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“Namaste Management blends seasoned practitioner leadership (20+ years average) with flexible, playbook-
enabled delivery - accelerating transformation with minimal disruption and maximum staying power.”

“You’ve done tremendous work for us. We very much enjoyed working with you – you were a key part of the team 
that helped put this business together and we have much to be grateful for.”



1. Sample Clients: “Deep Expertise, Delivered Differently.”

1 Sample Clients 3

We have broad experience across all industry sectors and the public sector

Travel & Leisure Energy & ResourcesBusiness Services

Healthcare

Consumer & 
RetailPrivate Equity Financial Services

Public SectorMedia & Telco TechnologyTransport & 
Logistics

Industrials &
 Engineering



2 Our Team 4

Our global team is designed to meet the on-demand needs of our clients’ requirements at optimum price point…

SCALABILITY GEOGRAPHYMETHODOLOGY BENEFITSFOCUS

Bench staff Global resourcesConsultant focused use BrandGeneral range of 
services

Complex 
programme delivery

None
Local resources 

globally 
disconnected

Ad-hoc process Individual skillsIndividual skills

Transferable 
methodology for 

internal use

Efficient, integrated 
delivery

Flexible on-demand 
experts

Local resources 
globally connected

Large strategy & 
consulting firms

Independent contractors 
& staffing agencies

Backed by an ecosystem of strategic partners to add instant additional scalability and capabilities wherever required…

2. Our Team, compared to alternative options



2.1. The RoI of working with Namaste Management (NM)
Average return-on-investment statistics based on Namaste Management project data:

Experience impact Resource investmentBenefit realisation

24 years
Average experience of NM consultants

48 hours
Ramp-up time for most NM teams to start 
onsite

1 day
Notice required to onboard NM resources 
(up or down)

40
Average size of client team directly 
receiving knowledge and experience from 
NM to deliver future integrations internally     

127%
Benefits / synergies delivered against plan

25%
Faster achievement of benefits / synergies

60%
Repeat client projects for NM, our ultimate 
KPI for client satisfaction

154
Average number of risks and issues identified, 
tracked and mitigated in each engagement

0.2%
Average NM cost set against deal value

0.5%
Average NM cost as percentage of 
benefits achieved  

5%    
Relative cost of NM external support - 
operational resources to deliver the 
objectives versus total resource cost

50%
Estimates saving in internal and external 
resource costs through faster programme 

mobilisation & execution
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3. Our Services At a Glance

3 Our Services 6

We work with our clients to build their in-house capabilities, using our dedicated proprietary IP (approaches and methodologies) for all our 
Services, all whilst delivering the specific objectives of client requirements

We help clients solve complex challenges by providing targeted support across the full lifecycle of business change. Our 8 core services flex to fit your needs, 
whether you’re driving transformation, leading post-merger integration, recovering a high-risk programme, or simply looking for clarity.



3.1. Service Example: Target Operating Model

• What is the size and shape of the market? Who competes?
• What kind of organisation do we aspire to be in this market (3-5+ years)?
• What products & services do we wish to offer? How are they different from today?
• How do we become a leader in our chosen markets? What vendors do we need?

Delivery & Change
Implement and embed the 

changes

Target Operating Model
Developing the organisational, 
process and people capability

Product & Service Development
Translating the TOM into a 
prioritized set of initiatives

Business Model
Defining and delivering the value 

proposition

• How will we compete, grow and differentiate?
• What markets, customers, value proposition, products/services, channels, partners, 

revenue sources will we target?
• How will data enable us to outperform others in the market?

Strategic Objectives
Ambitions, opportunities, 

threats

• How will we organise for growth?
• What capabilities and strategic partnerships will we need in the future?
• How will we drive maximum benefits out of our heritage/legacy teams?
• How should we organise to most effectively deliver our core processes?

• Do we understand the priorities and dependencies in our portfolio?
• Do we have the right balance in our portfolio, including a focus on innovation, growth 

and cost optimization?
• Is our strategy deliverable with our capability/capacity for change? What external 

support do we need?

