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CHAPTER FIVE





ANCILLA GROUP OF COMPANIES: RENEWING 


THE BUSINESS CULTURE�








	It is obviously difficult to compare Ancilla with other consultancy and training firms.  But the story of Ancilla breaks away from the usual stereotypes of the consulting and training enterprises in its stance to give Christian values, a constitutive ingredient and an indispensable aspect of its life and culture.


	My exposure to the company for a short period gave me enough confirmation that efficiency, profitability, and competitive edge are enhanced, strengthened, and maximized when motivated by Christian values.  In one of my conversations with the President of the company, I started to understand the secret of Ancilla’s success:


The CEO of a company who asked for our help was surprised when he saw how we prepared the project proposal.  He was thinking of receiving a usual two-page proposal.  Instead, we gave him a complete handbook of the program we designed for his company.  We made it this way because the Gospel urges us to love with perfection.�





	Ancilla shows through its experience what renewal a Christian entrepreneur can bring into the business world by animating business practice with evangelical values.


	More than anything else, what characterizes Ancilla aside from other consulting and training companies is its adherence to and participation in the economy of communion.   When Ancilla marked its third anniversary in 1995, the Philippine Daily Inquirer, reported that


the working principle that makes Ancilla different from other consultancy firms runs along her belief in the “Economy of sharing”: a selflessness that inspires her and her employees to impart their exceptional skills in personal, career and enterprise management with the business society and the Filipino community in general.�  





	Ancilla as a growing company owes its beginning and continuous striving for excellence to the EcoM.  A profile presenting the company briefly but boldly states this conviction:   


We believe in the economy of sharing based on Christian truth and principles of unity, service and love.  This means our profits are shared...�





	This chapter deals with  the Economy of communion in the experience of Ancilla and  would like to take a closer look at the different facets of Ancilla’s life.














I.  QUESTIONS OF FOUNDATION: HISTORICAL AND ORGANIZATIONAL              NOTES





A.  History





	1.  Inspiration


	Ancilla’s inspiration was the EcoM.  The president of the company, Tita Puangco, shared EcoM’s impact:


When Chiara launched the “bomb” of the Economy of Communion, my husband and I were enthusiastic about this idea because we always had this problem in our hearts.�


   


	What Tita and Renato, her husband, wanted to say was that EcoM gave them the possibility to truly realize what was always in their hearts -- to do something for the poor which went beyond  the usual almsgiving.


	Though the challenge of EcoM was strong, yet Tita and Renato did not actually know what to do in order to participate in the EcoM.  Many tentative plans came but it was only later that the right decision came.


	


	2.  Circumstances


	The first step that Tita took was to leave her job as Vice-President of a well - established bank, and take instead a  professional job at a prestigious Asian school of management in the Philippines.  This step was providential because immediately after, circumstances pointed to the eventual foundation of Ancilla:


A week after making the decision, I received a phone call...asking my help as a consultant for a whole year; a week after, another contract was offered by a semi-conductor company.  And another client also gave another offer.�





	Sensitive to the movement of the Spirit, Tita witnessed the plan of God for Ancilla slowly unfolding:


In the course of the month we had three new clients, and so, sensing that Jesus was encouraging us to go ahead with this new activity, I left my job as a professor.�





This decision marked the beginning of Ancilla and finally gave a definitive response to the challenge of the EcoM.





	3. The Birth of the Enterprise


	Ancilla was born.  And true to its name, it started small with much faith in the providence of God.


	Tita, together with Renato, started the enterprise as consultants, in an office set up over their garage.  They hired their niece as a secretary.


