/OM Case Study: Creating New Leverage in IT Infrastructure Outsourcing

Via Unbundling and Price Discovery

In a single-supplier, mid-contract-term situation, Opera achieved S585MM savings (26%) over the life of the
contract by creating better visibility into vendor costs and identifying new reengineering opportunities

a . . . ©
2 ® For IT infrastructure management, client was tied to a RESULTS: CONTRACT SAVINGS FROM
2 multi-year out-tasking arrangement with a single, not- :
o i B "c = RENEGOTIATION
o best-in-class vendor
O
5 = Client’s contracts provided only limited control over )
b4 performance and terms 3- Year Cumulative Impact
o SMM
] ] Total Savings $585MM (26%)
= Reverse-engineered vendor economics and found . .
their costs had dropped sharply — creating "
- negotiation leverage for our client 2,250 ﬂ
85

o = |dentified areas for infrastructure redesign and use — 1,665
'5 of new technologies that would further bring costs
< down while improving service

= Successfully conducted negotiations using these

leverage points
Pre- Rate Reduction Non-Rate- Post-
= Better service performance and quality 'I\";g“tia“‘;“ I Related Impact N‘;g°“|"_‘“°“
ntrastructure aseline

L_) = More services added for no additional cost Baseline
g .
= | Overall saves: 3- year cumulative

savings impact of 5585 MM






