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My Reflective Of Explain, Demonstrate, Imitate and Practice (EDIP)

The date was 1st December 1997.  The location is the British Army Training Regiment, Bassingbourn, UK.

I’m 16 years old, 5.5ft and weigh less than the two enormous military bags I’m labouring around with. Although I didn’t know it at the time, I’m about to be introduced to the Military’s teaching methodology they simply call EDIP; explain, demonstrate, imitate and practice. So powerful was this acronym, it went on to shape my career and approach to business for the next 25 years.

In 1997, mobile phones along with the Internet were in their infancy. Information on what to expect when joining the Army was limited.  All I knew was that the person standing in line next to me was eight years my senior and was looking far more worried than I was. A few weeks earlier I had been in school but now I was standing inside of  a British Army camp, I felt weak at the knees wondering what I was getting myself into.  Was I cut out for military service? Could I learn how to fire weapon systems? What if I fail? The shame would be too much to handle if I was sent home, home was a broken place that honestly no longer existed, so I promised myself there and then that failure was not an option. Turns out the military became my home for the next 17 years.

Over the next few months, I was drilled in every subject the military threw at me and every class utilized the EDIP approach in training. The army had long ago recognized that no matter anyone’s educational or cultural background this teaching approach worked and worked quickly and effectively. We were taught the basics of how to make a bed with hospital corners through how to bayonet-charge an enemy and every lesson was taught using the same teaching methodology; EDIP. 

Over the many years since leaving the army, I often wondered why this particular training methodology was so appealing and effective. The magic, I realized, was in its simplicity and logical approach. If I didn’t fully grasp the explanation I knew I’d pick it up visually during the demonstration. Then I could imitate and finally practise on my own what I’d heard and seen during the lesson.  No asking embarrassing questions, no trying to figure out the answer if asked. No highlighting that I was just a 16 year old boy struggling to learn in an adult’s world.  Older platoon Corporals and Sergeants relished what they would call “dumb questions”, this was not an educational learning environment, if they deemed it to be a “dumb question” it would result in you carrying out some form of strenuous punishment or as they would say with a side smile “character building exercise”. I was determined to never ask such a question and EDIP saved me 99% of the time, allowing me to grasp and show off my own ability to learn the objectives and demonstrate the outcomes. 

Over the next few years, I had become sufficiently proficient enough in the military to become a military instructor myself. I taught a variety of courses to include Chemical, Biological, Radiological and Nuclear (CBRN) lessons as well as special forces pistol courses. Naturally, I utilized the principles of EDIP in all my lessons, recognizing the brilliance in its ability to provide maximum instruction while ensuring the outcomes necessary to create professional soldiers. 
I had become an EDIP believer. Taught and trained by the British Army utilizing hundreds of years of proven training approaches. Although I was an EDIP ambassador I still couldn’t understand how and why exactly did it work so well, on so many people with varied educational backgrounds? I would only find out the answer to this perplexing question many years later once I had left the Army and attended a United Nations (UN) Trainer Development Course (TDC). It is during the TDC that I was introduced to another four-letter acronym; VARK (Visual, Aural, Read/Write and Kinesthetic). The VARK model of learning and development is a framework designed to help individuals understand their preferred learning styles. (Fleming, 2012).

Learning VARK opened my eyes to understanding how and why people learn. In the Army we were taught how to apply the principles of EDIP only, but not why it worked.

It hadn’t occurred to me there might be a number of reasons contributing to why people learn things at different rates. Now that I understand how VARK’s principles apply differently to different people, it has along with the EDIP principles, vastly improved my ability towards the training techniques I choose when addressing students in both the classroom and individual settings.

The idea that some people were better visual learners, others more adept auditorily, while still others prefer reading material and finally those with kinesthetic learning abilities suddenly opened my eyes to a whole new approach towards training, the delivery of lessons and the expected outcomes. Had the army taught the principles of VARK alongside EDIP, they might have produced more teachers than soldiers, something back in the day they may not have been so focused on doing.

I served just shy of 17 years in the military. During that service period I was fortunate enough to travel the world performing military exercises in a variety of European, North American and Middle East theatres of operations. In numerous countries where English was not the primary language, I again leaned on the principles of EDIP as my primary method of teaching. In other countries we would utilize interpreters who would demonstrate once again the effectiveness of EDIP in quickly learning and in-turn delivery the outcomes to foreign coalition soldiers. The types of lessons taught and learnt using EDIP were life-preserving lessons where outcomes had to be a success. Lessons such as front line medical or tactical skills, weapon systems management, anti-personnel mines and improvised explosive devices (IEDs). The types of lessons where life depended upon a high-level of learning and retention.

The Army’s use of EDIP in soldier training is based primarily on time saving learning techniques. In the theatre of war or hostile environments, time is often a critical factor. Homework is not a luxury soldiers can afford. Therefore, lesson objectives and outcomes become fundamental towards the preservation of life once again supporting the brilliance of EDIP where maximum retention is imperative.

In 2013, I had decided to leave the Army. With leave and time served I was finally out 12 months later. With only a vague idea of what I wanted to accomplish next, I carried out a Strengths, Weaknesses, Opportunities, Threats (SWOT) analysis on myself. What became immediately clear was that I had two key areas of strength, my operational experience and training qualifications.

Having wanted to travel to Africa, I soon found myself hired by a security company in East Africa. I was offered a training role, something I knew I would excel at having plenty of worldwide training experience. Within a short period of time and having introduced the principals of EDIP into the delivery of the training, the company quickly began to attract new clients eager to experience a higher calibre of trained security personnel.

Pleased with the results and revenue increase, the company owners invested more into training. A new training facility was created replacing the out-dated ‘under a tree’ approach and new training equipment such as overhead projectors were purchased. New courses were developed and within a year the company training facility soon became internationally accredited. 

Upon reflection, I had only ever envisioned my post military career as either one in operations or training or a combination of both.  The idea of corporate life or investments management was certainly not on the charts. I was however, about to find out how my life would change and expand, once again thanks to my understanding and use of the EDIP methodology. 

