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It's been a long wait, but finally - thank
goodness - summer has arrived. Life is nearly
'back to normal' (or the new normal, we
should say), and there's lots to feel optimistic
about. The smart/tasking office is busier than
ever, and there's a real buzz about the place.
With even more new joiners, and our exciting
U.S. launch, we've certainly been keeping
busy. 

Naturally, the launch of Smarttasking Inc. is
big news for us, and this issue features a
questions-and-answers interview with Franck
Cormier and Danny Lacey, who are
spearheading our US operations. We've also
got an insightful piece on the amazing work
that T-Impact is doing: business process
redesign at it's finest!

As ever, let us know your thoughts and
observations. Happy summer, all! 

Feedback and comments? Let us know!

Find us at www.smarttasking.com

Follow us on LinkedIn and on Twitter 

mailto:helengreenwood@smarttasking.com
http://www.smarttasking.com/
https://www.linkedin.com/company/smarttasking
https://twitter.com/SmartTaskingCom


TECH TALKS: HOW T-IMPACT IS NAILING
BUSINESS PROCESS REDESIGN  

By Keith Stagner 
CEO, T-Impact

In a day and age where it’s not always cool to
say: “I’m very proud of my business”, I can
hand-on-heart say that I genuinely am
extremely proud of what T-Impact has
achieved. We came from smallish beginnings,
but we were quick to punch above our weight,
and our clients and projects are testament to
the difference we make. 

T-Impact puts intelligent automation at the
heart of organisations; optimising processes
and ways of working to drive real, long-term
efficiencies, performance improvements and
increased profitability. Essentially, this is
business process redesign on steroids. We
combine market leading process mining,
chatbots, robots, AI and workflow, deployed on
the cloud or on clients’ infrastructures. A key
sector of focus for us has been the healthcare
sector, with some remarkable, innovative
solutions – but that is just the start, and I’m
excited to see what will happen over the
coming months. 

One thing in common with pretty much
everyone at T-Impact is that we are passionate
about identifying where, and how, things could
work better. These could be major issues, such
as broken supply chains – or they could be
smaller issues, which on their own might not
seem critical. Of course, the problem comes
when you have multiple issues, big and small,
which together combine into major blockers
that actively hamper productivity. 
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Enabling more competitive products 
Accelerating and improving sales 
Cost reductions for suppliers services
Improved supplier relationships
Reductions in customer escalations
Improvements in overall efficiencies.

Take a recent client as an example of this. After
a short period of detailed investigation and
analysis, we identified no less that 79 unique
problems right across Quote-to-Cash, with a
calculated 29 initiatives required to resolve
these, comprised of a combination of 'quick
wins' (e.g. changes to process and staff
behaviours), standalone automation projects
(such as RPA) and major transformation
projects (e.g. integrating supplier processing
into quote, delivery & support processes).

All in all, the compound benefits of our
proposed business process re-engineering
were:



(Cont.)

We grouped our proposed transformation
initiatives into six key benefit groups,
defining the costs to deliver these and  the
benefits our customer would gain in the
first year after the transformation, then
year two, and then year three. 

To be clear: our ‘discovery’ phase does not
require customers to use our services for
the ‘implementation’ stage.Naturally, we
have the capability to implement the
solutions we propose – and ideally we want
to do so. But clients aren't tied to using us
for implementation, if they have a
preference otherwise. Our duty of care to
clients means that we advise them on what
we’ve learned through our investigations,
and what steps we would recommend
taking to resolve the issues and challenges.
We provide a roadmap to transformation,
and we lay out the cost benefits. But the
decision to process to the next stage lays 
 entirely with our client. In the case of the
example I outlined above, we are sincerely
hoping that our proposal to undertake the
implementation will be accepted.

Improve and personalise your services, identifying your customer’s moments of truth and designing
solutions that impress.
Quantify the value to your business, preparing a return-on-investment considering the total solution
costs before implementation.
Automate your customer journey to bridge the gap between your customer’s expectations and your
legacy IT systems’ capabilities."

