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UPDATE FROM JOHN SANTORA
GLOBAL CHIEF OPERATING OFFICER & CHIEF INTEGRATION OFFICER

Global integration news you can use
October is an important month for our company. We have just celebrated the first anniversary of our merger and are seeing our
integration workstreams deliver on their goals. Impressively, we are starting to get a clear picture of how these projects are coming
together to create a solid foundation of advanced systems and flexible processes that will differentiate us in the marketplace and
lead us into the future.
As leaders, we are at a difficult, but exciting inflection point. While the hard work of integration is far from over, our focus is shifting
to the post-integration phase when we will realize the full benefits of having a business model based on continuous improvement
and operational excellence.
However, as we head towards finish lines, the next few months will bring more changes. Our colleagues in EMEA and parts of Asia
Pacific are feeling this now. In the U.S., we will reach a major milestone in October with the launch our U.S. Deal and Commission
Management Platform. This connects the work that has been done by many teams including: Global Technology Solutions,
Workday, HR, Change Management, Procurement, and the large team deploying an integrated back-end platform built in Callidus
and SalesForce.
At this critical stage, we are relying on all of you to help your teams complete this journey. There will be more bumps in the road as
we work to master new systems, learn new processes, and adapt to change, but there is always help when needed. To support your
teams, please:
• Take a moment to thank everyone who has worked so hard to get us this far.
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John Santora
GLOBAL COO & CHIEF
INTEGRATION OFFICER
+1 212 841 5060
john.santora@cushwake.com
NEW YORK

Melissa Madura-Altmann
SENIOR PROJECT MANAGER,
INTEGRATION MANAGEMENT
OFFICE
+1 212 841 7567
melissa.madura-altmann@cushwake.com
NEW YORK

Brad Kreiger
GLOBAL HEAD OF
COMMUNICATIONS &
CHANGE MANAGEMENT
+1 312 424 8010
brad.kreiger@cushwake.com
CHICAGO

• Acknowledge the changes that employees are grappling with as they learn new skills and systems to do their jobs.
• Keep the focus on the ultimate goal: building a solid foundation that will support relentless change, but most importantly, the
success and well-being of all of our employees.
From my perspective, I know how hard each of you have been working and that it is challenging to lead a business when there
is so much change. Thank you again for your dedication and leadership – and do not hesitate to reach out to me or any of the
workstream leaders if you have questions or feedback.
Sincerely,

John Santora

A CASE FOR CHANGE TOOLKIT
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INTEGRATION JOURNEY

OUR JOURNEY
TO WORLD CLASS
+ DOWNLOAD PDF
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JULY 2016
More than half of offices consolidated
JULY 2016
One global employee HR platform (Workday)
JULY 2016 - OCT 2016
World-class Financial Services
Center launched (Accenture)

NEXT >

2017
C&W Centennial Anniversary
marketing campaign
2017
Office consolidation completed

OCT 2016
One deal commission
platform (U.S.)

SEPT 2015
DTZ & C&W Day 1
• New brand launched
• Global ad campaign
• Top leaders announced

JANUARY 2017
One global employee portal
JANUARY 2017
One global CRM platform (Salesforce)
Q4 2016
Global advertising campaign

Q4 2015
Bringing teams together:
office consolidations begin
OCT 2015
Top 300 Leaders announced

A CASE FOR CHANGE TOOLKIT

2016 - 2017
Integration of People programs
2016 - 2017
Integration of technology programs
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CORPORATE REAL ESTATE UPDATE
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UPDATE

Among highlights, our firm:

Jennifer Price

The Corporate Real Estate (CRE) team continues to manage
the office swaps (when employees swap facilities) and office
consolidations (when employees located in multiple facilities
merge into a single location) in order to achieve:

• Completed the construction of a bridge to connect two high
rise towers in our Stockholm office (as pictured).

GLOBAL HEAD OF CORPORATE
REAL ESTATE
+1 213 330 0908
jennifer.price@cushwake.com
CALIFORNIA

• A better alignment/adjacency of teammates.

Elyse A. Johnson
Šantić, Assoc. AIA

• Optimum levels of collaboration in the workplace, which
will increase management effectiveness, innovation, and
productivity.

GLOBAL PROJECT
MANAGEMENT LEAD
+1 212 328 4255
elyse.johnson@cushwake.com
NEW YORK

• Quick face-to-face connectivity among employees to
encourage ideas sharing, innovation, and efficiency.

Henry Connell, MRICS

• Through August, the CRE team executed the long-term
consolidation strategy in five markets in APAC, 19 markets
in the Americas, 14 markets in EMEA, and eight markets in
Greater China. In addition, RFAs have been approved for an
additional 14 markets in the Americas, three markets in APAC,
and one market in EMEA.
Operational Updates:
• For Business-as-Usual (BAU) markets, the CRE team is
working with Finance to provide guidance on budgeting real
estate capex for the 2017 budgets.
• Our Lease administration team is working towards housing
all of C&W’s global leases in BIG; we expect this project to be
completed by the end of September.
• The CRE team is working with the Marketing &
Communications team on the development of a
communications plan around workplace and change
management.

