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Executive Summary

Trusted advisor to some of the world’s premier executive leadership teams and Boards of Directors representing a diverse set of Aerospace & Defense companies and both U.S. and International government agencies

Experienced consultant with 15+ years of experience working with clients across multiple industries on their most critical initiatives. Areas of expertise include project management, strategic analysis, and operations excellence.

SPECIALTIES
	· Merger and Acquisition Strategy
	· M&A Planning and Execution

	· New Market Entry Strategy
	· Business Cost Restructuring

	· Operations Improvement
	· Organizational Design



CLIENTS
U.S. Aerospace & Defense Primes	Major Private Equity Firms	U.S. Government Agencies
International A&D Primes	Fortune 500 Industrial Firms	Int’l Government Agencies	

PLATFORMS
Submarines	Surface Vessels	Rotary Aircraft
Wheeled & Tracked Vehicles	Utility Infrastructure	Launch Vehicles


Professional History / Education
Consultant, Centerline Partners		2019 – 2020 
Program/Account Manager, IQVIA		2017 – 2019 
Director, Manager Roles AIG Data Science Team		2013 – 2017
Associate, Senior Consultant Booz & Company 		2009 – 2013
(formerly part of Booz Allen Hamilton; now Strategy&)	
Senior Consultant, Consultant, Intern Roles Booz Allen Hamilton	2005 – 2009

B.S. Industrial Engineering – Lehigh University 		2002 – 2006 	

Clearances:  None, but have applied for Secret









MICHAEL W. PETITE – SAMPLE CLIENT ENGAGEMENTS

Mr. Petite is a Senior Associate at MW JONES & COMPANY INC based in Reston, Virginia.  Currently, Mr. Petite is leading multiple projects supporting MW JONES & COMPANY’s project delivery to the U.S. Aerospace, Defense and Industrials (ADI) market segment focusing on Strategy, Business Restructuring and Operations Improvement, and Value-from-Data.


Merger and Acquisition Strategy

•	Led a M&A focused market assessment for a major international defense electronics organization. The client wanted to identify three sets of M&A targets: smaller capability enhancement, moderate market-entry, and merger of equals to position itself as another major defense prime. We conducted analyses of financial health, capability fit, market applicability, and affordability of over 100 Aerospace & Defense related companies as a part of this scan. 
•	Performed more than half a dozen pre-acquisition due diligence studies on behalf of major private equity firms and corporations, including:
· A major shipbuilder (MM)
· A major shipbuilding component supplier
· A major oil & gas conglomerate
M&A Planning & Execution

•	Supported the design and led the implementation of the Launch Services unit for a major space services organization. As part of the merger agreement, each major business unit needed to identify at least $40M in cost savings which could be passed back to the government customer within 3 years of the completed merger. As part of the effort we identified, developed business cases, and supported execution of implementation plans for these savings
•	Supported the feasibility, desirability, and options of a major defense prime for setting up its European operations as an independent unit. We examined options spanning from an internal reorganization to a full spin out of the unit as an independent company. To support our recommendation we looked at the current and future state cost structures, book of business, and required competitive capabilities needed to remain financially viable in their space. 
New Market Entry Strategies

•	Supported a market entry assessment for a defense prime seeking to enter the Defense Training & Simulation space. The client wanted to gain a better understanding of the current market space, critical capabilities needed to compete and win in the market, emerging trends in the space, and what the estimated opportunity would be for new revenue of the client. We performed both a qualitative analysis of major government purchasing organizations to establish current trends and baseline required capabilities as well as a quantitative assessment of the market space, major competitors, and realistic financial opportunity for the client over the next 5 years. 
•	Led a market entry assessment for a Defense Ground Vehicle Manufacturer. The client was seeking opportunities to capture adjacent business opportunities to support their platforms in the field, primarily in the form of supply & maintenance contracts. Given the desire of the client to self-fund the new capability by winning competitive bids before making further investment, it was critical we prioritize market opportunities against current capabilities and existing platform advantages our client possessed. 
Business Cost Restructuring

•	Supported the largest and most successful program cost restructuring in US Navy history for a major US Shipbuilder. The effort focused on making strategic investments to reduce or remove the largest drivers of cost in the program, allowing the shipbuilder to reduce the cost per unit by ~17% with a promise that the customer would double the size of their order. Our team worked with the client to identify cost reduction efforts across design, supply chain, planning, and operations to consolidate them into a clear implementation plan. 
•	Led a supplier management strategy effort for the space systems business unit of a major defense prime. The client was plagued by rising program costs, driven primarily by increasing prices for critical components for their systems. We worked with the client to attack the problem on two fronts; Using market forces on readily available components to leverage the best price for the program and developing close bonds with suppliers of critical components to systematically reduce cost of the parts through strategic investments. 
•	Supported a unit cost reduction effort for a nuclear reactor component manufacturer. Our client’s primary customer was facing budget pressure and needed to reduce the size of the program to avoid it being cut as part of the next budget cycle. We worked with our client to identify a unit cost reduction strategy which would reduce the unit cost by ~20% to avoid program cancellation. We focused on inherent and systemic drivers of cost to find the most impactful cost reduction opportunities and set out a time frame over which improvement could be achieved.  
Operations Improvement

•	Supported a project management capability assessment for a major medical device manufacturer. The client needed to protect their core market position from a new market entrant by improving their next-gen product’s release date by 6 months. We were also asked to identify and improve the systemic project management deficiencies which created the problem in the first place. We dove into the development schedules of their most important projects to understand the primary causes of delay in both the planning and execution phases. We recommended both specific project & schedule changes to reduce schedule waste and implemented a new project management methodology to focus on the specific work needed for on-time milestone execution. 
•	Supported an inventory management assessment for a major defense agency. The agency was dealing with problems at both ends of the inventory management spectrum – too much stock on hand and not enough of the stock it needed. Using a tactical wheeled vehicle as a pilot, we looked at the current inventory the agency was maintaining and the demand profile for supporting the system. Using this we were able to put together a forecast of demand need for the agency which allowed them to reduce their inventory stock and improve part availability. 

•	Led the implementation of an operations management system for a major insurance provider. The client wanted us to look for opportunities to streamline the outsourced shared services function to create capacity for additional scope. Our team utilized multiple operations management tools to improve performance to and agreed to Service Level, reduce costs through more effective queue management, and improve revenue capture by identifying opportunities through improved service levels. We implemented this approach both in the client’s largest shared service organizations as well as to more complex areas of claims management. 

Organizational Design

· Supported a redesign effort of one of the world’s largest defense acquisition agencies. High-profile programmatic failures and cost overruns had plagued our client and they wanted to gain a better understanding of where the problems existed and what alternatives existed for them to improve performance. Our analysis showed the biggest problems were human capital, misalignment of program incentives, and lack of agility to make adjustments as needed to deliver program capabilities on time, on scope, and on budget. As a follow on, the client asked for a set of recommendations for how they could re-organize to address these issues. 
•	Supported an organizational standup/design for a major defense ground vehicle manufacturer. Our client was seeing more of their previously sole-sourced work competed out to lower-cost support organizations. To maintain their market share and IP control, they wanted to stand up a sustainment organization focused on both the retention of their legacy work but to capture work on adjacent platforms to position themselves for future vehicle competitions. We started by identifying the current contract opportunities involving their platforms, their expected contract value, and what capabilities would be needed to compete for and win the contract. We then developed a roadmap to self-fund the development of these capabilities through the capture and execution of the identified contracts. Last but not least, we supported the organizational design & development of a sustainment focused business unit. 
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