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industry. And the best prospects 
can be found in the companies 
that develop systems, solutions, 
and sustaining technology—
rather than individual products, 
limited services, and one-time 
fixes. The eventual winners will 
be those vendors that can profit-
ably provide reservoir manage-
ment, sand management, flow 
assurance, and production opti-
mization. 

Ryan Isherwood is a Houston-based 

partner of Oliver Wyman. Steve Jacobs 

is the Houston-based president of 

RMI, a division of Decision Strategies, 

Inc. They can be reached at 

ryan.isherwood@oliverwyman.com 

and sjacobs@decisionstrategies.com.

The Real Point of Being 
a “Green” Distribution 
Utility

Alan Feibelman and Andy Patterson

Within the broad context of 
improved social responsibility and 
corporate citizenship, many utili-
ties are undertaking major efforts 
to become green, particularly to 
reduce their carbon footprint. 

They’re motivated by changes in 
the regulatory landscape, custom-
er sentiment and perception and, 
in fact, the effects of green initia-
tives on the bottom line.

The principal strategy in this 
regard has been to launch initia-
tives to reduce greenhouse gas 
emissions. To date, these initia-
tives have focused primarily on 
generation operations, since 
that’s where most of the carbon 
comes from.

However, Transmission and 
Distribution (T&D) emissions are 
not insignificant in absolute terms, 
and there is real customer, regula-
tory, and economic value in becom-
ing a green distribution utility.

The environmental impact of 
T&D organizations is highly public 
because the infrastructure is so 
close and visible to customers. But 
the traditional rationale for green 
T&D initiatives, which revolves 
around social responsibility, is 
being joined by the reality that 
green initiatives can create signifi-
cant financial, operational, and 
organizational advantages. Such 
T&D carbon footprint initiatives, 
when done right, tie directly to 
key components of performance, 
including productivity, safety, 

regulatory treatment, and cus-
tomer satisfaction, as shown in the 
exhibit on the following page.

Beyond the operational and 
financial benefits, becoming a 
green T&D organization has other 
advantages. Customer expecta-
tions regarding environmental 
issues have risen in the past few 
years, and customer perceptions 
have become increasingly impor-
tant to management, regulators, 
and ultimately to the distribution 
utility’s enterprise value. 

In addition, looming shortages 
of certain skilled workers world-
wide have sparked a sharper focus 
among companies in a variety 
of sectors to try to attract the 
highest quality employees. Social 
responsibility and a green brand 
can become key strategies for 
attracting and retaining qualified 
younger employees.

Given the numerous advantages 
of going green, how can T&D 
organizations successfully imple-
ment carbon footprint reduction 
programs?

T&D utilities can take a number 
of tactical and strategic approach-
es to reduce greenhouse gas emis-
sions. There are a range of green 
programs, from significant system 
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redesign (resizing conductors to 
reduce losses on T&D lines) to less 
costly operational changes (updat-
ed gas blowdown procedures) that 
vary significantly in their cost to 
implement and their potential for 
reducing a carbon footprint.

It is most effective to employ a 
disciplined, two-tiered approach to 
explore and evaluate options and 
develop a comprehensive strategy 
for greenhouse gas reductions. The 
operational part of the equation 
involves establishing a baseline 
and reduction targets, selecting 
the initiatives and investment 
plans to pursue, and developing a 
project structure and set of metrics 
to manage and track progress. 
Developing a strong greenhouse 
gas reduction program should 

involve a thorough assessment of 
existing internal green programs 
within the company, at other 
utilities, and with pioneers in other 
industries that have created sound 
strategic imperatives for envi-
ronmental stewardship and have 
distinguished themselves through 
superior execution.

At the same time, forming a reg-
ulatory strategy must complement 
the operational piece. Evaluation 
of potential rate-recovery options 
for greenhouse gas reduction 
expenditures and assessment of 
risk exposures associated with 
impending regulation help inform 
the development of a company’s 
operational approach and regula-
tory strategies.