A CASE FOR CHANGE TOOLKIT

GLOBAL TRANSACTIONS
AND OPERATIONS LEAD
+1 212 659 6484
henry.connell@cushwake.com
NEW YORK

• Completed construction and moved into the expansion space
in our Oakland, CA office.
• Began construction and finalized the workstation mock-ups
for the Dallas, TX office.
• Mobilized for the construction of our Toronto West office
relocation.
• Filed for permits for the Walnut Creek, CA office expansion
and relocation.
• Finalized the design for the new El Segundo, CA office.
• Moved our project team into swing space in preparation for
the in-place renovation of our East Rutherford, NJ office.

The CRE team is focused
on managing 3.5 million
square feet and over
450 leases in the global
C&W portfolio, along
with rolling out a new
workplace strategy that
will excite employees
and clients alike.
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CORPORATE REAL ESTATE UPDATE (continued)
• Continued working with our global architect and Procurement
team on the development of the furniture standards. The
preferred vendor and furniture standards will be selected in
mid-October 2016.
While the final furniture design and vendor are in the
process of being selected, the Procurement team will assist
in the sourcing of the furniture. Anyone requiring furniture
purchases should connect with Brad Sayre in Procurement
and provide him with the quantity and general style of
furniture needed.

< PREVIOUS

NEXT >

• For Business-as-Usual (BAU) markets, refresh of space
in line with new workplace designs and standards will be
considered in anticipation of lease expirations / renewals, and
in conjunction with the 2017 capex budgeting process.
• The CRE team is working with in-house real estate experts
to build a world-class real estate strategy and management
function that mirrors the real estate services we provide to
our client.

Ideally, Procurement will need two weeks to source but can
work on a tighter timeline if necessary. Procurement will
conduct a bid between preferred furniture providers offering
similar styles and will request approval from the project team
before any final decision is made. After the sourcing process
has been completed, the general lead time for furniture to
be produced is 8 – 12 weeks, plus delivery and installation,
which can take another one to two weeks. Therefore, it is
recommended to start the sourcing process as soon as
possible.

WHAT TO SAY TO EMPLOYEES
For markets that are relocating and/or under-going new buildouts,
the CRE team is collaborating with Regional and Market leaders
across the globe to roll out our workplace standards that focus on:
• The client experience, the employee experience,
collaboration, productivity, wellness, and flexibility.
• Alignment of our office space with our purpose, culture,
brand, and specific functional requirements.

A CASE FOR CHANGE TOOLKIT
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BOOST UPDATE
UPDATE
We’re happy to report that our integration efforts within
the New York Tri-State market are well underway and we’re
making great progress. Given this is our largest integration
effort to date in terms of geography, business lines and inscope professionals, we’ve had to customize our integration
Playbook to meet the local market’s needs but, overall, we feel
positive about the integration.
As part of our efforts with the Tri-State market, we’ll be rolling
out the new SMARTRACK project management tool to the
market’s Operations, Service Delivery, and Research personnel
within the next few weeks.
This tool, which will be used by all Marketing and Sales
Support professionals to capture and delegate pitch and
proposal information going forward, has already been
rolled out to all of Americas Marketing. Once we’ve rolled
SMARTRACK out to the Tri-State, we’ll roll out to Tampa,
Atlanta, and then ultimately to the remaining markets poised
for integration.
Multi-market Approach: As mentioned in last month’s LEAD
update, we’ve decided to modify our integration approach
going forward in order to more quickly advance this initiative.
Instead of focusing on individual markets, we’ll be taking a
multi-market approach.
The first consolidated group of markets includes Northern
California, San Diego, Phoenix, D.C. Metro and Chicago. We’ve
already hosted our first workshop and provided the markets
with an overview of the initiative. On September 21 and 22, we
hosted an in-person follow-up meeting in Washington, D.C.,
and will begin our integration efforts with Canada towards the
end of the month. Within EMEA, the rollout of BOOST remains
A CASE FOR CHANGE TOOLKIT
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on hold while we undergo the Workday and Finance Service
Centre implementations.

WHAT YOU CAN SAY TO EMPLOYEES
• Please communicate to your teams that our integration
efforts are moving full steam ahead within the Americas
– and we’re now taking a multi-market approach to more
quickly advance the initiative. Our teams continue to remain
heavily engaged with local markets, and both Market and
Regional leads.
• We are on target to complete all major market integrations
by the end of 2016 and all remaining markets by Q2 of 2017.

NEXT >

Shelley Radomski
HEAD OF OPERATIONS,
AMERICAS
+1 202 463 1129
shelley.radomski@cushwake.com
WASHINGTON, DC

Maria Novak
CO-SPONSOR

+1 212 713 6920
maria.novak@cushwake.com
NEW JERSEY

Steve Watts
HEAD OF MERGER, INTEGRATION
AND PROJECTS EMEA
+44 (0)20 3296 3665
steve.watts@cushwake.com
LONDON

The integration team, in
partnership with local
Managing Principals,
Director of Market
Operations, corporate
and local Marketing,
Research and HR leads, is
focused on planning and
implementing local office
support model changes.
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HUMAN RESOURCES UPDATE
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UPDATE BY HR ACTIVITY:

Matthew Bouw

Talent Acquisition – No update this month.