After the training centre success, I was offered a new role within the same company.  The role of Head of Operations for East Africa was on offer.  The JD offered familiar challenges I knew I could manage easily, but there were also new challenges in areas I had no experience in whatsoever. Turns out a good thirty percent of these new challenges were in departments like accounting, business tenders & sales presentations. I created a plan of action. I knew someone in accounts who could teach me the basics but learning how to present and sell multi-million dollar contract deals was a whole new kettle of fish causing me no end of anxiety initially. However, I accepted the opportunity with confidence despite my shortcomings and was determined to succeed equally well. This would obviously require a clever plan of action.

I spent the next couple of weekends on Google learning how to perform various sales techniques and pitching to customers. It wasn’t long before I realized I could link the sales process to the first two stages of EDIP and imitating and practising the second stages shortly thereafter.  Later I learned also how to link imitating and practising into the continuous business cycle. Before long I was winning my sales pitches and signing up new contracts. Part of the key to winning sales was my new found ability to link the product to the customer’s needs while demonstrating how the product would improve their business. I had learned to utilize EDIP in my sales pitches, I became far more comfortable in an otherwise new area that wasn’t a part of my core strengths. Before long, sales were pouring in and I felt confident with my new skillsets in providing outstanding results. In fact, utilizing EDIP in my sales approach worked out so well that the company sales performance year to date was the best they had enjoyed in their last five-year period.  

The knock on effect of a 100% sales bidding success rate, combined with an increased brand visibility elevated the company from a tier 2 level security provider into a tier 1 status within the industry. Once again, EDIP came to my rescue and proved itself this time in the world of business.
The kind of success I was enjoying was beginning to attract attention within the business community. During one particular sales presentation, a client came up to me afterwards explaining their predicament and what steps I could suggest that might resolve their problem. They seemed so impressed with the potential security solutions I’d offered them, that in turn they offered me the role of Director of Security for their entire investment group, an offer that I accepted. The role encompassed my military skill-sets as well as my newly acquired business skillsets. Before long, however, I was to discover what the real corporate world of business and company start-ups was all about and how far I would progress in this new environment.

Prior to the end of my probation period, I was called into the Group CEO’s (Chief Executive Officer) office to discuss my performance.  I had created $1.6 million dollars in new business in less than eighty days.  This amount of new revenue has never been experienced by the company in the past, at any time. My reward for this outstanding performance was an offer by the CEO not only to create a new subsidiary of the company, but also to manage it as the Managing Director. The opportunity was too exciting to say no to despite not having any company start-up experience. Centum Investments, the company I had joined, is an investment firm.  They wanted to know how I would take a security and training subsidiary, which were both cost centres at the time, and turn them into a profitable business model. Back to my comfort zone; EDIP. I had to create a business model and then explain and demonstrate to my new board how we would make money.

Using EDIP, I provided a through explanation and even more impressive demonstration in my revenue proposal to the Board. I used the second two parts of EDIP as a set of personal standards for my employees to follow. I needed my staff members to imitate my standards towards obtaining goals and then I needed them to practise these standards over and over again until the goals were achieved and seen as our day to day business norm.

In summary, the principles of EDIP have guided me in every step of both my military and civilian careers. Successful management and in particular corporate leadership is a lifelong endeavour of learning new techniques and how those techniques apply to different people. 
As I reflect back to my first introduction of EDIP in 1997 to the present day, I see huge value in its simplistic but effective methodology, but also recognize the importance to link EDIP with other areas of learning such as VARK and more recently Kolb’s Experiential Learning Theory (ELT) cycle; the theory describes how people learn through experience. (Kolb, 1984).

VARK aligns very well with the EDIP approach and are superbly complementary when used in the classroom environment. It is during the UN TDC that I really gained exposure to a variety of differently learning styles and techniques. VARK is one that has stayed with me, probably in reflection due to how quickly I could link it to EDIP and see the advantages in combining the two into my teaching practices. 

The one drawback of EDIP isn’t necessarily the acronym itself, but that its simplicity to obtain quality training outcomes can become habit forming negating the desire for instructors to step outside their comfort zones while embarking upon new continuous learning techniques.  

It is this weakness that I feel can be best complimented by adding Kolb’s ELT into an instructor’s skillset. I had not heard of ELT prior to undergoing my MA in Professional Practice and already I’ve adopted ELT into my teaching approach. It has allowed me to examine more carefully how I am applying EDIP while enabling me to constantly review the impacts and improvements of a varied approach to training.  A good example of this was my recent deployment to Côte d'Ivoire where I had to instruct my IED lessons in French. I was able to use EDIP, but after each cycle of students and by combining EDIP and ELT I could review and carryout best practice changes as needed.

In conclusion, I’m not suggesting that EDIP is the only teaching method the British Army and the corporate world should use, not by any means. What I am advocating is that throughout my career, I can and with great confidence affirm, that without the learnings and embracement of EDIP I would not have achieved what I have so far in my career.  

EDIP coupled with my new learning techniques and approaches to business, has kept me on a path of success and I have no doubt it will continue to play a major part of my business and personal growth in the future.
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Professional Profile 
A focused and innovative Security Figure Head and Specialist Trainer, with extensive man-management experience. A decorated Military and commercial sector career spanning over 25 years of diverse conventional and nonconventional government and commercial services worldwide.

Over the years I have added extensive training qualifications and centre level auditing and awarding accreditations to my skillsets. I am a United Nations Training Development Certified Trainer as well as a qualified Risk Ready (US Accreditation), British Training Board (UK Accreditation) and a National Industrial Training Authority (Kenyan Accreditation) Train-of-Trainers. I hold a Pearson BTEC Level 4 Certificate in Education and Training, in addition to this I am an assessor for occupational competencies and assurances in the work environment. These additional skillsets allow me to offer whole career training, including recruitment, promotion, and retention courses, as well as more specialized fields such as, medical, firearm’s, technical, counterterrorism, hostile environment, close protection, and election preparedness courses. 

I have successfully trained via physical and online learning medians over 8000+ learners, across 4 different continents. 

