Mindreading is not a recipe for
successful Board-CEO partnership.

We recently received a call from a client concerned about a
portfolio company. The lead investor was frank:
“We can’t figure out what’s happening. The organization
has so much potential but has been underperforming since
we closed the deal last year. Can you help us?”
Ampersand met with members of the management team
and uncovered a consistent theme: “We have no idea what
the Board wants, let alone how to talk to them.” We quickly
realized that before anything could be done to address the
missed expectations, both sides needed to hit the “reset”
button on their relationship.
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offered practical advice: “A general key to alignment
is in having less-formal interactions – a casual, ad hoc
update on a specific issue, or a pre-call before the
Board meeting. We hop on the phone every two weeks
to bounce around ideas. Informal communications
help because they let us know there is nothing up the
PE firm’s sleeve – they are not hatching and plotting
something in the background they aren’t disclosing.
And we understand the bigger picture, like M&A and
potential exit.”

The research is clear: expecting each party
to read minds is not a formula for successful
Board/CEO relationships – or for making the
investment thesis a reality.
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