GLOBAL CHIEF HUMAN
RESOURCES OFFICER

FOR LEADERS ONLY:
Compensation – The annual compensation cycle will soon be
starting. Look for a process overview in next month’s LEAD.
Talent Acquisition – The TA team is in the process of finalizing
the Employee Value Proposition. In addition, they are
developing a Master Vendor Program, in partnership with the
Procurement group.

WORKFORCE SELECTION & TRANSITION (WST):

+1 312 273 0720
matthew.bouw@cushwake.com
CHICAGO

Rupert Hudspith
HEAD OF HR, EMEA
+44 (0)20 3296 3596
rupert.hudspith@cushwake.com
LONDON

FOR LEADERS ONLY
The WST team continues to focus on assisting your teams
in completing the remaining redundancy transitions that will
position us to meet overall synergy targets.
Your regional WST leads continue to work closely with local
leadership teams to manage employee transitions respectfully
and in a manner that minimizes disruption to our business.
Regional WST leads are also the key drivers of the monthly
actuals reporting, which show employee headcount synergy
savings on an annualized run rate savings basis. The Global
WST team continues to work closely with the Global FP&A
team to help ensure consistent and timely reporting of WST
data and metrics.

A CASE FOR CHANGE TOOLKIT

The HR workstream
team is focused on
building a truly worldclass and marketleading HR function
to attract, develop,
retain, remunerate, and
motivate the best talent
in the industry.
7

VOLUME VII: SEPTEMBER 2016

LEAD
Integration News You Need

INFORMATION TECHNOLOGY UPDATE
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UPDATE

Project Unity

Adam Stanley

Since the global merger, Global Technology Solutions (GTS) has
been working to integrate our firm to function more efficiently
and, most importantly, to work as one team. A considerable
amount of effort over the past year has been happening behind
the scenes and, going forward, many improvements will be
focused on facilitating the speed of business and making it
easier to connect with colleagues across the world.

Project Unity will deliver email migration and productivity
tools upgrade, which will significantly improve collaboration
globally and help us work as one team locally. Connecting as
one team means ensuring we can share files and documents,
use instant messaging and social tools, use modern, and reliable
video conferencing, share calendars, and access one email
platform.

GLOBAL CHIEF
INFORMATION OFFICER

• As announced September 1 on CONNECT (Americas, EMEA,
APAC), GTS has improved the Cushman & Wakefield Global
Service Desk providing a more efficient and user-friendly
experience to employees. Check out the new and easier ways
to get IT help.

WHAT'S CHANGED?
• New Service Desk phone number – Please check this list for
your new in-country Service Desk phone number for all your
IT support needs. If you call the old numbers, your call will be
forwarded to the new Service Desk. You’ll receive additional
information when the old numbers will be disconnected.
• One unified global email address – ITServiceDesk@
cushwake.com is the new email for all your IT support needs.
• New “chat” function to get help fast – The new “chat”
option allows real-time, online communication between you
and a Service Desk agent and will be accessible from all
CONNECT sites globally. It can help you get your problem
solved in a matter of minutes. Look for the chat function
under “Important Links” on CONNECT.
• Improved security – As Cushman & Wakefield grows, so
does our need for increased security measures. In the
coming weeks, we’ll announce new policies that offer greater
protection to your personal information when contacting our
Service
Desk.
A Global
CASE FOR
CHANGE
TOOLKIT

To ensure the best success, support and training will be
provided to ensure we get the most from the new tools. GTS
team members will be ‘walking the floors’ after the email
migration to ensure issues are resolved quickly. We will be
holding training sessions at all our major locations and we will
be running ‘genius bars’ that you can pop in to and have your
questions answered. More to come closer to the time. Let’s get
connected!

WHAT TO SAY TO EMPLOYEES:
Global Service Desk
The new Service Desk is live and operational with a successful
phased regional cutover of telephony and e-mail to Unisys, our
new Service Desk provider. Please note the following:
• All of Cushman & Wakefield is now supported from one
integrated Service Desk.
• A new chat feature is accessible via all regional Connect
sites.
• New local contact numbers have been introduced, which
may be accessed here.
• Any post launch issues will be managed and mitigated by a
global response team.
• Enhanced BRM Support is also being provided to Business
areas and Service Lines.

