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Building efficiencies in a decentralized 
environment:

A case study of Volt’s implementation of our Taylor Corp. Program



VOLT - An Industry Leader with Strength and Stability

59 years 
of servicing 
success

$2.4 billion

financially strong

100% company 

owned offices

Tenured & 
Experienced
executive management

since 2002



VOLT - Delivering Talent For All Your Needs

Volt Workforce Solutions

Administrative
• Accounting Clerk
• Administrative
• Collections
• Customer Care 
• Call Center
• Data Entry
• Receptionist
• Sales Support

Industrial
• Assembly
• Forklift
• Fulfillment
• Machine Op
• Manufacturing
• Packaging  
• Warehousing  

Accounting & 
Finance
• Accounting 

Professionals
• Finance
• Human 

Resources
• Legal
• Procurement
• Sales & 

Marketing

Technical Creative
• Advertising
• Design
• Electronic Media
• Marketing
• Tech Communication
• Tech Sales

Technical
• Engineering
• Information 

Technology
• Life Sciences
• R&D
• Technical
• Support



• In the 1960’s, Glen Taylor joins Carlson Wedding Service in Mankato, 
Minnesota.

• Glen Taylor goes on to learn about the wedding business and applies 
innovative ideas for improving efficiency, customer service, and expanded 
product offerings.

History of Taylor Corporation

• 1975 – Glen Taylor purchases                                            
Carlson Wedding Service and lays 
the foundation for what will 
become Taylor Corporation.



10
Taylor Corporation is one of 
the top ten graphics 
communications companies 
in North America.

200
Taylor Corporation is a Forbes 
Private 200 company.

3,000,000plus

small businesses and 
consumers rely on Taylor 
products and services.

275
of Fortune 500 businesses are 
served by Taylor companies.

12,500
professionals are employed across 
the Taylor organization.

100plus

subsidiaries make up the 
Taylor family.

Overview of Taylor Corporation



The Strategic portion of our role recognizes business value 
outside of unit price negotiations
– Setting strategy at a category level

• How many suppliers, what percent with each, length of contracts, RFP or 
not…

– Strong collaboration with key stakeholders like HR, IT, R&D and Facilities

– Supplier Relationship Management.

• Scorecarding, Supplier Extranet, communication.

– Finding ways to affect top line sales through our sourcing efforts

– Leadership around market trends like “green” 

Taylor Strategic Sourcing Initiative



Find a supplier that can provide:
• National coverage with competitive pricing.

– 80% of spend consolidated within 24 months and at least $500,000 in savings 
annually.

• Control our liability and exposure with one contract negotiated centrally

• Consultative approach on maximizing the value of our staffing dollar

• Consistency in recruiting, screening, and employee orientation

• Consolidated invoicing

• Online systems for greater process efficiency and management of requisitions

• Robust reporting around key metrics like employee turnover, fill rates, etc...

Taylor Strategy on the Temp Staffing Category



2007                  2008 2009 Est.
139 Suppliers 75 Suppliers* 25 Active
Volt  $0 Spend Volt  $5MM EOY Volt  $?MM
12MM Spend 10MM Spend ??MM Spend
Top supplier 15% Volt at 40%YTD Volt 80% of spend
_____________________________________________________________________

• Implementation scheduled in 4 phases

• Moving from estimated 100 weekly invoices to 1

• Estimated hard cost savings of 3-5%

• Volt technology implemented across the enterprise facilities

• Working very closely with Human Resources leadership team

*65 under $100,000 in spend

Taylor Strategy on the Temp Staffing Category



Workforce Planning / Recruitment

Program Management

Site Specific Customization

Contractor Management

Retention

Communication

Strategic Business Alignment

Site Satisfaction Surveys

Quality Calls

Time to Fill, On-Time Delivery, Staff to Plan

Site Satisfaction Surveys

Employee Surveys & Exit Interviews
Reduction in Supervisors Time

Termination type

Turnover%/Retention Rate
# of full-time conversions

Assignment Completion %

Site Satisfaction Surveys

# of items escalated

Quarterly Business Reviews

Compliance to Program

The Mission:
Provide the talent and 
the tools, through an 
engaged partnership, 
enabling the Taylor 
Companies to achieve 
their defined business 
objectives

The Vision:
To deliver an efficient, 
best-in-class program, 
that is mutually 
beneficial to all parties, 
focused on continuous 
improvement that 
ensure Taylor get 
qualified employees –
when they need them

