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Creating More Opportunities 

Dear Sir:

CMO International is a relatively new company founded in 1989, but our consultants are rich in result delivery successes for clients all over the world. CMO was created out of frustration. We are a small group of very successful, honest, ethical and hard working business implementation consultants that simply got tired of working for companies that were more interested in billing clients than gaining results. It became clear to us that we provided the client results in spite of our past employers.

The advantage to working with CMO International is simple:
· Greatly reduced costs for projects. We do not have speedboats, fur coats, corporate jets and yachts as part of our overhead cost structure, and never will. 
· We have over 100 highly experienced consultants that are certified by the "American Productivity Association." To gain a Masters certification (30 CMO consultants) takes at least twenty years of documented project successes.
· We follow a "Golden Rule-Guiding Principal" with our clients.
· You will be working with people that own a stake in the company. 
· Our guarantee is real, clear cut and based on results delivery of each project!
· We will provide honest days work, communications and business relationship with our clients. 

Significant Results – are driven by slaying the operations and production MONSTERS and eliminating RED ISSUES from your business.  These Monsters/Red Issues more often than not have been around the company since the doors were opened.  Truly no one is to blame for these problems, but several people have lost their jobs because of them.  

CMO defines these Monsters/Red Issues as: 
1. Things that have been around for a long time.  Much time has been spent at meetings and planning sessions to develop Plans of Actions deal with these problems. 
2. The company has repeatedly assigned people and spent many, many man-hours trying to resolve these problems with little success.  Most employees see these Monsters as a career-limiting move and dodge them.
3. The company and management have spent lots of money to get these Monsters slain.   They may hibernate but they always storm back at the worst possible times. 

We specialize in slaying these Monsters and eliminating Red Issues.  The definition of 
Monsters and Red Issues also define the need for outside help.  Any time you spend company time, man-hours and money without gaining successful results, you need outside help.


Yesterday’s CEO had the time to work out company problems. They had time to battle the monsters that lurk in all administration, operations and production units.  Wall Street and investors even granted reasonable time to deal with the company's monsters: improve PROFITABILITY, increase SHAREHOLDER VALUE, ROCI, RCOE, the COST OF CAPITAL, COMPETITIVE POSITION, M&A, ASSET OPTIMIZATION and UTILIZATION.  Today's CEO's needed to be able to increase revenue, profit, production, and products/services at mock-speed or at least be significantly faster than their competition. Today’s boards and investors are far more discriminating and often quite fickle. They demand that their CEOs increase the company’s value faster-than-the-market. And, they are much quicker in their punishment for those CEO’s that do not.

To maintain board and investor support, CEOs today must power their companies through a major step forward and then do it again and again and again.  Staff and operational performance must move to its next level now and keep moving up from there.  Improvements must leapfrog the competition and take advantage of today’s markets, channels and business relationship opportunities that create the stock price growth investors' demand.

CMO International specializes in working with CEOs to increase the value of their firm.  Our cooperative business projects have resulted in companies doubling their value in two years, increasing market share, revenues and profits as well as becoming industry and market leaders. 

We are the catalysts to get your company to the next level of success.
· We are implementers.
· We typically produce a ROI of at least 300% the first year after the completion of the project.

Our Consulting Professionals – have more than 20 years of consulting and business experience on average.  They know what to do.  They’ve been through this before.  They relate to your people.  They take you to where you want to go. CMO INTERNATIONAL professionals are role models of positive “win/win” values. They provide insights into the challenges that we, together, must overcome to get you there. 

I am confident that we can improve your profits by several million dollars, enhance your rate of growth and significantly increase your value in the marketplace.  I will be calling you to schedule a meeting in the near future, or if you wish, please call me at 
281-468-1693 to arrange an appointment.


Client Achievements

Strategic Implementation Programs
· Saved 12 Southeastern Humana Hospitals over $100 million with strategic realignment of services, geographic patient population and medical partnerships. 
· Saved a southern automotive electronics manufacture over $25 million and increased net profits by 35% with an asset based, corporate reengineering program. This program focused on profit target markets, product mix, marketing and sales operations, and customer service operations. This program yielded a net market-share of 18% over the next three years.
· Saved a major energy company over $200 million by reengineering their project and asset financial system. We clarified the responsibilities, controls, and performance standards and project rolls and time lines for ADMINISTRATION, OPERATIONS AND PRODUCTION UNITS. 

