MARTIN C. "Mac" HODELL  

3251 Turtle Lake Dr
Marietta, GA  30067

Hodell.Martin@BCG.com 
EDUCATION

	THE WHARTON SCHOOL, University of Pennsylvania

Master of Business Administration Candidate, Strategic Management
	Philadelphia, PA

July 2002-May 2004


· Graduated with Honors, Director’s List
	United states military academy 

Bachelor of Science with highest honors, Economics   GPA 3.82 / 3.97 in major
	West Point, NY

June 1993-June 1997


· Top 3% of class; awarded Commandant’s Wreath for over 3.0 average in academic, physical, and military areas

· Winner of 1997 Thompson Memorial Award to most distinguished writer across the curriculum
· National Finalist, Rhodes Scholarship
EXPERIENCE

	BoSTON CONSULTING GROUP

Principal/Project Leader
	Atlanta, GA

June 2006-present


· Recognized as 1 of 3 “Northeast Award” winners out of ~25 Principals/Project Leaders, for excellence in client work and junior staff development; Recognized as top “People Developer” in office, 2010.
· Led Georgia Water Contingency Task-Force reporting to Governor Perdue.  Coordinated work of 12-firm technical advisor panel.  Evaluated yield, cost, and environmental impacts of water supply expansion and conservation options.  Presented recommendations to Task Force including the Governor, ATL Mayor, ~50 CEOs, and several other elected officials (Output published: http://www.georgia.gov/00/channel_modifieddate/0,2096,78006749_154453222,00.html  ).  Output directly informed 2010 Ga Water Stewardship Act.  Nominated by Metro Atlanta Chamber of Commerce to serve as citizen board member of Metro North Ga Water Planning District
· Led online market analysis for the leading used auto auction provider.  Modeled rate of customers’ online migration and identified implications on physical auction business.  Assessed client competitive position in online transactions and recommended specific improvement opportunities.  Selected results of market research published in industry whitepaper in collaboration with the National Association of Auto Auctions (http://www.naaa.com/files/public/MarketAssessmentWhitepaper.pdf) 
· Led contact center redesign project for major cruiseline.  Developed cost and performance baseline, and examined cost efficiency and revenue enhancement opportunities.  Identified labor cost savings of ~20% off ~$100M base.  Re-designed call center operating model, and conducted organization redesign.  
· Led market research and product strategy study for leading used-auto classified magazine publisher.  Conduct customer segmentation and circulation/profitability vulnerability assessment.  Developed recommendations regarding product attributes, distribution strategy, pricing strategy, and ultimately regarding the product portfolio. 

· Conducted competitive cost benchmarking for US division of global building materials company, based on delivered cash cost supply curve modeling for all key markets.  Prioritized growth opportunities and evaluated M&A scenarios.
· Led business process diagnostic for major US airline.  Identified root causes of baggage handling process failures, developed and implemented process performance metrics.  
· Led value-based management implementation for leading Netherlands corporate bank.  Performed customer profitability analysis, cross-sell potential analysis, marginal cost analysis, and value creation benchmarking.  Identified EUR 100M in economic profit improvement opportunities, representing a 50% improvement.   Established  implementation management office. 
	Consultant

	June-August 2003; June 2004-June 2006


· Selected above ~20 peers as Atlanta office ambassador; performed one year exchange with Amsterdam office

· Developed and applied several productivity benchmarks and office network rationalization criteria for $1.1B global chemical shipping company resulting in identification of $4.2M in overhead cost savings.
· Led strategy implementation teams for major US airline.  Developed network strategy and outsourcing teams' milestones and KPIs for execution plans worth ~$250M in annual cost savings; reported progress to COO.
· Weighed the costs and benefits of system complexity for a major US airline.  Modeled the P&L impact of simplification options through fare, loyalty, and product modifications.
· Created segment management function during sales force transformation of a $2B medical imaging company.  Created role descriptions, defined business-planning process and ran pilot, implemented Cardiology segment council.
· Assisted in successful  integration of specialty chemical companies’ sales forces.  Analyzed customer overlap and modeled cross-sale synergies.  Designed structure and roles for merged entity marketing organization.
	united states army
	25th Infantry Division, Schofield Barracks, HI 


	Infantry Officer (LT-CPT)

	1997-2002


Served as Rifle Platoon Leader, Rifle Company Executive Officer, and Battalion Personnel Officer
· Rated as top Junior Officer out of 21 in the Battalion
