Managing price to deliver profit and revenue growth

A case study from the Transport and Logistics Industry

A 1 % improvement in price for an organisation with a 5 % net margin will increase profit by 20 %. This may seem an
obvious observation, but few companies truly manage and exploit price as a powerful profit lever. Organisations have
for a long time focused on cost reduction to deliver profit growth.

In the highly competitive low margin Transport and Logistics Industry managing price is fundamental to sustaining
profits and growth. Companies in this sector face a number of challenges;

Market environment

o highly competitive with a large number of players

o alack of price discipline in the market which
customers have learnt to exploit

o large disparities in prices across the customer
base that are not always justified by volumes,
service requirements or costs to serve

Common Internal issues

o the price tendering and approval processes are
slow, time consuming and a drain on resources

o lack of tools to measure profitability, price
sensitivity, competitor pricing and win/loss
information by segment

o difficulty in monitoring and managing customers
to the volumes and conditions that were agreed
when setting the price

o high customer churn rates

CIBLEX, the French logistics company have achieved significant benefits by changing the focus and grasping the
challenge of proactively managing price in the organisation.

CibleX

CIBLEX, previously Hays Dx, was founded when the British group Hays PLC decided to divest from its transport and
logistics interests. The senior management team with the support of an investment fund acquired the company.
CIBLEX are experts in express distribution and maintenance services in the automotive, medical, IT/telecoms, optical
and industrial spare parts sectors.

Their success in exceeding customer requirements in this sector has resulted in CIBLEX being a recognised leader in the
industry.

CIBLEX France & Belgium delivers 75 000 parcels a day
Employs 800 people

120 depots

17 agencies
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One of the reasons for CIBLEX's success has been their willingness to innovate and lead in the use of new technologies
and concepts.



Developing a Vision The Deal Management Process

With the help of Open Pricer, a European
based provider of Pricing and Revenue
management solutions, CIBLEX
implemented an initiative to take control of
the deal and contract management process.
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Implementing the Vision

To deliver their objectives and vision, CIBLEX chose to move forward with OPEN PRICER Pricing and

Revenue Management solution.
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Suggesting the right price and managing the process

Suggested pricing is based on forecasted
traffic, deal attributes, negotiation levers
and strategic considerations such as:

discounts

volume commitments
traffic entry point
capacity utilisation
collection time

delivery time

service level agreements
segment strategies
payment terms...
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“OPEN PRICER system
facilitates optimised pricing
decisions, the management of
the approval process and the
implementation of the prices
into the billina svstem”

Monitor and manage to profile

Alerts are generated for each
customer not meeting their targets or
commitments.
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The benefits

The OPEN PRICER Pricing and Revenue
Management system has been was implemented

in 2005 and CIBLEX is expecting to realise a number
of major benefits;

o Increased coordination of sales activities and productivity
in the quotation process

o A significant amount of time required previously to
manage quotations & proposals has been
transferred to pure selling activity (focusing on value
rather than price)

o The lead time to provide customers with quotations has
shortened significantly

CIBLEX now have the capability to develop more

Segmented pricing approaches and have the tools
to implement them efficiently.

Summary

Few organisations have realised the considerable opportunities to increase profits through managing the deal and

contract management processes.

“By implementing the OPEN PRICER

Pricing and Revenue Management
system we have significantly

increased our capabilities in the area

of pricing while at the same time

reducing the resources required for

the process”

This has had a considerable impact

on our performance”

Teddy Megarbane
President & CEO CIBLEX

Deal and contract management is only one of the areas where pricing and revenue management can have major
influence on organisations profitability. Pricing and revenue management in general is an untapped source of profit

potential for Transport & Logistics companies.

Next steps

OPEN PRICER’s services and solutions are marketed in the UK by the Bellis-Jones, Hill Group. We will be
delighted to discuss your requirements and how we can help. We look forward to hearing from you. For more
information about our pricing and profit improvement services please contact Tony Hodgson at the

Bellis-Jones, Hill Group.

Bellis-Jones, Hill Group
Kenilworth House,
79-80 Margaret Street,
London W1W 8TA
Office 0207 323 5033
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Hill Group
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http://www.bellisjoneshill.co.uk/pricing/strategy.htm
http://www.bellisjoneshill.co.uk/pricing/software.htm
www.bellisjoneshill.co.uk

