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 2 0 READER�PROFILE� Ron�Harris:�Getting�to�the�Essence

Ron Harris, chief logistics officer at Young Living Essential Oils, 
distills the experiences that shaped his logistics career and refined his 
professional relationships.

 1 9 1 CASEBOOK� Repairing�Cracked�Supply�Chain�Design
After its acquisition by Belron SA in 2007, vehicle glass manufacturer 
Safelite polished its supply chain to a shine. Now it clearly sees increased 
distribution efficiency, enhanced customer service, and lower costs.

 1 9 5 I.T.�TOOLKIT� Raising�a�Glass�to�Better�Beverage�Management
Faced with processing more than 63,000 orders each year, the Manitoba 
Liquor Control Commission tapped a merchandising optimization 
and demand-based replenishment solution to keep the booze 
cruising into stores.

 1 9 9 DC�SOLUTIONS� The�Secret�Ingredient�for�Inventory�Accuracy
Taking a can-do approach, tomato canner Red Gold achieves 99-percent 
inventory accuracy with bar-coding and wireless data collection.

THE MAGAZINE FOR DEMAND DRIVEN LOGISTICS

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


Rise To The Challenge.

Achieve Peak Performance.

Step Precisely.

Know The Terrain.

SUPPLY CHAIN • DISTRIBUTION • TRANSPORTATION • CONTROL TOWER

1-888-887-9337 www.ryderscs.com

Execution Is Everything.

©2011 Ryder System, Inc. All rights reserved.

RSC-RockClimbing Ad INBOUND LOG_July_2011:RSC-107 Skate-Tractor Inbound Log  5/11/11  12:08 PM  Page 1

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


July 2011 • Vol. 31 • No. 7

4  Inbound Logistics • July 2011

THE MAGAZINE FOR DEMAND DRIVEN LOGISTICS

INSIGHT
	 46	 IT MaTTerS

Maximize TMS resources to help 
achieve sustainable ROI.

	 48	 vIeWPoINT
Embracing a rail-based North 
American transportation plan.

	 50		SC SeCurITy
Technology powers new supply 
chain security systems.

	 52	 GreeN laNdSCaPe
Switch to emissions-reducing fuel 
technologies to cut transport 
costs.

	256	 laST MIle: HoW loGISTICS 
HelPed WIN aMerICa’S 
FreedoM

INFo
	203		WHITePaPer dIGeST

	207	 Web_CITe CITy

	229		IN brIeF

	236	 CaleNdar

	238	 ClaSSIFIed

	243	 reSourCe CeNTer

INdePTH
 5 6 3PLs�Save�the�Day

When logistics challenges lurk around every corner, shippers count on supply 
chain super heroes to come to their rescue.

 7 1 EXCLUSIVE�RESEARCH� 3PL�Perspectives
This year’s annual market insight report offers a comparative analysis of 
how the dynamic duo of logistics service providers and shippers faced 
supply chain challenges during the past year, and how they are standing 
strong as they enter a new period of economic uncertainty.

 8 8 Top�100�3PL�Providers
Our annual directory of leading logistics service providers unmasks the 
power players that excel at delivering a spectrum of transportation and 
logistics capabilities to match unique shipper demands.
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 1 0 0 READERS�CHOICE� �
Top�10�3PL�Excellence�Awards
No matter how insurmountable the 
obstacles, these supply chain heroes make 
it through. Our readers report which third-
party logistics providers they count on to 
help defeat their logistics villains.

	108	SPECIAL�3PL�RESOURCE� 3PL�RFP

 1 1 1 Does�Size�Matter?��
Tier�II�3PLs�Find�Their�Niche
3PLs come in many shapes and sizes. The “not-
too-big and not-too-small” proportions of Tier II 
3PLs makes them just right for many shippers.
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 1 2 1 On�the�Road�Again:�New�Times�on�the�Mississippi

Senior Writer Joseph O’Reilly hitches a ride on a Mississippi River towboat, 
exploring America’s foremost marine interstate.

 1 3 1 Site�Selection�Decisions:�A�Matter�of�Data
The supply chain may be global, but regional factors such as population 
density and facility costs determine where and how businesses store and 
distribute inventory.