Achieve Profit and Revenue Growth through Optimization and Utilization of Assets
· Achieved profit growth of 22% without a reduction in force in 12 months. Revenues were increased 100%.  Increased production driving unit costs down 50% while increasing demand by 5% market share. Net gain was over $100 million dollars improvement on P&L's.
· Increased Major food processor's newly acquired processing plant by 35%, reduced unit costs 25% and successfully completed a sole-source alliance agreement with their largest customer. Doubled the firm's value in less than two years.  This was a net revenue change of over $800 million.

Maintenance and Process Reengineering
· Reduced western refinery's unexpected down time by 85%, increasing average CBSD output by 12% annually. This RCO/RCM project addressed maintenance and energy supply-chain issues, reducing these costs an additional 27%. Net profit gains on P&L were over $200 a year.

· Reduced costs 30% and increased production time 17% at 5 foundry/fabrication plants in the south and southeast. This key Service Level Optimization maintenance program was the key program to reduce product unit cost 24%, almost doubling profit-per-sale.

Technology and Process Cost Reengineering
· Already benchmarked, as 2nd most cost effective in their industry. CMO International Analysis recommended addressing seven specific technology utilization areas.
· We guaranteed a 12%, ($135 million) net gain due to Technology Unionization and Operational Costs reductions and delivered a net P&L gain of 22% ($238 Million) with no employee reduction.   

Supply Chain and Inventory Management
· Increased productivity 38%, reduced raw material costs 22% with a net gain of $26 Million for a major medical equipment manufacture.
· Increased revenues by 28% for a Mid-west manufacture and supplier of household plumbing products due to supply-chain and inventory reduction programs. These programs reduced unit costs by 20%, with additional savings from installing a just-in-time inventory system that reduced inventory-carrying costs by 25%. These programs were the driving forces that gained a sole-source supplier agreement with the firms largest retail customer, generating over $300 million in new revenues while improving profit margins by 4.5%.  
· Reduced both customer and companies order entry costs 20% with direct e-business commerce business process.   

Warehouse, Distribution and Inventory Control
· Developed and implemented a "Warehouse/Distribution and Inventory Control Reliability System" for an integrated distribution and transportation company.  CMO Increased over all sales volume 12% and increased gross margins by 22%.  There was a 20% reduction in operating/inventory costs due to the improved control processes.  Improved forecasting and inventory planning also resulted in the customer order fill rate being improved from 90% to 99.4%.
· For a major worldwide shipping conglomerate, created annualized savings of over $114 million dollars and an ISO 9000 accreditation through improved process flow, method changes and improved warehousing.  Also increased throughput while reducing overhead, creating 3 years of record-breaking profitably.
· Implemented improved Sales Forecasting, Production Planning, Inventory Management and Management Reporting processes that resulted in operating cost reductions, and over a 20% reduction of inventory, for a major manufacture of advanced electronic systems and components for exploration and production. 
Business Development Results
· Designed and developed a Sales Margin & Management Control System for the Eastern Division of one of Americas fastest growing distribution companies in 1997.  Increased sales 14%, increased gross margin 8%, and reduced operational cost by more than 20%. 
· Process reengineering RCO program for (four-sites) manufacturing/distribution company. This program reduced product production time by 70%, reduced unit costs by over 22%. This combination of high quality and lowest cost lead to improved sales, margins and market-share. The P&L net gain over a three year period was over $1 billion.
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Analysis and Design
Phase I

During Phase 1, CMO INTERNATIONAL professionals complete a thorough analysis of your business, based upon the issues identified during our preliminary discussions.  A primary purpose of the Analysis & Design phase is to gather the information required to develop a specific proposal and an action plan for a joint implementation effort.  Equally important, the Analysis & Design process generates enthusiasm and excitement for the project.  We work in partnership with your people to ensure that trust is developed and that ownership of findings occurs at all levels.  In this manner, we begin to build the commitment and confidence necessary to implement the results delivery plan.

We, at CMO INTERNATIONAL, typically use a two-phase approach to define opportunities for improvement and implement change programs to enhance performance (see graphic below).
no
yes
Phase 2

 Results Delivery
Phase 1

Analysis & Design





During a typical Analysis & Design process we employ many diagnostic tools while working at the grass roots level of your organization, to understand how each operation supports your business objective. Our typical methodology is to approach your study from three directions: Statistical, Operational and Behavioral. We interview management, review work practices and analyze strategic and operating performance.  The results provide valuable insight into how the organization is performing and the resulting opportunities.