I have a history of successful delivery of business change strategy, resulting in converting organisational intent into completed effective action even when operating in harsh nonpermissive environments. These achievements were against a background of strict budgetary constraint and a requirement to mitigate risk. 

I am a pro-active manager recognised for motivational leadership, cohesive team building and a solid results-orientated approach of maximising employee and company outputs.

Career Summary 

2017 – Present Day. Managing Director, Tribus – TSG | Centum Investment
On the 2 June 2017 I was given the privilege of creating a brand-new Centum Investment subsidiary, known as Tribus – TSG. The opportunity to create a new Centum subsidiary gave feelings of excitement and immense pressure, with many Kenyan based start-ups failing within the first 5 years. With this in mind and with the task of turning a cost centre into a profit making enterprise. As a starting point I decided to take a step back and baseline my individual strengths and weaknesses. I knew having joined the Army at 16 my corporate knowledge of accounting and business development was still at an early stage having never created a business before, however on reflection I knew that my knowledge of security, technology and training gave me a significant advantage against the market competitors. Using this advantage and my wealth of contacts, I created a mind map of how Tribus would go to market.

In 6 years, Tribus has gone from being a Centum Group annual cost of $500,000 per year to a $6,000,000+ valued company. This company shifted from being a cost centre to a profit-making enterprise in under 5 weeks, there was zero capital injection given to this new Centum start-up. The company growth has been funded within the internal companies P&L (profit and loss) balance sheet and we have no loans against us.

My role as the Managing Director (MD) is seen as the focal point of the company between the staff members (552) and the Board of Directors (10). The Managing Director role sees me having daily engagement with both internal and external stakeholders. 

My role involves me overseeing the profitable running of 4 different business verticals; Facilities Management (FM), Training Services, Manufacturing and Technical Solution Services, as well as our company CSR (Corporate, Social, Responsibility) project Ajiry. 

· Analysing, managing and reviewing the current contracts held with our clients, for services cutting across all 4 business verticals. This includes the monitoring, evaluation and where required updating of contracts. Our current contracts are valued at $3Mn (million) per annum. The strategic management of these contracts sees me ensuring we as a company are delivering against the key performance indicators (KPIs) specified in our contracts and service level agreements (SLAs).
· Staff Management and achievement of the company Battlebox 4.0 (Battlebox, the company’s Vivid Vision). The Tribus 4.0 Battlebox, is the business strategy pack that holds, the vision, impact, drivers and KPIs for the company and staff members. In my role as the MD, I have to lead staff management, which includes creating the company structure and KPIs which align with the company Battlebox. As a company we have seen an average year on year growth of 91% of profit before tax performance, for the last 3 years.

These results have been achieved through excellent staff management. Excellent staff management has not only seen business performance achieving above target results, but at the individual level. Our staff members have seen success over the last few years, with members of our team having been honoured with such accolades as; Winner Outstanding Young Security Professional Awards, Top35 Under Thirty5 Youth of Year Winner - Technology Category, Winner Top 50 Women in Cybersecurity Africa Region. To achieve this level of high performing culture, I learnt early on that you must create a culture of results/goals and then step back and allow individuals to use their preferred working styles to achieve those goals. Company monitoring has been achieved by adopting a great monitoring tools such as Business Performance Management (BPM). BPM is a tool we created internally and it allows us to monitor and support staff, without giving the feeling of micromanaging them.

· Along with Senior Tribus Managers (General Managers GMs, Heads of Accounts & Head of Human Resources HR), review existing contacts and where necessary procuring new contracts in line with allocated budgets. At the start of each financial year (fy) I set the agenda for how contract management will be and the review meeting dates. As a company we hold, business review meetings (BRMs) monthly, as well as quarterly workshops. These sessions allow us to monitor existing contracts and ensure service level agreements are being achieved. It is also during this meeting when new providers can be proposed and reviewed by the team.
· Promotion of inclusion throughout all teams within our 4 business verticals as well as our Ajiry program. As a company we have trained over 1300 United Nations personnel in the last 12 months, as such we need to ensure our company inclusion policies are aligned to our clients. If we identify any gaps then we carryout gap analysis impact and correction measures, such as additional trainings and coaching. 
· Budget Management Tribus operates in 4 year business cycles, we are currently inside of the Battlebox 4.0 cycle which ends fy26 (financial year 2026). The 4.0 Battlebox holds the overall fy26 valuation target as well as each financial year until the end of fy26. I support all 4 business vertical General Managers and our company accounts team in completing the monthly returns and budget performance trackers. Outside of the business performance I also support the accounts and operational teams in ensuring we are operating within our service level agreements. 
· Provide reports to the Tribus - TSG Board Members and Senior Management within Centum Investment, regarding service progress, suggesting areas for improvement when necessary. In collaboration with the 4 business vertical GMs and our Head of HR & Accounts, I produce the monthly business review meeting presentations, as well as the quarterly board paper presentations. These reports cover the full company dashboard performance charts, financials and balance sheets.
· Application for funding bids. Outside of the core business services lines, I have championed our CSR impacts. As a company we have created an effective philanthropy approach that has seen us impact on the lives of 584,196 of the most at-risk individuals in the region.
This impact was achieved in partnership with Mastercard Foundation, who have approved the issuing of grants worth $2Mn to Tribus since 2019. We now have 10 Ajiry Youth Empowerment (YEC) Centres across Kenya. 
· Statistical returns for grant return, ensuring audit trail. My role sees me supporting our company financial team and the Ajiry lead in collating and leading on financial information relating to the Mastercard Foundation grant. We have successfully passed all audits by both internal (Centum Group) and external (Mastercard Foundation). This has been achieved through excellent book keeping; receipts, invoices and purchase order forms, as well as stock taking of inventory related to the grant and the Ajiry Centres.
· Governance and Standards I have driven the company’s push in gaining several accreditations such as; ISO 9001:2015 Quality Management Systems, ISO 45001:2018 Occupational Health & Safety, British Standards; BS 7858:2019 & BS 10800:2020, Educational Partner status for; The British Training Board, British Qualifications & Awards, Risk Ready, Committee for Tactical Emergency Casualty Care, as well as in country standards such as Office of the Presidents Private Security Regulatory Authority, Office of the Data Protection Commissioner and the National Industrial Training Authority. These standards were not easily achieved and need constant monitoring to ensure we are operating within their standards, as such these are covered in the monthly business review meetings.

