BIOMHXANIKO
ETNIMEAHTHPIO

\ ) KYTIFAKO
@)‘7/} EAFYRIRD. (A8 AIAAIKTYAKO ENIMOP®QTIKO MPOrPAMMA KEBE

TURN AROUND MANAGEMENT / FINANCIAL CRISIS

MANAGEMENT FOR SMEs IN CYPRUS
(100% EMIXOPHIHEH AMO ANAA)

/Huspounvisg Ate€aywyng : 09 & 10/ 03/ 2021
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Tpomog Ateaywyn|G: ONLINE péow vimpeoiag thAediaokedmg

*To mpoypappa £xeL Stdpkela 14 wpeg kot O Siegay0ei o€ V0 SradukTvakéc
OUVAVTNGELC.

H navdnuia Tou kopwvoiou &xel BECel O ouvayepuo Tnv
naykoouia olkovopid, apoU £xel NPOKAAETEl TEPATTIA OIKOVOMIKG
NPoBANUATA TOOO OTIC OIKOVOUIEC TWV XWPWV YEVIKOTEPA, OGO Kal
OTIC ENIXEIPNOEIG EI0IKOTEPA.

QoT000, 01 ENINTWOEIG TNG Kpiong Ba ival evtovoTepeg 181aiTEPa
OTIC MIKPOMEDTIEC ENIXEIPNOEIG / opyaviopouc. O1 enixelpnoeig
auTéG Ba ouvexioouv va avTIPETwNI(OUV GNUAvTIKa OIKOVO}.IIK('J
npoB)\r]paTa AOYW TWV MOAWV 6|c|p6pr|va Kal avTaywvIoTIKOV
a)\)\aywv nou &xouv 6np|oupyr|es| oTnv oikovopia. Ol a)\)\aysq OTOUG OPOUG nlo-rcoonq, N au&nuevn
avTaywvioTIKOTNTA Kal N HEIWPEVN KEPOOPOPIa AOYw TNG ENPAVIONG HEYAAWV EMIXEIPACEWV aAAG Kal TNG
NEPIOPIOKEVNG NPOoRacng oTn Texvoloyia, €ival yepika and Ta noAAd npoBAnuaTa nou kahouvTal va
QVTIMETWNIOOUV 01 PIKPOUETTIES EMIXEIPNTEIC TOU TOMOU HAG.

To OUYKEKPIUEVO EMPOPPWTIKO NPpOypapua ival oxediacevo va Bonbnaoel TIG HIKPOUEDAIEG ENIXEIPNOEIG
va €Qapuooouv €va OTpaTnyikod kal dopnpevo nAdigio dlaxeipiong XPNHATOMICTWTIKWY KPICEWV.
Xpnoidonoiei Tn pEBodO TNG kapnUAng avakapyng (Turn-around Curve), n onoia pag emiTpenel va
KATAvONOOUKE TNV KATaoTaon oOTnv onoia BpiokeTal n enixeipnon o€ nepiddouC KPioEwvV, wOoTE va
AapBavovTal £ykaipa ol CWOTEC anoPaoels. Eninpoabeta, 6a avalubouv kai 6a eneEnynbouv PE NPAKTIKO
TPONo epyaAeia kal povreAa onwg: Porter’s Value Chain kai Competitive Advantage kabwg kal JovTeAa
xpnuaTooikovouikng avaiuonc (Risk Analysis, Profit Center Analysis, Overhead allocation and Break-even
Analysis).

OMokAnpwvovTag To npOypdupa O GUHMETEXOVTEG Ba pnopecouv va  avantu&ouv éva duvapikod
XPNHATOOIKOVOUIKO JOVTEAO NMou Ba Toug EMITPENEI, apou EKTIMAOOUV Tnv napolcod KaTaoTaon yia Thv
enixeipnon/opyaviopo Toug, va Aappfavouv  OAa Ta katdAnAa pETpa dlaxeipiong TnG Kpiong  kai
OpacTIKAG ENIXEIPNUATIKNAG avakapyng (Turn-around Management).

Mg TNV 0AOKANP®WON TOU NpoypdauuaToc ol karapTi{ouevol Oa gival og O€on va:

. anapiBpouUV TOUuG ENIXEIPNUATIKOUC KIVOUVOUG yia TNV €nixeipnan/ opyaviopd Toug, va
NEPIYPAPOUV TIC DIAPOPETIKEG NNYEC KIVOUVWYV Kal va a&lohoyouv Ta enineda avToxng Toug.
. evronifouv &ykaipa pia mbavr kpion kai va EeMPETpoUV OWOTA To HEYEBOC TNg

ENIKIVOUVOTNTAG TNG YIa TNV EMIXEIPNON/ 0pyaviopo Toug,
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. enegnyouv kai va avallouv Tn ZTpatnyikn Twv ETaipikov Asmoupyiwv (Strategic
Corporate Operations) e TNV Xpnoiponoinan kai aglonoinon CUYKEKPILEVWV EpYaAEiwV Kal
povTEAwV avaiuong (Value Chain and Competitive Advantage Models).

