
Business Delta Ltd provides a due diligence service to potential 
purchases or sellers of businesses.

Until ten years ago Satel Naik worked as a senior 
IT manager with a large team in the public sector. 
Government cuts increasingly forced him to provide a 
service more cost effectively and he quickly realised 
that by using some creativity he could improve 
efficiency and absorb a significant degree of cost 
cutting without this impacting on business operations. 
When he left the public sector to set up his own 
business, he sought opportunities to work with small 
and medium sized enterprises to assist them to 
improve their efficiency.  Business Delta is one of a 
number of companies owned by Satel and was set up 
in October 2017.   

Satel’s system for measuring the real value of a 
business relies on measuring fifteen variables. These 
include, for example, consideration of assets, wages, 
footfall and cash flow, whether products are correctly 
priced, costs of serving the customer, whether costs 
of ongoing maintenance are considered, whether 
business systems are integrated and whether 
technology is up to date, whether there are strategies 
for risk management and business continuity in place 
etc. Satel says that the Business Delta due diligence 
audit provides a service equivalent to that obtained 
from a large “top 5” consultancy firm but with a lower 
price tag.

CASE STUDY

 Cha l lenge
 
Standard measures of the value of a business are 
relatively unsophisticated and it is easy to  manipulate 
company accounts to make a business appear more 
valuable than it really is. Business Delta offers clients 
an audit that assesses the real value of a business and 
highlights areas of strength and weakness.  
After the initial  due diligence audit, Business Delta 
can produce an action plan for business owners 
articulating the actions required to improve the value 
of the business. Business Delta consultants provide 
support to implement and monitor progress from 
which they can identify Key Performance Indicators 
(KPIs) to monitor results across operations, sales, 
marketing, legal, HR and finance and provide advice 
to support managers to grow and increase the value of 
their businesses.  

The main issue that Satel wanted to tackle was that 
business managers needed to monitor change and 
improvement themselves but many did not have the 
time or expertise to do this. It was only by requiring 
clients to buy additional consulting days that they 
could be supported to monitor progress in achieving 
KPIs and many could not afford to do this. 
  

Satel required an online business 
audit tracking solution. 
With an online, automatic tracking system or “business 
dashboard” to monitor the achievement of KPIs of 
his clients which allowed consultants to understand 
the progress that client businesses were making. The 
consultants could then communicate and offer advice 
and support online. This would allow the company to 
offer effective ongoing support to customers at a price 
that they could afford.  
 



the first draft is never the final draft”

 Impact
Satel now has a working “dashboard” to monitor the 
activities of businesses towards their KPIs which 
represents a new product for his company. His 
turnover has increased by 65% since the project 
was completed directly as a consequence of being 
able to use the new innovation. In the medium to 
long term, Satel believes his turnover will continue 
to increase with the new system and he will need to 
engage a team of 7 - 8 contractors or programmers 
to service the resulting work. He will also need three 
more auditors. Satel’s  processes and systems have 
been enhanced as he has sought to develop an online 
system for monitoring his client’s progress rather than 
them being required to buy additional consultancy 
support to undertake this.  

Satel found the Innovation Vouchers team to be 
“incredibly helpful”. He was aware of no other grant 
programmes he could have used and considered 
the voucher to be extremely useful in facilitating the 
development of the online dashboard at a faster rate 
than would have otherwise been the case.  In the 
future, he thought that phased grants could be very 
helpful so that additional resource could be accessed 
if initial development work was successful.
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 Innovat ion 
 Voucher 
 So lu t ion
Whilst he was an IT specialist himself, Satel realised 
that he would not have the time to develop an online 
Business Dashboard for monitoring the progress of 
his clients without some external support. He was 
too busy managing his existing business activities 
to spend several weeks developing the new system.  
After hearing about the scheme from a business 
associate,  he applied for an Innovation Voucher 
to support the costs of engaging an external IT 
consultant. After building a detailed specification he 
appointed a specialist Authorised Innovation Voucher 
company because they provided a fresh perspective 
to the project. He says that the Innovation Voucher 
paid for a first draft, which was effectively a “proof of 
concept”.  He is continuing to refine and improve this 
over time as he explained  “the first draft is never the 
final draft”.  
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