November 2016 – June 2017. Director of Security, Athena Properties | Centum Investment
As the Director of Security, I was tasked with overseeing Group Assets and sites such as critical infrastructure (Geo -Thermal, Water Treatment Plants, Power Stations), as well as mixed used mega city projects. Total asset values under my security supervision and guidance sat upwards of $700 Million dollars.

· Analysing, managing and reviewing the current contracts held with internal clients and external service providers, for security services. I was responsible for ensuring the safe protection of the $700Mn worth of Athena and Centum Group assets. I was the only security focal point employed by Athena and Centum Investment and as such 95% of security services were outsourced. The outsourcing and management of these services fell purely under my scope. 
· Staff Management from a Risk Point of View. Outside of the physical assets I was responsible for the safety and security of staff within the group, especially those operating in high-risk environments. I used global best practices of security risk matrix systems to create the company policies, procedures and where required mitigating measures such as additional trainings.
· Along with Senior Athena Project Managers, I would review existing contracts and where necessary procure new contracts in line with the allocated budget. At the conception of a new projection, we would align desired outcomes and the level of security required to achieve these outcomes. For enduring projects / existing contracts and I would ensure service level agreements are being achieved.
· Budget Management The Director of Security was responsible for ensuring all sites and projects were operating within their respective security budget lines. The monthly reports and returns ensured tracking / data capture and control measures were being followed.
· Provide reports to the Athena Managing Director and Senior Management with Centum Investment, regarding areas of project and staff security. In collaboration with the Athena Managing Director and Centum Group Human Resources Head, I would present and own the various security risks across all Athena and Centum sites. Quarterly risk reports and presentations were the key reporting apparatus of communication and accountability as well as in person presentations.
· Security by Design. From point of design through to implementation and stakeholder security briefings, all were key functions of my role as the Director of Security, these stakeholder audiences would range from Presidential level across to project teams on the ground.

August 2014 – November 2016. General Manager Securex Agencies
As the General Manager I oversaw the strategic command and control of Operations as well as the Marketing and Tender Growth strategies and their teams. Part of the strategy was to gain market advantage using our recently awarded and accredited Occupational Health and Safety ISO (International Organization for Standardization), making us the only manned guarding company in Kenya to hold this accreditation. I was one of the lead stakeholders in gaining this accreditation for the company. 

During my time at Securex, I successfully negotiated many International and Regional joint ventures and sales to market contracts. This has allowed Securex to bring in and work with global and regional leaders. I secured many large value contracts during my time with Securex including a 100% success rate record of tender sales presentations up to my leaving date.

· Staff Management and performance. I was the lead driver of contractual and staff performance through strategic level monitoring and managing delivery across Securex Operations. I directly led, managed, coached, and motivated the operational Command Management Team (CMT) ensuring company values, standards, business vision, policies, procedures, and contractual requirements were always adhered to, as well as ensuring the development and welfare of over 5800+ operational employees were catered for and progressed year on year.
· Staff Training and Development The GM was seen as the focal point for staff training and development. At the point of taking over, the company training was being conducted under a tree in an open field. From this start point I developed and built a full training centre operating and accredited at international training standards and levels. The results of these increased training standards can be directly linked to the successful prevention of creditable terrorist acts as well as an increase in customer satisfaction, service delivery and brand reputation. 
As well as reviewing and updating the company recruitment process, I introduced psychometric testing for potential recruits to enable those previously ruled out on academic grounds to be afforded employment opportunities without a degradation of service delivery standards. During this period, I oversaw the training and development of 5800+ personnel. 
· Along with Senior Securex Managers (Heads of Departments), review existing contacts and where necessary procure new contracts in line with allocated budget. At the start of each financial year, I set the agenda for how contract management will be and the review meeting dates. As a company we held, business review meetings (BRMs) as well as quarterly workshops. These sessions allowed us to monitor existing contracts and ensure service level agreements were being achieved. It is also during these meetings that new providers can be proposed and reviewed. 
· Budget Management I oversaw the operational budget ($15Mn) and ensured efficient management of contracts, forecasts and budgetary targets were being achieved, spanning across various operational departments such as Manned Guarding, Cash in Transit, Training, Control Rooms (Government and Commercial), Technical Services, Mobile Response, Compliance, Transport, Close Protection (Armed and Unarmed) as well as the company Consulting Section. 
· Provide reports to the Securex Agencies Board Members service progress, suggesting areas for improvement when necessary. These reports would be monthly returns in addition to the quarterly board meetings. This would cover all 9 departments under my charge, the reports would show clear trackers to budget vs actual results, as well as lessons learnt / identified. 
· Governance and Standards As the GM I was the champion for compliance for our company standards and policies. We operated within two ISOs as well as various national standards, achieving zero non-compliance issues within my tenure. I achieved this by setting the example and ensuring my team members followed.

November 1997 – August 2014 British Army
I enlisted as a young adult soldier at the age of 16 and I served just under 17 years. For the majority of my career, I worked within mainly specialised and training units. I had various field deployments to UK, Canada, Italy, France, Poland, Malta, Gozo, Greece, Norway (including the Arctic Circle for specialised training) and Germany, as well as multiple operationally tours in Afghanistan, Iraq, the Balkan Regions and Northern Ireland. 

· Senior Department Head of an Expeditionary/Specialist Technical Unit I was tasked with leading the deployment of technical covert and overt military Operations. Coordinating military activities in permissive, semi-permissive and non-permissive environments; including overt and covert operations.  I was especially recognised for my leadership and distinguished service whilst on Operations through the award of a Chief of Joint Operations Commendation (CJO); this award was presented to me by a member of the British Royal Family. The award was a crowning moment in my career as it took all my leadership, technology, training and communication skillsets to achieve.