Once this two-tiered diagnosis 

has been completed, manage-
ment can prioritize the available 
options based on their impact, 
cost, operational and regulatory 
considerations, and other factors 
such as their fit with other corpo-
rate initiatives. Management can 
then establish the path forward 
and engage employees to plan 
and implement the chosen set of 
initiatives, as shown in the exhibit 
below.

For T&D organizations, there are 
now direct links between achieving 
overall corporate objectives and 
transforming into a green utility. 
Performing a robust carbon foot-
print or greenhouse gas reduction 
evaluation provides a view of the 
full range of possibilities and forms 
the foundation for a reduction 
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strategy with real impact on the 
company’s brand, operations, and 
economics.

Alan Feibelman is a Boston-based 

partner and Andy Patterson is an 

Atlanta-based partner of Oliver 

Wyman. They can be reached at 

alan.feibelman@oliverwyman.com and 

andy.patterson@oliverwyman.com.

Big Pharma Bites Back

David Campbell and 

Andrew Chadwick-Jones 

For big pharma companies, it’s 
been a tough market for licensing 
drugs in recent years. As the pro-
ductivity of big companies’ drug 
discovery efforts has diminished 
and more money has flown into 
new and innovative biotech firms, 
big companies have found them-
selves increasingly dependent on 
biotechs to provide them with new 
drug candidates. The biotechs have 
been becoming the more dominant 
parties in the relationship; over the 
past five years, the prices of drugs 
sold by biotechs to large pharma 
companies have increased by 
roughly 50% every year.

This is starting to change, as 
biotechs, long funded by easy 
money, are having trouble raising 
cash. The amount of capital raised 
by biotechs in 2008 was less than 
half that in 2007, and since the full 
impact of the turbulence in capital 
markets did not fully break until 
the middle of 2008, the present 
situation is likely even tougher (see 
exhibit).

This leaves biotechs in a poten-
tially difficult position, as half of 
them have less than two years 
of cash left to fund the ongoing 
development of their drugs, while 
nearly a quarter have less than 
one year of cash left. The only 

place they can get the cash they 
urgently need is from perhaps 
the only players in the world that 
are still cash-rich after the credit 
crunch: pharma companies, and 
some of the remaining strong 
venture capital players.

Cash shortages means that 
there will be a lot more biotech 
compounds on sale, at lower 
prices. This is a big buying oppor-
tunity for pharma companies.

But there are some very real 
risks that will need to be man-
aged. Since significant portions 
of their pipelines are made up of 
drugs partnered with biotechs, 
the cash shortage is in fact a 
problem for pharma companies. A 
biotech might go broke, and the 
compound would either revert 
wholly to the pharma company, 
or, more problematically, become 
locked in a long bankruptcy pro-
cess. A biotech in difficulty could 
seek out entirely new partners for 
capital, and those new partners 
might be problematic for the 
existing pharma partner. Faced 
with this sort of situation, pharma 
companies might find it easier to 
refinance the biotech themselves, 

even if the terms are less favor-
able than their original partner-
ship deal.

The challenge for pharma com-
panies, therefore, is to have suffi-
cient resources available to evalu-
ate and execute this increased 
volume of deals, with the ability to 
respond quickly to rapidly chang-
ing events with the best analytical 
tools—or risk missing bargains or 
failing to protect existing deals 
from competitor entry.

To take advantage of the 
increasing compound availability, 
pharma executives should ask 
themselves:

  What is my wish list of target 
compounds in the biotech market 
(attractive target product pro-
files, attractive risk profile, syner-
gistic with my existing portfolio)?

  Which biotechs are most at risk 
from funding shortfalls, and 
therefore which of my targeted 
compounds may become avail-
able?

  How can I make myself the most 
attractive partner to distressed 
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biotechs (deal structures, upfront 
payments, other infrastructure 
support, and management of 
existing investors/partners)?

  Have I pulled together all of these 
issues into a playbook of priori-
ties and contingencies to manage 
events throughout the year?

  Have I put in place sufficient 
resources, simplified processes, 
and the appropriate tools to 
give me a competitive advan-
tage versus other players?