7

TOM - LINKING STRATEGY TO DELIVERY IN A CLEARLY ARTICULATED DESIGN 

We define “operating model” as the way an organisation operates in terms of people, processes, systems and property/facilities:
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3.2. Service Example: Value Creation Planning & Execution

3 Our Services 8

The aims of the PMO should be to ensure that:

• Projects are continuously prioritised according to expected benefits/synergies and cost to realise, but also 
complexity, risk, and available capabilities to deliver high-performance optimised return on project investments

• Projects are set up for success from the start and have clear ownership, accountability, capability & capacity
• Quantifiable benefits are delivered through well planned and high-performance project execution to ensure 

that benefits/synergies and other key deliverables are linked to KPI’s and operational milestones; as well as 
Integrated into the organisation’s financial and performance measurement processes

• Projects are consolidated into an overall master plan that facilitates synchronisation across 
workstreams/projects in terms of impact, delivery timing and resourcing; with clear, concise Exec reports

• Governance at all levels is appropriate for the complexity being managed at each level, as well as integrated 
within existing line management governance and wider change initiatives. 

• All PMO/IMO processes and services remove, rather than add duplication; and drive efficiencies in delivery. 

Business
Case
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Change the 
Rules

Change 
portfolio and 

increasing 
performanceIncrease 

revenue and/or 
margin

cross sell
Re-engineer

business processes
Release duplicate /  
unnecessary assets

Reduce third
Party expenditures

Rationalise suppliersConsolidate
overlapping 
operations

One-off  costs
+

Minimise Distraction 
Disruption Costs 

+
Cultural impact

Delivery 
Costs

Organisational 
Efficiency

Procurement Rationalise 
Operations

Business 
Processes

Transfer 
Capabilities

Revenue 
Growth

Business 
Strategies

Market 
Transformation

TYPICAL VALUE MODEL

Any transformation programme, spearheaded by a high-performing PMO or IMO, should be primarily focused on the identification and delivery of value, and to 
ensure the future business is able to deliver its intended objectives:



3.3. Service Example: M&A DMO & Operational Due Diligence

• Transaction Program Support

• DD Partner Coordination

• Client Project Liaison

• Data Room Management

Diligence 
Management 

Office

Financial Analysis
(Financial DD)

Legal & Compliance Review
(Legal DD)

Operational Assessment
(Operational DD)

Technology & IP Evaluation 
(Operational DD)

Human Capital Review
(Operational DD)

Strategic Fit Validation
(Commercial & Operational 

DD)

In addition to world-class Operational 
Due Diligence, Namaste Management 
can act as your Diligence Management 
Office, coordinating with your other 
diligence partners on Financial, Legal 
and Commercial workstreams, to 
streamline data requests and access 
to the target data room, provide 
holistic updates to your Deal Team and 
other governance groups, coordinate 
timelines and deliverables, and de-
duplicate and sense-check “red flag” 
issues that are raised.

We will leverage the real-world practical experience of integrations, carve-outs and process transformation to ensure the Operational Due 
Diligence is planned and executed with the ultimate deal thesis aims of your transaction at the centre of the programme of wo rk. 
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3.4. Service Example: M&A Planning & Execution
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Key Aspects of Our Integration Approach is to:

• Work alongside acquirer and target team members to ensure that integration 
planning wins hearts and minds across both businesses 
from day one; 

• Facilitate an aligned view of vision and business strategy, with clarity of 
integration objectives, for which a programme of work can be defined to 
deliver, with a clear set of priorities for the roadmap ahead;

• Monitor that the businesses continue to deliver, and that the
integration does not negatively impact business as usual (‘BAU’);
provide integration expertise to support, drive and guide integration planning 
at all levels;

• Understand the acquirer and target corporate cultures, providing an outline of 
desired corporate culture and assist the definition of a change management 
strategy to retain and/or amend key aspects of culture;

• Define and run a governance model for the integration programme (aligned to 
current corporate governance) that allows speedy decision making regarding 
operating model, footprint, priorities, quick wins, synergies, resourcing and 
integration project planning & execution;

Methodology & Toolset

• The Namaste Management Integration Integration Playbook, Process and 
Toolset, comprising 43 ready to deploy pre-filled assets, is available to Clients

• This methodology can be streamlined and tailored for any integration 
scenario and preferences, leveraging and combining with any available, 
internal tools from our Clients.

