
There is much ground to make up as we are
well behind the established market leaders.
The Team is a co-operation between UK
Central and South Divisions who will jointly finance
the specified core functions, including preparing
PQQs (Pre-qualification Questionnaires),
collecting market intelligence, developing a
tendering programme and establishing a central
database. Tenders will be financed by the
division in whose geographical area the
opportunity sits. This arrangement is not ideal
and can lead to conflict. A better solution would
be for the Team to be given overall responsibility
for highways management nationally and be
funded centrally for all its activities. We will
continue to work towards this goal.
We expect the centralised team to provide
the major input to bidding. This raises the
important issue of investing in the recruitment
of experienced personnel who will take part
in tenders and lead commissions when won .
The involvement and availability of senior
management staff gives great credibility to
a tender.

Many disciplines are brought together in
highways management and the Team has
started to work across office, discipline and
divisional boundaries to make use of relevant
expertise from across the company.
This co-operation relies to a great degree
on personal relationships and individuals'
attitudes, and we are very grateful for their
help. However, the 'One Scott Wilson' approach
is not always apparent and there is a need for
better co-operation . At times it appears that
a series of stand-alone groups exist, each
fiercely protecting its own interests. The
attitude is often 'What's in it for me and my
team?' not 'What's in it for Scott Wilson?'
The way Scott Wilson is currently structured
does not help this situation . Whilst the current
structure was useful in getting us through
historical difficulties, there is now a need to
change attitudes and cut across the actual
and perceived barriers that stop the process
of co-operation.
The company is changing and hopefully the
new management structure will promote better
co-operation and communication, and assist
the company's aspirations and objectives.
Our aim is to establish the Highways
Management Business Development Team
as the recognised leader, within Scott Wilson
nationally, for business development in the
highways management sector.
We believe that this approach will make
better use of Scott Wilson's resources
nationally, reduce repetition, save money, make
the procurement process more efficient and
improve our chances of success.

Ozgur Balaban from Turkey, was the ideal
person to set up a new, permanent office in
Ankara, in February of this year. Sixteen years
with Bertlin and Partners and then Scott Wilson
in the UK, Hong Kong and now in Turkey have
prepared him for his new placement in Ankara.
"I open the office in the morning and lock
the doors in the evening", says Oz. "Three
projects are live at the moment, which take up
a lot of my time here and I am overseeing the
Port Said bunkering project in Egypt too".
The projects are interesting and very varied.
There are two European-funded projects for
veterinary border control points and regional
development, and the other, for the European
Investment Bank, is for river improvements and
flood mitigation. Five permanent staff and nine
project staff are now appointed, so Oz's time
can be split a little bit more evenly between his
business development activities and project
management. "I had been spending 95% of
my time on the projects - but my priority is to
build the business here in Turkey".
The day often involves touching base with
the British Embassy and Oz co-ordinates
strategic meetings with international experts
and Turkish Government officials. Local
companies now know that Scott Wilson is in
Ankara and many calls come through asking
for advice or proposing business opportunities.
It's not all toil though, because business
dinners, cocktails at the British Embassy and
invitations to the Queen's birthday celebrations
are part of life here. Being known within the
diplomatic circuit is very important for foreign
companies - networking is key and personal
contacts are invaluable.
Such a full day does not end when Oz
closes the office door in the evening because
Oz's family has come over to Turkey with him
and is also settling into life in Ankara. His wife,
Esin, and his two little girls ensure that he
doesn't forget that there are other things to life
besides work. So a second wave of activities
starts as soon as he goes home - story telling,
baby bathing and the Turkish evening meal are
also very important. Family life can be
demanding too! "I wouldn't change it", says Oz,
"My family is the reason that I am doing all this
and it is great that they can be here
with me".

People first

An Exchange Helping to Make
of views
Poverty History
Let's hear what you think of
our company magazine
It's a year since the first edition of Exchange
appeared and we want to know what you
think. Exchange has aimed to be a credible
and authoritative publication, promoting
greater understanding of our business and
activities worldwide. Amongst other items,
we have used Exchange to provide regular
business news through the Chairman's
Update, we have used Spotlight to focus on
the work of our divisions, and we have
profiled the individuals who make up our
company in regular features such as A Day
in the Life, and Outspoken .
We're really interested in feedback from
you, our readers. We're also inviting you to
come up with ideas of how we can improve
the magazine. Over the summer we will be
circulating a survey to all members of staff
(using the online option where appropriate)
to canvas your views.

More,
more,
more ...
Payroll Giving Scheme
In the UK, charity donations can be made
directly from an individual's salary and, under
the tax rules of Give As You Earn schemes,
the charity concerned will receive up to an
additional 2B% of the donation made. Now
that the Millennium Project has been given
charitable status by the Charities
Commission, over the next few months
arrangements are being put in place for UK
employees to make regular monthly donations
to our corporately sponsored charities and
possibly other registered charities.

