WINMORE RFP COLLABORATION
UP-SELLING MORE SERVICES

Case Study in
RFP Success
Featuring

• Pricing and bid coordinator teams are focused and
• Visibility is gained across their entire bid
operations which allows them to more quickly
match service offerings with shipper requirements.
• Structured collaboration environment helps the

Sherry Anderson,

Pricing and Contract Bid
Manager, Averitt Express

• 25 years managing Averitt’s Bid and
Contracts team, which includes pricing
for truckload and LTL services as well as
bidding, rating and invoicing
• Extensive industry and software
experience, including evaluating and
implementing pricing and transportation
management automation
• Hands-on manager, leading crossdiscipline team with dozens of RFP

their best foot forward in every bid”.
• “Because it’s like Winmore looked into our
processes and built the software to speak to every
single one of our processes”

Winmore’s Impact at Averitt

• Replacing manual tools and email with Winmore
allowed Averitt to manage bid operations from
a single hub - no more lost documents, late
responses or missed opportunities.
• All divisions within Averitt can see incoming bids
in one place, allowing each to identify those that
best match their service capabilities and spot
opportunities for adjacent services.
to their users that “it really kind of boosted morale
in a way that maybe we haven’t experienced
before.”

50-60 requests per day

Customer Success Platform for Logistics

coordinators start it, they hand it to a pricing
manager. The pricing manager does their piece of it
completion and submission.
The process was fragmented and siloed. There was
no visibility for a leader to see the entire process and
identify bottlenecks.

Can you tell us about how you manage
pricing and contract bids?
I’ve been with Averitt for 33 years and as a
company, our focus has always been on our
customers, our associates and our future. We
are working to make sure that 100% of bids are
answered by the due date, but we’re not just trying
to churn out opportunities just for the sake of
putting a price out there…and that’s vastly different
from our competitors.

How is your pricing team structured?

When did you realize you needed to do
things differently?
Until we saw Winmore, we weren’t aware of any
available solutions for RFP and bid collaboration.
the market that competes with Winmore.
In fact, we were trying to solve the problem with
business intelligence, an internal data-mining tool
for our truckload bids, since we didn’t have a lot of
visibility. Truckload leadership had come to us and
asked, “Can you go back through the prior year’s
bids and look for opportunities where maybe last

For the bid side, we currently have several bid
coordinators who read and coordinate the answers:
they farm them internally, they get the answers

were trying to build that from scratch using BI tools.
When we saw the Winmore software, we asked
ourselves, “Why reinvent the wheel? This is it. This
can help us immediately.”

response for our customers. Our team also includes
pricing managers who perform the analysis of each
bid as well as contract coordinators who review the
legal and operational requirements.

As you evaluated the Winmore
software, what did you determine?

What was the bid and pricing process
like before Winmore?
The pricing process was owned by the pricing
managers and it was literally like handing off
a football. If a bid is a football, then the bid

“Until we saw Winmore, we weren’t
aware of any available solutions
for RFP and bid collaboration.
other software on the market that
competes with Winmore.”

It seemed like Winmore looked into our processes
and built software to speak to every single one of
our tasks and to-do’s. They combined them in a
gave Averitt the opportunity to put our best foot
forward in our bids.

Now that you’re using Winmore, does
an example come to mind?
Yes, with Winmore, we can see how long our
internal suppliers have had the bid and how long
it has taken them to respond…and we can address
Each group now has visibility to every opportunity
that’s coming in through the pipeline. We’re
truckload, but there is a niche lane that LTL would
like to participate in, for example.
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How did Averitt leadership respond to
Winmore?
Once our leadership saw the scope of what Winmore
could do for our processes, it was really a no-brainer.
The functionality and robustness of the Winmore
tool tied up a lot of loose ends with our bid process.
management that could have had a positive effect
down the road. Averitt leadership is always very
supportive of investing in better ways of doing things.

How did Averrit’s Pricing and Contracts
team perceive Winmore?
They knew that Winmore was going to make their
life so much easier with streamlined processes in
the same place. They knew they wouldn’t have to
go in and out of multiple tools, programs and email
every day. They can really focus because everything
is housed in one spot. That was going to make the
biggest difference.

What was it like as you were preparing
to launch Winmore?
In all honesty, I was scared to death because we
rolled it out two weeks after we made the purchase
decision. We said to ourselves, “If we’re jumping in,
we’re jumping in with both feet. We’re going to make
this work.”
remember thinking, “This wasn’t as bad as I
expected.” It was really a very smooth transition for a
new software. I’ve never had it be that smooth with
any other software.

Averitt is proud of its motto,
“Our customers, our associates, our future”

“Think about an Apple device that is
so intuitive — Winmore has the same
feel. You can get in without training
and get the job done.”
Now that you’re in production with
the Winmore software, what have you
observed?
Winmore is one of the most user-friendly software
that is so intuitive — Winmore has that same feel.
You could get in the software, never having seen it
before…and get it to do what you want to do.
The Winmore rollout was seamless and it boosted
morale in a way that we haven’t experienced
before, especially in comparison with the other
software rollouts that we’ve had here at Averitt.
Even a long training session wasn’t necessary
because Winmore is so logical and functional.
There was no fear in how it worked, because it
works seamlessly.

ABOUT AVERITT EXPRESS
Averitt Express is a leading provider of
freight transportation and supply chain
management with international reach to
more than 100 countries. It specializes
in delivering customized transportation
solutions that include cross-border,
dedicated, expedited ground/air, intermodal
COFC/TOFC, international ocean/air,
local customization, less-than-truckload,
PortSide®, retail solutions, temperaturecontrolled, transportation management,
warehousing services.

ABOUT WINMORE

Customer Success Platform for Logistics Companies
Winmore’s Customer Success Platform helps commercial
teams win more RFPs, accelerate time-to-value and build
customer relationships at scale.

• Bid and Tender Collaboration for commercial, pricing,
contracts and product teams to qualify and respond to
RFPs and tenders, boosting win rates.
• Customer Solution On-Boarding for managing complex
on-boarding customer implementations, accelerating
time-to-value, reducing the risk of scope creep and
improving operating margin.
• Business Process Design Studio, a drag-and-drop
business process modeling tool for developing multi-stage,
collaborative workﬂows to bring your custom processes to
life.
Winmore powers the customer success initiatives at some of
the world's most respected logistics service providers,
including carriers such as Averitt Express, brokers like CH
Robinson, forwarders including Kuehne + Nagel and contract
logistics providers such as LF Logistics.
Winmore was recently recognized by FreightWaves as a
FreightTech 100, an award reserved for the most innovative
software companies in the world.

Learn more at winmore.app
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San Francisco CA 94102
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