Your study will include, but not be limited to:

· Documenting internal and external communications, attitudes and opinions relating to the work environment and management goal setting.
· Reviewing and analyzing management and supervisory attitudes, opinions and behavior patterns affecting productivity, quality and service.
· Analyzing and documenting current work patterns relating to personnel and technology asset utilization.
· Reviewing, in detail, operational systems, departmental accountability and forecasting techniques.
· Analyzing work skills related to task assignment.
· Auditing the management control systems that exist within all of the departments of your organization to evaluate the existing administration and documentation of controls and procedures relative to worldwide standards for quality requirements as laid out in ISO 9000 and other industry regulatory requirements.
· Comprehensive departmental studying of:
· Supervisory control techniques, supervisory training and the ability to expand individual capacity.
· Production scheduling, departmental scheduling and staffing techniques.
· Work flow, balancing and equipment utilization.
· Individual and group output, utilization and productivity.
· Effectiveness of statistical information available for accurate and timely evaluation.
· Quality Management Systems and Policies.

The Analysis & Design will identify:  
· the strengths of the organization; 
· the nature and scope of the opportunity; 
· CMO INTERNATIONAL’s approach to translating this opportunity into results; 
·  the expected business benefits; 
· the project plan and schedule to achieve these benefits, and 
· your investment for CMO INTERNATIONAL’s continued participation in the joint effort.  

Using a time-based business case model, we will indicate the project’s tangible and intangible benefits, as well as the rate at which these benefits are expected to accrue.
A joint interpretation of the findings affords both parties a clear understanding of the current situation.  We will then define the improvement opportunities and develop the project plan and project schedule required to achieve the desired operating results.

Having built our professional reputation by being responsive to the needs of individual businesses and by recognizing the talents of our client’s management teams, our approach is essentially tactful and low-key.
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Phase II


During Phase II, the implementation of CMO Advantage Program, we will be designing and installing a five-step improvement program that has proven to be especially successful to the requirements of services made upon your operation.

		Step #1 – Evaluation
		Step #2 – Program Design
		Step #3 – Supervision and Management Training
		Step #4 – Implementation
		Step # 5 – Perpetuation Programs

This process consists of a joint team effort designed to translate the identified opportunities into results.  Because CMO INTERNATIONAL and its clients work side-by- side to implement change, client personnel internalize the skills necessary to maintain and enhance the business area benefits long after our involvement is ended.  It is critical that, in implementing these changes, members of the client organization accept the business objectives as their own and our process ensures this.  We seek long-term change and our joint process minimizes the possibility of reversion to old ways once a project is completed.[image: ]
Measurable and Sustainable
Step-Change Performance Improvement



The following are features of a CMO INTERNATIONAL joint program that our clients say differentiate us from other firms:

•	We work in partnership with our clients, forming a joint implementation team that yields significant, measurable results and transfers knowledge and skills to the organization.
•	Our consultants bring both process and content expertise to the project.  Each team has practical work experience and a mix of skills specifically selected to meet the client’s needs.
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The Results

Can one measure the benefits resulting from
	
· Improved Employee Morale?
· Employee Job Satisfaction?
· Expanded Supervisory Awareness?
· More Efficient Labor and Resource Management?

One can identify, measure and document

· Significant Department Efficiency Increase
With the identification and elimination of most, if not all, “lost time” and “hidden time” factors in your operation, we will apply a revolutionary new concept that picks up where most approaches stop. The mere establishment of work standards in your operation does not guarantee maximum departmental efficiency. On the other hand, The CMO INTERNATIONAL approach goes beyond just work standards. 

· Attitudinal and Behavioral Changes Affecting Productivity and Quality
Management is increasingly aware that attitude, opinion and behavior are not only measurable but can be altered in a positive way. Definitive measurements allow management to not only sustain these improvements made by participation in CMO ADVANTAGE workshops and point of execution experiential training, but these measurements together with CMO ADAVANTAGE controls allow management to sustain the improvements indefinitely.

· Improved Quality at Substantially Lower Costs
Full implementation of the CMO ADVANTAGE concepts ultimately brings the responsibility for quality to workers involved in the task, not “after-the-fact” management alone. For years, we have fostered the concept of ultimate employee participation in goal setting and quality control. In our culture, however, we must arrive at this in stages if it is to work effectively and be sustainable.