  Have I set aside sufficient addi-
tional acquisition funds to 
address these opportunities, and 
have I communicated my inten-
tions to investors?

David Campbell is a Toronto-based 

partner and Andrew Chadwick-Jones is 

a London-based partner of Oliver

 Wyman. They can be reached at 

david.campbell@oliverwyman.com and 

andrew.chadwickjones@oliverwyman.com.

E-Drive: Hype and Reality

Jan Dannenberg

Electric cars are all the rage. In 
the race to find the first alterna-
tive drive system capable of being 
mass-marketed, a few players are 
starting to emerge from the pack. 
Manufacturers are now working 
with energy providers, oil compa-
nies, suppliers, and even govern-
ments to develop the necessary 
infrastructure. Yet despite the 
euphoria, it’s likely that alterna-
tive drive systems will remain 
a niche market over the next 
decade. 

Cars powered by electricity, fuel 
cells, or hydrogen are making 
headlines alongside the industry’s 
sales crisis. For instance, during 

the span of just a few weeks in 
mid-2008, Renault Nissan signed 
partnership contracts and govern-
ment agreements to develop a 
network of recharging stations 
in Israel, Denmark, and Portugal. 
By 2010, the company intends to 
develop cars powered exclusively 
by electricity for these markets. 
Innovative Honda, meanwhile, is 
concentrating on hydrogen drive 
systems and intends to have them 
ready for serial production within 
ten years. 

The public’s enthusiasm for 
rechargeable vehicles has grown 
such that, for image reasons 
alone, automakers cannot afford 
to ignore the technology. With its 
hesitant approach to hybrid drive 
systems, the German automotive 
industry now must worry about 
the possibility of falling behind 
in research on a popular, envi-
ronmentally friendly technology. 
To prevent this from happening, 
BMW will be testing how more 
than 100 Minis outfitted with 
electric-drive systems perform 
under everyday driving condi-
tions. Daimler is launching the 
Electro Smart and can determine 
over the next two years whether 
e-vehicles are here to stay. 
Research is also being propelled 
by the growing number of local 
regulations being introduced 
around the world to combat par-
ticulate emisions. Like London, 
other European cities could soon 
introduce municipal congestion 
charges to promote zero-emission 
vehicles. Consumers generally 
favor such pollutant-free mobility 
schemes, at least for now.

Many engineers argue that, in 
the end, battery-driven vehicles 
consume more energy than 
do gasoline-powered vehicles. 
Supporters of electric cars coun-
ter by pointing out that more 
electricity in the future will come 

from renewable energy sources. 
In any case, the high efficiency 
level (nearly 90%) achieved by 
the latest electric drive systems 
nearly offsets the increased pri-
mary-energy need for electricity 
production and transmission. Still, 
the electric motor does not reach 
the efficiency level of a modern 
diesel drive system without a 
hybrid engine. 

Another issue is that batter-
ies are relatively expensive, their 
disposal poses an environmental 
threat, and they can be used for 
only a limited time. Makers of 
electric vehicles will also experi-
ence high system costs associated 
with the exchange of empty 
batteries for fully charged ones. 
In the Norwegian electric auto 
Think City, such a concept costs 
€200 per month. Higher costs and 
lower efficiency indicate that the 
enormous development costs of 
a pure electric vehicle will wind 
up serving a relatively small niche 
market. 

However, it makes sense to 
develop a pure electric drive sys-
tem for two reasons. First, con-
sumers are very interested in the 
work on clean vehicles, so this 
research has a positive impact 
on the manufacturer’s image. 
Second, automakers must prepare 
for situations in which electric 
autos are more attractive than 
conventionally powered vehicles 
as a result of government efforts, 
like those in London. 

The Double-Betting Strategy
Public subsidies, new consumer 

priorities, and technical progress 
make it difficult to forecast the 
share of conventional and alter-
native drive concepts in the next 
decade. According to current esti-
mates, alternative drive systems 
could have a share of 17% in the 
world market by 2015. To prepare 
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for all market eventualities, auto-
makers must consider investing 
in a range of technologies, both 
conventional and alternative. 
Their greatest challenge is to 
develop a new electro-drive plat-
form that largely eliminates such 
traditional components as the 
drive train and brakes in order to 
save on weight and cost.  Such a 
platform could be used for both 
a battery and a fuel-cell car.