"At T-Impact, we unleash the power and potential of digital transformation and put intelligent
automation at the heart of your organisation, with smart, intuitive technology built for success. Applying
leading edge tech to bring transformation to life, we modernise your processes and ways of working to
drive real, long-term efficiencies, performance improvements and increased profitability – success
guaranteed. We work with proactive organisations, small and large, to:

ABOUT T-IMPACT: IN KEITH'S WORDS



THE ART OF SELLING: NIALL SPEAKS AT A CONFERENCE 
IN PORTAVENTURA

By Niall Anderson 
Founding Partner, 
smart/tasking 

It’s great to be getting out and about and in
front of clients again, and even better to see
live events such as conferences and seminars
taking place. Technology such as MS Teams,
Zoom and Google Hangouts has been
incredibly useful over the last two years, but
you can’t beat a bit of in-person motivation to
get a company back on track again.

Earlier this month, I hopped on a plane to
PortAventura, Spain, to speak at a corporate
conference. Our client, an information
assurance company, are recognised globally
for their expertise in cyber security and risk
mitigation, and offer a full assessment and
support service, from assessment and
advisory through to remediation, training and
a full partner network. My section of the
event addressed one of the thorniest issues
in business – the art of the sale.

In a corporate context, business development
and sales are fraught with challenges. The
last two years has exacerbated that: firms
have been safeguarding their finances, with
inflation, sky-high fuel costs and human
capital issues continuing to make life difficult.
On top of that, it’s often hard to get through
to the decision-makers in a buying context.
So how do businesses stand out from the
crowd and position their sales offering as
more compelling, more essential than their
competitors?

Sales is fraught with
challenges... the last two
years has exacerbated that.

I started by outlining a number of key
techniques, which all businesses should be
mindful of. First and foremost, I explained, it’s
vital that a salesperson knows everything they
can about the business they are trying to sell
to. This means doing more research than they
might normally consider essential – but
without knowing details such as YTD financial
performance, recent acquisitions/losses,
ambitions and constraints, how can a
salesperson speak with insight and authority? 



(Cont.)

Then, there is the question of perceived
versus actual value. Real return-on-
investment, from a client’s perspective, is
only realised if it’s the value they want.
This might be different from the value a
salesperson thinks they want, or believes
their product/service will deliver. This client-
view ROI is only learned by listening and by
asking the right questions (and in order to
do that, you have to have that deep insight
into the business. See how it all comes
together?) For instance, instead of asking a
prospective client about their challenges,
salespeople might consider asking about
their aspirations. That starts the
conversation off on a positive note
immediately, and opens the door to further
questions and to painting an optimistic yet
realistic view of the future. 

That first call, of course, is just the start.
Whereas many business development
executives take an initial ‘no’ or ‘maybe’ as a
cold or lukewarm lead, there is ample
opportunity to turn these into warmer
relationships by following up – via email,
LinkedIn, or even a catch-up call scheduled at a
point in the future. ‘No’ doesn’t have to mean
‘no’ forever! 

I rounded off the session by reminding the
conference delegates to make it as easy as
possible for the buyer. Saying ‘yes’ to an offer is
easy and logical if the seller understands the
back-story, understands the challenges and
ambitions, and knows what ‘good’ would
genuinely look like. And if this means a bit more
time researching, connecting and asking the
right questions, it’s surely time well spent. 

"Real return-on-investment, from a client’s perspective, is only
realised if it’s the value they want. This might be different from
what a salesperson thinks the client wants!"



In  June, we were very proud to announce the launch of our U.S. operations. Smarttasking Inc. is
being headed up in the States by Franck Cormier, President, and Danny Lacey, Director of
Operations. In Europe, meanwhile, Smart/tasking will continue to be led by original Founding
Partners Niall Anderson, Paul Bibby, and Gary Gamp. By launching in the US, Smarttasking  Inc. will
bring its IP, cross-sector expertise, and practical, outcomes-led approach to a wide range of firms
who want a more streamlined, proactive approach to their operations. 

We caught up with Danny and Franck to get their perspective on Smarttasking Inc. and their
ambitions and approach for this milestone achievement.

