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“PaƩy Block’s ability to develop a powerful response, drive the right messaging and successfully posiƟon 
the firm helped improve client relaƟonships and close mulƟmillion dollar contracts.”
                                                                                                                                                                       - Bob Patton, Americas Leader, Advisory Services, Ernst & Young

OrganizaƟon: Ernst & Young, Financial Services Revenue Team

SITUATION STRATEGY & ACTIVITIES RESULTS
Ernst & Young won $50 million 
         engagement to design and 
         implement Avco’s Global Core 
         Systems.     
Services and benefits included: 
Implemented sophisƟcated 
                customer database and 
                analyƟcs programs, including 
                key demographic data. This 
                database technology enabled
                Avco to host state-of-the-art 
                call centers.  
Enabled Avco to idenƟfy their 
                most profitable customers 
                and dealers.
Advanced technology pro- 
                vided regionally sensiƟve and 
                accurate credit scoring 
                systems - e.g., in-store POS 
                terminals rouƟnely provide 
                credit approval in under one 
                minute.
Reduced field and headquar-
                ter operaƟng costs, which 
                Avco passed on to customers 
                in reduced rates and im- 
                proved customer service 
                through their advanced 
                systems.

Ernst & Young had recently 
        completed a comprehensive 
        visioning project for Avco 
        Financial Services, including 
        the strategic plan for their 
        global custom systems design 
        and implementaƟon iniƟaƟve.  
Since E&Y served as Avco’s 
        auditor, Avco wanted to be 
        absolutely unbiased in their 
        decision-making. Headquar-
        tered in Irvine, CA, Avco placed 
        the firm on a short list of pro-
        viders and forwarded an RFP to 
        the Southwest Region’s Global 
        Client ConsulƟng PracƟce.
The opportunity was substan-
         Ɵal, forecasted to be a $50
         million-plus engagement. 

PaƩy Block led ideaƟon and 
         developed the strategy for Avco 
         to experience in real-Ɵme E&Y’s 
         approach for Avco’s global 
         custom systems design and 
         implementaƟon. 
The presentaƟon, called “Insight,” 
         included hosƟng half-day event in     
         which the PracƟce - through a 
         built-out producƟon set and 
         series of venues - created a future 
         state vision of the project.

     The “Insight” presentaƟon 
         portrayed Avco’s future global 
         Core Systems design and imple-
         mentaƟon project. The event 
         enabled Avco’s general manage-
         ment team to walk through the 
         project and genuinely experience 
         the strategic, systems and tech-
         nological compeƟƟve advantages 
         they would receive by partnering 
         with E&Y.      
PaƩy organized and led a 50+ 
         member team that tore down   
         and rebuilt a porƟon of the firm’s 
         Orange County office. She pro- 
         duced the set and directed 
         project team’s configuraƟon and 
         installaƟon of all hardware,  
         soŌware and systems integraƟon 
         devices. 
PaƩy led script development, 
         helped write the proposal and 
         craŌed promoƟonal materials.  
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Ernst & Young secured engage-
         ment worth over $11 million.
Services and benefits included: 
Implemented effecƟve 
                business planning and 
                reporƟng and cost-effecƟve 
                financial processes.
Increased the value of the 
                finance funcƟon by pro-
  viding criƟcal decision 
                support informaƟon. 
Improved the quality and 
                cost effecƟveness of their  
                transacƟon processing using 
                standardized systems oper-  
                aƟng in a shared services 
                environment.

  
   

Sprint submiƩed a Request for 
         Proposal (RFP) for Ernst & 
         Young to lead the reengineer-
         ing of the company’s enƟre 
         Financial funcƟon, including all 
         systems and supporƟng 
         business processes. 
PaƩy Block wasn’t officially 
         supporƟng the Telecommunica-
         Ɵons Revenue Team, but a senior
         partner, Bob PaƩon, specifically 
         requested her involvement. PaƩy 
         flew to Kansas City to help lead  
         the response. 
    The firm was under a very Ɵght 
         deadline - only five days to re- 
         search, write, design, produce
         and deliver the proposal.

Sprint provided very specific 
        formaƫng for the proposal. The 
        firm’s ability to respond in a
        unique and creaƟve fashion was 
        limited. 
PaƩy met with senior partners 
        on the pursuit team, quickly 
        came up to speed on the issues, 
        Sprint’s specific challenges and 
        iniƟal thoughts on approach.
Following brainstorming session 
        with account execuƟves, PaƩy
        developed a posiƟoning strategy, 
        work plan and Ɵme line. She 
        created proposal layout and 
        wrote major porƟons of content, 
        highlighƟng the firm’s compeƟ-
        Ɵve differenƟators, qualificaƟons 
        and unique ability to serve. 

SITUATION STRATEGY & ACTIVITIES RESULTS

OrganizaƟon: Ernst & Young, TelecommunicaƟons Revenue Team
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PaƩy Block was the first Senior MarkeƟng Business Leader hired by Ernst & Young’s Global Client ConsulƟng 
PracƟce, SouthWest Region. PaƩy worked closely with firm Managing Partners to create and implement a 
focused revenue and account team planning strategy and model.

PaƩy led the development and implementaƟon of tools that standardized the strategic account planning 
process. She opƟmized the uƟlizaƟon and measurement of resources and performance management tools 
for various industry and geographic revenue teams and led mulƟple business development iniƟaƟves that 
opƟmized the firm’s markeƟng return on investment (ROI).

The strategy to hire a professional exclusively dedicated to markeƟng and business development was 
incredibly successful and significantly impacted Ernst & Young’s boƩom line. In turn, the firm’s SouthWest 
Global Client ConsulƟng PracƟce hired mulƟple MarkeƟng Business Leaders for the region’s major hub 
offices: Dallas, Houston, Los Angeles, St. Louis and San Francisco. The Senior MarkeƟng Business Leadership 
team envisioned and orchestrated various client retenƟon and acquisiƟon programs that generated over 
$275 million in revenue. PaƩy’s leadership and contribuƟons to the Atlanta office exceeded $150 million in 
incremental revenue.

For other organizaƟons - e.g., Oracle Corp., Spencer Stuart, Lee Hecht Harrison, Lautze & Lautze and             
Meridian Builders & Developers, Inc. - PaƩy researched, tested and implemented new techniques for 
conducƟng research, enhancing client saƟsfacƟon and measuring markeƟng project ROI. 

EXAMPLE: For retained execuƟve search firm Spencer Stuart’s Technology, CommunicaƟons & Media 
PracƟce, PaƩy envisioned, launched and managed mulƟple flagship business development programs that 
generated over $2 million in incremental revenue. These market survey and research study iniƟaƟves 
involved extensive staƟsƟcal analysis, which examined and reported on responses from hundreds of survey 
recipients and personal interviews with clients, prospects and industry thought leaders. PaƩy and her 
colleagues uƟlized complex staƟsƟcal analysis techniques to measure the responses and report on the skills 
and aƩributes required for VC-backed porƞolio company CEOs to be successful and generate profit. These 
iniƟaƟves led to speaking opportuniƟes and panel presentaƟons, expanded the firm’s network with senior 
industry decision-makers and generated a PR return on investment of close to 300%.
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