As a senior department head I was tasked with overseeing the planning and delivery of building new Operational Centres in Europe, the Middle East and the Balkans. I was responsible for the procurement, management of budgets, logistics, communications planning, training and local intelligent gathering of operations.
I had the privilege of leading my department as part of the first interagency deployment focusing on tracking persons of interest between Europe and North Africa. 
As a department head, I was responsible for defining new capability requirements and for the procurement of necessary technology to match operational need. I was tasked with turning theoretical and conceptual ideas into end user products which involved dealing with both civilian and government agencies. 
As the senior department head, it was my responsibility to consider all health, well-being, safety and environmental factors for each task and ensure there was a formal risk and well-being assessment in place. 

· Senior Instructor, British Army I was the Senior Permanent Staff Instructor (SPSI) responsible for training British Army Soldiers, whilst advising the Commanding Officer on training standards and operational effectiveness in addition with dealing with all budgetary constraints. 
During my tenure, training results saw an increase from 59% to 98.2% of soldiers fully achieving their annual currency of military skills. 
As the SPSI I was responsible for; 
· Drafting and delivery of Counterterrorism and Search Training Refresher Courses. 
· Drafting and training on incident response, communication and coordination procedures with Local Government Agencies (LGAs). 
· Drafting and delivery of promotion courses for leadership roles of Sergeant (Sgt) and Warrant Officer (WO), these roles were equivalent to Liaison Officers and Senior Liaison Officers.
· Delivery of Security Vulnerability Assessment (SVA) training courses to WOs with emphasis on how to enhance measures to deter terror attacks at each location. 
· Development of a Penetration Testing regime at locations to positively confirm effectiveness of search and counter terrorism training courses. 
· Planning and instigating the formation of the Recruitment and Continuation Cell (RCC) which triggered a 400% increase in newly recruited soldiers. 

· Team Leader Combat Role As the Team Leader I was tasked with implementing an entirely new concept of embedding specialist communications staff within front line combat units. 

I instigated and championed the delivery of a new role within frontline units which was then rolled out across the rest of the British Army, this achievement was later featured in the Soldier Magazine. I delivered communications and technology training to over 300+ personnel. During this time, I was responsible for the interaction with the military and civilian media. 

I had to carry out the duties of operational management coordinating and facilitating activities throughout the battle group area of operations (overseeing the activity of 2000+ personnel). This role required decisiveness and a precise ability to manage all aspects of complex scenarios and critical incidents. I commanded the joint Afghanistan / United Kingdom (UK) Targeting and Surveillance Cell which operated in some of the most hostile locations within Afghanistan.


Education and Qualification 

1 Level 6	Diploma Graduateship in Leadership & Management City & Guilds.
1 Level 4 	Pearsons Certificate in Education & Training (CET).
3 Level 3	OCR Key Skills Certificate at Level 3.
7 GCSE		Including English, Maths, Geography.

Professional Development & Membership 

· Senior Command Leadership & Management Qualified.
· United Nations Training Development Certified Trainer.
· Pearson Level 4 Internal Quality Assessor.
· Pearson EDI Level 3 Award in Professional Investigators (QCF).
· British Army Weapons Instructor (Including Special Operations Pistol Coach).		
· British Army Range Management Qualified. 
· Battlefield Casualty Drill Trainer.
· Risk Ready Train the Trainer (ToT) USA.
· BQA Train the Trainer (ToT) UK.
· BTB Train the Trainer (ToT) UK.
· NITA Approved Instructor Kenya.
· Ministry of Defence Instructor Qualified (including Chemical, 
Biological, Radiological and Nuclear Training).
· Pearson BTEC Level Certificate; Ronin Concepts Hostile Environment Close Protection Officer, passed with Distinction. 
· Defence Academy of the United Kingdom Project Management Tools and Techniques Qualified.
· Defence Academy of the United Kingdom Principles of Project Management Qualified.
· NVQ Level 3 Operating & Maintaining the Performance of Telecommunications Equipment.
· Defence College of Communication & Information Systems, JS Bowman Systems Manager.
· Defence College of Communication & Information Systems, Communications Systems Operator Class 1.
· Telecommunications Modern Apprenticeship.
· Chartered Management Institute Level 3 Introductory Certificate in Management.
· AARTIC Training Group Level 3 First Aid Instructor.
· American Heart Association BLS Instructor.
· National Association of Emergency Medical Technicians Instructor.
· National Association of Emergency Medical Technicians - Prehospital Trauma Life Support (PHTLS) Certified.
· National Association of Emergency Medical Technicians – First On The Scene (FOTS) Certified.
· Pearson Level 2 First Person On Scene (Intermediate) Qualified.

Member Of: 
· United Nations System Staff College As a qualified UN TDC (Instructor) I receive the latest’s in UN teachings and learnings. 
· Protective and Safety Association of Kenya Qualification network, regular emails received regarding current trends in safety and security.
· National Association of Emergency Medical Technicians Qualification and recognition network, as an instructor I am also updated with the latest’s medical trends and teachings. 
· American Heart Association Qualification and recognition network, as an instructor I am also updated with the latest’s medical trends and teachings. 
· Institute of Strategic Risk Management Qualification network, regular emails received regarding the latest security risks and trends, as well as annual gatherings. 
· Committee for Tactical Emergency Casualty Care Educational Partner, latest’s trends and teaching updates for delivering TECC courses.
· The Security Institute Qualified Member status and network.


IT Skills

· Microsoft Word, Excel, PowerPoint, Access, Outlook.

Personal Details

Honours & Awards	British Army Award; CJO for Distinguish Service & Leadership whilst on 				Operations.
			IFSEC Global Influencers Security & Fire Awardee 2020.
			IFSEC Global Influencers Security & Fire Awardee 2021.
			Outstanding Security Performance Awards Top 3 2021.
			Centum Investment Top Employee Awardee Risk & Security 2022.
Centum Investment Top Employee Awardee Risk & Security 2023.
World Bank Group Commendation for Life Saving Action 2023.
			Campaign Medals – Various.

Driving License 		Full/Clean UK & Kenya.
Health			Excellent, non-smoker.
Interests 		Studying and career advancement, Family, Drawing, Charity Work, Rugby, 			Movies.


