


STRATEGY

The incumbent partner was
providing their services for $1.2
million per year. The goal was

to reduce this cost while still
maintaining or increasing capabilities
and quality of service. Deal 1Q
recommended that additional
vendors be invited to bid on the RFP
and stepped in to negotiate when a

PROCESS

Deal 1Q began by gaining an
understanding of how the current

managed services were being used.

What were the high and low priority
items, and were the capabilities
currently overextended, or under-
utilized? Using this information,
Deal IQ created a thorough RFP,
and issued it to 6 providers; three
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introduced by Deal 1Q. After about
three weeks of reviewing proposals
and interviewing vendors, Deal 1Q
created a shortlist, and invited the
companies to conduct a site visit.

RESULTS

Multimillion-dollar savings through
expert late-stage negotiation

The chosen provider’s original best
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reduction from the incumbent.
Following our negotiation, their

offer was reduced by an additional
$43k per month, resulting in a total
cost savings of $2.5M over the span
of the two-year contract. In the
end, this leading truck equipment
supplier concluded the process with
a provider better equipped to suit
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on their managed services.
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