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An Introduction to Our Services

Your business is different.
So are we.
If you want results, you need to
choose an advisor who will put
forth the effort as if it were his own
business. Which is exactly what we
do.

There are several consultancies
companies can choose from to
solve their thorny operational
performance issues. In today’s
business environment, most clients
don’t want a canned solution. They
don’t want to hear about how
another company did it, and they
don’t want to be shut out of the
process once the project begins.
Instead, they want solid thinking
and a pragmatic approach based
on their specific needs. They want a
partner who also understands their
business and who will maximize
their returns while respecting their
risk tolerances. And they desire to
see new skill sets transferred to
their employees as they are led in
the process.

WHAT WE DO

Many CEOs recognize a significant capability gap
in their organizations and know that they need to
address this to succeed globally.
Our focus centers around preparing businesses for
sale, scaling high growth businesses, post-merger
integration, and jump-starting profitable growth.
A key element is transferring skills to managers at
all levels in both the “hard” and “soft” elements of
leadership and management.

HOW WE DO IT

Examples of approaches used include:
•

Optimizing complex transport networks

•

Skill development in root cause analysis

•

Targeted pricing strategy

•

Step change operational improvement

20:1

50 %

Average return on fees

of CEOs rank leadership capabilities (35%)
and functional capabilities (31%) as the top
contributors to business performance

How does it work?
We base our profit enhancing work on four core
principles that link to the real drivers of value.

We focus on processes linked to value
drivers of the business.

We address organizational and individual
needs as needed.

We tailor our program to your organization’s
unique situation and specific objectives.

We institutionalize results through people,
processes and tools.

From the back office and research lab to the plant floor and across your
entire supply chain we help you develop an end-to-end program to
transform your operations.
HOW WE HELP

VOICE OF THE CUSTOMER

All targeted improvement is designed to
realize hard dollars while also injecting
new skills to the client that radiate for
you.

“Every project has delivered bottom line
results and spun off divisional initiatives.
More important, they have upskilled and
motivated team members who carry the
Performance Excellence approach to
their everyday jobs.”

We rapidly deliver results because we
help you identify areas of high leverage.

“Next Level has partnered with our
business in a range of operational, supply
chain, and sales initiatives spanning a
number of years. What sets them apart
from others is process, personal style,
and uncanny sense of where the value
is.”

Using
time-tested
methodologies
customized for the client, we help
companies create sustained advantages
in their cost position, protect margins
in down markets, or widen their
competitive advantage.

“Ryan is a talented and driven individual
able to work with all levels in an
organization. He is a quick study and
able to see the bigger picture, get to
the heart of the matter, provide the right
resources, and deliver real results."

Our real-world experience and rigorous
approach help clients shape successful
transformation programs and build
cultures of sustained improvement.

“His approach is pragmatic and well
thought out, presenting his ideas in a
clear and concise manner. He has natural
leadership ability and his interpersonal
skills enable him to bring a team
together quickly, focus them on the
goal, and work together to get results.”

A Blend Of Approaches

Our multi-disciplinary approach consistently delivers bottom line impact,
across multiple industries and contexts.
CASE STUDY #1:

CASE STUDY #2:

CASE STUDY #3:

After years of growth, a
leading roof tile supplier
faced declining profit
margins due to increasing
pricing pressures and
rising manufacturing
costs. The client required
an intensive approach to
help achieve the “Next
Level” of improvement using dedicated resources
and utilizing a structured
program which focused
on the cost levers of the
business.

A cement manufacturer
was becoming
progressively more
capacity constrained
due to bottlenecks in
its distribution network,
while product demand
in key regional markets
was growing faster than
the plants’ ability to
supply. With the power of
linear optimization, they
maximized profit margins
while seeding future
growth opportunities.

A producer had more
than doubled in size in 5
years and the business
had reached a size and
complexity that had
outgrown their current
planning footprint. This
was evidenced by delayed
shipments, excessive
transport costs and
missed opportunities on
pricing. A Next Level
team was deployed to
upgrade the sales and
operations process.

Key approaches
to success:

Key approaches
to success:

Key approaches
to success:

•

Quantifying the cost of
scrap uncovered hidden
sources of loss and costs

•

Improving the blending
process allowed 10%
material cost reduction

•

A Performance Excellence
group was created
that institutionalized
knowledge and best
practices using the Next
Level project as a model

•

•

•

Rebalancing the volume
distribution to 22 markets
without sacrificing sales
to ensure greatest overall
profit margin
Specifying product supply
strategies to save over
$5 million in freight and
variable costs
Constructing the
predictive model in which
to measure profitability
impact of future new
locations

•

Improving forecast
accuracy of high-risk
terminal sales by 50% to
eliminate “stockouts”

•

Improving forecast
accuracy reduces
emergency transport costs
of product

•

Tracking % variability as
a function of a location’s
storage capacity. Smaller
inventory sites are
more sensitive to poor
forecasting

CLIENT RETURN1

14:1
20:1
12:1
15:1
35:1
32:1

1

Realized return on fees

VALUE CATEGORY

Manufacturing Transformation
• Increased plant reliability and product yields,
reduced labor and materials costs
• Automation innovationst

Pricing Strategy
• Tiered pricing by customer profitability and
attractiveness
• Product classification by family type

Leadership Development
• “Learn and Do” model built cadre of change
agents with skills to drive transformation at site
• Designed problem solving methodology for
Fortune 600 organization

Maintenance Strategy
• Developed maintenance cost index (MCI)
matrix to help define an ongoing target for
maintenance costs and for use as a vehicle for
sharing best practices internally.

Network Optimization
• Tool that enabled valuation of future acquisition
value
• Optimized shipping lanes for highest margins
and decided which locations should be open

Life Cycle Cost Analysis
• Determined the optimum age at which to turn
over truck vehicles.
• Identified location priority and levels in which
the fleet should be turned over.
• Recommended the best purchasing options
going forward for identified replacement
opportunities.
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