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Challenge:  
In doing a review engagement for a large manufacturing client, we noted that 
telephone expenses had been steadily growing for the past several years.  The 
expenses were increasing greater than sales volume. 
 
 
Solution:  
The client was experiencing increasing telephone costs. 
 
 
Benefits: 
The review team pointed this out to the client and worked with them to locate a 
knowledgeable consultant.  The consultant was able to determine that the client was 
being overcharged and obtained refunds on their behalf.  Additionally, the reduction 
in cost netted the client approximately $50,000 in annual savings. 

 