• This can be further refined and customised to become an integration 
playbook for serial acquirers. It can also be linked to our upstream 
Operational Due Diligence Playbook.

Namaste Management can rapidly assimilate your available in-house preferences and toolsets where available; and combine with our proprietary integration 
methodology, battle tested on hundreds of integration projects. This can be used on a live deal; at the same time, you can be  left with an enhanced set of internal 
capabilities and a comprehensive playbook for future acquisitions.



3.5. Service Example: Enterprise Portfolio Management
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Investing in projects and change can often be done in isolation, in individual business units and functions. Whilst autonomy and empowerment is powerful, it is 
always useful and valuable to build an enterprise-wide approach to overseeing and prioritising resources across the entire portfolio of projects in play or tbd.

Methodology & Toolset

• The Namaste Management Enterprise Portfolio Management 
Playbook, Process and Toolset is available to Clients on 
demand

• This methodology can be streamlined and tailored for any 
integration scenario and preferences, leveraging and combining 
with any available, internal tools from our Clients.



3.6. Service Example: AI-Enabled Performance Improvement Diagnostics

3 Our Services 12

Namaste Management provides AI-enabled strategic diagnostics software & services. Aspire ID8 provides a revolutionary business diagnostic solution that solves 
business problems collaboratively, delivering an automated prioritised roadmap for change and measuring the effectiveness of your change activities over time to 
drive continuous performance improvement.

Generate Insights

• ID8 enables small and/or large 
groups of stakeholders to participate 
and share their perspectives on 
areas of weakness and thoughts on 
what needs to change. ID8 allows 
aggregation of quantitative data and 
qualitative / narrative information to 
be analysed to generate practical 
insights on any given topic.

Accelerate Decision-Making

• ID8 automatically aggregates 
multiple stakeholders' responses 
taking account of risk, impact and 
priority to help leadership to 
consider teams and external 
stakeholders' perspectives on 
challenges. An automated priority 
planning report helps leadership to 
focus on the group consensus on 
top priorities and define a plan of 
action.

Solve Problems

• ID8 enables stakeholders to share 
simple or detailed feedback on the 
current state problems and provide 
their suggestions on what needs to 
be improved and how this can be 
achieved. This enables quick, deep 
and rich gathering of change 
suggestions to enable faster 
decision making and empowers the 
team to participate and help.

Take Action

• ID8 by providing an automated 
Priority Planning report and Current 
State (AS IS) and Future State (TO 
BE) reports enables the leadership 
team to quickly agree on a 
suggested roadmap for change. 
Allowing the project structure to be 
created rapidly and the key tasks 
and activities to be considered and 
shaped accordingly.

Assess Change Effectiveness

• ID8 provides a unique time-phased 
analytical reporting capability to take 
the pulse of the business at a given 
time and re-run at a later time to 
determine whether change activities 
have been effective. This enables 
ID8 to provide a platform to drive 
continuous performance 
improvement across the breadth of 
the organisation.

Benchmarking

• ID8 provides analytics that enable 
comparisons between organisations 
to be made across groups of 
companies and between companies 
as appropriate. This enables 
leadership teams to understand the 
leaders and laggards in their 
portfolio and take the appropriate 
action to close the gaps identified.



3.7. Service Example: Business Transformation ‘doesn’t just happen’
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Delivering transformation benefits will be first and foremost about people. Technology is an enabler (30%) but the benefits will only be fully realised if behaviours 
change (70%). Transformation efforts start and stop with strong leadership, commitment, and “keeping a determined eye on the prize.” Ones that ignore the people 
element are destined to fail.

1. Increase Urgency
2. Build Guiding Teams
3. Get the Right Vision

Create a Climate 
for Change

Engage and Enable 
the Organisation

4. Communicate for Buy In
5. Enable Immediate Actions
6. Create Short-Term Wins

Implement and
Sustain

Transformation

7. Don’t Let Up
8. Make It Stick

 Obtain powerful testimonies from 
important stakeholders.

 Collect data about the 
organisation’s errors, failures and 
missed opportunities.

 Provide data that prioritises 
transformation activities and 
points to specific areas that need 
to change.