+1 646 265 8324
adam.stanley@cushwake.com
CHICAGO

Rob Franch
CHIEF TECHNOLOGY
OFFICER
+1 312 424 8216
Rob.Franch@cushwake.com
CHICAGO

Leif Maiorini
HEAD OF GLOBAL
SOLUTIONS DESIGN &
DELIVERY
+12126982538
Leif.Maiorini@cushwake.com
NEW YORK

The Global Technology
Solutions (GTS) team
continues to support
both integration and
business as usual (BAU)
activities to deliver
foundational excellence
across the enterprise.
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FINANCE & HR TRANSFORMATION UPDATE
UPDATE: Significant Milestones
We are committed to improving the efficiency of our delivery
model for the Finance and HR functions in the Americas and
EMEA*. Our focus is to ensure the transition is as smooth as
possible with minimal disruption to daily operations. Here are
some updates since last month’s issue:
Finance
• The Finance transformation journey is progressing and is
closely aligned with other technology initiatives such as
Workday, Salesforce, and Callidus (U.S. only).
• Please take a few moments to read through the Workday, US
Deals and Commissions Platform and PeopleSoft updates,
as those are workstreams that feed into our overall finance
transformation goals.
• Finance function in the Americas:
·· In October, the Finance Service Center will go live with the
following processes:
·· U.S. legacy DTZ and CT (GL, AP, AR, FA and T, which
interface with the Workday, PeopleSoft Billing, and
Salesforce/Callidus system implementations).
·· U.S. legacy Cushman & Wakefield (AR: Leasing,
Sales and Business Consulting, which interface with
Salesforce/Callidus system implementation).
·· Brokers and broker admins will continue to interface directly
with internal U.S.-based finance contacts; however, new
finance contacts for resolving billing and revenue questions
will be provided to brokers and admins.
·· Through the post go-live hypercare and stabilization
A CASE FOR CHANGE TOOLKIT

periods, we are actively working to mitigate risk and quickly
resolve any potential matters.
• Finance function in EMEA:
·· As previously reported, in July Workday went live across
16 countries in EMEA and the outsourced Finance Service
Center launched. The Finance Service Center has now
completed two month end closes with strong support from
existing teams throughout EMEA.
·· While there have been the anticipated bumps in the road,
the transition has gone well. We will continue to work
on eliminating any backlog, improving processes, and
stabilizing the new systems.
HR
• The addition of Workday as a common platform is
transformational for our HR functions. Through the coming
months, our HR teams will focus on ensuring that we are
making optimal use of Workday. Once that is stabilized, we
will evaluate whether more transformation is required.

WHAT TO SAY TO EMPLOYEES:
• This transformation provides our organization an opportunity
to build a best-in-class, efficient delivery model to meet the
needs of our growing business.
• In the UK, many Corporate Finance processes have been
outsourced, and others are still under consideration.
For these identified Corporate Finance processes, our
consultations are moving into new phases, according to UKspecific requirements and adopting a “waved” approach
to consultation. Please note we don’t have commitment to
outsource HR processes at this time.
+ NEXT PAGE
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Charlie Fraas
AMERICAS GLOBAL
SHARED SERVICES LEADER
+1 516 236 8833
charles.fraas@cushwake.com
CHICAGO

Margaret Spink
EMEA GLOBAL SHARED
SERVICES LEADER
+44 (0)791 2980 888
margaret.spink@cushwake.com
LONDON

Krissy Alther
GLOBAL HUMAN RESOURCES
+1 312 424 8164
+1 224 400 5697 (mobile)
krissy.alther@cushwake.com
CHICAGO

Cutting through the
jargon: MFSS vs. BPO?
Multi-function Shared
Services (MFSS) is a broader
set of projects looking at
how our operations can be
delivered more efficiently
through a shared services
model. Business Process
Outsourcing (BPO) is a more
narrowly defined solution,
which involves shifting
services to a BPO provider.
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FINANCE & HR TRANSFORMATION UPDATE (continued)
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• As part of the new Cushman & Wakefield Finance model and
upon go-live, the Finance Service Center team will become
our service delivery partner to take responsibility for in-scope
transactional tasks to support our team.
• Finance transformation work has already begun with go-live
dates for certain regions and processes in July and more will
continue to develop through the end of the year.
• The Finance Service Center, located primarily in Chennai,
India, began processing transactional finance processes in
July.
• More information on the status of the Americas and EMEA
HR transformation will be communicated to employees in the
coming months.
*The material in this section may be subject to consultation
according to applicable local laws. The material is also subject
to variations as required to accommodate consultation in EMEA
countries. Country scope of future activity transfer is dependent
on a review of phase 1/wave 1 experience and consultation where
required.
**Consultations are still underway. The final implementation
timing, scope of process areas and countries are subject to
change.

A CASE FOR CHANGE TOOLKIT
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WORKDAY UPDATE
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UPDATE

Workday Resources

Jeffrey Patuto

By now, you should be familiar with Workday, a state-of-theart technology that is mobile-friendly, intuitive, and easy to
use. Cushman & Wakefield has been implementing Workday in
a phased approach to replace our disparate HR and Finance
systems with one global system that standardizes our backoffice processes. In July, Workday launched for most of our
global community, and we are excited to share what to expect
in the next phase. In October, the following groups will go-live
with Workday:

• The Workday Resource Portal is your one-stop shop for all
self-directed learning, including over 200 Quick Reference
Guides (QRGs) and 33 narrated videos. The Workday
Glossary provides definitions to Workday terminology, and is
your resource to learn about any new or unfamiliar terms.