Volt Strategy on Servicing Taylor - Collaboration



Initiating 
Process

Design
Architecture

Planning 
Process

Business Rules

Executing 
Process

Deployment

Optimization & 
Continuous 

Improvement

• Proven and repeatable processes

• Dedicated project management team

• 200+ implementations

• Standard 90 day timeline

Monitoring & Control Process

Project Management Institute

Seamless & Effective Change Management

http://images.google.com/imgres?imgurl=http://www.shiftingears.com/images/PMI LOGO 1.jpg&imgrefurl=http://www.shiftingears.com/index-4-1.html&usg=__vHM9bW7Kpw2w47hJxXSzu7xn9hM=&h=231&w=929&sz=78&hl=en&start=1&sig2=XC-hvQqtQfA8H5XZtgOYYw&um=1&tbnid=yxraN9ibvaN1FM:&tbnh=37&tbnw=147&prev=/images?q=Project+Management+Institute&hl=en&rls=com.microsoft:en-us:IE-SearchBox&rlz=1I7GGIH_en&sa=N&um=1&ei=UhrUSe20C-GFmQe8r_WWDw


Stakeholder Communication

• Marketing
• Business Reviews
• On-site meetings

• Employee relations
• Webinars
• Newsletters

• Program/employee portal
• Informational Seminars
• Vendor communication

Communication Strategies

HR Operations LegalProcurement IT

• Six Sigma projects
• Team meetings
• Road shows

• Localized weekly meetings
• Forecasting meetings
• Survey requests

• Operational alignment of teams
• Follow-up interaction
• Service dashboards

Stakeholders Communications

Program
Management Office

Hiring 
Manager



Implementing With Minimal Disruption



Roll-Out Strategy

Phase 1
Priority Locations

Phase 2
Secondary Locations

Phase 3
Outlier Locations

• Selected top 3 
locations

Business Impact

These were the critical 
sites that provided the 
internal champions, 
case studies and proof 
of concept that the 
solution works

• Selected  40 
locations

Business Impact

These were the sites 
that Volt could service 
based on location 
match

• All other locations

Business Impact

These were the sites that 
will be serviced 100% by 
partner vendors or sites 
with no contingent 
worker usage



• 80% of all talent delivered within 4 business days

• 56% of all talent delivered within 1 business day

• Over 50 conversions and Full Time Hires since contract 
execution

• Risk Mitigation

• Co-employment Training

• Moving from over 100 weekly invoices to 2

The Results



• Business was awarded in 2007 without an RFP

• Went from $0 spend to $2M in 1st year, with only 
Phase 1 companies

• A Case Study in Center-Led Procurement Initiative

The Corporate United Value Proposition



Elements of a Successful Strategy

• Build a guiding coalition

- Corporate leaders must be involved

- Leaders of business units must be involved

- Establish common business objectives

• All stakeholders must be in all meetings – always include the other

- Everyone must agree to “succeed” or “fail” together – equal credit 
and equal risk

• Ensure the right balance between key business needs

- Savings vs. Choice

- Relationships vs. Leverage

• Partnerships come with commitment from all parties

- Pick the right Supplier

- Pick the right Customer

- It can be done if you work together



Lessons Learned ςWhat NOT to do

• Do NOT expect perfection

- Expect the unexpected

- There will be many unforeseen events

• Do NOT play the blame game

- If you picked the right partner – work together to quickly resolve the 
issues that come up

- Have the faith to make it happen

• Do NOT think that everyone can do this

- Not every organization is ready for this kind of transformation

- Can not leverage until the commitment is made to centralize



¢ŀȅƭƻǊ /ƻǊǇƻǊŀǘƛƻƴΩǎ Engagement

• Project champions

• Corporate and local

• Executive advocacy

• Open communication based on earned trust 

& respect

• Adaptability

• Embrace change

• Allocated IT & Accounting resources

• Support in gathering Taylor information

Strategic Partnership



Business runs on talent.



350 servicing locations

Experienced in placing 431,000 people annually

Collect time and pay 39,000 employees each week

Provide accurate billing on 25,000 weekly invoices

Partner with 2,000 suppliers to reach all areas

Experience Matters

US Staffing Firm

Global Staffing Firm

Managed Services & 
Vendor Management

Top 10

Top 20

Top 10