 Identify key enablers for the 
change.

 Gather explicit statements about 
desirability.

 Managers express the vision in 
their own words and articulate 
what it means for their unit or 
group.

 Resources are being freed up.

 Key influencers are using results of 
short-term wins to demonstrate 
feasibility of vision.

 Related processes / systems /  
infrastructures are being changed 
to fit with the vision.

 Progress is monitored and 
measured by guiding teams

 Change leaders are sought for 
advice and input.

 Old habits, values and traditions 
are used to describe how things 
have changed.

 High impact change capability 
embedded within the organisation, 
ready for next time

Methodology & Toolset

• The Namaste Management Transformation 
Playbook, Process and Toolset is available 
to Clients on demand

• This methodology can be streamlined and 
tailored for any integration scenario and 
preferences, leveraging and combining with 
any available, internal tools from our Clients.



3.8. Service Example: Programme Assurance (Health Check) Framework
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Ensure regulatory compliance is 
adhered to

 Identify key value 

execution risks

 Enhance confidence in delivery 

& planning

 Opportunity to resolve 

capacity/capability gaps

 Prioritise any remedial actions 

and/or support required

 Improve eventual 
business outcomes

 Improve team morale

 Independent challenge to check 

that scope, timescales, costs and 

benefits are realistic

• Vision and strategic alignment

• Business case and assumptions

• Deal & integration strategy (for M&A 

scenarios)

• Programme & workstream scoping

• Delivery complexity & approach

• Delivery status 

• Readiness for delivery

• Organisation and governance structures 

(e.g. SteerCo, PMO, Workstream levels)

• Workstream and project definition

• Key project roles & responsibilities

• Mandate & delegation of authority 

• Alignment of project & functional 

governance

• Incentives

• Skills, capabilities and capacity

• Resource and performance management

• Training

• Procurement and supplier management

• Plans for future capabilities

• Business readiness

• Planning for future processes, skills 

and structural change

• Change management challenges

• Key dependencies

• Customer issues

• Technical challenges

• Appropriate solution(s)

ROADMAPS

• Benefits realisation management 

(synergy validation and delivery)

• Budgeting and funding to deliver 

programme objectives

• Accounting and financial control 

mechanisms (e.g. capex; including 

synergies into BAU budgets)

• Cost and synergy sensitivities

FINANCE

• Alignment to PMO/IMO Processes

• Planning, reporting, risk/issue & action 

management 

• Project methodology

• Stakeholder and communications

• Quality management, configuration and 

document management

• Project assurance; lessons learned

PROJECT APPROACH

The health check aims to ensure the change programme overall and each workstream is 

meeting key success criteria to deliver intended outcomes through successive phases

OBJECTIVES & SCOPE GOVERNANCE SKILLS & CAPABILITIES KEY OBJECTIVES

We have a dedicated toolset to allow our expert practitioners to work with Clients to provide a rapid assessment of an existing project, 
to ensure it is set up for success, and can deliver its anticipated value and benefits:



4. Our Standard Rate Card
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Our standard rate card is shown below (actual rates billed subject to client loyalty programme & negotiation)

UK / EUROPE

Grade
Minimum Years 

Experience

Rate Card 
Day Rate*

Partner 25 £2500

Senior Director 20 £2100

Director 15 £1800

Senior Manager 10 £1500

Manager 5 £1200

IP & Playbooks** - £ Price on Demand

*Rates are billed on a Time & Materials basis, to leverage the benefit of our highly flexible, on-demand resourcing model.

** Actual pricing for the inclusion and use of proprietary and market-leading IP, Playbooks, Process, Toolsets and Assets varies by region.

Please note that our standard payment terms are 10 days from date of invoice.

NORTH AMERICA

Rate Card 

Day Rate*

£3000

£2600

£2300

£2000

£1700

£**

APAC / LATAM

Rate Card 

Day Rate*

£2200

£1800

£1500

£1200

£900

£**



Chris Charlton
Founder & Group CEO

+44 (0)7710 326510
+44 (0)203 603 3688
chris.charlton@namaste.co.uk

71 Queen Victoria Street
London EC4V 4BE
United Kingdom

We look forward to working with you
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