LAUNCHPAD: SMARTTASKING INC. LAUNCHES IN THE U.S. 

What particularly excites you about
launching in the U.S.? 

Danny: Over the years, smart/tasking has
established a very good client base in
EMEA. Many of the firms we work for
either have US operations already; or are
seeking to set up a US arm. We wanted to
give our clients the opportunity to have
complete consistency across their
operations, rather than a region-by-region
approach, which can sometimes create
tricky or even conflicting work practices
and systems. 

By having a strong presence in the US and
in EMEA, we can ensure complete
consistent ways of working and
harmonious systems and processes, at a
truly Transatlantic level, for our clients.

Franck: Our initial steps in the USA
indicate that clients welcome this
Transatlantic link. Providing equal
customer experience is of the essence, and
we are building the US business with this
in mind. 

Smart/tasking does a lot for
telecommunications and technology
firms in the UK. Will this continue in the
States?

Franck: Our network is always growing, so it
stands to reason that we're more likely to
secure work in this area, as our delivery success
is demonstrably good and the technologies are
very transferrable. As it happens, we're already
speaking with several tech and telco firms on
the US East Coast, and we look forward to
exploring more of these over the coming
months.

What about our PMO offering?

Danny: These are of huge interest to us, and
we’re having lots of conversations with our
contacts in this space. We've done a lot of work
to further enhance our PMO offering recently,
and we're pretty sure that it will be of great
interest to US businesses - personally, I think
medium-sized ones will get the most from this.
It's also worth noting the recent shift towards
OpEx models of working, rather than CapEx.
OpEx is actually creating a space for us to
implement great PMO practices – it’s a more
favorable operating environment, and if used
correctly, it can deliver significant advantages to
firms.



(Cont.)

What would 'good' look like for you?
 
Franck: Launching in a country as big as
the US takes a lot of consideration, and of
course we must build our network over
here carefully and considerately.
Relationships are hugely important to us,
as they enable us to develop trust and gain
genuine insights into our clients’ business.
So, we’re aiming for steady growth, built
on solid foundations and trusting,
respectful relationships. This is much the
same as our UK model, which has been
very successful. 

Danny: The other thing that we are very
keen to achieve is a reputation as an
honest, transparent, and supportive group
of experts. ‘Consultancy’ as a field can
sometimes seem a little “smoke and
mirrors” to people, and certain practices
have undermined its reputation. At
smart/tasking, however, we all pride
ourselves on being very down-to-earth,
straight-talking, and transparent. That sort
of reputation takes time to build; trust
cannot be rushed. But the hard work, the
focus on relationships and on earning our
right to offer advice will be well worth it. 

Does Smarttasking Inc. have a
competitive advantage in the U.S.?

Danny: It would be hard to quantify that -
every company has advantages and
disadvantages in their own way. One  of the
core strengths of Smarttasking Inc. is the
great reputation and strong relationships we
have with organisations in EMEA. For the
most part, these firms have operations in the
States, so having one optimisation company
ensuring consistency and a truly
collaborative approach would be a huge
advantage for them. Vice-versa applies, too -
U.S. companies wanting to roll out
operational consistency on a global level will
really benefit.

I think it's also fair to say that PMO
standards in the States have some way to go.
With our enhanced approach, our focus on
simplifying and optimising, and our ability to
automate routine processes, we're confident
that Smarttasking Inc. will see real success.    
 



It barely feels a month since Christmas, but our
core team still breathed a collective sigh of
satisfaction when we sat down in the conference
room of Farnham's Castle Inn at the start of June.
With remote working and client projects, it's not
often we all get together. This day, however, was
an exception. 

Starting at 11am, we took a couple of hours to
think carefully about what smart/tasking really
stands for: our principles, our values and how we
bring these to life through our actions. Our
previous 'values wheel' was quite packed, so the
aim was to consolidate everything we regard as
vital to us into just 3-4 key words. Gary Gamp, Niall
Anderson and Paul Bibby led the session, and
although we still have some way to go, we made
excellent progress. It's important to get these
things right, and to ensure that they are wholly
reflective of the entire team. 