If fuel-cell drives can be devel-
oped, they could some day 
squeeze all other systems from 
the market, as no other system 
can match their efficiency. It’s 
not clear when affordable fuel 
cells capable of daily use will 
be introduced, but widespread 
adoption should not be expected 
before 2020. Pure electric drive 
systems will succeed as emission-
free, short-distance vehicles 
primarily in dense cities, driven 
primarily by more affluent con-

sumers. Hybrid-drive systems 
are an interim solution that can 
save a maximum 30% of energy. 
But they remain viable for a 
mass market as long as batter-
ies or fuel cells remain relatively 
expensive.

Jan Dannenberg is a Munich-based part-

ner of Oliver Wyman. He can be reached 

at jan.dannenberg@oliverwyman.com.

From the Mine to the Sea: 
Optimizing Multi-Party 
Logistics

Allan Kaulbach and Manny Hontoria

Asset-intensive industries, such 
as mining and industrial products, 
often depend on transporta-
tion and logistics assets that are 
owned or controlled by third 
parties. Developing an efficient, 
coordinated program to fund 

capacity expansion across each 
entity can involve a complex 
range of potentially conflicting 
objectives within each of these 
parties. Optimizing multi-party 
logistics chains usually requires 
a high degree of investment 
coordination, as the individual 
parties will have different levels 
of access to capital and pricing 
power. These disparities can lead 
to competing investment hurdle 
rates, which frequently impact 
contract negotiations over the 
amount, timing, and allocation 
of responsibility for necessary 
capital improvements. 

There are opportunities, 
however, to optimize capital 
deployment throughout the 
entire logistics chain by working 
together in collaborative pro-
cesses.

As an example, we recently 
worked with a large mining com-
pany that sought to increase its 

Development of drive-system technologies
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production by 50% over the next 
10 years to take advantage of 
global demand for raw materials. 
This plan resulted in a need for 
additional capacity in the logistics 
chain, which involves material 
moving from mines via rail to a 
port terminal, where it is loaded 
onto vessels for export.

The railroad and port facilities 
are both owned by a transport 
holding company, which oper-
ates them as separate entities 
with individual charters and 
objectives. Such separations can 
often lead to conflict, as each 
entity attempts to maximize 
its individual performance and 
develop expansion plans that are 
influenced by individual capital 
investment requirements, thus 
creating unnecessary competition 
for internal resources. In our proj-
ect, each entity had developed 
a plan to meet the mining com-
pany’s expanded transport capac-
ity needs, but the resulting costs 
threatened the commercial viabil-
ity of the mine’s expansion.

The mining company needed an 
objective assessment of the capi-
tal required to meet the increase 
in throughput, based on relevant 
benchmarks and best practices 
adjusted for local conditions. It 
also sought a mechanism to allo-
cate investment by each of the 
parties at a commercially viable 
rate of return. Finally, it wanted 
to redesign the commercial rela-
tionship between itself and the 
rail and port service providers to 
allow for more visibility and con-
structive feedback from the mine 
to continually improve the per-
formance of the logistics chain. 
So Oliver Wyman developed a 
three-step program to help the 
company engage in capacity 
expansion discussions with the 
transport entities, with a focus on 
required capital and appropriate 

allocation of risk.
Benchmarking is the essen-

tial first step in determining the 
practical incremental throughput 
that can be achieved for a given 
level of investment in capacity 
enhancement. Benchmarking 
should focus on the productivity 
of individual assets and unit costs 
and their respective interdepen-
dence to ensure that the logistics 
chain is responsive to demand 
requirements. In this case, inter-
national experience demon-
strated that current utilization of 
rolling stock and the port termi-
nal, adjusted for local conditions, 
were well below benchmarks. 
Improving utilization of these 
assets would significantly reduce 
the capex required for capacity 
expansion. Also, the initial pro-
posed unit costs for purchasing 
additional rolling stock and the 
overall costs for port expansion 
were not supported by compa-
rable benchmarks.

