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case study: strategic account management

THE CHALLENGE

A leader in the energy industry headquartered in 
North America lacked a centralized travel program. 
This resulted in the inability to leverage buying 
power, manage employee behavior, enhance service 
and implement risk management procedures.

THE SOLUTION

Through our strategic collaboration we were able to 
consolidate the travel program to one central travel 
platform, defi ne immediate demand management 
opportunities and compliance to capitalize on cost 
savings.  These opportunities include the management 
of their unused tickets from their previous partner and 
our ability to lead on the redemption of their airline 
soft dollar points.  Other programs implemented 
were an enhanced travel policy, creation of a 
travel portal as the global communication platform, 
customized web-based reporting and the selection 
and implementation of an online booking tool.

THE RESULTS
In the fi rst nine months of our partnership, we realized 
a savings of $285K.  The overall savings were realized 
through leveraging buying power, management of un-
used tickets and managing employee behavior. 

AT A GLANCE

 Industry: Energy

 Scope:    12 business units throughout US

 Volume:  $6 million in annual air, car and   
           hotel spend

 Timeline: 9 month period 

KEY ACCOMPLISHMENTS:

 • $285K in total savings and cost avoid-  
      ance, which equates to 7.25 % of total   
   air and hotel spend

 • Increased accuracy and allocation of   
   travel data throughout all operating units

 • Cost savings through the management of  
   unused tickets

 • Leveraged overall buying power to   
   renegotiate top ten hotels and further   
   reduce expenditure

 

    

ABOUT TRAVIZON

Travizon is one of the leading corporate travel, 
meeting, and expense management fi rms with 
locations in over 100 countries. Travizon is recognized 
for innovation, collaboration and delivering value 
added enhancements to travel management 
programs.  This benefi ts our client partners on every 
level: from the bottom line to the business traveler.