	However, Tita noticed that she was spending more time, longer hours of work than she had in the bank:  “I found out that I did not have time to grow spiritually”.�  This personal recognition eventually contributed to the establishment of Ancilla as a company: “we decided that we had to grow in the right way, we had to stop working as independent consultants and form a corporation.”�





	4. Expansion and Development


	The step to make Ancilla a corporation in 1991 was the beginning of a greater expansion.  In fact, “three years later, Ancilla Management Services had developed into three separate companies with 22 employees...”.�  In 1995, Ancilla had become “one of the largest Filipino consulting firms servicing 80 clients, half multinationals and other half local companies”.�


	As of this year, Ancilla’s family has grown into more than 25 office staff, with 7 in-house consultants and 2 on-call consultants.  Two other enterprises came, the US based CO-Development International Asia Pacific (CDI-ASPAC) recently renamed as Enterprise Development Group Asia-Pacific (EDG-ASPAC), and the Executive Career Search -- Eccomi.  To date, Ancilla has more than 200 multinational and local clients.�








B. Company Profile





	1. Name


	Ancilla literally means handmaid.  The company took Ancilla as its name because it aptly describes its role and primary goal in the consulting and training business -- to be a helping hand.�


	For Ancilla, being a helping hand entails partnership with clients “in creating strategic advantage through training, business and organization development”.�  Being a helping hand further means efficiency, creativity and professional expertise. These three important values are crucial in Ancilla’s commitment:


We deliver consistent and steady results through competent and seasoned consultants and associates.  We are low-key yet high-impact performance support.  We undertake  creative and innovative approaches that deliver solutions to your enterprise challenges and strategies.�





	As a helping hand, constant updating through extensive global, regional, and local networking ensures Ancilla’s clients a “cutting-edge training and consultancy technology.”�


	The willingness to journey with partners through mutual collaboration and enrichment also typically describes Ancilla’s way of helping:


We anticipate your requirements. We continually seek partners willing to share, learn and build with us. We are committed to excellent service, sharing our talents, and our time and our learning resources.�





	Ancilla’s way of helping is above all evident in its adherence to the EcoM.  We can therefore say that more than the name, is the experience and the constant striving of Ancilla to live up to its good name.





	2. The Credo


	Ancilla’s mission is contained in its credo.  Three important pillars serve as the foundation of the company’s life and culture: service, unity, and mutual love.





	a) Mission


	The conviction to help others grow and develop is at the core of Ancilla’s mission -- its noble calling.  Through this mission, Ancilla would like to contribute positively to national development and to the emancipation of the underprivileged, the poor:


We believe that our mission to help organizations and individuals grow and develop is a noble calling.  While this allows us to contribute to national development it also affords us to share the fruits of our labor with the underprivileged.�





	It is remarkable to know that sharing the company’s fruits and labor to the underprivileged is constitutive of the company’s mission.  Ancilla does not simply want occasional charitable “dole-outs” or scattered social projects, it desires helping the underprivileged to be part of its very life and commitment as a company through regular sharing of profits.





	b) Service


	The service provided by Ancilla is not simply a matter of selling a product.  Service is its lifestyle and this means that service is not considered as a mere job but  the “life-blood” of every Ancilla associate.


	When Ancilla speaks about service, it understands it according to the following criteria:


The customer, both external and internal, deserves total quality service, so we strive to be quality people who deliver products and processes.





Each Ancilla associate is a quality person, who is constantly learning and innovating.





Each piece of work delivered is a masterpiece of perfection, precision, and completed staff work.





Each Ancilla associate is a professional who pursues professional and ethical standards, sharing client data only on a need-to-know basis and respectful of properties.�





	An important element in Ancilla’s service is the element of co-ownership, that is, taking care of the company’s resources as one’s own: “being co-owners of the enterprise we share in its fruits and strive to use company time and resources wisely.”


	


	c) Unity


	Unity propels Ancilla’s associates to work together and to share everything as a concrete expression and bond of its life:


An Ancilla associate actively builds unity at all times, so as to achieve synergy of mind, heart and action. Unity allows us to achieve common objectives within and across   teams and companies. It also makes of us one body, one organization in face of our joys, victories, difficulties and shortcomings.�





	My short exposure to Ancilla confirmed for me the atmosphere of unity in the daily activity of the company.  On one occasion, one of the associates told me that working with Ancilla is truly rewarding because of the atmosphere of a family within the company.





	d) Mutual Love


	Unity, in spite of staff differences in education, family history, personality, age, expertise, is made possible in Ancilla because of mutual love.  Mutual love is the atmosphere, the powerhouse of Ancilla’s strength and dynamism, given the company’s hectic programs, schedules, and deadlines:


Working with Ancilla is not just another job. It is a personal commitment. We strive to live fully and meaningfully in a balanced way. We work in an atmosphere of mutual love.�





	Mutual love through a person’s concrete task is also God’s gift that comes from His Word:


Mutual love is a gift of God that comes from living His Word day by day.  Mutual love means openness, helping and showing our concern for one another in concrete ways.�





	It was a significant experience for me to witness mutual love lived inside an office.  I could still remember one employee who after listening to an experience of offering every work she did to Jesus, started to do her job with the same motivation.  She was happy to discover a new source of strength for her work. 


