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enVista's client, a large private equity firm, manages close to $10 billion in equity capital and ships almost $100M through Parcel
and FTL/Intermodal. The equity firm was interested in leveraging the total parcel and truckload spend across each of its entities to
drive additional cost savings. The company engaged enVista for multi-modal Contract Analysis and Negotiation Services, including
Truckload/Intermodal and Parcel. As part of the new parcel agreements, the equity firm required updated routing assignments
and maintained carrier service levels. enVista's close attention to detail, diligent project management, and open, frequent
communication throughout this process saved the company over $10M annually.
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The Company

enVista’s private equity firm client invests in large retail leaders.
The firm manages billions of dollars in equity capital through
almost 50 companies and various investment funds, with an
aggregate value of over $30 billion.

Project Background

Across all of its holding companies, the client’s annual
shipment costs were close to $100M. The equity firm was
interested in leveraging its combined Parcel and Truckload/
Intermodal spend to drive cost savings through re-negotiated
pricing agreements. enVista was engaged to provide analysis
and negotiation services for each mode.

With such a diverse group of participating portfolio companies,
the individual needs of each entity had to be balanced and
carefully managed. enVista needed to successfully manage

the needs of client stakeholders from multiple independent
organizations with widely divergent business models and

disparate systems. Due to the large number of holding
companies and carriers, significant data needed to be analyzed.
In addition, the parent company’s own needs and corporate
cultures needed to be addressed.

The participating portfolio companies were largely concerned
with maintaining operational positioning, while reducing
overall cost. Both projects, Truckload/Intermodal and Parcel,
resulted in volumes shifting from one carrier to another.

The Benefit of Third Party Services

When portfolio companies’shipping metrics are divergent,

as they often are in private equity and venture capital
engagements, developing a negotiation strategy that meets
the needs of individual companies is critical. Since companies’
cost drivers differ, a single strategy is not always the optimal
solution. In this instance, it was more advantageous for all
parties to have enVista analyze and determine if a single
strategy was viable or if a multi-prong strategy would be

With diligent project
management, and open,
frequent communication,
enVista successfully met
the portfolio company’s
objectives and secured a
positive outcome for all

stakeholders.

enVista developed a single
shipping strategy that
successfully met the needs
of all portfolio companies.
As a result of enVista's

negotiation efforts, the client

is achieving significant annual

transportation savings and

maintained service levels.
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required. enVista's ability to provide the necessary data analytics
to evaluate these options lead to superior contract analysis and
negotiations results.

In addition, when equity firms with multiple operational companies
are involved in a negotiation, enVista as an expert, objective

third party can better manage the process and streamline
communication between the equity firm and the carriers. Using
enVista as this third party also means that each individual operating
company’s shipping data and information remains confidential.
With enVista acting as a facilitator, each group could individually
and confidentially identify their distinct operational issues.

Results

Multiple operating company engagements are challenging by
nature. The number of stakeholders involved as well as divergent
shipping models and corporate goals made this project especially
complex. enVista expertly developed a strategy that meets the
individual needs of the participating operating companies, as well
as those of the parent entity.

enVista successfully met the Truckload/Intermodal project goal

to reduce overall cost, without negatively impacting service.
Improvements were made to the agreements for both modes,
which provided the client with extra protection from rate
increases, improved best practice adherence, and better insurance
and indemnification terms. The Truckload/Intermodal participants
also significantly reduced the number of total carriers to only
eight primary carriers through enVista's selection process.
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“I'have to say, the parcel savings are stunning.
That is the word that comes to mind. | know we
could not have done this without your guidance.”

— Chief Procurement Officer

In addition to analyzing the client’s truckload and intermodal
transportation, enVista negotiated new carrier parcel agreements.
enVista's proven analysis methodology that includes reviewing
industry benchmarks led to significant additional savings for the
client.

In total, enVista saved the client more than $10M annually in

parcel and FTL/Intermodal shipping costs at the completion of

this project. Dozens of project deliverables included: a pro-forma
truckload agreement, the final negotiated agreements, the shipper-
specific parcel and FTL/Intermodal analyses, and final negotiated
rate sheets. Based on its extensive contract analysis and negotiation
experience, enVista defined the scope and scale of the opportunity,
resulting in an extremely profitable project for the client.
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For more information

on enVista’s Managed
Transportation, please call
877-684-7700 or contact
inforequest@envistacorp.com




