
Workday and CareFusion
Off and Running at the Speed of Global Business

Medical technology leader CareFusion has an ambitious mission: to improve 

the safety and lower the cost of health care for generations to come. 

With such iconic clinical brands as Pyxis® dispensing and Alaris® infusion 

products, the company is well positioned and already doing just that.

With such a vast vision comes an urgency to move quickly, efficiently,  

and globally. That’s where Workday comes in.

Focusing on What Matters 

CareFusion was launched in 2009 as a  $4 billion startup with 15,000 

employees globally and $3.5 billion in sales. Originally part of Cardinal 

Health, a $100 billion health service company, CareFusion had to move  

fast from the very beginning. 

“The business wasn’t going to wait for us to build an HR system.  

We needed to find a partner who could keep pace with us,” says  

Pete LeBlanc, vice president of global HR programs, technology,  

and services for CareFusion.

And so, they chose Workday. “We knew that we could deploy Workday  

in less than half the time of traditional ERPs,” he says. “All we had to 

do was go in, design our business processes, and then focus on what we 

needed to do to develop our HR organization. We didn’t have to install 

hardware. We didn’t have to develop the system. We didn’t have to build 

the interfaces from scratch. All we had to do was think about how we 

wanted to run HR. We actually deployed the entire system, with 130 

integrations, and went live in 7 months.”

Fast, Flexible, and Cost-Effective

Workday’s cloud-based model offers CareFusion rapid deployment and 

anytime, anywhere access to global workforce information, providing the 

kind of speed and flexibility the growing company was looking for.

“We’re constantly looking for new markets. We need to keep pace—the 

business can’t wait for us,” LeBlanc emphasizes. “We need to have a 

common platform that allows us to go in, configure, and set up shop. We 

can’t be dependent on an on-premise infrastructure moving with us.” 

“The cloud is central to our IT strategy,” LeBlanc continues. “It allows us 
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Deployed globally in less than half  

the time of a traditional ERP system,  
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North America: United States and Canada

Europe, Middle East, and Africa: Belgium, 

Denmark, Finland, France, Germany, Hungary, 

Ireland, Italy, Netherlands, Norway, Poland, 

South Africa, Spain, Sweden, Switzerland, 

United Arab Emirates and the United 

Kingdom

Asia Pacific: Australia, China, India, Japan, 

New Zealand, Singapore



to have a very efficient service delivery model. We are 

in 33 countries, so we need to be scalable. We’re in an 

industry that’s very dynamic. We need to be able to 

support acquisitions, divestitures, and reorganizations 

 on a continuing basis.”

Appropriately enough, CareFusion terms its IT strategy 

for servicing the business “IT like air”—always on, always 

available, always ready to serve. “We want to help the 

business achieve its goals without worrying about IT,” 

according to Mike Zill, CareFusion’s CIO. “The speed of 

deployment with the cloud—there’s just no comparison to an 

on-premise solution,” he says. “There’s no hardware to buy. 

There’s no software to install. It’s ready for you right now. 

So it’s very quick time to value. It’s just a wonderful thing.”

In fact, CareFusion estimates that it costs about 40 

percent less to install Workday than a traditional ERP 

solution. “And then you save going forward,” says 

LeBlanc. “Because you don’t have to have a large IT staff, 

you save 50 to 60 percent of what it would cost you for a 

traditional ERP just to keep the wheels on that system.”

He continues, “With the Workday solution, for the cost  

of your annual subscription, you get a full suite of 

services and three updates a year. The value proposition 

isn’t even close.”

Built for the Mobile World

Workday’s cloud-based applications are perfect for 

CareFusion’s mobile workforce, allowing them to access 

information they need from any device.

“Roughly a third of our employees work in the field,” says 

LeBlanc. “And they need to be in touch. But we want them 

to be with the customers and not have to come back to 

the office, tied to the desktop.” CareFusion’s customers are 

busy practitioners in hospitals and clinics. As LeBlanc puts 

it, “They don’t come to our office. We have to be where 

they are. These are people with serious time constraints.” 

