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Ashbury Confectionery 
Alchemy Par ners, one of Britain’s foremost venture capital companies, found itself in a heated battle with 
three other potential venture capital investors over Ashbury Confectionery  a small niche manufacturer with 
blue chip clients.  Gaining a one week “exclusive’, it called in Rembrandt Consulting, the UK arm of the Renoir
Group, to carry out an operational due diligence assessment.  As a result, Alchemy was able to struc ure a 
deal favoured by the MBO team and succeeded in the investmen .  Key to the deal was an agreed 
involvement by Rembrandt to look at the business with a view to quickly ramp up its potential.  Rembrandt’s 
involvement at this stage not only helped Alchemy win the deal, but through an implemented change 
programme following the investmen , the Ashbury  Rembrandt team delivered an immediate annualised 
savings of £600,000, rising to £900,000 and an increase in throughput of up to 25%.   

OVERVIEW 
Ashbury Confectionery is a 
manufacturer of own label and 
branded chocolates, producing 
chocolates for Woolworth’s, Marks 
and Spencer, Tesco and 
Sainsbury.  
 
THE ASSESSMENT  
An initial assessment looked at 
the overall business.  The study 
that the process of producing 
chocolate was fairly simple, but 
there were many complexities 
resulting from up to 15 different 
varieties in each pack and double 
handling of the unwrapped 
product for multiple customers.  
Equally, the changeover process 
was fairly simple, but time 
consuming.  There were also 
issues around product run length 
versus stock holding and shelf life. 
 
Finally, there were questions 
about the forecasting and 
production planning process. 
 
FOCUS PROCESS™ & 
IMPLEMENTATION 
There are two critical aspects to 
the success of any change 
initiative: getting the technical 
aspects right and the complete 
involvement of all the main 
players.  The most effective 
balance is achieved through our 
Focus Process™ and our clients 
tell us that it is this approach that 
sets us apart. 
 

 
 

 

It was agreed that the main focus 
was to improve operational  
 
performance, reduce indirect 
costs and to introduce a branded  
candy bar line, with associated 
higher margins, to supplement the 
existing product range. 
 
Specifically, the Ashbury-
Rembrandt team: 
• Improved systems, processes, 
communication and accuracy of 
sales forecasting data 
•Developed new processes for 
handling multiple customer 
wrapping complexities 
•Used ‘SMED’ concepts to 
improve changeover strategy and 
effectiveness 
•Developed a new forecasting and 
planning model to handle the 
complexity of different varieties 
and optimum run lengths. 
•Reduced costs by £900,000 

 

Annualised Savings
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”As providers of 
venture capital, our 
investments have a 
degree of risk.  The 
Renoir Group’s 
involvement in an 
investment made by
us has helped 
reduce its risk 
profile.”  Martin 
Bolland, Partner, 
Alchemy Partners 
Key Results 
£900,000 in cost 

reduction 
25% throughput 

improvement 
New forecasting & 

planning model 
Significant 

behaviour change  
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