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Savings Realized When Corporate Clients

Strike__ Deals Directly Wi

(‘ endant Mobility will con-
tinue negotiating contracts with
moving companies on behalf of
General Electric because striking
a deal directly with transporta-
tion providers would not be like-
ly to produce significant savings,
a GE source tells Relocation
Report. GE said audits of com-
pany records related to employee
moves revealed that switching
contract arrangements would not
be worthwhile.

“We are keeping the same
process we have,” says Ann
Dzenutis from GE’s global
mobility services, “After we did
an audit we found it wepld bc

h&ve ratber than flip it.”
Cendant Mobility holds GE’s
domestic and international relo-
cation contracts. The company,
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she says, moves 5,000 emp!t’:«y—
ees domestically, and 2,000
internationally.

Some Clients Cut Deals
Directly With Movers

Many corporations, however,
are negotiating contracts directly
with transportation vendors to
get better deals, Don Fisher.
president of Fisher & Son
Consulting, Inc., tells Relocation
Report. “The third-parties have a
contract rate with the van lines
at a discount,” he explains.
“Because nobody within HR has
the core competency to look at
bills, they approve them and

‘assume they are getting a better

buy.”

HR staff can’t tell by looking
at bills what the charges pertain
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Savings Realized
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to, how the fees are determined
and how much money third-par-
ties are making off the deal. “We
say that by carving out trans-
portation, they (corporations) can
save anywhere from $4 million
to $10 million, depending on the
size of the company. We ask cor-
porations, ‘Do you want to carve
it out?” Transportation is a big
money maker to third-parties.”
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In most cases, he adds, lhc,
client has no relationship with
the carrier—and that can
adversely affect service.
“Carriers become a cog in the
wheel,” Fisher says. insisting
that clients should have a more
direct link with carriers since
“they are moving the biggest
asset of any company-—the peo-
ple.” Some companies will tell
third-parties to use certain
providers, but they still allow the
relocation companies to conduct
contract negotiations on the
clients” behalf.

Corporations hire Fisher to
help them negotiate good rates

selects the carriers and negoti-
ates favorable rates, it wirns over
management to the third-party
overseeing the entire relocation
program. “Every one of my
clients has switched and carved
it while still working with the
third-party,” he explains. 1 work
with the procurement depart-
ment, human resource depait-
ment” to help negotiate movers’
contracts.

Clients pay him an audit fee

or consulting fee for his services.

His job is to prove to companies

CATEerthie Comipany”

; md ghanghm
that they can buy household look at 200 files” for free, he
goods shipment services directly says. “We'll say to them, “Give
and save money as well as us a few random files and well
umprove services. How does he fook at them.” Usually, Fishers
prove it? Fisher offers to audit a company will find some charges
few old moving bills at no cost that raise eyebrows quickly. If we
to the client to show inconsis- find nothing, so be it, and we
tencies in pricing. “We don’t walk away.”




