[image: image1.png]BusinessHive sm




Case Histories:

Project Management & Due Diligence Experience
Project One:  Scope, Plan, Implement New Work Environment For Fortune 50 Business
One of the world’s largest corporate card companies established a new joint-venture company with its largest competitor. The requirement was to scope, design, bid and implement a complete 200+ person business center within a tight deadline and budget constraints. This included all aspects of the business: desk-top set up, hardware, software, communications networks, phone and voice-mail systems, financial systems, building security, web servers and corporate web site, office cubical, furniture, building signage, marketing materials (brochures, business cards, letterhead), etc.

Carrithers’ Role: Lead project manager on all activities and aspects of this fast paced project, working with the new CEO and the two primary owners of the business. 

Results: The new facility and systems were operational on time and on budget. At the core of this set up and launch was the fact that there were over 10,000 customers being brought together and supported by this new combined business. There were no business disruptions and the business successfully launched and supported $700 million in sales in a year.

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

Project Two: Conceived, Planned & Launched $160 Million New Product Line
The nation’s largest motivation company needed to grow their business through new product offerings. The first new product developed was the first co-branded MasterCard debit card in the U.S. This project required product development, scope, transaction systems design and building, set-up of a 150-person cardholder call center, auto-response systems, card materials design and production, banking systems design and implementation. This was a project that started from a rough concept to a final marketplace offering within a six-month window. Included in this project were over 300 individuals from a variety of business units; outside vendors, bank, MasterCard, card producers, etc.

Carrithers’ Role: Lead project manager and product manager on all aspects of this highly focused opportunity. Heading up all aspects from systems, to call center to product marketing on this number one priority project at the corporation.

Results: Successful launch of the new product and business services to support a $160 million dollar business within the first year of operation. The launch had a hard deadline of a National Sales meeting, with over 1,000 people in attendance.

 Project Three: Designed, Bid & Launched Multi-National World Cup Program
The nation’s largest candy manufacturer needed to carry out a multi-national (over 56 countries) program with over 5,000 individuals coming together for the World Cup games. This project included the planning, budgeting ($13 million dollars), bidding and implementation of a multi-lingual translation service via AT&T call center, program materials in over 8 languages, transportation to and from the event, housing during the event, branding of over 25 buses, and the conversion of a 1,200 room hotel into a theme event center for over two weeks. This project required working with over 100 specialized individuals to seamlessly implement this highly visible project, involving this manufacturer’s key global brands. 

Carrithers’ Role: Lead project manager brought in by management when the original team was not going to hit the deadlines. 

Results: Within 24 hours of becoming involved a plan of action was developed, a project plan was created and the project hit the deadline, which was three weeks away, to successfully scope, bid and begin the implementation the program. The manufacturer had a wonderful experience, and the individuals (including kids) from all around the world that came to the event, had a flawless experience to remember and connect to the brand. 

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

Project Four: Concept, Scope, Define and Bid Loyalty Tracking Card System
A national loyalty company needed to move beyond a web-based offering and find a way to allow over one million consumers the ability to shop at national retailers and present a card that would track their purchases at the point-of-sale. This included the complete scope of the client’s requirements, designing the system, the processes and the budget. After the client was clear in their desired results, they needed to have the technology bid out to a wide variety of potential vendors as well as compare all the options with the goal being to receive a clear recommendation on how to implement this new tracking system (a first in the U.S.)

Carrithers’ Role: Led project manager who scoped out every aspect of this new offering, carried out due diligence on all vendors, wrote and processed all RFPs, response, questions and final comparison matrix. Worked with the client on the final selection,  the scope and project plan, to allow the client to implement the new technology.

Results: The client was very pleased with the results, which allowed them to continue to focus on their key business needs, while having someone else carry out the details and due diligence of this future competitive advantage. 
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