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Business is starting to pick up. But after a few tough years,
your staff is already stretched to capacity. Add in the
increasing challenges of the new regulatory environment
and you are probably thinking about hiring – for the first
time in a long time. That’s where we can help. Robert Half
International and our three specialized financial staffing
divisions can find you the optimal balance of skilled finan-
cial professionals your business needs to succeed. Robert
Half Management Resources, Robert Half Finance &
Accounting and Accountemps provide project/interim,
full-time and temporary professionals, respectively. Our
highly skilled professionals range from chief financial officers
to staff accountants to bookkeepers. So don’t let the upturn
get your staff down. Call the leader in specialized financial
staffing or visit us online today.
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BY ROB ROBERTSON

DeWayne Adamson’s blueprint for
success is blueprints. 

Over the past decade his company,
Plan Express, Inc., has grown from a low-
tech logistics shop to a completely auto-
mated provider of construction docu-

ment management
services, delivering
blueprints and other
construction docu-
ments to contractors
and engineers across
the country.

Today, thanks to a
fresh infusion of ven-
ture capital, Plan
Express is pursuing
an aggressive growth
strategy that will
expand the Mem-
phis-based compa-
ny’s footprint from
coast to coast.

Last week, Plan Express opened its
newest logistics center in Dallas, its sev-
enth nationwide. This week Adamson is
signing a lease for the company’s eighth
facility, to be located in San Francisco.
The San Francisco office is expected to
open this summer and will be the com-
pany’s first operation on the West Coast.

Adamson, who founded Plan Express
in 1994 and is the only CEO the compa-
ny has ever had, hopes to have 11 offices
up and running by the end of the year.
Office No. 9 will be in the Southeast he

says, “most likely in Florida.”
Plan Express is currently generating

about $1 million per month in revenue
and growing at a rate of better than 50%
per year. The company expects to gener-
ate revenues of more than $1.5 million
per month by year end to reach its goal of
a $20 million run-rate in 2005. 

“By the end of next year we expect a
run-rate of $40 million-$50 million,”
Adamson says.

Financing the company’s new growth
strategy was made possible in late 2004,
when the company secured a $5.5 mil-
lion equity investment led by SSM Part-
ners of Memphis and Frontier Capital of
Charlotte, N.C. SSM spent three months
evaluating Plan Express before making
its investment.

“When we look at companies at this
stage, we’re looking at management and
economics,” says SSM Partners’ Robert
Covington. “Plan Express had very good
unit economics, excellent management
and what we think is a big market oppor-
tunity.”

Besides the physical expansion, Plan

Express is also using its venture capital to
invest in the latest technology, infras-
tructure improvements and the addition
of top-notch leadership.

Earlier this year the company made
its first significant move to get that lead-
ership, hiring Antony Francis as its new
president and chief operating officer.

Francis most recently headed up cus-
tomer operations for NewRoads, Inc., of
Atlanta, a provider of outsourced catalog
and e-commerce order management
and fulfillment.

Francis also spent 12 years with FedEx
Corp., where he worked as European

controller and as a managing director in
the Finance Division before serving as
vice president of FedEx’s e-Commerce
and Logistics business in Europe, the
Middle East and Africa. 

Besides running the day-to-day oper-
ations in Memphis, Francis says he also

studies the best ways to scale the compa-
ny’s technology as the company grows.
His knowledge and strong relations with
FedEx haven’t hurt, either.

Plan Express customers use Web
interfacing to place blueprints in an
“online plan room” where the plans can
be viewed, manipulated and download-
ed. The documents can then be printed
for overnight delivery via FedEx or for
same-day pickup at participating
FedExKinkos locations. 

The platform also allows customers to
track changes and store documents in a
digital archive.    

“We’re growing well and we have to
keep up, not only physically but techno-
logically,” Francis says. “Technology is at
the heart of our business, after all.”

This year Plan Express says it will
deliver more than 300,000 sets of con-
struction plans to more than 250 corpo-
rations, architects, developers and con-
tractors across the U.S. The bulk of that
shipping load will go to FedEx.

“I would love to call FedEx a partner,”
Adamson says, “but it’s a customer-ven-
dor relationship.”

Adamson says that relationship has
been essential to his business. 

“They have sent over engineers to
help us with productivity, IT consultants,
solutions providers, you name it,” he
says. “We’ve gone from 20-30 packages
per day to 1,500 per day and growing.”
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