References Are Available on Request 
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	JOB DESCRIPTION DETAILS




	Position Title
	Managing Director 

	Incumbent Name
	James Nicholl

	Division
	Private Equity

	Department / Unit
	Tribus - TSG

	Job grade
	22




	Manager’s Title
	Group Chief Operating Officer (COO)

	Manager Name
	Thomas Omondi




	Direct Report(s) 
Number and titles
	6 direct reportees 

	Financial Dimensions / Targets
	As per the agreed upon and signed off financial year targets / budget.

	Customers served
	Executive Teams in Centum Investments; Business Unit leadership in Centum Investments Subsidiaries, Corporates and Subject Matter Experts (SME’s) in various sectors of the economy 




	Required Minimum Education
	None currently, but by the year 2025 a level 7 educational certificate will be required in respective fields of the business.
Professional qualification in Security / Training.

	Required Minimum Experience
	10 years relevant post professional qualification experience.




	JOB PURPOSE 

	Manages the overall operations and performance of Tribus TSG Limited, to enable the business to take advantage of opportunities and grow the asset base of the organisation with returns to the shareholders in line with budget targets.
Each year the Managing Director will be issued with KPIs and Goals to achieve. The MD will be expected to work within and achieve the company Battlebox 4.0.
Example MD KPIs and Budget on the next page.
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	CONTEXT

	Operating Environment
	Tribus TSG Limited ('Tribus') is the solution arm of Centum Investment Company PLC ('Centum') that offers a wide variety of solutions cutting across 4 business verticals; Facilities Management (FM), Training, Technical Services and Manufacturing.

	Framework and Boundaries
	Tribus TSG focuses on East Africa, however, has the ability to operate under a client driven expansion model globally. 

	Organisation
	Tribus - TSG




	KEY RELATIONSHIPS

	Subordinates
	All staff in Tribus 

	Superior(s)
	Board of Directors of and the COO & CEO of Centum Investments plc.

	Other contacts
(i) Within the company

(ii) Outside the company
	· Companies within Centum group.


	
	· Government of Kenya (GoK) officials.
· Clients falling under the Tribus 4 business verticals of service.




	PRINCIPAL ACCOUNTABILITIES 

	1.
	Business Development and Client Management:
· Development of the company’s strategic plan by formulating and implementing plans to scale the business and maximise returns to the shareholders. This can be found on page 1 of my CV, under the heading; Staff Management and achievement of the company Battlebox 4.0 (Vivid Vision).
· Analyse macroeconomic indicators and advise on their likelihood to impact business performance and expected returns. This can be found on page 1 of my CV under the subject heading; Analysing, managing and reviewing the current contracts held with our clients, for services cutting across all 4 business verticals.
· Conduct market intelligence of relevant competitive industry forces impacting on the business and response mechanisms. This can be found on page 1 of my CV, under the heading; Analysing, managing and reviewing the current contracts held with our clients, for services cutting across all 4 business verticals.
· Conduct a product review and development in line with the changing market trends. This can be found on page 1 of my CV, under the heading; Analysing, managing and reviewing the current contracts held with our clients, for services cutting across all 4 business verticals.
· Develop strong customer relationship management systems, aimed at customer retention and maximizing on every relationship. This can be found on page 1 of my CV, under the heading; Analysing, managing and reviewing the current contracts held with our clients, for services cutting across all 4 business verticals.

	2.
	Return on Investment:
· Ensure all transactions are priced in line with expected returns to the shareholder. This can be found on page 2 of my CV, under the heading; Along with Senior Tribus Managers (General Managers GMs, Heads of Accounts & Head of Human Resources HR), review existing contacts and where necessary procuring new contracts in line with allocated budgets.
· Manage all costs related to the business to eliminate waste and obtain a return on every investment. This can be found on page 2 of my CV, under the heading; Along with Senior Tribus Managers (General Managers GMs, Heads of Accounts & Head of Human Resources HR), review existing contacts and where necessary procuring new contracts in line with allocated budgets.

	3.
	Governance and Standards
· Develop and implement processes and procedures that ensure ongoing compliance with requirements of relevant risk management systems and policies. This can be found on page 2 of my CV, under the heading; Governance and Standards

	5.
	Budgets and Reporting:
· Develop and collaborate with business partners to forecast annual and 5-year budget goals for the business. This can be found on page 1 of my CV, under the heading; Staff Management and achievement of the company Battlebox 4.0, the Battlebox is the company’s Vivid Vision.
· Advise the Board on all policy matters relating to the management and growth of the investment portfolio; performance of the portfolio; and envisaged future actions. This can be found on page 1 of my CV, under the heading; Staff Management and achievement of the company’s Battlebox.






	SIGN OFF

	Job Holder SAMPLE COPY
	Date

	Manager
	Date
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Training Needs Analysis 

Skills Gap: James Nicholl Vs Company fy25 Growth Plan
	Description
	Current Level
	Company Future Level
	Why is the company going in this direction
	Start Date
	Finish Date

	Managing Directors across the group, to have a minimum educational level of Level 7
	Level 6
	Level 7
	Tribus – TSG is owned by Centum Investment, and they wish to standardize across all group entities Level 7 as the minimum education level for Managing Director
	Oct 2023
	Dec 2024

	Improve on my French language level
	A2
	B2
	As part of the Tribus – TSG 4.0 vivid vision plan, we are expanding our operations into West Africa (French speaking regions).
	Dec 2023
	July 2024

	Gain Defensive Driving Instructor qualifications
	None
	Become a Level 3 Award In Behavioural Driver Training Instructor
	Tribus – TSG is expanding its client offerings and as part of the company strategy defence driver was seen as an open space in the market
	March 2024
	March 2024

	Increase my medical qualifications and status
	Pre-Hospital Trauma Life-support medic
American Heart Association Trainer
First Person On Scene Medic
	Emergency Medical Technician (EMT) Class 1
	This will increase the sellable offerings we can provide for our clients. EMT Class 1 will allow us to offer more in-depth medical courses, ideally suited for remote regions 
	Oct 2023
	Oct
2024