	Of course it is not always easy to live mutual love particularly when failures come.  But for Ancilla’s staff, mutual love also


leads to mutual correction and forgiveness, always carried out in a caring manner, since all...are children of one Eternal Father.�





	To illustrate: one morning just before the usual prayer time and the reading of God’s word, one associate was still talking to somebody over the phone.  It disturbed the atmosphere.  When the concluding prayer was over, one of the senior consultants corrected her with much care.


	This experience indicated to me that mutual love constantly maintains the internal and external harmony of Ancilla’s workplace.





	3. Network of Businesses�


	From a single company, Ancilla now has expanded into a network of five enterprises or businesses:


	a) Ancilla Training collaborates with SYMLOG US, Quest Consulting Malaysia and Synergy International of Australia.


	b) Enterprise Development Group (ASPAC) collaborates with EDG International (US), Prometheus of Italy, and the Purchasing Department of the United States.


	c) Eagle’s Flight Philippines collaborates with Eagle’s Flight International of Canada, and provides simulated games for training workshops.


	d) Philippine’s Educational Learning System provides training materials and it is the sole distributor in the Philippines of educational film services, a company based in Hongkong.


	e) Eccomi provides companies with an executive search service.





	4. Core Competence and Capabilities (Products)�





	a) Core Competence


	Customerized training is Ancilla’s core competence.  Contrasted to standardized format, Ancilla says that they “take time to discover client needs...through a unique combination of knowledge, attitudes, skills and habits needed by a specific group or company.”�


	Customerized training is expressed specifically by Ancilla in this way:


We are the leader in customerized training. Customerized because we take time to discover client needs -- the unique combination of knowledge, attitudes, skills and habits -- needed by a specific group or company.





We create learning adventures. Appropriate theories to challenge the mind. Values, vision and joy to touch the heart. Commitments and applications to strengthen the will. We believe creativity knows no bounds. We always strive to make our programs memorable.





In the spirit of total quality, we have to measure the results of our programs. We hunger for continuous improvement. We are a learning organization, investing time and money to ensure high quality products and services.





We help clients go for continuity training. Paying attention to the factors that ensure that learnings are translated on the job.





We are ready to transfer technology so the client can get cost effective results. We train trainors in our unique and accelerated training technologies.





Our consultants have excellent track records and impeccable mileage. The Ancilla brand of service is friendly, focused, flexible, facilitative, and effective. Personal integration and balanced living are the hallmarks of an Ancilla consultant.�





	In a nutshell, we can say that Ancilla’s core competence is creativity, total quality, continuity, personal integrity,  and professional expertise.





	b) Capabilities (Products)


	Ancilla’s capabilities  are its training solutions that provide “diverse programs, services and products in professional development...that are consistent with the client company’s strategic directions and goals.”�  Ancilla’s products come in the following programs:





	1.  Leading for Results


	This program includes courses on Vision and Mission Development, Management Development, Total Quality Manager, Leadership Dynamics, Developing a Learning Organization, Team Management (Executive Team Building), Coaching for Superior Performance, The Successful Supervisor, Win-Win Negotiation, Grievance Handling, Problem-solving and Decision-making, Time and Stress Management.�





	2.  Empowering Employees for Productivity


	This program provides avenues for personal effectivity and fulfillment and it comes through the following courses: Rainbow Life (A Personal Effectiveness Program), Team Development, Effective Business Communication, Creativity and Innovation.�


	3.  Developing Quality Human Resources


	This program gives the fundamentals of a good human resources through the following courses: How to Develop Powerful Training Programs, Training Needs Analysis, Training the Trainer, Facilitation Skills, Performance Management Systems, Curriculum Development, Recruiting and Selecting Employees, Career Planning Management, Competency Building and Assessment, Career Alternatives for Retired Employees.�





	4.  Maximizing Sales Effectiveness


	This program helps to improve sales through the following courses: Presentation Skills, Consultative Selling, Empowering the Sales Force.�





	5.  Enhancing Customer Service


	This program provides the basic strategies on customer service through the following courses: Assessment of Customer Service, Planning a Customer Service Culture, Training for Customer Service Breakthroughs, Customer Service Process Improvement.�


	The programs mentioned above are delivered through Ancilla’s Program Diamond which is made of four facets: focused, friendly, flexible, and facilitative.  Results are enhanced KASH (Knowledge, Attitudes, Skills and Habits), Developed Core Competence, and Learning Organization.





II.  QUESTIONS OF RELATION: SIGNIFICANT NETWORK-RELATIONSHIP


	After answering the foundational questions, we shall now try to understand the network of relationships that exists in Ancilla.  We shall do this by starting from within Ancilla  and then from without Ancilla.





A. ANCILLA Ad Intra


	Every Ancilla associate constantly exerts a conscious effort to create a professional yet personal and supernatural family.  


	In Ancilla, burdens are shared, joys and triumphs are celebrated, birthdays, mutual affirmation and correction are not missed, needs are prioritized, communication is open and constant, recreation and rest are essential, continuous learning and updating are consistent, and relationship with God is not taken for granted.


	We can say that Ancilla is a community of persons who are aware of a fundamental equality in love but conscious of a basic difference as individuals endowed with diverse talents applied to specific roles.  In spite of demanding and often gruelling deadlines, targets, and schedules, tensions and mistakes, consolations and successes,  there is a fundamental ground where everyone’s feet are placed -- relationship as an essential ingredient of life and work and not merely a functional tool.       


	Let us now see the different aspects of Ancilla’s life ad intra.





	1.  Reciprocity in Work: Ancilla’s Culture of Work


	Working with Ancilla made me understand that values and work are not simply formulae for successful business and activity.  Values and work are the core expressions of the person who is capable of communion.


	In Ancilla, work is not a commodity paid.  One can observe that though work takes a great bulk of the company’s daily life in order to earn a living and to keep the company profitable, yet one can notice that work comes out with perfection because it is born out of a genuine experience of communion.


	To illustrate: an associate consultant has just finished a program manual designed for a client after weeks of preparation, consultations and  corrections, including overtime work.  Obviously, aside from the usual benefits, she also received additional pay for her overtime work.  It was surprising though to hear the company’s president saying that she needed to buy a gift or a bouquet of flowers for the associate consultant as a token of gratitude for her work and to celebrate with her the joy of completing the program manual.


	Associates at Ancilla also maintain “the kind of balance in their lives....We try to make sure that people  do not work too hard by limiting the number of days they spend on the road.  While we work on Sunday if necessary, no one works two consecutive Sundays.”�


	Reciprocity is a value that every Ancilla associate would like to live.  Ancilla wants to live the “something more” of reciprocity, as a typical evangelical experience and not simply as a strategy.  Many times, reciprocity is measured in terms of mathematical equation: amount of employee’s work and service = benefits.  This is the minimum requirement of reciprocity.  Ancilla tries to live the personal and communal dimensions of reciprocal giving by building upon the minimum measure of reciprocity.





	2.  Creating a Space for the “More”: Ancilla’s Workplace


	The physical dimension of Ancilla’s office is ordinary and modest.  It is not as luxurious or ornately furnished as other offices I have seen.  But behind the limited physical space where Ancilla’s office is located, there is another space more vast than what is actually seen.  This greater space is the capacity of every Ancilla associate to make the working atmosphere more creative, truthful, and mutually enriching.


	To illustrate: one of the senior staff on one occasion openly expressed her dislike for the way others started to call her.  Her honesty was necessary.  Everyone reacted with serenity and immediately called her by the name she wanted to be called. 