VICE PRESIDENT,
FINANCE OPERATIONS

• Americas Legacy DTZ / Legacy CT will go live with
Workday Finance.
• Americas Legacy DTZ GOS will go live with Workday
Finance and HR.
This will bring us one step closer to one global business
platform, enabling visibility into key business metrics and
consistency in user experience.
Training
As part of this October launch, a number of training courses
will be available to impacted audiences:
TRAINING OFFERED

NUMBER OF
OPTIONS

TIMELINE

Introduction to Workday

3

9/12 – 9/26

Financial Data Model

1

9/19 – 9/30

Intercompany Finance

1

9/19 – 9/30

4

9/20 – 9/29

3

9/21 – 9/30

2

9/27 – 9/29

Employee Expense
Reimbursement
Finance Fundamentals
Finance and Procurement
for the Business User

A CASE FOR CHANGE TOOLKIT

jeffrey.patuto@cushwake.com
NEW YORK

Go-Live Support
During the month of October, we have developed a ‘Hypercare’
model to support the transition to Workday. This model
includes:
• IT Service Desk: The IT Service Desk has been prepared and
trained to support Workday and will be the go-to resource to
answer questions and remediate issues.
• Super User Network: We have setup and trained a Super
User Network of over 30 people, to ensure there is a strong
network of primarily service line resources to respond to
Workday questions.

WHAT TO SAY TO EMPLOYEES
• Workday is replacing our disparate HR and Finance systems
with one global state-of-the-art system that standardizes our
back-office processes.
• Workday Finance is going live for Legacy DTZ / CT in the
Americas, as a result, how employees do their expenses will
change.
• Workday Finance and HR is going live for GOS in the Americas.
• Robust Workday training is taking place in September and
October.
+ NEXT PAGE

The Workday team is
focused on consolidating
multiple HR and Finance
systems onto one global
platform in order to
standardize processes
that will result in lower
operating costs across
all regions and enable
the collection of more
consistent, reliable data.
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• Webinars, narrated videos, and Quick Reference Guides
(QRGs) are planned for September and October for impacted
users: HR, Finance, Business Users.
• Employees can download and access Workday on the mobile
app on iPhone or Android.
• If you have specific Workday questions, please submit them
through the Q&A section of The Hub:
Key contacts are:
·· Jeffrey Patuto - Global Project Lead
·· Patrick Brennan - Global Finance Lead
·· Tim Wakeford - Finance Center of Excellence
·· Niraj Varia - Global HR Lead
·· Andrew Hamilton - Global IT Lead
·· Aixa Velez – Workday Change Management Lead

A CASE FOR CHANGE TOOLKIT
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U.S. DEALS & COMMISSIONS PLATFORM
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UPDATE

Change, Communication, and Training Update

Scott Sigal

The go-live of our new U.S. Deal & Commissions Management
Platform is less than 30 days away!

• Training development is complete; training consists of videos,
instructor-led training, virtual instructor-led training and
Quick Reference Guides.

PROGRAM MANAGER

The U.S. Deal & Commissions Management Platform (formerly
called U.S. Broker Revenue Recognition Project) includes the
go-live of three programs: Workday Finance, Callidus, and Deal
Management.
Key updates you should know about:
1. Cutover and Hypercare plans have been developed, and will
be communicated to stakeholders leading up to and through
go-live to ensure they know what resources are available to
help.
2. Communications to end users kicked off with messages
distributed from U.S. Leadership to impacted stakeholders
announcing the project at the end of August and early
September.
3. Training kicked off for Operations Directors, Fee Earner Sales
Support, Controllership Organization and Revenue Processors
earlier this month. Training consists of Virtual Instructor Led
Training, Instructor Led Training and videos. Over 6 courses
with multiple options for each are available for stakeholders
to attend. Additional Training will be offered for Management
and Fee Earners.
4. The Super User Support Network launched in August, with
Super Users being identified for each region and market.
These Super Users act as champions of the new technology
and to assist in cascade of messaging.
Testing Update
• User Acceptance Testing and Special Cycle Testing are
successfully completed.
A CASE FOR CHANGE TOOLKIT

• Training kicked off in early September, and will continue
through go-live. Make-up trainings will be held throughout
October. Training is mandatory for Operations Directors,
Office Managers, GOS Transaction Managers and Fee-Earner
Sales Support staff.
• The Super User Network was launched in August, with over
30 Super Users throughout each region and market.