Baseline findings are drawn from and are covered more in-depth in my CV pages 9 – 16, my JD pages 18 – 23 as well as the company Battlebox 4.0. I will use and link the findings of my TNA as part of my PDP, see page 33 for more details. 
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I will use and link the findings of my MBTI as part of my PDP, see page 33 for more details. 
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Strengths, Weaknesses, Opportunities, Threats – SWOT 
James Nicholl

Strengths
Weaknesses
Opportunities
Threats
Award winning leadership
Experience
Vast sellable training qualifications
Operated on 4 Continents
Agile 
Calm under pressure / fire
Team player
Compassionate, I care about my team
Goal focused
Excellent, communication skills

Highest level of education level 6
A low level of the French language, which would not be aligned to the company expansion plans
I have zero driver training qualifications
I’m not currently an EMT, which restricts me from teaching certain medical qualifications


Global expansion as an individual and a as business leader, following the company vision.
Wider offerings of services through self-development and upskilling my qualifications in line with the company vision.
As I grow my skillsets there may well be wider market opportunities for individual growth.
Work permit removal, they are issued every 2 years
Political changes, elections are every 4 years
People with higher qualifications and training certifications become available in the market










































Baseline findings are drawn from and are covered more in-depth in my CV pages 9 – 16. I will use and link the findings of my SWOT as part of my PDP, see page 33 for more details. 
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Personal Development Plan – James Nicholl

Motivation and Required Skillsets. I am the founding member of Tribus – TSG, as such my personal development goals and that of the company are very much aligned at this point in time. 

My current personal development plan is a short term plan, aimed to be achieved in under 12 months so that my goals line up with that of the company.

The company and the shareholders have 4 key areas that Tribus must adapt to and carryout in the next 12 months;
1. All Managing Directors within the Centum Group must hold a level 7 education certificate or above, Tribus – TSG is 100% owned by Centum Investment.
2. They have directed that  Tribus – TSG is to expand into West Africa and enter into French speaking countries.
3. Tribus – TSG is to expand its medical training offerings.
4. Tribus – TSG is to expand its defensive driver training offerings.

Over the next page I have broken down how my personal development plan will align with the companies vision and goals. As a kinesthetic learner, it is to my advantage that 3 out of the 4 key areas that Tribus must adapt to and carryout in the next 12 months fall within my preferred comfort zone of learning. To assist with the company alignment and my own personal development plan, I have used the information from my CV, JD, TNA, SWOT and MBTI findings.

My CV and JD currently align well with my experience and skillsets surpassing the requirements of my current JD, however with the changing group wide requirement of all Managing Directors requiring a level 7 education certificate and above there is a clear need to upskill my level 6 educational status, this was further highlighted in my TNA and SWOT findings.

My TNA and SWOT analysis have highlighted other gaps and weaknesses that need to be closed, to ensure I am aligned to the future vision of the company, as highlighted further in Table 1 - PDP Information Table, on page 34.

My MBTI results were not surprising and somewhat reassuring. When we look back at my reflection paper, I had highlighted around setting standards and policies for others to imitate and to put into practice, so to see MBTI findings such as; ISTJs types “work to establish standard policies and procedures” and when ISTJs “see that something needs to be done, they accept the responsibility, often going beyond the call of duty”, these findings ring true on how I like to operate.

When look at the Tribus expansion into West Africa the MBTI finding of the ISTJs motto might be: “If it ain’t broke, don’t fix it” and ISTJs “are logical and analytical, readily spotting the flaws in ideas and immediately pointing out why something won’t work”. Both of these statements align very well with how we are going to deploy our operations in West Africa, it is working so we will mirror a very similar model to what is working well for us in East Africa and deploy that in West Africa.

On the ISTJs blind spots, there are no concerns that have been highlighted that I see linking to my personal or business life.

	Company Current Status
	Company Vision / Result
	Individual Current Status / Standard
	Individual Vision / Result

	This is no minimum education level for Managing Directors
	Level 7 Educational standard
	Level 6
	Level 7 MA in Professional Practice

	Fixed operational offices in Kenya 
	To have fixed offices in; Kenya, Côte d'Ivoire, UK & US
	My current immigration status allows me to operate in; Kenya, US, Côte d'Ivoire and the UK. 
Current French language level is A2
	When looking at my TNA I will need to improve my French language certificate to B2 status so that I can support the company’s vision fully.

	Basic driver situational awareness training
	To be able to deliver internationally accredited defensive driver training
	Zero defensive driver training qualifications
	To be able to deliver internationally accredited defensive driver training

	The company is able to deliver basic medical training through the American Heart Association and the British Training Board
	To be able to deliver; 

1. Stop the Bleed courses.
2. First Responder Emergency Care (FREC).
	I am an American Heart Association (AHA) certified trainer as well as a United Nations Medical Trainer
	Gain UK Registration of Emergency Medical Technician (UKREMT) Class 1 status


Table 1 - PDP Information Table
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Upskill 1 - Gain Level 7 Educational Status
When looking at my individual SWOT analysis, experience was one of my main strengths, with my current education level being seen as a weaknesses. With experience being a key strength, in the spring of 2023 I set about looking for a master’s program that would allow recognised prior learning as an advantage towards achieving my goal.

The MA in Professional Practice being offered by the University of Wales Trinity Saint David (UWTSD) seemed a perfect for my previous and ongoing work experience.

S – Specific = Gain an MA in Professional Practice from UWTSD.
M – Measurable = Pass or Fail at Level 7 status.
A – Attainable = Yes with the correct effort and focus.
R – Relevant = Alignment with company vision: Yes.
Alignment with individual vision: Yes.
T – Time = Commencement date: October 2023.
 Projected finish date: December 2024.

Review and individual evaluation date: January 2025.

Upskill 2 – Increase My French Language Level To B2 Status
The company vision is to expand into Côte d'Ivoire, which is a French speaking country. As highlighted in my SWOT analysis, my level of French is currently seen as a weakness and not aligned to the company vision. Although I have already operated in Côte d'Ivoire supporting World Bank trainings, I see this as a great opportunity to improve my level of French to a minimum of grade B2 status.