Naturally over the years, we have developed techniques uniquely in character with the CMO ADVANTAGE   approach. These inherent professional characteristics, along with the results, are the benchmarks by which we are measured.

The following are features of a CMO INTERNATIONAL joint program that our clients say differentiate us from other consulting firms:

· We work in partnership with our clients, forming a joint implementation team that yields significant, measurable results and transfers knowledge and skills to the organization.
· Our consultants bring both process and content expertise to the project.  Each team has practical work experience and a mix of skills specifically selected to meet the client’s needs.
· CMO INTERNATIONAL professionals are role models of positive “win/win” values.  We respect the individual and believe that each team member can make a significant contribution to the success of the project.
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CMO Advantage Core Competencies

· Business Strategy, Architecture and Models.
· Competitive Advantage Adoption and Leadership.
· Operational Effectiveness, Management, Compliance, Lean Systems and “Best Practice” Processes. 
· Organizational Design and Development “Results and Responsibility.”
· Process Design, Implementation, Management and Skills Training.
· Behavior Change Management: Leadership-Responsibility-Results.
· IT, ERP, MRP, SAP Company Focused Needs Assessment & Implementation.  
· Product & Technology Innovation, Development and Management.
· E-Commerce Strategy, Focus, Design and Application Implementation.
· B2B (Business to Business) Commerce Strategies, Applications and Implementation
· Value and Asset Management Programs.
· Getting to the Next level of Success “Through Leadership and Innovation.” 
· Performance Leadership, Enterprise Building, Perpetual Step Asset Utilization, Productivity-Process-Proof, Establish Profit-Value-Growth, Re-Invention Modeling
· World Class Supply Chain Management
· Service Level Optimization

Enterprise Change Drivers:  “Today’s Leading Organizations Follow Perpetual Step Asset Utilization to Re-Invent Their Business, Company, Market and Competitive Opportunities!”

· Crusades vs. Five Year Plans
· Internal Organization vs. Global Focus
· E Commerce Business Models @ “E” Speed
· Effective B2B
· Technology/Software vs. People Implementation
· Product/Service Development - Weeks/Months
· Product/Technology Life Cycles - Months?
· Changing Channels and Conflicts
· Customer Expectations
· Competition
· Acquisitions - Centralization - Diversification
· Partnership, License, Joint-venture, Creativity, Risk 
· Opportunity Action  vs.  Opportunity Risk
· Globalization - Products, Services, Process, Scope, Actions

Enterprise Challenges: “Winning Leadership in the Marketplace is Fundamentally Being Ahead of the Curve with Your People, Focus, Operations, Process and Actions!”

· Opportunity Awareness, Focus, Fitness and Action
· Rapid Execution of Market and Operational Strategies
· Re-Invention, Re-Skill, Re-Engineering to Leadership
· Keeping Leadership, Assets, and Employees Focused and Current
· Being Ready and Expecting Success
· Continual Enterprise redesign in Functional Organization Structures
· Facilities
· Processes
· Technologies and Technology Transfer
· Organizational Structures and Cultures
· Job Roles and Responsibilities
· Management Process and Metric Responsibility
· Alliances and Partnerships

Enterprise Imperatives: “The Ability to Remain ‘Opportunity Agile’ is a Commitment to Partnerships, Strategic Collaborators and Implementation Advisors!”

· Acknowledge the Velocity, Magnitude, and Impact of Change on Your People, Systems, Processes, Heritage, Skill Sets and Comfort.
· Acknowledge the Preparation Needed for Change and the Risk if you don't.
· Assess Areas of Vulnerability across the Enterprise: People, Systems, Processes, Suppliers, Inventory, Management and Supervisory Skill Sets.
· Assess Risk - Reward Impact on Business Strategy: Execution, Scope and Timeframes.
· Define Core and Non-Core Capabilities across Business Functions.
· Identify Core and Non-Core Strategic Key Partnerships, Strategic Collaborators and Implementation Advisors.
· Develop Alliances and Collaboration Processes.

CMO ADVANTAGE Programs:

Cost Reduction Programs: This is complete blend of products and programs as needed by a client.  Almost all of CMO International projects involve coat reductions, increased productivity, increased out-put/through-put to improve a client's profitability.  We typically area able to reduce a client's operating costs 20-30 percent, increase output 20-30 percent or a combination of both to positively effect profitability.  