+1 917 653 3170
Scott.Sigal@cushwake.com
NEW YORK

Leif Maiorini
HEAD OF GLOBAL SOLUTIONS
DESIGN & DELIVERY
+1 212 698 2538
Leif.Maiorini@cushwake.com
NEW YORK

• Communications will continue to be distributed over the
coming weeks to support and convey messages to impacted
stakeholders.
Below is a list of training courses that will be available to
impacted stakeholders:
TRAINING OFFERED
Basics of Salesforce
Training
Deal Management Training
for Revenue Accountants
Deal Management
Overview and Opportunity
Creation
Deal and Commission
Management and Reports
Controllership Organization
Training
Deal and Commission
Management Training
Make-Up Trainings

NUMBER OF
OPTIONS

TIMELINE

4

9/7 – 9/22

2

9/12 – 9/21

6

9/12 – 9/28

6

9/14 – 9/29

2

9/15 – 9/16

2

9/28 – 9/30

11

10/4 – 10/20
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U.S. DEALS & COMMISSIONS PLATFORM (Continued)
Please continue to emphasize to your teams the importance
of relevant communications and trainings so all teams are
aligned and aware of the rollout.
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• Megan McCann – Business Engagement Lead
• Aixa Velez – Change Management Lead

WHAT TO SAY TO EMPLOYEES
• The Deal & Commissions Platform project is not part of the
Pipeline project; these are two separate efforts. The Pipeline
project is scheduled for later this year, and you will receive
additional communications in the coming weeks. Continue to
maintain pipeline using existing processes.
• Remind stakeholders that all agreements between Cushman
& Wakefield employees and the client must be in accordance
with the Cushman & Wakefield Global Revenue Recognition
Policy.
• Operations Directors, Revenue Accountants, Fee Earner Sales
Support staff, Controllership Organization and Fee Earners
should all be participating in training (via Virtual Instructor
Led Trainings, Instructor Led Trainings, or by viewing videos).
If employees didn’t receive invites, but should have, please
reach out to CWTraining@cushwake.com.
• Additional communications around cutover, hypercare
support, and further go-live information will be distributed to
impacted stakeholders prior to and through go-live.
If you have specific questions about the U.S. Deal &
Commissions Management Platform, please submit them
through the Q&A section of The Hub:
• Shelley Radomski – Business User Global Process Owner
• Leif Maiorini – Technology Global Process Owner
• Jackie McBrady – Associate Vice President
• Christie Veldhuizen – Business Process Owner
A CASE FOR CHANGE TOOLKIT
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PEOPLESOFT BILLING
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UPDATE

TRAINING

The adoption of PeopleSoft is just a few weeks away! Starting
October 3, Legacy DTZ GOS will utilize PeopleSoft for payroll
and billing recurring fees.

• Training kicked off the week of 9/6 and will continue through
go-live, with all reference materials provided on the Resource
Portal (link coming soon).

Following the October launch, you may be managing accounts,
projects, or employees from different legacy firms, not all of
whom will have gone live.

• Over 5 hours of expert-led webinar training has been
scheduled prior to go-live.

Below is the outline of how those rollouts, which will be carried
out in two waves, will proceed, and what you can communicate:
• October 2016: Legacy DTZ for payroll and billing recurring
fees:
·· LDTZ: PeopleSoft Billing will replace and automate multiple
legacy systems, including JD Edwards for LDTZ GOS and
some LDTZ GOS billing activity that currently takes place
in Microsoft CRM. Aging reports will be run out of Workday.
Additionally, Due From Client (billbacks) will be entered
into Workday.
·· LCT: PeopleSoft Billing is already in use; however, impacted
end-users will need to understand and learn how to work
with the new Workday codes and terminology. Aging
reports will be run out of Workday. Additionally, Due From
Client (billbacks) will be entered into Workday.
·· LCW: Employees will be maintaining their current billing
and invoicing processes, using the Revenue Transmittal
Document (RTD). Aging reports will continue as is.

NEXT >

• Training is mandatory for the following stakeholders:
·· LDTZ GOS Operations with Project Management or Lease
Administration Revenue.
·· LCT Asset Services employees who access A/R Aging
Reports.
·· LDTZ/ LCT GOS/PDS and Asset Services individuals who
process expenses that are “billed back” to a property/
building (now Project).
• Training heavily recommended for the following stakeholders:
·· GOS/PDS employees who access A/R Aging Reports.

COMMUNICATIONS
• Communications will continue to be sent through go-live,
with over 20 communications in September, including:
·· Leadership messages outlining the impact to various
groups of direct reports.
·· Training awareness messages.
·· Hypercare and Cutover information.

• Early 2017: Legacy Cushman & Wakefield for billing recurring
fees:
·· LCW: PeopleSoft will become the billing engine for LCW,
and consolidated aging reports will be run out of Workday.
A CASE FOR CHANGE TOOLKIT

·· Process changes and impacts.
·· Regular project updates (as pertinent).
·· Where to go for more information.
·· Ad hoc communications as needed.

+ NEXT PAGE
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PEOPLESOFT BILLING (continued)
KEY UPDATES YOU SHOULD KNOW ABOUT:
1. Training invitations for SharePoint General Revenue Invoice
Portal, A/R Aging Reporting, and Reimbursable Expense have
been distributed and sessions will be held up until go-live.

< PREVIOUS

NEXT >

Workday (LDTZ) and AS400 (LCW). LDTZ bi-weekly aging
report will no longer be auto distributed from PeopleSoft.
Aging report for LDTZ projects ONLY can be accessed in
Workday by Leadership.