After a quick sandwich lunch, it was off to the
beautiful Greyfriars Vineyard for a tasting tour.
Greyfriars sits just off the Hog's Back (A31),
between Farnham and Guildford, so it was great to
be able to 'support local' and applaud the fantastic
efforts that the guys at Greyfriars put in to their
award-winning vines. 

Back in Farnham, we were able to catch up on our
news over a couple of drinks before sitting down
to a meal together. The Castle Inn serves modern
British food, and our menu had a definite
'barbeque' twist - making up for the slightly chilly
weather!

Hats off and handshakes went to Donna Seyfried
and Sarah Callaby, to whom Gary, Niall and Paul
gave a special mention of thanks, for their ongoing
great work and super attitude - true smart/taskers,
through and through! 

VALUES AND VINES: OUR CORE TEAM'S SUMMER SOCIAL 



When I'm working from home, I start my day with a 3km
walk or a visit to the gym - depending on how energetic
I'm feeling! Then it's back home for coffee and
breakfast. Depending on what music I am playing, it
could a be shuffle or even a moonwalk to my desk. 
Checking my emails and get myself ready for the day
ahead and our team catch up...

A DAY IN THE LIFE OF... ANDREW AWADZI! 
Resourcing Support
smart/tasking

After our meeting, my day will
evolve by speaking to our
community, building relationships
and understanding their projects
(an agent using his training). There
also may be a time when I'm
required to go out to the market to
understand if there is a resource
we can utilise as well as educate
them on smart/tasking and our
community. Sometimes this can
mean leaving a lot of voicemails
and emails, and waiting for a
response.

When I’ve identified the
right individuals for our
projects, it’s time to make
sure that we present them
to our clients in our
smart/hands format. This
is a profile that highlights
and brings to life the skills
and experience of our
flexible bench.

I'm always looking for good
networking opportunities, which
will help smart/hands to grow
the community. So every day I
will look at LinkedIn and search
for events that would be fruitful.

8.30AM

10.15AM

2PM

4.15PM



WELCOME TO THE TEAM!

Danny, aka 'The Disruptor', is a Founding Partner of
Smarttasking Inc. A project delivery expert, Danny loevs
challenging the status quo, bringing value, and driving
positive change. He's always looking for the shortest route
to measurable impact, and is skilled in Agile, waterfall and
hybrid program management. 

Without doubt, Danny has the knowledge and experience
to build the right teams, processes, and solutions for a
very wide range of clients. 

Meet our two newest members - welcome to the smart/tasking family!

Danny Lacey
US Founding Partner: Smarttasking Inc. 
 

Estefani Romero
Digital Marketing Executive
 

Creative and digitally savvy, Estefani is passionate about
the power of the online world. Blending great design with
digital expertise, her skills lie in supercharging our
marketing activities to deliver fabulous results. 

A keen world-explorer, Estefani loves learning from new
cultures, and takes inspiration from the worlds of fashion,
design, and much more. Her secret to dominating the
digital world? Keep on learning!



Gary Gamp
garygamp@smarttasking.com
+44 (0)7866 315210

CONTACT
We're always keen to hear comments, observations and
questions - so if you have any, please get in touch!

Niall Anderson
niallanderson@smarttasking.com
+44 (0)7920 276046

Paul Bibby
paulbibby@smarttasking.com
+44 (0)7977 038858

Andrew Awadzi
andrewawadzi@smarttasking.com
+44 (0)7990 441862

Charlie Dickinson
charlottedickinson@smarttasking.com
+44 (0)7775 625602 

Helen Greenwood
helengreenwood@smarttasking.com
+44 (0)7780 998068

ENGAGEMENT & DIRECTORSHIP

PROJECT RESOURCING

MARKETING & COMMUNICATIONS

Katie Rolf
katierolf@smarttasking.com
+44 (0)7718 075254

Estefani Romero
estefaniromero@smarttasking.com
+44 (0)7481 568041

https://twitter.com/SmartTaskingCom
https://www.linkedin.com/company/smarttasking
http://www.smarttasking.com/