Maintenance and Energy Programs: Reliability Centered Maintenance (RCM), Planned Maintenance, Pressure Equipment Integrity, Protective Instrument Systems, Monitor and Control Conditions, Routine Maintenance Planning and Scheduling, Turnaround Maintenance Planning and Execution, that focus on complete safety, exceeding regulatory standards and loss prevention.  Our "Best Practices Programs" and the standardization process are critical for perpetuation of this program.
Productivity Programs: This is complete blend of products and programs as needed by a client.  Almost all of CMO International productivity consulting projects involve cost reductions, increased productivity, increased out-put/through-put to improve a client's profitability.  We are commonly able to reduce a client's operating costs 20-30 percent, increase output 20-30 percent, or a combination of both, to positively effect profitability.  

Best Practices Programs: Industry Best Practices and industry benchmarking have become quite the rage over the pas few years. Typically however, these measures alone are not motivation for change.  Our efforts are geared to building Best Practices insights into a competitive advantage – a truly transformational change – by beginning with a focus on achievement. We glean unique strategies, tactics and business process ideas from Best-in-the-World companies that, when tailored to your needs, achieve breakthrough performance in your industry. We can help you create a different leadership model. One that promotes change with a focus on, “what can we be?” rather than “how did we do?"

Material Management and Flow Programs: This includes all facets of Supply Chain Management, Inventory, Warehousing, Distribution, Logistics, and the standardization process for tracking, quality assurance, and other programs. 

Business Development Programs: This is one of our most requested programs because it is multi-disciplined, client driven and focused.  We have successfully completed 26 these programs in the last 5 years and are currently working on several others.  

Acquisition and Merger Program: In general, we don't let the value of the acquisition escape.  We protect the acquiring companies value base assets, business, product line, market presence, intellectual assets, processes, and other critical components that lead to the purchase. 

We provide leadership, energy, and guidance during the transition by providing value added asset enhancing changes to the acquired business unit.  During this time period, we are integrating the cultural, business, systems, processes, and expectation standards set during the pre-acquisition period.  We ensure that the value of the acquired organization does not diminish and to add to that value - as envisioned prior to acquisition. The best time to implement change is when change is unavoidable.
Perpetuation Audits Program: Perpetuation is a primary concern of most clients.  Our CMO International Perpetuation Audit Program provides each client with a quarterly or semi-annual audit that can keep your programs on track.  

Training and Development Programs: This is a wide range of services that are client specific.  Executive, Sales, Communications, Results Delivery, Team Building, Conflict Resolution, Project Management and other Training Programs.  We also have several programs that work with coaching, mentoring and unit management development.  We can provide off-site training and team development programs that range from a 10-day cruise to a 24-hour lock-in program.

Operational Management Services Programs: Rapid achievement of operational goals; i.e.: increasing throughput, increasing process, labor/system/asset utilization, supplier support and distribution channel productivity.   Increasing profit producing operating systems that are based on “Best Practice” and “Lean manufacturing” principles.   Assessment and implementation of “Best Practice” asset utilization, increasing asset turnover, and delivering sustainable and reproducible cost reductions.  

Business process Re-engineering Programs: Working with our clients are able to map, analyze, and develop core business functions and process that are based on “Best Practices” and “Lean Business Management” principles that deliver quantitative results, improvements and operating efficiencies.  CMO International specializes in developing and implementing functional, innovative and creative solutions that drive “Best Practice” success.

Manufacturing Operations Excellence Programs: Assisting our clients in developing and implementing "Best Practices" production systems that incorporate the principles of  “SMART Manufacturing”, “Just-In-Time” manufacturing, “Step Utilization Principles” and “Continuous Improvement Programs.”  These lead to quantitative improvements, with verifiable results. These processes are standardized for propitiation of process, product quality and increased output.

Product Quality and Control Excellence Programs: Assisting our clients in developing and implementing custom product quality and control systems that incorporate the principles of  “SMART Manufacturing”, “Step Utilization Principles” and “Continuous Improvement Programs.”  These lead to quantitative improvements, with verifiable results that are standardized for propitiation of process, product quality and increased customer satisfaction.