2. Due from Client Expense – Individuals who process expenses
that are allocated to a building/property (now Project)
will need to understand how to complete this process in
Workday using appropriate worktags. Training invites will be
distributed in the coming weeks.

4. Representatives from Asset Services, GOS and PDS will need
to understand how to enter reimbursable expenses into their
Workday revenue portals. Training is being developed and will
be distributed in the coming weeks. Please strongly encourage
employees to attend.

3. Exact Go-Live dates for LCW are still being discussed for
early 2017.

• Please refer to the FAQs on The Hub for any additional
questions.

4. For the Phase 1 Go-Live the PeopleSoft Billing Project will
only impact a subset of LDTZ employees’ billing activity,
and LDTZ / LCT employees will be impacted by Expense
Reimbursement (due from client) originating in Workday.

WHAT TO SAY TO EMPLOYEES
1. Most of the organization will not need to work inside
PeopleSoft, as it serves as a behind-the-scenes billing engine.
The impacts to the end-users will largely involve shifting activity
to Workday, or entering revenue differently within the General
Revenue portals.
2. Representatives from LDTZ/LCT Asset Services, GOS, and PDS
will need to understand how to access the A/R Aging Reports
within Workday as these will no longer be generated and
emailed. Training is being provided and a quick reference card
will be made available that will assist with understanding the
new Workday terminology.
3. Leadership will continue to receive a consolidated aging (LCT
& LCW) that is manually created by combining data from
A CASE FOR CHANGE TOOLKIT
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PROCUREMENT UPDATE
UPDATE
The Procurement team is well on their way to delivering above
and beyond their 2016 and 2017 savings targets. We have
begun focusing on identifying additional pipeline opportunities
for savings in 2017.
Our team has heightened our focus on PT initiatives and
operations and there will be new process, policy, and tools
launched in Q3/Q4 of this year. The 12 PT initiatives are as
follows:
• Business Partner
Collaboration

• Policy & Process
Standardization

• Procurement Branding

• Central Data Management

• Supplier Management

• Talen Management

• Improved Category
Management

• Contract Lifecycle
Management

• Proactive Sourcing
Execution

• Supplier Management
• Procure-to-Pay

• Analytics Projects

COE UPDATE
• The COE organization is leading the above mentioned
Procurement Transformation initiatives and has also begun
looking at future state operating models for all Procurement
towers/activities (insourced, outsourced or middle hub).
• Stacey Kravitz has recently presented at another ProcureCon
market event on the topic of Procure-to-Pay. The event
included over 50 companies and 100 attendees. Topics
discussed included:
·· How organizations can follow a transformational source-topay automation approach.
A CASE FOR CHANGE TOOLKIT
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·· A blueprint that organizations can follow to automate
some of their non-strategic procurement tasks.
·· Spend analysis and classification, procurement processes,
and invoice processing.

NEXT >

Andrew Cieslak
GLOBAL CHIEF
PROCUREMENT OFFICER
+1 617 559 4115
andrew.cieslak@cushwake.com
ATLANTA

CORPORATE UPDATE
• Our team is finalizing contracts with HR benefits supplier
partners, while beginning implementation efforts in
preparation for the 2017 enrollment period later this fall.
• We launched the Carlson Wagonlit travel agency program
and online booking tool in ANZ on 8/1. The UK is scheduled
to rollout next pending the distribution of corporate Bank
of America T&E cards. An opportunity assessment has been
conducted in several other EMEA countries including France,
Germany, Spain, and Poland.
• The global furniture strategy is being developed in
partnership with the Global Real Estate team. The
consolidation of the global offices in Chicago will drive the
standard for the entire organization.
• The EMEA Procurement team is now engaged with Asset
Services on Project Spyder and has started expansion to
support GOS.
• We are in negotiations with Costar to harmonize existing
legacy agreements into a consolidated agreement in the U.S.

INFORMATION TECHNOLOGY UPDATE
The EMEA team is beginning to engage in many large IT initiatives
such as Yardi and Salesforce. Additionally, we are looking for an
IT specialist in the region to strengthen the Global teams reach
within EMEA.
+ NEXT PAGE

The Global Procurement
team aims to facilitate
supply market decisions
for delivering goods
and services that drive
increased business value,
mitigate risk, and support
the company’s dedication
to its clients.
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PROCUREMENT UPDATE
COMMERCIAL UPDATE
• The team developed a business development guide and RFP
response framework to improve the speed and quality of
proposal responses.
• We completed a GOS Commercial Procurement engagement
plan to streamline processes and communications.
• A workshop was held with Staple & Supplyworks to introduce
janitorial consumables optimization projects and solicit potential
value engineering concepts.

(continued)

< PREVIOUS

NEXT >

·· Dan Dearey – Global & Americas Procurement Lead –
Commercial Procurement
·· Nate Earnest – Global Lead - IT Procurement
·· EMEA Procurement Leads - Steven Joyce (EMEA
Corporate Lead) and Anne Simmons (EMEA Procurement &
Commercial Lead)
You can visit the Procurement folder on CONNECT Resources
to check for periodic updates to policies, templates, and FAQs.