The data-driven benchmarks fur-
thermore provided a basis for the 
transportation entities to negoti-
ate lower unit costs with their sup-
pliers and to launch an in-depth 
technical feasibility study of the 
proposed capital expansion.

Assessing and testing the 
technical feasibility of opera-
tional changes is the next step,  
accomplished through joint teams 
(across entities and functions) 
comprising individuals with the 
requisite experience and collab-
orative know-how to develop and 
execute the project approach, 
timeline, and analyses, in order 
to ensure buy-in from all parties. 
The teams report to a steering 
committee made up of represen-
tatives of the project stakehold-
ers who have the requisite deci-
sion-making authority to resolve 
conflicts. In this case, the focus 
was on closing the gaps between 

benchmarks/best practices and the 
existing performance levels driv-
ing the original capex proposals 
from the railroad and the port. On 
the rail side, technical feasibility 
studies uncovered operating issues 
(such as train schedules and equip-
ment availability) that threatened 
throughput targets and inflated 
capital requirements. On the port 
side, the team identified through-
put enhancements that would 
improve current performance and 
determined alternative capital 
expenditures that were needed to 
de-risk the planned operation and 
ensure reliability (see exhibit on 
the following page).

Developing frameworks to 
address project requirements. 
The third stage involves formal-
izing the new operating model, 
finalizing estimates of operating 
expenses and capital expenditure 
requirements, building financial 
models to support negotiations, 
and developing protocols and 
agreements to support the coor-
dination of long-lived capital 
investment programs. In this 
case, we developed an estimate 
of the tariff charges needed to 
support the level and timing of 
the proposed capacity-related 
investments and to provide a 
reasonable rate of return for the 
transportation entities. We also 
developed options around com-
mercial terms between the par-
ties that would minimize opera-
tional risks as an input to devel-
oping a tariff model and a range 
of commercial and contractual 
risk-sharing and performance 
incentive options.

This collaborative effort led to 
an agreement on investment cost 
and funding mechanisms that 
were acceptable to both parties 
and provided the basis for a new 
commercial contract. The project 
was able to reduce the proposed 
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tariff that the mining company 
would pay by nearly 40% and 
the overall capital required for 
the expansion by more than 
20%, while still generating an 
attractive rate of return for all 
parties. The key to this process 
was understanding the operating 
and capacity relationships across 
all of the individual components 
of the logistics chain.

Allan Kaulbach is a Boston-based 

partner and Manny Hontoria is a 

Dubai-based partner of Oliver Wyman. 

They can be reached at 

allan.kaulbach@oliverwyman.com and 

many.hontoria@oliverwyman.com.

Intellectual Property 
Rights Protection 
in China: Economic 
Damages Still Need 
Improvement

Kristina Sepetys and Alan Cox

China has been moving its 
intellectual property rights (IPR) 
regime closer to those found in 

more developed nations. Allowing 
IP owners to recover economic 
damages from infringers is an 
important component of a system 
for IPR protection, as damage 
awards can serve as an effective 
deterrent to IPR violations and 
protect the incentives to innovate. 
However, recent analysis by NERA 
finds that under the administrative 
and judicial systems established in 
China, penalties and fines for IPR 
violations generally do not appear 
to provide adequate deterrence to 
would-be infringers. 

There are two primary ways 
in which an IP owner can seek 
to assert its IP rights in China: 
through an administrative proce-
dure or through a criminal or civil 
judicial procedure.  

The administrative procedure 
is an unusual approach and may 
be unique to China. While admin-
istrative agencies can impose 
fines on infringers, they cannot 
award compensation to an IPR 
holder. They can, nevertheless, 
impose costs on the infringer 
by seizing inventory and equip-
ment. Information regarding 

administrative actions is usually 
not made public, making it dif-
ficult to assess their effectiveness. 
However, some commentators 
have said that the costs of seized 
inventory and machinery are 
often too small to deter would-be 
infringers or to put offenders out 
of business.