	One of the employees who was given a new task, the promotion and sale of Ancilla’s newest product, found ways to present the product immediately with all fantasy.  The reason she gave for doing her work with exceptional dedication and creativity was her conviction that working with Ancilla is like working for her family. 


	


	3.  Finding the Source of Life: Ancilla’s Interiority


	The humdrum of the  city, the pressure of work, the demands of professional life, problems with growing children, the need for self-fulfillment, can easily weigh down one’s spirit even before the day’s end.  Ancilla’s dynamism of life is not activism, for it is above all tempered by a common ground of meaning and relationship with God: A sharing of life in the Word of God.  Though not all of Ancilla’s associates profess the Catholic faith, yet differences in religious convictions do not hinder a common and personal experience of God even in the workplace.


	I can still remember that I had to be in Ancilla’s office before 9 o’clock in the morning so that I could participate in the daily prayer and reading of the day’s Gospel.  


	This short but important daily appointment before the greater bulk of the day’s work begins, sets the  atmosphere and tone of the daily life inside the office  and even outside it.


	I had the opportunity to participate in one of the monthly sharing on God’s Word.  The atmosphere inside the room where we had the sharing was free and familial.  It took some minutes before everybody could set aside work.  Everyone’s face was painted with worries, exhaustion, and satisfaction from the morning’s work. I was immediately taken by the sincerity of everyone to share freely.  The sharing was not structured but profoundly personal.  A sense of joy and peace radiated in everyone’s eyes after the sharing.  I had the impression that they were really re-charged to face relationship, work, family-issues, with a renewed sense of commitment and faith.  The next day, one of them shared to me how the previous day’s sharing helped her find a new perspective for her work.


	Many Ancilla associates, particularly the Catholics, take profit of the lunch break to go for daily Mass. Once, Tita narrated how a president of a company, who wanted to talk to one of the consultants, was surprised when he heard that it was Tita who answered the phone. Tita gladly informed him that most of the associates went to Mass, so she was left in the office since she already went to Mass in the morning.�

















	4.  Re-Creating Mind and Body: Keeping the Balance


	Associates at Ancilla maintain the kind of balance in their lives that Tita and Renato decided to keep in their personal lives at the beginning of the business.�


	Ancilla’s previous office complex had a gym and a swimming pool so no one had an excuse for not working out at least 3 hours a week.�


	Associates at Ancilla have discovered the value of physical exercise for greater efficiency and productivity in work.


	Once a year, the company organizes a tour for Ancilla’s associates and their families.  This does not only provide a needed break from work but it also gives the possibility to deepen relationship with others.





	5.  Learning from Life: Ancilla’s Wisdom


	Every Ancilla associate is continually kept abreast of new technologies which are necessary to maintain the company’s competitive edge.  The company usually sets aside ten days at the beginning of the year� for the training of its associates. However, aside from lessons taken from professional updating, the lessons of daily life are very much intertwined with Ancilla’s quest  for competence and excellence.


	In my last few days of work with Ancilla, I noticed that one of the associates was upset due to some unforeseen miscalculations in the sales department.  I could really feel and see that she was badly disturbed.  Nonetheless, she found her way out after recognizing and accepting her mistake.  Others did not pull her down but helped her get through the problem.  In the end she found the way out and she understood that what mattered most was to take her mistake as a springboard for a new beginning.


	Many of the associates are also given the possibility to study further through scholarships granted by the company or through salary deduction scheme.�





	6.  Being before Speaking: Ancilla’s Communication


	Verbal language is the most usual medium used in human communication.  Ancilla’s associates are not only adept in verbal communication, they are also intent in living what they speak about.  Every associate at Ancilla, beginning with the president, sees to it that words are always supported by experience; that speaking is preceded by being; that every speaking is an experience of being.


	Once a client asked them: “How can you be so patient? You must have some deeper motivation.”�  Tita responded: “Besides doing our best work, we live according to a spirituality focusing on unity and for an economy of sharing.”�  The client confided that he was a Baptist and although he had not read the Bible since he was young, he wanted to do it again.


