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Marathon man sprints ahead
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Buying a telecoms
company, expanding
across Europe and
floating it — all within
18 months. Are Giles
Redpath'’s plans too
ambitious? By David
Sumner Smith

THE  prepschool  headmaster
faced 2 -l\)cmllm Should he punish
o " day-bay for
pmnuhh <=J|my sweets to board-
css, or compliment him on his
eatrepeeneurial spirit?

“He told me I would either end
up in jail or make a million,”
recalled Giles Redpath,

The headmaster was right. Red-

th made caough money after leav-
ing schoal to invest £1m last Sep-
tember in the £20m Bimbo
managemeat buy-out) of
coms sules coapany Euphony.
aving got 515 of the shares for
just 5% of the investment, Red-
path, now 39, faces the challenge
of preparing the company foe a flo
tation in Apil ne;

Redpath w
While mm, ng at |
versity. be’ worked
door salesman for B
glazing, He w
salesman of the year cotland,
despite mwlll ¢ \np,um New
York idays 10 el rozen

a doar-to-
rest double
- Sepay s

“My Engl |\h accent
$1,000 (£934) 4 woek
multilingual entreprenedr, “in addi

was eaning
K

tion 1o 4
every year in the U
Before his final year at univer-

sity be had camed enough 1o buy &
six-bedroom apartment in the
tre of Edinburgh, o which lll
made extea peofit by renting five
rooms Lo Fellow stadents,

In addition to wlhnm Rulpul'
Iumll .

un;, | trepre-
nesrs l\ﬂ\knr\ at Edinbury)
was clocted president of 2
network of sffilinte organisations
in 70 coantrics that  beought
together 25,000 members, includ-
ing Michael Dell und Steve Jobs
One of his petwork contacts
invited Redpath 10 work on a
peoject foe Mercuzy telecoms when
he left university — the first of

&

Plenty to offer: Giles Redpath’s Euphony can provide a range of products, including Internet, phone and mobile services, and has also diversified into energy sales

many high-flying posis in the tele-
coms sectar.

He became impressed with the
way  Excel  Communications,
which was using petwork market-
ing mhmquca in the US, achieved
$2 billion sales within five years.
He was keen to buikd a similaf oper
ation in Europe and calculated that
he would need start-up fundis

£15m, Then he leamt Eaphony
was for sak
bad originally bocn set

umn.m» was making pre-Lax prof-

its of £4m on sales of £85m. But

Robison had recumed 1o the US
har

his back, there was no doubting his
determination.

Redpath  is  convinced that
Euphony has huge potential, "Wz
do not have an expensive telecoms
infrustructure,” he ssid. “Our invest-
goes into systems for billing
customer care and payment of con>
mission o our sales consul

Euphony exploits the ever
increasing competition that exists

EU

» To compete with oning rivals.

NY’S CHALLENG!

10 sell to mare distunt scqualntances
d recruited mx ut-
Because consalta
sell to thel

ants.

invariably patents,

Euphony customers tend ta be older
and ‘,;uu

v remain loyal to the

i consultants  join
ry month, Bt with many drop
ping out, the network will hav
grown to 18,500 from 13,000 by

P To develcp a management strusture

P To manage epanson

the edge. With 10 marathoos uder
his belt. he had plenty of stamina
for the negotiations. After
two-day “ultra-ou
ing mountainous runs
miles with a tent and rucksack on

across Furope for the sopply of
internet, fixed-tine and mabije tele-
phone services. It negotiates bulk
origer supplicss and uses net
work marketing to sell 1o residen-
tial customers on their bebalf,

Sales consultants usually start
warking part-time, selling 1o friends
and fanly. Witkin 3 year, 75% will

have dropped out of the network
The recnainder will have learnt how

the end of the year. Consultants
recruit and train other consultants,
50 the chum in personoel carries oo
direct cost. Esch new consultan

At preseat, Belgium is the only
market  wheee  all  produdts
(internet, phoos and mobile) ane
sold by Euphooy, ing for
60% of the campany’s sales and

the highest level of profitability.

As well 8 broadband internet
cess, Fuphony hns diversified
into energy 3 3
of customers buy

take fixed-line services and
than 70% buy gas and electrici

To reach sales targets in time
the flotatio s 4 rapid-

roll-out programme. By the eod of

June its agents will be selling
broadband (ntervet uccess as well
as residential phone lines in Brit-
ain, the Netherlands, Ireland and
C

Hemiany.
By the end of September they will
also sell coergy in these markets,
Euglony is expanding to Spain in
July and edding another country
every six months, with Frunce and
Turkey top of the target list
Growth should accelerste sales
from £97, 5 in 2004 to £120m this
year, and hoost profits from £6em w
£10m — despite 2 £2m investment
in costomer-care and billing sys-
tems. From 2006 onward xm,um
forecnsts 10% profitabi
But Redpath is modest nhml his

ager,” he said.
team person. In fact, Tam genes

best when I'm on my owr
Running a company with its two
ain offices in Eogland and Bel
am i proving difficult. “It is nct

Jpn.{m headquarters in th
he wunl bat we need to b

th plans 10
aperational and teck
England, eting
from Brussels, where more of the
mbers ure mulilingual

e mvmr
K in

T have sold many l|.|n\'.- in my
life,” said Redputh. “But my ulti-
mate goal is to sell a s reent
.\u‘ of the con is

Ts -\l:\nl take
u lﬂ market in \pn'nm year,and |
k % for myself

investors would be happy

03 See aho Bimbo works shop,
Appointments, section 7, page 7




