


CASE STUDY 
Private Equity Group  // Transportation Cost Reduction 

CONTINUED  // 

Unlike most 3PLs in this space, BlueGrace 

pays particular attention to historical freight 

data as well as on-site visits when need to 

determine the best tools for the freight at 

hand. A savings % that large can become 

a detriment to some 3PLs due to lowering 

carrier performance levels to meet the 

target savings. BlueGrace’s expertise and 

carrier relationships provided a needed 

‘upper-hand’ in negotiating the pricing 

targets.

CUSTOMER ENGINEER ING  // 
 
BlueGrace was given one full year of 

freight data to run through our customer 

engineering systems. The data allowed us 

to find issues with the current transportation 

model from the carriers used to the 

shipping locations. Our tools helped 

better optimize carriers’ performance 

and pricing by dynamically routing every 

lane and every shipment. We were able 

to select better carriers, provide processes 

and create models that can be clearly 

understood while adhering to clear timing 

objectives. 

SUMMARY //
 

A Private Equity Group that manages over $2.0 billion of committed capital, funded an acquisition  

for a restaurant/hospitality supply company and needed to find more cost effective means of  

Less-Than-Truckload (LTL) transportation management. 
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SCENARIO // 

The company being acquired was shipping LTL and 

their costs were sizeable when compared to the Private 

Equity Group’s previously invested company that shipped 

similar products, via truckload. The PEG needed to create 

profit quickly from the transportation department so they 

focused their efforts on alleviating inefficiencies within the 

company’s shipping systems and processes. 

LTL ISSUES //
 

With all PEG engagements we start with a similar request, 

find deficiencies in the transportation department, 

reduce costs and then quickly increase profit potential. 

This engagement was no different. The restaurant supply 

company had looked at 3PL’s before, but they ended up 

being failed attempts at suiting their particular needs. 

The customer had their own proprietary ERP system and 

used a routing guide that was not dynamic. The routing 

guide left out multiple states that certain carriers could not 

go to. Because of this issue the supplier received charge 

backs from distribution centers such as LaGasse Suite. 

When shipping to a DC such as LaGasse, a supplier can 

get charged as much as $500 per violation. The violations 

included missed deliveries, damaged pallets, mislabeled 

pallets, and missing carton counts on pallets. The first two 

violations can only be controlled by carrier selection and 

carrier score card management. Because they were 

missing these essential carrier monitoring systems, the 

supplier was incurring charges in excess of $2000.00 a 

month.

In 2011, their LTL spend was just shy of $3 million annually. 

There was no way to justify shipping the items at that cost 

per year. BlueGrace was tasked to find a 12% reduction in 

transportation costs.

Continued on next page...

12% reduction 
in transportation costs
a $300K annual savings
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CONTINUED GROW TH //
 

BlueGrace provides scalability for PEGs to achieve their aggressive 

cost cutting and profit goals without labor or technology investments. 

Our expertise and processes provide PEGs with the bandwidth 

to operate efficiently and drive direct cost reduction through our 

procurement and dedicated management.

BlueGrace Logistics 
 
2846 S. Falkenburg Road 

Riverview, Florida 33578 

 

Phone: 800.MY.SHIPPING 

Fax: 813.626.7447 

 

Email:  

contactus@mybluegrace.com 

 

Web: 

www.mybluegrace.com 
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ABOUT BLUEGRACE //
 

Founded in 2009, BlueGrace Logistics is one of the largest third-
party logistics (3PL) providers in the United States.  With over 500 
employees and working with over 10,000 customers to provide 
successful shipping solutions, the company has achieved 
explosive growth in its nearly 10-year operating history. Backed 
by a $255 million investment by private equity firm Warburg 
Pincus, the company operates 11 locations nationwide, and its 
headquarters are in the sunny Tampa Bay area of Florida.

For more information, visit www.mybluegrace.com

Our customer engineering process resulted in 1 clear option for the PEG. This was to reduce overall costs 

by switching to a smaller network of nationwide carriers. The restaurant supplier did not have sufficient 

space to stage pallets to accommodate for a large carrier network and to do so would ultimately have 

created a massive inefficiency and high overall costs. BlueGrace was able to give them access to our 

core nationwide carrier network, with the right mix to move the product quickly and efficiently. From this 

change they would see less late shipments, more opportunity to ship at different times of the week and 

using BlueShip, the ability track their smaller list of carriers.

With the restaurant supplier annual LTL spend being extremely high as compared to the PEG’s funded 

company’s truckload spend, BlueGrace was up to the task of shaving 12% off their transportation 

costs. The restaurant supplier now spends $2.6 million and is saving the PEG over $300k annually, which 

contributed to the PEG getting their investment back within 11 months.
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