As Tribus – TSG we have contracted a French tutor to teach key training staff members, I have been selected as one of those key members, the tutor is contracted to 1 day a week with individuals then being set weekly homework assignments.

S – Specific = Being able to speak French at a B2 grading level or above.
M – Measurable = Moving from A2 to B1 and then on to B2.
A – Attainable = Yes I am at A2 now and with the correct discipline and focus I will achieve B2 status.
R – Relevant = Alignment with company vision: Yes.
Alignment with individual vision: Yes.
T – Time = Commencement date: December 2023.
 Projected finish date: December 2024.

Review and individual evaluation date: January 2025.

Upskill 3 – Become An Internationally Accredited Defensive Driving Instructor
The company vision is to expand its training offerings, due to client requests. In line with those requests, defensive driving has been chosen as one of the key market opportunities to expand into. Tribus – TSG has selected the Royal Society for the Prevention of Accidents (RoSPA) to deliver the train the trainer defensive driver instructor packages for our team members. I have been chosen as one of 6 staff members to attend the training packages.
Although when carryout the TNA it highlighted further that I have zero driving instructor qualifications, I have several individual driving qualifications ranging from motorbike through to armoured tanks / track vehicles. I have driven on 4 different continents and have over 24 years’ worth of driving experience with a clean license. 

S – Specific = Achieving a Level 3 Award In Behavioural Driver Training Instructor Status
M – Measurable = Level 3 Award driver (5 day course) on to driving instructor level 3 (5 day course).
A – Attainable = Yes with over 24 years driving experience and being a certified Level 4 UK Education and Training educator, I feel I can attain this qualification. 
R – Relevant = Alignment with company vision: Yes.
Alignment with individual vision: Yes.
T – Time = Commencement date: March 2024.
 Projected finish date: March 2024.

Review and individual evaluation date: April 2024.

Upskill 4 – Become An Emergency Medical Technician (EMT) Class 1
The company is looking to expand its medical training offerings. I am currently the lead medical trainer with various medical qualifications, however for us to move to the next level as a company I need to become an EMT Class 1. 

I currently hold the following medical qualifications; Pre-Hospital Trauma Life-support Medic, First Person on Scene (FPOS) Intermediate, AHA Instructor and over 15 years’ worth of medical lifesaving experience. My most recent lifesaving action came in October 2023, when I was able to bring a World Bank staff member back to life after he had collapsed. This collapse resulted in his airway being blocked, leading to a loss of breathing for some time. I have since been given a letter of commendation from the World Bank Group Chief of Security. 

I have now submitted all of my qualifications and medical experience to the United Kingdom Registration of Emergency Medical Technicians (UKREMT) and I await their decision if Class 1 EMT status will be granted. If for some reason it is not granted, I have already sourced dates for an upcoming EMT UK course starting August 2024. 

S – Specific = Achieving a UKREMT EMT Class 1 Status
M – Measurable = Qualifications and work experience submitted, awaiting results. If not achieved at this stage, then I will begin the UK EMT Class 1 course in August 2024.
A – Attainable = Yes as I am already a Pre-Hospital Trauma Life-support Medic, First Person on Scene (FPOS) Intermediate, AHA Instructor and over 15 years’ worth of medical lifesaving experience.
R – Relevant = Alignment with company vision: Yes.
Alignment with individual vision: Yes.
T – Time = Commencement date: October 2023.
 Projected finish date: October 2024.

Review and individual evaluation date: November 2024.
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Introversion | Sensing | Thinking | Judging

ISTJs are quiet, serious people who succeed by being thorough
and dependable. Logical, practical, and realistic, they take their
responsibilities seriously and often go beyond the call of duty. They
enjoy ordering and structuring their environment and their work.
Traditions and loyalty are important to them.

They value home, family, financial security, and health.
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Characteristics of ISTJs

ISTJs are mainly interested in the realities they perceive with their five senses.

They know what has worked in the past and base their decisions on facts and
experience.

They value security and stability.
They take a logical, analytical approach to problems.

They tend to put off play or leisure until all their responsibilities are met.

ISTJs with Others

ISTJs have a strong sense of loyalty and responsibility to their families and
relationships.

They may share their humor and their wealth of rich Sensing observations and
memories only with close friends.

They sometimes try to help others by pointing out what they are doing wrong.

They tend to express their caring through actions rather than words and assume
that others will notice.

They always follow through on their commitments to others.

ISTJs may have difficulty making sense of needs that differ widely from their
own. However, once they are convinced that something matters to a person
they care about, that need becomes a reality they must deal with, whether it
makes sense to them or not; they then will go to generous lengths to meet the
need.
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ISTJs at Work

ISTJs prefer to focus on the task rather than on the people involved.
They work to establish standard policies and procedures.
Their motto might be: “If it ain't broke, don't fix it."

ISTJs will support change only when convinced by the facts that it will bring
better results.

They are logical and analytical, readily spotting the flaws in ideas and
immediately pointing out why something won't work.

When they see that something needs to be done, they accept the responsibility,
often going beyond the call of duty.

ISTJs often choose careers in which their talent for organization and accuracy
is rewarded. Examples are accounting, civil engineering, law, production,
construction, health careers, and office work. They often move into supervisory
and management roles.

They are less likely to be happy in work that demands mastery of abstract ideas
or that requires constant and close contact with people.

Potential Blind Spots for ISTJs

If ISTJs have not developed their Sensing preference, they may not take in
enough facts and then may rush into action prematurely.

If they don't take in enough information, they run the risk of passing judgment
on others inappropriately.

They may be suspicious of imagination and intuition, and may not take them
seriously.

ISTJs may expect everyone to be as logical and analytical as they are and
become impatient when events prove otherwise.

If they have not developed their Thinking preference, they may retreat from the
world, becoming absorbed with their inner reactions or sense impressions, and
produce nothing of value in the outer world.

They can sometimes appear critical of others’ behavior.

cfn\o The Myers-Briggs ~ +1 800 624 1765 | www.themyersbriggs.com
Company © Full copyright information appears on pa
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