. gpunvelouv TIC €MOPACEIC NAVW OE ONUAVTIKEC OIKOVOMIKEC KATAOTACEIC ONWC TO
Aoyapiaopo kepdwv-{nuiwv  (Profit-loss Account), Tapeiakng ponc (cash flow) kai
iIcohoyiopouU (balance sheet).

. EMIPETPOUV €NAKPIBWG TNV €MIKEPOOTNTA NOU NPOKUNTEI anod KABe neAdTtn, oTnpi{OPevoI

OTO MPAypaTikO KOOTOC TWV NPoiovTwyY/ unnpecinv nou nwAouv (6a avalubolv TPEIC
OUYKEKPIMEVEC HEBODOAOYIEC).

. avanTuooouv  oTpatnyikn OpacTikng EnixeipnuaTikng  Avakapwng  (Turn-Around
Management) kai JeBOdOUC enava@opdac TnG enixeipnong/ opyaviopou Toug O TPoxId
kepdoPopiac.

. EMIAEYOUV OWOTEC HEBODOUC DIaXWPICHOU/ KATNYopIonoinonG TWV NEAATWY TOUC PE OTOXO
TNV MEYIOTONOINON TOU KEPOOUG TOUC.

. ouvepyalovTal yia Tov KAAUTEPO CUVTOVIOHO TWV SIaPOpwV AEITOUPYIWV TNG ENIXEIPNONG

TOUG KAl OUYKEKPIPEVA TWV NWANCEWV, TwV NPOUNBEINV, TNS dIAVOUNG Kal TNG dIaxeipiong
TWV anoBeydTwyv Touc,

. dlaxeipiovtal kal avTIJETwNI(OUV anoTeAEOHATIKA TOUG KIVOUVOUG MOU EPMEPIEXOVTAl OE
NEPIODOUG KPITEWV YIa TIG ENIXEIPAOEIG/ OPYaVIOHOUG TOUG

Nepiypa@n Ynowngiwv:

To npdypappa angubuvetal o€ I810kTNTEG, Fevikoug AleuBuvTEG, AlEUBUVTEG Kal YNOJIEUBUVTEG
TUNHATOV Kal Yevikd o€ ENIOTNHOVIKO NPOCWNIKO MIKPOHECAIWV ENIXEIPACEWV Kdal
OPYAVIOH®V MoU €xel unelBuvn Beon avagopika MPE TIC NWANCEIC, TNV diavoun, Tnv Jdlaxeipion
anoBepdaTwy, TNV €EUNNPETNON TWV NEAATWV, TO MAPKETIVYK KAl YEVIKA TO OTPATNYIKO OXESIAOUO.

Aopn Tou npoypappaToc:

To npoOypapupa €ival NPakTIKNG @UONG kal nepidauBaver Tooo IdpupaTtikn (14 wpeg) Ocov Kal
Evdoenixeipnaoiakr) kataption. O eknaildeutng 6a npaypatonoinoel eniokewn 7 wpwv O KABE
OUMMETEXOUOA EMIXEipnoN Yia €EEIBIKEUPEVN €Ni TOMOU WEAETN Kkal ouliTNON TwV £PApHoywv nou Ba
npénel va AdBouv Xwpa OTn GUYKEKPIYEVN EMIXEIPNON O OXEON HE TO AVTIKEIUEVO TOU NPOypAUKaATOC,.

EknaideuTnG:

To ev Aoyw Enipop@wTikO npoypappa 6a didagel o EEvog epneipoyvwpovag K. Philip Ammerman.

To npoypappa Ba dieEaxBei aTnv AyyAikn YAwood, Opws cUlNTAOEIG kal NApePPACEIG Nopouv va yivouv
kal oTnv EAAnvikr yAwooa.

Aikaiwpa SUPPETOXNG: (€1785 + €339.15 ®.N.A.)
To npoypauua €xel eykpiBei and Tnv Apxn

AvanTtuéng AvBpwnivou AuvapikoUu (AvAA) g
npoypappa {wTIKNAG onuaciag.