• Janitorial transition is underway for C&W Services with an
assigned dedicated team.

WHAT TO SAY TO EMPLOYEES
• The Procurement team is currently working with
the Communications team to ensure a robust set of
communications are issued around all projects to the
appropriate levels within the organization.
Please let your leaders and operators know that there are
upcoming technology and operational changes coming, and to
reach out to Procurement leads with any questions.
Please be on the lookout for a communication introducing the
new Procurement Playbooks, which have been developed as part
of the Procurement Transformation initiative.
Your Procurement Leads:
·· Andrew Cieslak – Global Chief Procurement Officer
·· Erik Sternisha – Global & Americas Procurement Lead –
Center of Excellence (Operations)
·· Keith Fatzinger – Global & Americas Procurement Lead –
Corporate Procurement
A CASE FOR CHANGE TOOLKIT
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A CASE FOR CHANGE COMMUNICATION TOOLKIT:

YOUR GUIDE TO EFFECTIVELY COMMUNICATING ABOUT THE INTEGRATION

Keep in Mind
• Key messages can be used
directly within your formal
communications channels (email
messages, newsletters, videos,
etc.).
• Messages can be used in
regular meetings within your
business (team meetings, town
hall meetings, meet and greet
conversations with employees).
• Our global communications
team also has this messaging
and will work to integrate
consistent messaging into
regular channels.

< PREVIOUS

NEXT >

Broad Change Messages & Tips
CONTEXT

MESSAGES

STATE OUR GOAL

Our goal: to lead the real estate industry with the best talent, the best clients, and the best results.

ACKNOWLEDGE
OUR CHALLENGE

Our goal is obtainable, but we recognize that we’re not there yet.

First, employees should understand
our broad goal as an organization.

Next, acknowledge the work we need
to undertake to reach our goal.

We need to develop infrastructure and processes that can help us successfully compete now, and scale
with us through various stages of the business cycle.

Be empathetic.

Mergers of this size are very complex. We understand balancing internal change and client demands
is difficult.

EMPHASIZE THE OPPORTUNITY

Integration is challenging, but the opportunity is worth it.
We can build upon the best of our legacy firms, and create something new and better.

Communicate HOW the firm is

BUILT FOR LONG-TERM SUSTAINABLE SUCCESS

These can be considered “guiding
principles” for the integration. They
give employees a vision of what we
want the new Cushman & Wakefield
to be.

ENABLED FOR GROWTH

making integration-related decisions
by sharing the desired characteristics
of the new organization.

In any merger of this scale, it is important in the short-term to focus on rationalizing our costs. But
there’s a much longer-term priority to deliver sustainable results, and profit, allowing us to reinvest in our
own business.
We are a growth company.

We want to be in the top in every segment where we compete.
We’ll continue to look for opportunities to grow organically, while bringing new capabilities to our
clients. We’ll also continue to fill in our platform around the world.

FOCUSED ON THE BEST PERFORMERS

“Focusing on the best” impacts who we hire, how we promote, and how we choose our business partners.
The merger creates a unique opportunity to evaluate our business top to bottom, and build the kind of
place where high performers thrive.
Doing so will raise the bar for everyone, increasing revenue, driving productivity, and developing a
culture of performance. se our business partners.

FINALLY, EXPLAIN
THE PAYOFF
This should tie back to the original
goal, while offering the real benefit to
our employees.
A CASE FOR CHANGE TOOLKIT

The outcome to all of us is exciting.
We’ll work with talented, dedicated professionals who make a real impact for clients.
We’ll experience career growth by creating new opportunities, and we’ll still have fun coming to work
every day.
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A CASE FOR CHANGE COMMUNICATION TOOLKIT:

YOUR GUIDE TO EFFECTIVELY COMMUNICATING ABOUT THE INTEGRATION
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NEXT >

We have also developed CORE DEFINING MESSAGES around the identity and personality of the new Cushman & Wakefield. They
replace a traditional “mission and vision statement” into something more contemporary, conversational and motivational. These
messages can and should be used when describing the organization.

Core Defining Messages
WHO WE ARE

WHAT WE’LL ACHIEVE

We are a leading global real estate service firm that helps clients
transform the way people work, shop and live.

We will lead the real estate industry with the best talent, the best
clients and the best results.

What We Believe
DEEP LOCAL AND GLOBAL knowledge creates significant value for our clients
RELENTLESS CURIOSITY delivers unseen opportunities
EVERY TOUCH POINT is an opportunity to deliver an exceptional experience for clients
DIVERSE BACKGROUNDS cultures and expertise inspire breakthrough innovation
OUR BRAND AND OUR PEOPLE will be the envy of the industry
ALONE WE ARE GOOD together we are great

What You Can Expect from Us
A strong bias for ACTION
A rigorous focus on RESULTS
Value created through INSIGHTS
The right people powered by THE RIGHT PLATFORM
A CASE FOR CHANGE TOOLKIT
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