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PJ Timmins and
Allen Fishmen
aim to help business
people focus on the
key factors for
success

n late 2011, PJ nmmlnlwlwn
ing to save un Irish business icon.
As the chief executive of the de-
partment store  Timming
was in the middle of a perfeot
storm - a oomhlnnlon legacy
debt and a contracting m: reatened
to cripple the O’Connell s:ml store. A
historic fixture of the Dublin's main thor-
oughfare, Clerys was in real danger of dis-
appearing at the cost of more than 150

There was, however, some light at the
end of the tunnel. Boston-based invest-
ment firm Gordon Brothers had entered

picture, and Timmins was in the stress-
ful and precarious position of trying to
keep an ailing company operational, while
also trying to sell it.

In the end, a deal was done, courtesy of
a pre-pack receivership. For €14 million,

fund snapped up the grand old in-
stitution of Irish retail. The deal saved al-
most all of the store’s 150 jobs, though
now some have been temporarily laid

One man whose job would not be saved
was Timmins’ himself.

It is a fate which befalls many chief ex-
ecutives in a distressed corporate buyout:
they work to save the company knowing
full well that they will likely be replaced.

For almost a year, Timmins knew this.
would be his fate, as he fought tooth and
nail to keep a company alive despite know-
ing that regardless of the outcome he had
o future in it

“About ayear or so before the takeover,
the GoMon Brothers were very ltnl;h(
about it,” says Timmins.

.lt wu

But it posed a big question — what next?

arsan

| aving just turned 50, Timmins.
was looking for something
different. He looked around,

mnnfg for a sui-
table international franchise that he could
import to Ireland. Along the way, he found
a kindred spirit across the Atlantic in Al-
len Fishman.

A renowned speaker and writer on en-
trepreneurship, Fishman built his reputa-
tion on a rare feat of corporate alchemy.

Fishman took over US electronics ﬁxm
Tipton Centresin 1980 just as the company
was about to go llndu after losing its SZ
‘million line of

After stepping mw thz company as a
co-owner, d a transformative
influence and Wl'.hln six years the com-
pany was trading on the Nasdag. The fol-
lowing yur it was bought by British retail
giant Dixon:

Fnhman was not a man comfomble
wnlh fading int

Allen Fishman (left)
and pJ Timmins

People who own a business dan’t
know how to strateg lcally lead

§ PJ Timmins

home in Colorado,

at the manner in which they helped small
business owners in a similar fashion as
Tipton’s board of directors had helped
him.

Fishman was intrigued

After two of informal market re-
search with groups, Hthxmbegnn
mmmgmgeuurnfomalpm;mm

small and medium companies.
th the concept perfected in 1996,
Fishman set about a franchise
network across the US. TAB Board mem-
bers are invited after qux lclccned

gri ss. It

'.h ngh ondd:::.weuwumuymfmd
e right can numadaptonrsystem
gther lmucaumg shots from th

In Inland, llul man i lx‘l'immmt. Spuk

is that

that TAB aims to provide.

The firm assembles a peer advisory
gmug that together small and med-

non-competing

companies to share their collective wis-

dom and act as a professional way to

ideas around.

‘bounce
“Our tomake

ing from T/
Inu first mp to Ireland, thman seems - awidget, they
hay ith his choice.

lwo deeadu with Clerys, the role
suited Timmins ly. “To come to a
position where Ioould uulue everything
I've done before h:nd to hvlp business.

owners is something Iwould get in-
credible emvymemout ,” he says.
Creres
and running a business

wning
can sometimes be a lonely
path. For many entreprencurs
and business owners, it can be
difficult to take a step back. Being so in-
volved in the n\m und bolts Ihm are the
details of running a businesses, blg

picture planning can get lost.

‘When a small business owner needs
feedback about expanding or advice on
strategy and marketing, the optlons are
limited. You can take the expensive ap-
mdnndhnnnonmde mm,dm-

through a series of

by Fishman, with a decade in senior man-

agugcmmofTABﬁbuemqtﬁmnemm
e "

background
tirement and bemgannuthonndspenk-
er wnm'(

the cut and thrust of business.

His new company, The Alternative
Board (TAB), puts him back exactly where
he wants to be — meeting and helping busi-
ness people.

Having come across a number of infor-
‘mal peer groups and business networks at

for advisory boards and executive coach-
ing, operating in more than 450 cities
around the world. It ambitions of
its own and has set about ing inter-
nationally, with Ireland the outpost.
The key, for Fishman, was getting the right
local partner. }

f “We don't work wi

nmermthfmﬂyandﬁwnds.hmnd
ing boards go, it is either expensive or

“A lot of entrepreneurs can’t grow a

company on their own,” says Fishman.

ith companies who are

just getting started, the i lea is to help a
comj grow o

mil a reason that big firms have o

board that is meant to be and re-

‘are about how to run a busi-
ness,” says Fishman. “One of the reasons
why firms don’t grow is that the people
who own a business don't know how to
strategi ad a business, they are too
‘busy putting out fires, It is rare for a small
business to plan and look at where they
need to be in three years” -

For Fishman, one of the key questions
for any business owner is what success

look like.

might actually’
“Ina prmlely owned business, every-
thing should be about their vision of suc-
”lwstng:. “Often the biggest issue is
not about the business, it is about getting
the entrepreneur to decide what they
really want out of life and what they want
from the business, not in a month but in a
decld&\’ou own the business, you should
be getting something out of it ll Most busi-
m owners will spend more.
out what car they w-m mﬂm than their

iness owners, the service
provides a mixture of think-tank and a
plaee where they will be held accountable.

hle to anyone,’

sitina boml meeting and

will commit to something, they will be

mmmu about it next mh. For the
time a8 i business owner thore Iy le-

mﬂ mﬂi"m o mhx

perience of how the concept functions to
try toadapt it to an Irish audience.
“There is a frankness about the way
people communicate,” says Timmins. “!
have never witnessed peop‘e opening up
in that manner before.”
The challenge for Timmins will be
translating an American concept to a very
different Irish market.
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With ﬂm for busi
owners, fuilure IWmd%nmm

mean more than a -
clal net that woul have
been from evaporated,
A lot of small business owners are faced

with working increasing long hours to

the wolves from the door.
most extreme exal is from the
'US, when one of our mem| came up

and told me it saved his life,” says Fish-
man. “This man’s daughter had a drug
probkmandheco\uldﬂlfoc\nonhum
ml-kuhlmdumnmeeuna they got

th Clerys among the most high-
profile victims of Ireland’s retail slump,
first hand ex; of the

! consequences and failures of lrelund'l

property fuelled economy. As of the
pillars of Irish business have faced insol-
'vency, Timmins believes that the Irish
bunnuw environment has been irrevoc-

'Pmofthefeuoffaﬂmmlrdlndw
due to the archaic leghlauve environ-
‘ment,” says Timmins. “T think
that the requirements of our financial in-
al:utiom of pmonq guarantees negate

“People allowed to take risks
and ihtdmgowrou,lh can start
failure in was

lleuemn That is
ciety has been changed as
‘With many in the SME sector strug-
o;.ivywhhthdrhmnmbunho

; our s0-
have

of the
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“A lot of business owners are punch
drunk after what they have had to deal
with over the past few years,” says Tim-
‘mins, “They have had to take really diffi-
cult du:hinm,m iends go, and are at the
their tether. This could be a way for
lhem to refocus, to have support around
them. It s in the nature of a lot of business
people that they can be very focused on
their own business; that is why you need
ext reviews.”



