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Case Histories:

General Support & Help
Project One:  Start Up In Need Of Honest Input
A start up business, focused on debit card technologies, needed to gain insight into why it was having difficulty in raising funds and getting the business going. This included a review of who they had pitched the idea to, how they were presenting and what the results were. 

Carrithers’ Role:  Met with all the involved parties and provided feedback and direction setting on how to move forward and what to focus on. 

Results: The start up business “productized” their key offerings and was able to attract investors, business opportunities and partners.

*******************************

Project Two: Start-up In Need Of A Business Plan
This new loyalty concept was in need of a business plan, and direction setting, to get the idea from concept to a functioning proto-type.

Carrithers’ Role: Worked directly with the owner of the business and assisted in the development of a business plan and other tools (i.e. presentations), to bring the concept forward.

Results: A rough working proto-type was developed and a business presentation developed, allowing the business owner to present his concepts to a larger base of possible business partners and users.

*******************************

 Project Three: New Product Brainstorming
A web based business need to brainstorm on new product ideas with a key business partner.

Carrithers’ Role: Lead pre, during and post brainstorming sessions, including follow up research and recommendations. The session went for one day and included twenty individuals. 

Results: Over 200 items were generated, with 10 being solid and quickly developed ideas.

Project Four: Jump To Market Strategy For New Product Launch
A new wheat herbicide, which was in development for launch in the U.S., was not able to pre-launch any information due to government rules. The agricultural chemical manufacturer wanted to find a way to build awareness before the launch, while following government rules. This same manufacturer had the product in use, in France at the time. 

Carrithers’ Role: Created the plan and lead the implementation of taking the top wheat influencers in the United States, to France for two weeks of research and tours. Included in the group were wheat journalists, farmers and university researchers to see the product in use in France.

Results: Almost 24 months before the product was launched, coverage was generated in the U.S. and a strong demand was built by this strategy, which generated over 10 cover or lead articles and a series of follow up articles. Also the different groups built strong bonds with the manufacturer for support when the product was launched.

*******************************

Project Five: Loyalty Conference Presentation
A leading loyalty company needed an industry conference presentation created for the Chairman to present, in the hope to attract business and possible investors. 

Carrithers’ Role: Wrote entire presentation, including handouts.

Results: With only 24 hours notice, Carrithers crafted a presentation that was highly regarded and talked about at the conference as “creative, insightful and visionary”, which resulted in the Chairman being perceived as an industry leader.

*******************************

Project Six: To White Label Or Not
A new business was at a crossroads, where the board and the management were at odds due to a strategy conflict. Should the business go down the white labeling of their offering or stay on a branded track?

Carrithers’ Role: Reviewed all aspects of the business, the issues and the abilities of the staff, including a detailed report and presentation for senior management and the board.

Results: Carrithers presented to the board and gained consensus by all, to not move forward with the white label approach.
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