Reducing Product Development Cost: This is a client focused program(s) that is built around the company vision for new product research, development, manufacturing and profitable introduction to improve market and industry position.  This asset utilization, expectation driven program(s) targets strategies that move products, services, project to completion with out loss of any checks and balance systems.   The change agent involved is focused, directed implementation strategies to improve time, cost and management responsibility and rewards.

Supply Chain Management Development Programs: Becoming World Class. Supply Chain Management - Better, Faster, Cheaper! CMO International Team Members have provided a broad set of capabilities and services for some of the world’s leading companies. Supply chain management encompasses coordination, integration and profit maximization associated with the flow of product, information, money and services across multiple trading partners’ enterprises. This process often encompasses the vertically and the virtually integrated processes and may involve evolution to strategic sourcing, value sourcing, consortium purchasing, e-procurement, B2B and business process outsourcing. Beginning from a total systems, cost perspective, the endgame here is the full realization of the benefits of supply chain optimization.
 
Industry Diagnostic Assessment - Benchmarking: Assisting our clients in conducting rapid and focused reviews of key areas of enterprise. Diagnostics include gap analysis versus “Best Practice” and benchmarking against industry financial performance. Our focus is to deliver “Best in Class” and “Best in World” leadership results.  

Organizational Alignment Programs: Assist our clients to ensure that company missions, operating strategies, and organizational structures are appropriate and aligned to meet both competitive and customer requirements and needs. Organizational Re-alignment is not an end result.  It is a primary step in organizational asset utilization that can in itself increase or decrease costs that narrow profitability.  Organizational Alignment is simply too important to the future of an enterprise to be in the hands of internal politics.

Accountability Alignment Programs: Assisting our clients in determining and detailing individual manager responsibilities, accountabilities, and performance objectives based on organizational structure, asset utilization and business objectives.   This is driven by the “Best in Class” and “Best in World” principles.

Effective Executive Leadership Coaching/Mentoring/Training Programs: This is a need-based customer tailored program(s) built around your vision, mission, customer requirements, competitive initiates, market position and corporate leadership development.  Topics include leadership dynamics, overcoming change resistance, teamwork, aligning, empowering, teaching, inspiring, recognition, “Best Practices” and leadership by example.  

Effective Supervisory Leadership Coaching/Mentoring/Training Programs: Assisting our clients in determining the skill-sets and needs of first line supervisory managers.  All other management responsibilities, accountabilities, and performance objectives are based on these individuals. These supervisors control and direct 80 to 90% of company assets.  They are the least trained level of management, but have the greatest impact on quality, safety, productivity and asset utilization. 

Supervisory Cross Training, Train-the-Trainer and Technical Skills Programs: Assisting our clients in review of the current technology and product innovation process, strategic alignment, implementation, cost reduction, productivity problem solving, “Best Practices” leadership coaching and process innovation.  This is driven by the “Best in Class” and “Best in World” principles. The front line supervisors control and direct 80 to 90% of company assets. They have the greatest impact on quality, safety, productivity and asset utilization. 

Asset Audits and Utilization Programs: This is an analysis process that defines both core and non-core activities and services that are active with in all enterprises.  The evaluation is to define the best blend of out-source and internal activities and services to benefit the company's reduction in operating costs and operating efficiencies.  With each of these programs is a contractor management guidance process.

Business Development Programs: This client focused program(s) built around the company vision for growth, profitability, markets and industry position.  This ranges from asset utilization to target customer strategies.   The change agent involved is focused, directed strategies that improve profitability, revenues, improved channel distribution, new customers, products, partners and ventures.

Service Level Optimization: The facts are that most major corporations are too costly, too slow, and too inner-focused to thrive in the future world that is emerging all around us.
While it seems intuitively obvious that companies with lower costs are more competitive, we probably should begin with a focus on the future, on growing, and on having a healthy company. Just cutting costs without some sense of meaningful purpose appears to have been one of the ‘fad’ reactions that are so typical of business.  There is a fundamental shift in thinking about the concept of cost, the nature of costs, and the manner in which costs are accounted for that must be incorporated into an ongoing change process. After the why and what we are continually confronted with the question of how costs can be reduced. We use a methodology called, Service Level Optimization (SLO) to approach costs. The primary objective of the methodology is to negotiate an agreement as to what level of service will be provided by each service provider. In addition, many other objectives are achieved through this process including cost reduction, process improvements, organizational alignment and integrated operations.
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