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WHAT’S NEXT

Party Planner

To the Max

Talia Mashiach’s Eved Services is a one-stop
lifesaver for managers of convention hotels

By Jing Zhou

Talia C. Mashiach owes her events-
service company to aremark she
overheard one evening at the Hilton
Chicago. She had accompanied her
husband, Sam, to the hotel, where

he led his band at a Jewish wedding.

A erward, asheo endid follow-

ing adinner/dance performance, he
stopped to chat with Edward Chen, the
hotel’s catering director. As Talia stood
nearby, Chen confided that it was hard
for himand hissta to line up vendors
for even asimple party. “I wish there
were asingle company that did every-
thing,” he said.

Today, at the Hilton Chicago and
three dozen other business hotels in
metro Chicago, thereis. A ertaking
a$330,000 second mortgage on their
home in West Rogers Park, the couple
founded Eved Services in 2004. Eved—
the Orthodox Jewish Mashiachs chose
the name from a Hebrew word for ser-

vice—is a one-stop shop for hotels that
does everything from delivering flowers
to aguest to arranging décor, trans-
portation, entertainment, and security
for thousands at a convention. The 29-
employee company turned profitable
inayear, and Talia says revenue, rising
at more than 20% annually, should top
$10 million in 2008.

BRANCHING OUT
Itwasn’tasnap to get this
far—nor will it necessarily be
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Expanding to mity. Another chal-

Indianapolis lenge: She’s spending
:Vn'" t:_st e abilt 12to 14 hoursaday as

asmachs ablily  chief executive while
to delegate

raising four kids
under the age of 11.

Mashiach, 31, drew from her previ-
ous experience as she got Eved up
and running. She earned a bachelor’s
degree in marketing from Loyola Uni-
versity while operating a company that
resold Dell computers. On her own,
Mashiach constructed an Amazon.
com-like portal that lists all of Eved’s
services. Registered clients, vendors,
and employees can create e-proposals,
e-orders, and e-invoices, and update
and track them in real time. “l used to
spend all my time on the phone and
at fax machines confirming an order,”
says Heather Bailey, regional direc-
tor of hotel operations for Eved. “Now
everything is at my fingertips”

Corporate clients, which account
for 70% of Eved’s sales, say the outfit
has made their jobs simpler, too. “You
will always know what your event
will look like in color ahead of time,
down to every detail,” says Elizabeth
Guptill, event project manager for
IBM Americas.

Though Eved has had plenty of
practice by now, getting everything
right isn’t always easy. Four days
before Senator Barack Obama’s Super
Tuesday primary party at the Hyatt
Regency on Feb. 5, Eved sta ers
discovered that suppliers had deliv-
ered the wrong stage. Knowing that
portable stages had been sold out in
Chicago for other conventions, Mardi
Lieberman, Eved’s director of opera-
tions, flew in pieces
for the right stage—
plus a backup—from
Atlanta, Los Angeles,
and Lansing, Mich.

to get further. Mashiach called
Chenon his cell phone at 8:15
sharp every weekday morning
for ayear to learn the nuts and
bolts of the hospitality biz.
She also personally screened
every one of Eved’s 100
subcontractors. Now, as she plans her
first satellite operation, in Indianapo-
lis, she’ll test her ability to delegate
responsibility while retaining unifor-

The number of
flower bouquets
Eved supplies
every week

Data: Eved Services

Toheado snafus
as Eved branches
out to other cities,
Mashiach and her
team have expanded a
500-page guide book,
“Eved U” The manual
spares no details, with chapters on
color-coding files and how to greet
customers. Organization, as Mashiach
has learned, payso .-~
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