Parties may also pursue civil 
judicial actions in the local peo-
ple’s court, and the number of 
such IPR cases has been increas-
ing. Compensation is typically 
awarded in connection with an 
order to cease infringing activi-
ties and, in the case of copyright 
infringement, to make a public 
apology. While criminal prosecu-
tions, including imprisonment, are 
possible under China’s IPR law, 
they are not common. 

Compensation for infringement 
in China is usually determined 
with simple calculations such as 
the infringer’s unjust enrichment. 
Since infringing goods are often 
sold at a deep discount relative 
to legitimate products, damage 
awards based on unjust enrich-
ment are often modest compared 

Briefs

Results of options testing 

Increasing capacity: Port simulation results 
Free digging rate and berth occupancy required to 
reach target throughput

Reducing capex: Rail cycle time comparison
Individual revision impact

Port terminal

Mainline

Mining terminal

Swing set impact

Fr
ee

 d
ig

g
in

g
 r

at
e 

(t
p

h
) 

Shiploading capacity (MPTY) 

X

Y

Original Revised modeling
constraints and 
process times

Tu
rn

ar
o

u
n

d
 t

im
e 

(h
o

u
rs

)

5,000

5,500

6,000

6,500

7,000

7,500

8,000

42 44 46 48 50 52 54 56 58 60

Increasing BO to X%

Increasing
FDR to Y tph
 

65% BO 70% BO 75% BO 80% BO



94  Oliver Wyman Journal

to damage awards based on the IP 
owner’s lost profits from lost sales.  

Damage awards significantly 
below the actual economic harm 
suffered can impose real eco-
nomic costs on the economy. The 
challenge is to find the balance 
between providing adequate 
compensation to those who have 
suffered losses from infringe-
ment, and not imposing damages 
so high as to suppress innovation 
by companies trying to design 
around others’ patents. 

Recent IP Damage Awards 
in China

We reviewed 179 cases filed in 
Chinese courts between 2002 and 
spring 2008, a small fraction of 
the IP cases decided in China. The 
data suggest broad trends in IP 
litigation and the range of dam-
age awards (values shown in U.S. 
dollars at the exchange rate pre-
vailing at the time of the award):

  More than 90% of all IPR dam-
ages awarded in China are 
under $100,000.

  The median damage award 
across all IPR cases in China in 
2006-2007 was approximately 
$15,000.

  The median damages award is 
approximately 15% of the IP 
owner’s damages claim.

  In cases involving a Chinese 
plaintiff and a Chinese defen-
dant, the plaintiff received a 
lower median award than when 
the plaintiff was foreign.

In a majority of the cases in our 
sample, the defendant is a com-
pany located in China. 

We also examined whether 
there was any difference in the 
patterns of awards made to 
Chinese companies and foreign 
companies. Chinese plaintiffs tend 
to claim much higher damages; 
over four times more than for-
eign plaintiffs. However, Chinese 

plaintiffs are actually awarded 
amounts that are roughly half 
of the awards made to foreign 
plaintiffs. 

IPR damages in China both 
claimed and awarded tend to 
be very small compared to those 
observed in other jurisdictions. 
Improvements in the calcula-
tion and imposition of economic 
damages will contribute to IPR 
violation deterrence and provide 
better compensation to owners 
of IPR.

Kristina Sepetys is a senior consultant and 

Alan Cox is a senior vice president of NERA 

Economic Consulting, a sister firm of Oliver 

Wyman. They are based in San Francisco 

and can be reached at alan.cox@nera.com.
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Top fi ve home countries of plaintiff and defendant

Plaintiff Defendant

Country Percentage of Cases Country Percentage of Cases

China* 38% China* 93%

US 26% US 2%

France 9% France 1%

Japan 9% Japan 1%

Germany 6% Germany 1%

*Includes litigants from Hong Kong.