Zill concurs, adding that Workday helps boost the 

productivity of the workforce in the field. “Our sales 

people don’t always have a laptop with them. But with 

Workday, they can use their mobile phones or iPads to 

access the application. When they’re waiting outside a 

clinician’s office or inside the hospital, they can take care 

of a few things while they’re waiting, without opening 

their laptops. So they don’t really have downtime.”

Support for a Global Workforce

Zill comments that the worldwide, always-available 

aspect of Workday appeals to him and the executive 

leadership. “Workday allows us to interact with employee 

processes from wherever and whenever,” he says.  

“My first experience in using Workday was when I  

was traveling in Asia.” A routine approval request  

came through to his Workday inbox, and he was able  

to approve the request on his mobile device.

“We have a lot of people in a lot of small places in  

the world,” he continues. “With Workday, I have a  

single application that works everywhere on the globe.  

I don’t have to be concerned about individual country 

exceptions. It’s much easier to manage.”

LeBlanc agrees, saying that Workday supports both 

the global and local HR requirements of the company. 

“Because we operate in 33 countries, it’s really important 

to us to be compliant in all of those countries, particularly 

in regions like the European Union, where there are 

severe data privacy constraints,” he says. 

“We worked with our lawyers and security analysts to 

evaluate the technical safety of the [Workday] system.  

We were really, really relieved to see that Workday, just 

out of the box, could support all of those requirements. 

And so we didn’t have to worry about whether the 

technology could support us. It was just assumed that 

Workday could handle all of our countries,” he continues. 

“And that just put one more problem to rest, making it 

easier for us to focus on our business.”
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A Single Global View

Another problem put to rest was the limited view of the 

workforce the company had before Workday, when the 

HR team could only see regular U.S. employees. Now they 

can see everyone.

As LeBlanc puts it, “To be able to have a global view 

of our entire workforce, both regular employees and 

contingent workers, is really foundational to our success. 

It’s given us the ability to have more efficient workforce 

planning, to be able to look in our talent pipeline to  

know where our skills and competencies are.”

A single global view has been invaluable to the executive 

team, according to Zill. “They can see everything in one 

place. No more disjointed reports. We can actually roll 

up the headcount, roll up the turnover, all the necessary 

reporting and all the requirements from one system into 

one place. And it’s all in real time.”

And because Workday is so easy to use, CareFusion 

can devote fewer resources to employee training, 

according to LeBlanc. “It’s intuitive,” he says. “Managers 

and employees, regardless of what their language is, 

no matter where their location is, can easily pick it up 

and run with it. It saves our cost of training and change 

management.”

Since it is built for the business of the future, Zill believes 

that Workday is a force of transformation for CareFusion. 

“Workday was global from the beginning. It was built 

from the ground up to be the platform of the future,” he 

says. “It’s got analytics built in. It’s got mobile built in. It’s 

got everything you need; nothing was bought and added.”

He continues, “This was a San Diego-based company  

not too long ago. Now we’re running in a global way.  

And Workday is leading the transformation.”

A Place at the Table for HR

Finally, LeBlanc observes that with Workday by his side, 

his HR operation has a much more important role in 

CareFusion’s business.

“HR now has a place at the table,” he says. “Because we 

are the system–of-record, because we have visibility to 

the global workforce, we can answer the questions that the 

business asks. Now it’s not a ‘what if’ scenario anymore. 

It’s what do we have, and where are the gaps, and how 

quickly can we close those gaps? And we’re there with 

them every step of the way. And we know that we can 

keep up with them because we can execute quickly.”

He continues, “Workday helps us be more competitive 

by making our workforce more efficient. But aside from 

that, by reducing our costs and increasing our efficiency, 

we can make business investments where the customers 

need them—in products, services, and solutions that really 

help them. The less money you spend internally, the 

more money you can invest in your customer. And that’s 

absolutely where you want to be.”


