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If you are the leader of a Technology Company or
a Professional Service Executive and you want to:

Turn your Professional Service organization into a valadded profit center
Learn how to accelerate your service revenue and profit

Attract, retain and ignite a high quality consulting workforce

Improve service operations to consistently deliver quality projects

Attract the oO0rightdé customers, faster

Create an integrated sales and marketing plan that is practical, effective,
and gets results.

Let Service Performance Insight help you chart a course
to Professional Service Excellenceé.
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We help you develop more successful ways to plan your organization's future

Making the transition to running an effective
Professional Service organization involves:

1. Assessmento Understand where
you are. See the big picture and the
issues that drive the need for

change.
2. Business Planningd Develop an
actionable, focused business plan

and effectively communicate and
measure goals to drive alignment

throughout the organization.

3. Strategic Improvement Initiative$
Diagnose key improvement areas and put the right focus, resources and plans in place to
drive improvement.

4. Human Capital Alignmend Develop an effective human capital strategy to attract, retain
and motivate a high quality consulting workforce. Create the right compensation, career
and education plans to attract and retain exceptional talent.

5. Service Execution and Client Deligidt Create a project management center of excellence
to deliver repeatable projects and delighted customers.

6. Go To Market Planning Develop acompelling integrated sales and market plan to
address new markets and capitalize on your installed base.

Service Performance Insight offers comprehensive solutions to facilitate service organization
improvement through assessment, business planning, change management, leadership

development and mentoring.
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So why is it so hard to create and run a Best in Class professional service

organization?

1 Your service organization is out of alignment with your corporate direction and your Service

Mission and Charter are unclear

1 Your service financial results are not where you want them to be

f1tds hard to find,

attract, retain and

mot i

1 Your service operation systems, processes and tools have not kept pace with your growth

1 Your service sales and marketing results are lackluster

We work with small to large technology companies with embedded or
independent Professional Service organizations.

Clients typically experience:

1 Clear insight into all dimensions of service organization dysfunction

1 Actionable, pragmatic plans to drive execution

1 Practical tools, templates and processes that can be immediately implemented
)l

Immediate and longlasting positive business results including increased revenue and margin,
improved customer satisfaction and reduced employee attrition

1 Increase the value of their business by 50 times the cost of the project

Small Improvements yield Big Results:

/ Revenue \

* Increase Sales Productivity 10% — $300K revenue
increase per person

* Increase Backlog 10% —>10% revenue increase over
time

* Increase Utilization 1% — $2-3K revenue per person

per year
/

Increase Bill Rate $10 — $14K pp per year

/ Margin

* Improve subcontractor margin10% ~ 3%
bottom-line margin improvement

* More accurately scope and price projects —
1% increase in project margins on a $100M

revenue stream — $1M in margin
» Reduce non-billable expense - target $2500 per

/ Client Satisfaction

+ Catch failing projects early —» huge margin &
satisfaction impact

* Reduce DSO from 70 to 60 days — 0.4%
improvement

* Increase service attach rate —» 1% = $200-500K
revenue improvement

\ person/quarter /
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Installed base sales - reduce cost of sales

\

Workforce Plan

Reduce new employee ramp time —»1 qtr ~ $50

to 75K revenue improvement

* Reduce admin hours —1 hr
saved/employee/week = $10K pplyear

* Reduce attrition ~ $150K expense pp

* Reduce overhead —>1% = 1% margin

\ improvement
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We offer the following Consulting Services:

Assessment

Quantitative and vision &

Strategy

qualitative evaluation of
all facets of your service
organization. Includes a
detailed review of your .

. . . Servicel/  \JHuman Capital
service organization Execution Alignment
maturity and

recommendations for

- Finance &

Client Relations”_ ] Operations

improvement.

Go To Market Planning

Facilitate 0Go To Mgonket 6
support to create your 0Ki
Human Capital Alignment

We help you diagnose empl o

HR frameworks- job descriptions, compensation plans,
goal sheets, skill and career plans.

Piloted «Senvice difrentiate i S
” products .Eusmes: g +Deep vertical and
Initiated «Profi Center «Clearvision, strategy & Ellealy | business knowledge
+Service differentiates goals J «Trusted advisers
+Outsourcing |
«Clent acquiition product «P8L~20-30% margin St ke «Thought leaders
«Build references +P8L - 15-20% margn +Global praciices et +Muliple ines of business
Dot outwnmproduct ||| *Time: Expense &Biing I « Technalogy, arctectu, | 15 .s‘,mpl:,;‘,ca,edsa.& o
~Castcent 1T solut s
i e Fumci cinsouoniets | Kot notd
W O[] [lieenmen «Technology architecture &ff| +Project disciplines ol gjobal
,Chame‘eor;" business expertise «Standardized methodology] me"ho Sy g | Outsourcing
«AdHoc Senvice Delivery ||| +Frolect dscines Spacityomleatorcs ||| “NeMorkof aiances and
«Standard methodologies ||| +Knowledge management pertnerstips
methods aligned by accourls
+Hrvest P reposiory Highcustomer
jsdtacklopred «Servics packages +Dedicated sales s Mikeling | seisiaction
g::‘;y"p";:;‘ml o SPainer progan & «Network of alliances sl
o
coeslors of engagemert il "|
*Oppe Hgh 1 T

Initiatives

Integrated leadership consulting to support strategic
initiatives and change management through collaborative
planning and performance tracking.

Optimized

e o " +P8L ->35% margin
Institutionalized | yaiure o foral

aspects
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Business Planning

Facilitate your annual business planning process to create
a realistic, achievable plan and ensure goals are in
alignment throughout the organization.

FinancekOpsMaturityevels Level 1 Level 2 Level 3 Level 4 Level 5

Hourlill Rate <$150 $150 $175 $200 $225

Annual RevenBer Person | $160K | $180K | $200K | $250K | $300K

Corporate Overhead Charg >30% 30% 25% 22% 20%

Project Gross Margin <40% 40% 50% 60% 70%

NetContribution Margin <20% 20% 25% 30% 35%
QuarterliRev.%n Backlog <40% 40% 50% 60% 70%
% oDiscounting >20% 20% 15% 10% 5%
DSO >60 Days| 50 40 30 20
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We help you create or improve your project management
office. We work with your team to design tools and
processes to improve quality.


http://www.bluesummit.net/services/strategic-visioning.html

