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tility/Fuel costs renegotiated at 

22%
 savings 

A
fter 
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Full visibility on 
E

nergy expenditures 
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M
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dependencies 
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Full suite of options on 
supply and utility 
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efore 

• E
nergy costs uncontrolled 
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dependencies (on costs of 
inputs, transportation costs, 
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C
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m
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C
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H
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olicy! 
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ey’s Law
 

• D
isruptions like Transportation 
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+business+im
pera)

ve+
• 

Energy+at+the+H
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• 

SoW
w
are+and+globaliza)
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process+
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G
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