BCD" mazi

Delivering Customer
Value through
Outsourcing

SITUATION
A global leader in the pharmaceutical industry
appointed BCD M&l to restructure an existing
meetings management program throughout
the U.S. and UK

®* The initiative began with a sourcing and
registration outsourcing solution via BCD M&l.
After a successful month of engagement, BCD
M&l was awarded a portion of the planning
and logistics to complement the internal FTE
meeting planners

® Strong savings results, increased efficiencies
due to consolidation and increased compliance
in year one offered the opportunity for BCD
M&l to grow the planning/logistics services as
well as compliance and meeting controls

OBJECTIVE
Prepare a proposal for the client to migrate
from an internal planning team to a fully
outsourced, end-to-end strategic meetings
management solution

®* Reduce internal planner head count through
increased efficiencies

* Deliver greater cost and negotiated savings to
the client organization

SOLUTION
Determine staffing and management needs to
outsource all meeting planning personnel

* Provide cost analysis comparing the current
solution to the proposed solution

SOLUTION (continued):

Identify internal resources with appropriate
skill set to transition to the outsource model
and develop a recruiting strategy for external
hires

Establish standard operating procedures and
performance metrics for a larger planning
model

Develop a phased implementation plan, with
accelerated deployment in areas that would
yield the greatest immediate value—
specifically, a small meetings team and
planning resources in various domestic cities
and the UK

Establish and execute a customized training
curriculum and Boot Camp

RESU LTS:

The outsource initiative is expected to
decrease the internal cost of meeting planning
resources in 2010 by more than 50%, from an
annual cost of $5.2 to $2.9 million
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