	Communication within Ancilla also means standing for the truth.  Breaking-in new consultants is not always easy due to a different culture that a new consultant has been used to.  Tita narrated an experience with one of the new consultants who started to act contrary to Ancilla’s way of dealing with male clients.  After some days of observation and consultation with other senior consultants, Tita finally confronted the new lady consultant about her observation.  The first reaction was to call the company conservative.  But for Tita there is no compromise because the Gospel is clear: “it is either yes or no, anything in between comes from the evil one.”�


	The company regularly sponsors a breakfast forum for CEOs and entrepreneurs.  The idea of the forum being held in the morning came when some of the consultants suggested to make the forum in the evening with a cocktail format so that more interested parties could attend.  Tita immediately pointed out to them that breakfast was better: “I think the CEOs need to go home to their families in the evening.”�


	The decision was providential because the company has a growing number of participants for the breakfast forum.  Five breakfast fora have been initiated.�


	Actions speak louder than words and life raises a lot of questions.  Ancilla aims at communicating life with words and vice-versa.





B. ANCILLA Ad Extra


	Ancilla’s rapport with its clients is genuinely personal, and it may be added that such a personal touch is not simply for the sake of money.  In Ancilla’s experience, it is a consequence of the life and mission that the company wants to commit itself passionately.


	How shall we see Ancilla’s rapport with its clients?  What are the criteria needed in order to ascertain the authenticity of Ancilla’s service?  Is there any acid test to ensure that Ancilla’s aim is more than material gain?


	An article titled Pitfalls of Business Consultancy Services� says that


in going through the process of investigating, canvassing, talking to, and evaluating consultants, it is important to look for danger signals.  Expertise is easily verified but character [my emphasis] is hard to assess. The warning lights can be found in the consultant’s behavior which reflects his character and values.�





	Prospective clients therefore need to look at the character and values of the consultant, and not only at expertise.  


	We shall now evaluate Ancilla’s relationship with clients through the criteria given by the article and considered as an “acid test”.�





	1. Witnessing: Consistency of Word and Action


	Many questions need to be raised as regards this aspect:


Does the consultant practice what he preaches?  If he is projecting himself to be a change management expert, how does he manage his own organization?  If he wants to build your organization’s team, how does he treat the associates he brings with him to your meetings?  If he wants to do your corporate values program, does his personal life have good moral values?�





	Some experiences of Ancilla can answer the questions raised above.





	a) The Surprise


	Tita has spoken with business acquaintances about the Economy of communion on several occasions.  One of them, a president of one large consulting firm, became interested about it and so decided to go to Manila to observe for three days Ancilla’s office.  When Tita returned after finishing a project in another part of the country, the visitor told her, “I have never seen such a beautiful office.  Your people really have a clear vision, and I think that every consultant in my company throughout the world should visit this office to learn how to do things.”�  He further added: “I would like to organize this year a worldwide strategy meeting that would be held here in Manila in order to launch the agency in the Asia-Pacific zone.”�





	b) World-wide Strategic Meeting


	A world-wide strategic meeting of consultants in Manila was organized by Ancilla.  “We found ourselves a host to this world-wide meeting with 25 consultants coming from Australia, United States, England and South Africa, together with their most important clients.”�


	At the end of the meeting, one of the participants told Tita, “there is so much love in the way you do things that there has to be something deeper here.”�  The president of a South African Consultancy asked Ancilla to spend a week in Johannesburg and bring their working style to his people.�





	2. Personal Commitment: Priority of Mission before Money


	It is Ancilla’s belief, like other companies involved in the EcoM, that  the person  should be the reference point, the center of business.


	But what does it mean to have the person at the center of business?  The following questions can clarify the matter:


Does the consultant see pesos or dollars (as the case may be) every time he meets with you?  Is he in it primarily or solely for money?  Does the consultant treat you as person rather than a market opportunity that has to be taken advantage of?�





	Three stories can show us how Ancilla answers the questions raised above.





	a) Relationship First	


	Tita narrates that “before planning the month’s activities, we read the Word of Life� together to be sure to do everything in charity.”�  This is the spirit behind Ancilla’s service that “consists not only of competent consultation but also of friendliness.  Since we aim at truly satisfying our customers, the relationships we develop are as important as the money.”�


	This conviction was put to the test on one occasion.   “Our customers are happy with the service we offer, but once we had a problem with one customer because a senior consultant behaved offensively toward him.  After discussing the problem, we told the client: we do not want you to pay us because you are not happy. Our relationship with you is more important than the money.”�  Until now, the client avails of Ancilla’s services.





	b) The Hundredfold


	Once the president of a large client company phoned Tita.  He told her a problem about her daughter who started dating a married man.  Tita was asked to have a dinner with his family.  Tita was reluctant at first, but at the man’s insistence, she agreed to meet them at a restaurant next night.  After dinner, the parents left Tita alone with their daughter.  Tita listened to the woman trying to show her as much love as possible.  Several weeks later, Tita received a phone call from the father who happily told her that his daughter had ended her relationship.  Then Tita was informed that Ancilla could have any size contract she wanted.





	c) The Miracle Bank�


	When Ancilla began working with rural banks in the Philippines, they found that most of them were experiencing great difficulties.  A friend of theirs was the director of one of these banks ranked at the bottom of the banks in its region.  Together with a group of young people, he wanted to revitalize the bank and provide real, concrete service to the community.  Ancilla decided to help these clients for a small fee and worked with them to develop a strategic plan to improve the profit margin and expand the bank’s activities.  In three years, the bank went from two hundredth to seventieth to sixth in ranking, while increasing employment for twenty to eighty and opening five new branches.  The consultants at Ancilla’s felt they had truly contributed to the development of their country by helping this small bank, animated by their own principles.


	At one point, Tita told me that “the more we lose our ego by being spiritually grounded, the more money we make.”�  This affirms that


a good consultant always has a sense of mission and goes about his work because he believes in what he is doing and knows that if  he does it right, profits will follow.�








	3. Knowing How to Bend: The Art of Listening and Dialogue


	Like a bamboo, a good consultant knows how to make himself/herself one with the other by bending onto the other’s world without breaking.�  This requires listening and journeying in truth.


	But what does it really mean to the consulting firm?  The questions are varied:


Does the consultant talk endlessly without letting you get a word edgewise?  Rather, does he listen (at all) and listen well?...Or does he find out first what the organization has so far achieved and work from there?�





	It is good to observe that associates at Ancilla did not contract the “top-level” syndrome.  In many occasions where the company conducted projects, the impressions of participants point to the simplicity and the capacity of Ancilla’s associates to listen well and to welcome suggestions with serenity.


	In one of the projects conducted by Ancilla for a leading multinational petroleum corporation in the Philippines, the participants singled out that Ancilla’s consultants did not only help them technically but have showed them the way, how to live their personal lives better, particularly in their family relationships and even among themselves.


	Ancilla’s training cycle as we have mentioned earlier shows us that it answers and designs programs according to the existing needs of the company.  There are no fixed solutions.  Every project is customerized.  But every project is a journey that undergoes the following paths: 1. needs analysis technology; 2. training design - objective preparation; 3. training conduct - achievement of objectives, addressing participants’ needs, creating training environment, learning pace; 4. evaluation - reaction level, pre and post training evaluation, other needs; 5. continuity - practice and measure of skills applied on job application.�





	4. Personal Integrity: A Question of Clean life?


	It is impossible to totally give an account of a person’s integrity while he or she is still alive.


	In the case of Ancilla, at least I know that Tita, Renato and their family try to balance their life as Christians.


	Renato, Tita’s husband, narrated how they keep the balance between their children, the eldest is 19 and the youngest is 5, with work.  “We have set schedules to be with the kids on Saturdays and Sundays.  If we cannot be with them on weekends, we make up during weekdays.”�


	Tita and Renato also instill in the minds of their children the culture of giving.  Once a year, all of them in the family open their lockers in order to see anything surplus and unused, from clothes to toys, so that they could share them with others who needed them more.�  


	The children also followed their parents’ advice to prioritize studies over watching television.  Tita recounted that once a week as much as possible, she stayed with her children, specially when they were still young, to watch t.v. with them.  In this way she could point out to them what were the good as well as distorted values that the t.v. programs transmitted.�





