Case Study. Organizational Transformation
The Client
The client has been in business for over fifteen years serving the Oil and
Gas industry by providing quality assurance consulting and inspection
services to petrochemical facilities in over six states throughout the US.
Their 250-person team is dedicated to improving the safety, quality, and
profitability of client companies through more strategic inspection
programs. They do this primarily by ensuring client facilities are safer
and ensuring that corrosion hasn’t weakened the integrity of the facility.

The Problem
In previous years, the company was forced to reduce its staff to deal
with a reduction in overall workload. This was a very painful process that
led to staff disengagement, lack of certainty, and disconnect among
team members in relation to their role within the growth and
development of the company. Leadership was in a position to grow the
firm again and wanted to do so without adding massive amounts of
overhead and reducing profitability. It was important to be strategic in
growth efforts to create more stability, but that required additional tools
and resources.

The Solution
After an extensive audit, our team found gaps in the culture and
performance management approach, sales strategy and scalability, lack
of integrated technology to support long-term goals, and inefficient
processes that make scale more difficult. Our team implemented several
strategies to support long-term scalability, growth, and efficiency.

“This team is the
real deal. The
staff is more
excited and
engaged, we’ve
acquired a
game-changing
new opportunity,
and the technology-driven automation is impacting our efficiency
already.”
- R.P., President

During the engagement, we developed and implemented a new
technology solution that could replace their cumbersome and expensive
existing platform to manage all assets, resources, and projects. In
addition, we implemented a customized version of our proprietary
performance management platform to manage hiring, employee
performance, and employee training. Lastly, our sales program was
implemented to include new sales and marketing strategies focused on
value-based selling, driving larger strategic partnership arrangements,
and aligning the sales and marketing messaging.

The Results
The client is currently on track to achieve all the goals set forth in initial
onboarding. Technology solutions have resulted in reducing and
repurposing payroll for internal data-entry driven roles to save $120,000
per year while redirecting to strategic (not administrative) purposes.
Sales strategies have resulted in the acquisition of one $20M contract
over five years and are poised to improve overall sales by an
estimated $2,100,000 annually in 2018. In addition, strategies are
being put in place to increase equipment utilization by 15% over 12
months to improve sales profitability and revenue amounts.
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