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Executive Summary

Adviser to leading aerospace and defense firms on strategy, business development, key accounts, complex sales, transformation, change management, supply chain, and market evaluation.

Experienced consultant with more than 15 years of experience in Aerospace, Defense and Industrials leading business development strategy and major cost transformations 

SPECIALTIES
	· Government Sales Strategy
	· Buy-side Diligence

	· Operations Improvement
	· Business Cost Restructuring

	· Supply Chain Transformation
	· Organizational Design



CLIENTS
U.S. Aerospace & Defense Primes	Major Private Equity Firms	International A&D Primes
Fortune 500 Industrial Firms

PLATFORMS
Satellites	Launch Vehicles	Wheeled & Tracked Vehicles
Logistics Services	Surface Vessels



Professional History / Education
Director of Corporate Strategy, Hyundai Urban Air Mobility	2020 – 2021
Engagement Manager, Associate roles, McKinsey & Company	2014 – 2020
Manager of Strategic Initiatives and Business Development, ARES Corporation	2004 – 2012

MBA  – Dartmouth College, Tuck School of Business	2012 – 2014
MA Earth and Planetary Sciences – Harvard University	2003 – 2004
BA History – Harvard College 		2000 – 2004











ANDREW J. MILLER – SAMPLE CLIENT ENGAGEMENTS

Mr. Miller is a Senior Associate at MW JONES & COMPANY INC based in Reston, Virginia.  Currently, Mr. Miller is supporting MW JONES & COMPANY’s project delivery to the U.S. Aerospace, Defense and Industrials (ADI) market segment focusing on Strategy, Business Development, and Cost Transformation.

Government Sales Strategies

•	For a PE firm and their logistics portfolio company, developed overall win strategy for a $16B government logistics contract, a first-ever consolidation of ~1,000 individual logistics contracts.  Identified potential teammates, developed bid strategy, and led price strategy.  Contract award is pending.
•	For a leading defense prime, led competitive assessment of an $8B logistics contract, identifying competitor strengths and weaknesses and projecting their likely bid price (“price to win”) to inform the client’s winning bid strategy.
•	For a leading defense services prime, led overall growth strategy, focusing on defense, cyber, NASA, and air test facilities.
•	For a leading space prime, led process redesign of their business development process, identifying opportunities to reduce bid cost by ~40% without sacrificing quality.  Resulting process also better linked R&D spend to new business opportunities.
•	For a leading aviation prime, led process redesign of their business development process, identifying opportunities to reduce bid time by ~30% without sacrificing quality.
•	For a leading aerospace prime, led assessment of their go-to-market function to identify opportunities to improve sales, including opportunity qualification, product-market fit, and stage-gate reviews.
Buy-side Diligence

•	Led buy-side due diligences across industrial, aerospace, and defense companies, including tin-lead refinishing of electronics, air cargo handling services, LED interior lighting for naval vessels, canted-coil springs, chemical distribution services, and elevated work platforms.
•	For a leading chemicals company, performed acquisition scan, analyzing macroeconomic cycles, industry trends, and historic segment growth to determine overall attractiveness.
Business Cost Restructuring

•	For a leading defense prime, developed and implemented post-merger supply chain integration strategy, focusing on complex subcontracts and professional services, to deliver $100M in run-rate savings.
•	For a leading space prime, led cost diagnostic focused on supply chain, engineering, and manufacturing, identifying initiatives needed to improve cost competitiveness.
•	For a leading IT services firm, developed direct labor transformation strategy to reduce annual direct cost run-rate by ~$1B.  Established governance cadence, assigned targets to P&L owners, and led weekly progress reporting.
•	For a Fortune 500 packaging company, developed and implemented country footprint rationalization strategy, including multiple C-suite workshops to align on country entry and exit criteria and decision forums.
Operations Improvement

•	For a leading defense prime, performed end-to-end program diagnostic to identify common causes of program failures and develop transformation plan.
•	For a leading aerospace prime, identified how to cut satellite development timeline in half, in support of customer strategic objectives.  Detailed assessment looked at contracting strategy, R&D strategy, technology insertion, subcontractor management, program planning, and program reviews.  Identified detailed actions required by each stakeholder and messaging strategy to share results with customer.
•	For a leading IT services firm, led revenue growth “war room”.  Developed sales operations reporting formats and tracked overall progress against ~10 different growth strategies.

Organizational Design

· For a Fortune 500 chemicals company, led rapid diagnostic of organization (spans and layers) and G&A spend.
•	For a Fortune 500 packaging company, redesigned G&A functions to improve efficiency and responsiveness, including spans-and-layers diagnostic, activity analysis, and client workshops.

Supply Chain Transformation

•	For a leading defense prime, developed and implemented post-merger supply chain integration strategy, focusing on complex subcontracts and professional services, to deliver $100M in run-rate savings.
•	For a leading electric utility, developed and implemented IT reduction strategy, identifying ~$40M in savings across hardware and software.
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