To ogpivapio enixopnyeital €€’ oAokAnpou
ano Tnv AvAA kdi G €k TOUTOU Sev undapxyel
onoladnnoTe OIKOVOMIKN €nifdapuvon yia
TIG ENIXEIPNOEIG, eEalpoupévou Tou D.MNL.A.
(€339.15). Na onueiwbei oT kar To O.M.A.
EMNIOTPEPETAl OTIG ETAIPEIEC Kal Oev AMOTEAEI
KOOTOG YIa TIG ENIXEIPNTEIC.

MpokeITal NpayuaTika yia Jia avenavaAnnrn kai
OIKOVOHIKA OUH@EPOUCa  eukaipia  mnou
NpoogEPETaAl yia avaBaduion Twv Kunpiakwv
Enixeipioewv a@ou TO npayuatiko  KOoToG
OUMMETOXNG, av OEv UMNPXE N €nixopnynon Tng
Apxnc, 8a NTav Touldyiotov €1785 TO ATOHO.
MpoTpenovtal OAEC Ol  EMIXEIPNOEIC  ONWC
EKMETAMEUBOUV OTO €nakpo TNV Eukaipia yia
OUMMETOXN OTO €V AOYW Npoypauia.
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MioTonoinTiko NMapakoAouBnong:
To KEBE 8a €podiaoel OAOUC TOUC GUHHETEXOVTEG ME MioTonoinTiko MapakoAouBnaong.

AnA®OEIG TUPPETOXNG:
O1 evdlapepopevol napakaiolvTal Onwe CUPNANPWOOUV NAEKTPOVIKA TN OXETIKN ONAWON GUHHETOXNG
natwvrag EAQ 1o apyoTepo HEXPI TRV TpiTn 2 MapTiou 2021.

4

H npakTikn ¢Uon kal o TUNOC ToU NPOYPARHATOC BETOUV NEPIOPIOHOUG OTOV apPIBOHO TWV CUPHETOXWV, VI
auTo o1 aItnoeIc Ba yivovTal OeKTEC PE OEIpA NPOTEPAIOTNTAC.

ra NEPIOCOTEPEC NANPOPOPIES I BIEUKPIVIOEIC NApAKAA® ENIKOIVWVAOTE PE TNV ka. Zwn Migpidou,
Aeiroupyo KEBE, ota TnA. 22889746/ 22889840, email: z.pieridou@ccci.org.cy.

Mg ekTipnon,
XpioToc TavTeAég
AvwTepog Aeiroupyog KEBE

TPOMNOI NAHPQMHZ
1. Mg Emitayn oto ovopa Tou KEBE
2. Kata®son oToug nio KaT®w AoyapiacHouc:

TPAMEZA KYNPOY EAAHNIKH TPAMEZA

AP. AOrAPIAZMOY: 0194-12-006537 AP. AOFAPIAZMOY: 121-01-013924-01

IBAN NO.: CY 16 0020 0194 000 000 12 0065 3700 IBAN NO.: CY25005001210001210101392401
BIC: BCYPCY2N BIC: HEBACY2N

3. Méow TnG Ynnpeoiag JCC SMART nat®mvTag oTov oUvdeopo: https://www.jccsmart.com/e-bill/32522039

TO NPOYPOUPO EynpiBagRe anG vy AvAA O emMXeIpiocc noa =g ApNA AVANTUENS
TUUPETEXOUY BE ZEVOSOTOUREVODS TOWS, OF DITGINI IROVOITOIOUW ﬁ' AVO D GBNIVOU

FO KOITHNOm TNE AVAAL, B0 TUXOUY TNG OXOTINAGS GTXONnynans DUV LSO

Kunpouw

* AkoAouOei To AvaAuTikO MpOoypappa Tou CEHIVapiou.
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Tuesday 09/03/2021
Value Chain Analysis and Profitability

08.45-09.45 (1.00) Introduction
Financial Crises: Types and Impacts
e  The 2000 dot.com crisis in Cyprus