Source: Oliver Wyman analysis.
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Oliver Wyman in the News

The Financial Times, in its Feb. 9, 2009 edition, covered an 

Oliver Wyman report arguing that the financial difficul-

ties facing many biotech companies could entangle their 

“big pharma” partners via bankruptcies or complex legal 

negotiations. Andrew Chadwick-Jones of the London 

office said: “When companies get into difficulties, a lot 

is buried at the bottom of their legal contracts. It could 

prove quite a headache. We’re now only at the begin-

ning of the crisis. We’ll see a lot over the next couple of 

months.”

Frankfurter Allgemeine Sonntagszeitung wrote on Feb. 

8, 2009 about the effect of the recession on companies 

that were purchased by private equity firms in recent 

years. Thomas Kautzsch of the Munich office said that 

not all portfolio companies will be disadvantaged in 

the crisis, but notes that some investors may want to 

actively restructure portfolio companies. “Private equity 

enterprises, which always have taken a strong interest 

in the management of their portfolio companies, now 

have an opportunity to take an even more active role.”

Aviation Week explored the outlook for the U.S. aviation 

industry in its Feb. 1, 2009 issue. Andrew Watterson of 

the Dallas office said that, in general, airlines are “well 

situated for a demand shock” but this assumes the 

demand falloff is not steeper than predicted. “If revenue 

doesn’t behave [as forecast], all bets are off.” 

The Wall Street Journal wrote in its Nov. 21, 2008 edition 

about board members quitting as their firms flounder. 

David Nadler of the New York office predicted: “You 

will see an increase in board members not standing for 

re-election” at upcoming annual meetings of troubled 

companies.

The Feb. 17, 2009 edition of USA Today explored 

what defines the American car. “There truly isn’t an 

American car anymore,” said Ron Harbour of the Detroit 

office. “Every car has parts from all over the world.”

Les Echos wrote on Nov. 20, 2008 about temporary 

plant closings in France’s manufacturing sector caused 

by declining product demand. Guillaume Thibault of 

the Paris office said: “These temporary closings could 

foretell an acceleration of the de-industrialization of 

France.”

CommsMEA discussed fiber-optic Internet connectivity 

issues in the Middle East in the Nov. 11, 2008 edition. 

Milan Sallaba of the Dubai office said the need for more 

bandwidth will continue: “It is not just consumers creat-

ing the demand. With so many countries in the Gulf look-

ing to establish themselves as regional powerhouses for 

business, a reliable and quick connection to the rest of 

the world is an essential part of any enterprise solution.”

Dow Jones Newswire wrote on Nov. 9, 2008 about consoli-

dation in the U.S. electric utility industry. Steve Mitnick 

of the New York office said: “You take a snapshot at two 

months or six months, and some companies will bounce 

back in value and others won’t,” adding that the larg-

est challenge to consolidation remains state approval: 

“Regulatory is still the No. 1 barrier.”

Reuters on Feb. 24, 2009 covered Oliver Wyman’s report on 

influenza vaccine production capacity. Adam Sabow of 

the Chicago office said: “While capacity still falls short of 

global need during a pandemic, the surplus capacity dur-

ing the inter-pandemic period creates opportunities for 

preparedness efforts.”

The Wall Street Journal wrote on Sept. 29, 2009 about 

shifts in bank deposits. “The psychology of retail bank 

depositors has changed radically in the last six months,” 

said Michael Poulos of the New York office. Because gov-

ernments insure deposits, “people may not be panicked 

that they’re going to lose their money, but they don’t 

want to bear the hassle cost of having money in the bank 

if they think there is going to be an interruption” in their 

ability to write checks or transfer funds.

The Financial Times on Feb. 4, 2009 covered Google’s 

decision to exchange its employees’ stock options for 

new ones at a lower strike price. Dave Sovie of the San 

Francisco office said: “Most technology companies should 

and will use this recession to move their compensation 

systems away from options and towards performance-

based equity programs, such as restricted stock grants. 

These systems have the advantage of explicitly linking 

rewards to demonstrated financial results and mitigating 

the impact of uncontrollable stock market gyrations.”

A sample of recent press quotes of Oliver Wyman partners
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