III. QUESTIONS OF GROWTH: FACTS, PROSPECTS, AND SUMMARY EVALUATION 





A. Facts





	1. Clients


	Ancilla started with three clients. In 1995, its clientele rose to 92 and by 1996, Ancilla’s clients doubled to 200.  It has  2 global technology partners in USA and Canada, 1 in Malaysia and 1 in Hongkong.�





	2. Revenues


	Ancilla’s revenues (in pesos) from 1994 (13.4M) to 1996 (20.1M), rose from 0.8% to 48% that means a 49% increase in revenues.�


	From 1994 to 1996 net income increased by 117%, although in 1995 - a consolidation year - the net income was actually negative.�





	3. Distribution of Income


	Fifty percent of the income goes to the consultants and employees.  Thirty percent is set aside for overhead expenses. Twenty percent of the profit is shared for the Economy of Communion.�


	Thirty percent of the company is owned by the employees and 70% is owned by the family of Tita and Renato.�





B. Prospects





	1. Sales





	The company’s closed 1996 sales was 25 million pesos.�  This year’s target closed sales is 50 million pesos.  And by the year 2000, the projected sales of the company is 200 million pesos.�





	2. Business Expansion


	Existing niches in the training and consulting industry have been filled up by the company through its various expansion and affiliation to international firms.�


	Ancilla is looking forward to the  realization of a learning institute which will be called Ancilla training center.  The plan is to have it in the Focolare’s cittadella in Tagaytay City.  There is also the possibility of linking up this proposed training institute or center with other schools to help its practitioners get accredited for masteral courses and in the process professionalize these subjects.�





C. Summary Evaluation in the Light of the Economy of Communion





	1. The Company’s Edge


	Ancilla does not claim its superiority over other consultancy and training companies.  It recognizes its equality and competence with other companies.  The edge of Ancilla is in its constant effort to live its values and to realize its mission with undaunted commitment.�


	The company’s secret lies in the warmth and dynamic relationship between the owners and the associates; between the company and the clients through its emphasis on customerized service and on clients’ satisfaction; between the company  and other consulting and training companies.  An important ingredient is the personal touch that marks every work, every transaction, every activity of the company, within and without.  A family atmosphere pervades the network of relationship and work, and this is continually maintained by authentic communication.


	Ancilla’s edge is its adherence to the EcoM and its profound faith in the providence of God.








	2. Feasibility of the EcoM in Ancilla’s Experience


	There are two essential elements that enable Ancilla to realize the EcoM.  First, the formation of new persons starting with the owners down to the employees.  Without renewed persons, it is difficult to give a space to the EcoM.  Second, the EcoM does not serve as a corrective (in an absolute sense) nor as an alternative to Capitalism and Collectivism.  The EcoM in Ancilla’s experience enhances the good values of the capitalist system by renewing it with a Christian spirituality and values.�





	3. Ancilla as a Philippine Experience of EcoM


	The specific contribution of Ancilla is value-orientation through the spirituality of unity that underlines the experience of being the last in order to put the neighbor first.�  In this way the consultancy business which is often tagged as a proud industry becomes truly a handmaid, a helping hand in the service of the Philippine economy.





	4. Blocks and Challenges to EcoM’s Full Realization


	The main blocks to the full realization of EcoM in Ancilla’s experience are the fear that what the company began will not be continued by the next generation particularly by the children of the owners; and the need for an on-going formation of the company’s associates as new persons imbued with the culture of giving.





Conclusion


	We have seen how Ancilla has transformed itself and its clients through its drive to realize EcoM as its mission.  We re-affirm what we mentioned earlier that


the working principle that makes Ancilla different from other consulting firms runs along her belief in the Economy of sharing: a selflessness that inspires her and her employees to impart their exceptional skills in personnel, career and enterprise management with the business society and the Filipino community in general.�





	Ancilla has still a long way to go.  Though uncertainty is the law of survival in the consultancy jungle yet Ancilla knows that it will still take some time before it can finally break the law of the jungle with the law of the Gospel.


	Ancilla is firm in its mission because it is continually under the providential guidance of the Boss Himself, whom all Ancilla associates consider as their guiding hand, their silent President.   	  	  
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