e The 2008 global financial crisis
e  The 2013 bail-in crisis
e  The 2020 COVID-19 crisis
e  Typical impacts on SMEs.
e Duration, timing and warning signs
09.45-11.00 (1.25) Risk Management
e Understanding risk management, including systemic risk, competitor risk, technological risk,
customer risk, “acts of god” (fire, flooding, disease, war), and black swan events
e Modelling risks, chances of occurring and impacts
e  Risk mitigation methods (introduction)
e  Crisis management introduction
11.00-11.15  (0.25) COFFEE BREAK
11.15-13.00 (1.75) Modelling and Analysing Strategic Corporate Operations
e  Value stream mapping: from raw materials to final consumption
e  Porter Value Chain Model
e  Porter Competitive Advantage Model
e  Porter Five Forces Model
e Integrating strategic analysis with risk assessment
e Integrating strategic analysis with corporate profit/loss
e Understanding key indicators in modelling: speed, processing steps, defects,
quality, time to payment, discounts/rebates, etc.
13.00-14.00  (1.00) LUNCH BREAK
14.00-15.00 (1.00) Basic Corporate Finance
e Understanding the P/L statement
e Understanding the cash flow statement
e Understanding the balance sheet statement
e  Methods for measuring sales & gross profitability per customer
o Developing the profit centre approach
e Examples / case studies of profit centres
15.00-15.45 (0.75) Measuring the Cost of Sales
e  Modelling workflow in a company: what steps create costs?
e  (Calculating average break-even per order; per delivery
15.45-16.00  (0.25) COFFEE BREAK
16.00-17.15 (1.25) Measuring the Cost of Sales
o Differentiating statutory P/L statement
e Allocating overheads by work share, SKU orders, other metrics
e  Methods for measuring net profitability per customer

Case Study: Measuring Net Customer Profitability in a Cypriot Distribution or Manufacturing Disguised Example
(selected according to area of relevance to the participants). Three Methodologies will be shown during the training
session

Asw. I'piBa Aiyevi) 38 & AsAnyiopyn 3, 1066, T.0 21455, 1509 Asukwoia, KUnpog
T: +357 22889800 F: +357 22668630 E: chamber@ccci.org.cy W: www.ccci.org.cy


mailto:chamber@ccci.org.cy
http://www.ccci.org.cy/

\. Kt L

- S ,f KYTIPIAKO
@?) EMAOPIKO KAS ATAAIKTYAKO EMIMOP®QTIKO >EMINAPIO KEBE

{ BIOMHXANIKO
¢ ETNIMEAHTHPIO

Wednesday 10/03/2021

Turn-Around Management and Financial Crisis Management

08.45-11.00 (2.25) Turn-Around Management Diagnosis
Defining the current status of profitability and business
Outlining options for change — defining a turn around management plan
Sales and pricing scenarios and sensitivities
Changing operations and business processes
Developing management consensus
e Gaining external sources of finance: loans, grants, equity, etc.
The fundamental strategies to be discussed during all modules in this day are to cut costs versus increase sales. Both
fundamental options are looked at in depth and inform the subsequent modules. Each option is designed to be modelled
in the financial analysis completed in the previous day’s module.

Case Study: Quantifying the Turn-Around Management Process in a Cypriot Distribution or Manufacturing Disguised
Example (selected according to area of relevance to the participants)

11.00-11.15  (0.25) COFFEE BREAK

11.15-13.00 (1.75) Customer Segmentation and Pathways to Change

Cutting Costs and/or Raising Sales

Non-financial segmentation (potential vs. attractiveness)

Financial segmentation (Pareto, A-B-C, x-y-z)

Purchase characteristics and profiling

Contract — order variability and sensitivities

Relating sales and order profitability to turn around management — key indicators and means
of optimising profits

Case Study and Methodologies.: Segmentation and Customer Change Strategies from Cypriot Distribution or
Manufacturing Disguised Examples.

13.00-14.00 (1.00) LUNCH BREAK
14.00-16.00 (2.00) Optimising Production and Industrial Operations*
e  Producing to Order
e Lean and “Semi-Lean” manufacturing principles
e New methods of shared cost manufacturing
e  Optimising profitability in manufacturing — relation with the turn-around management plan
and key indicators.

Optimising Distribution and Logistics Operations*

e Physical Structure of Inventory Management

Shelf Space, Positioning, Flow

Stock Picking / Merchandising Planning

Delivery Effectiveness; Schedules and Route Planning

Relating distribution and logistics to the turn-around management plan and means of
optimising profitability.

Case Study and Methodologies: Optimising Profitability in Manufacturing

Case Study and Methodologies.: Optimising Profitability in Distribution

16.00-16.15  (0.25) COFFEFE BREAK
16.15-17.15  (1.00) Turn Around Management Planning: Summary of Measures
Making Decisions: Cutting Costs and/or Raising Sales
The 100-day Turn-Around Plan
Crisis Management Teams and the Role of the Chief Executive
Authorising Expenditure / Cutting Fixed and Variable Costs
Improving Sales / Improving Cash Flow
Managing and Mitigating Risk: Summary

Discussion & Conclusion
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