Letters
A number of you noticed the error in the last
issue in the description of our new project in
Bahrain, as featured on the front cover. We
should have referred to its location as the
Persian Gulf. Our apologies for any
offence caused.
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Because every single day 30,000 children die as a result of extreme poverty
Hamish Goldie-Scot
heads up the Pro-Poor
Development Unit in Scott
Wilson's International
Division and has been
closely associated with
several pre-GB initiatives ,
designed to encourage
more radical pro-poor
thinking within the
construction sector. The
build-up to the recent GB
Summit has led to an
upsurge of Interest in the
role that engineering can
play in alleviating poverty.
"There has been more
progress made in the past
five months than in the
previous five years", says
Hamish. "Just last year very
few engineers understood
that infrastructure projects
do not necessarily reduce
poverty. The risks resulting
from corruption ,
inappropriate standards and inadequate
training are at last being addressed by the
professional institutions. If real progress is to
be made in reducing poverty, we need more
engineers who can work across sectoral
boundaries, understand the priorities of
the intended beneficiaries, and bring their

professional skills to bear in a more
transparent and co-operative manner".
Hamish is particularly active in exploring
new ways of curbing corruption. "Corruption
still dictates much of Africa's development
agenda, but it doesn't have to be that way.
2005 may yet be the year that the tide finally
starts to turn in favour of the poor".

We know success when
we see it
Core Management Programme gains seal of approval
Over 100 managers, from all business areas,
have so far started the Core Management
Programme, and further endorsement of this
training has come in the form of accreditation
by the Chartered Management Institute.
The UK-based CMI is one of the largest
professional bodies for managers, with over
74,000 members worldwide and has the
mission to promote the art and science of
management.
Membership of the CMI includes online
access to a vast management information
resource, access to networking and

mentoring opportunities through an extensive
branch system and support for ongoing
professional development. Managers completing
the Core Management Programme will need to
complete a written assignment to demonstrate
the application of their learning, and will then
qualify for the Level 4 Introductory Diploma in
Management. Full information on the Diploma,
what is involved and how to apply will be
included in all future modules. In addition,
managers who have completed the programme
are also eligible to apply and will receive
information by email.

People first

Talking heads
Divisional CEOs share their thoughts on the company's future
In May, our Main Board was slimmed down to
bring clearer accountability and business focus
and to move us closer to the structure of a
public company. This is part of our strategy
to look at options for the future funding of the
company's growth and includes potentially
moving to pie status. This also involved a
number of new appointments to head up our
Divisional businesses - Ronnie Hunter taking
over as Divisional CEO for Scotland and
Ireland, Chris Jennison for UK Central, Keith
Wallace for Railways and Jerome Munro-Lafon
for UK South.
Exchange interviewed these 'new boys',
together with John Nutt, Divisional CEO for
International and Simon Davies for
China/Hong Kong.
We asked what the individuals saw as their
biggest challenges. For Ronnie, "One of our
biggest challenges is ensuring we remain
focused on two critical activities: delivering to
our existing clients and finding new work", and
Chris commented on, "The need to maintain a
progressive and profitable organisation whilst
coping with the ever increasing demands of

12

change". Jerome concentrated on the need to
be responsive to the market, "We must be able
to adapt quickly in a changing world".
We then asked how they saw the businesses
working together. Keith felt there were already
improvements: "The new main board is appearing
fleeter of foot, and the new CEOs are committed
to working together; we have already shown
this - for example on the successful bid for
the Victoria Station Upgrade and the pending
Edinburgh Tram bid". Chris told us how plans
are in place to ensure smoother working, "The
new CEOs will meet every quarter to pick up
issues across the firm and facilitate better
communications".
On a more individual note, we asked what
the Divisional CEOs were personally looking
forward to. As the only non-UK resident, Simon
emphasised our range and diversity and,
together with John, is keen to make sure the
ambitions of our business and our staff,
wherever they are, are taken into account and
that we continue to build on our strong
international presence. Jerome is looking
forward to developing a client-focused

business, "We need to be more outward
looking than inward looking".
Finally, as the company looks at future
funding options, we asked our CEOs for their
views on what becoming a public company
might mean. Simon picked up on the commercial
implications, "There will be considerable
pressure to perform and meet targets, which
will require greater commercial focus across
the whole business". Ronnie identified internal
processes, "Our internal reporting will have to
become slicker", as did Chris, "Business planning
is very important in the pie arena and an area
that needs to improve". Jerome saw us building
on our strengths, "We are successful because
of who we are and what we do, and this won't
change; we need to become more mature as
an organisation and this will have implications
for our structure, systems and processes". Keith
sees this as a big opportunity, "It's like waking
the sleeping giant: I believe that there is huge
latent potential if we can get our businesses
fully aligned and take advantage of the growth
opportunities that external funding offers".