 1 4 1 Summer�Reading�Guide�2011
Dive into the latest books from supply chain and logistics experts to sharpen 
your skills and advance your knowledge.

 1 5 1 Looking�Beyond�Rates:�
The�Road�to�Smoother�Contract�Negotiations
Carrier-supplied data can provide valuable insight for developing contracts, 
but shippers who want to build strong business relationships must dig deeper.

 1 5 9 SPONSORED�EDITORIAL� Due�North:�U.S.-Canada�Trade�Flows�Steady
By allying with strong logistics and supply chain providers, shippers 
encounter fewer obstacles in U.S.-Canada cross-border trade.
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The emergence of containers in the 1950s sparked an ocean shipping 
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Introducing the New 
Inboundlogistics.com
The content you know and trust, served up in a better, faster 
online experience.

 ■ Fully redesigned site. Pages and navigation 
have been rebuilt and optimized for an 
improved browsing and reading experience.

 ■ reorganized article access. Quickly 
navigate to feature stories, commentary, 
case studies and how-tos, and view the 
latest articles on our “This Month” page.

 ■ Improved search capabilities. Filter your 
results by articles, Logistics Planner profiles, 
downloadable content, and Web_Cite City 
listings.

 ■ easy-to-navigate logistics Planner 
profiles. Get to our in-depth company 
profiles in fewer clicks with expandable 
category lists.

 ■ Cross-referenced Web_Cite City listings. 
Each listing now includes links to additional 
listings for that company in other service 
categories.

 ■ rSS article feed. Get our articles 
automatically in your favorite RSS reader or 
by e-mail.

 ■ Integrated social media. Share any article 
on Facebook, Twitter, Google, Digg, and 
more.

 ■ everything else you rely on. Our exclusive 
RFPs, Decision Support Tools, surveys, and 
Top 100 listings are all still available 24/7…
and your old bookmarks still work! 

Spread the News!
Scan this barcode with 
your mobile device to 
send a Tweet about 
our new site.

Check it out at www.inboundlogistics.com
Let us know what you think. Send an e-mail to  

newsite@inboundlogistics.com
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GENCO ATC’s holistic Product Lifecycle Logistics approach simplifi es the management of complex, 

compartmentalized supply chains. We reduce the total cost of product ownership by increasing 

agility, consolidating functions and speeding up the movement of products to help companies 

maximize value throughout their entire supply chains. 

G E N C O  AT C  Product  L i fecyc le  Log is t i cs

800.378.9671  •  solution@gencoatc.com  •  gencoatc.com

Need to reduce your 
total logistics costs? 
We have an 
approach 
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Scan QR code to download our 
Product Lifecycle Logistics white paper. 
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now at www.genco.com/PLL1
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EXPERIENCE SAVINGS AND SUSTAINED ROI FASTER.

It’s here—a TMS that combines managed services and true global capabilities. Unlike solutions 
that are isolated to a region of the world, Managed TMS® provides comprehensive capabilities that 
ensure global visibility, business intelligence, and the enhanced supply chain outcomes you’ve been 
looking for. It’s a big world out there. Find out how TMS software plus managed services get you to 
your global goals faster.

 Discover how your business can cover more ground with Managed TMS®

 Call 800.323.7587 (Domestic) or +1 952.683.3950 (International) to connect with one of our experts. 
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Inbound Logistics supports sustainable best 
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companies match demand to supply, eliminating 
waste from the supply chain. This magazine 
is printed on paper sourced from fast growth 
renewable timber.

Inbound Logistics welcomes comments and submissions. Contact us at 
5 Penn Plaza, NY, NY 10001, (212) 629-1560, Fax (212) 629-1565, e-mail: 
editorial@inboundlogistics.com. For advertising, reprint, or subscription 
information, call (212) 629-1560, or e-mail publisher@inboundlogistics.
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by Keith Biondo | Publisher

using a 3Pl: are you 
Getting your Money’s Worth?

I
f you are using a 3PL for truck brokerage alone, you could be leaving 
money on the table. Why? Because logistics providers have evolved and 
developed an array of solutions that bring extra value to their customers. 

Fuel price increases, stringent regulations, higher taxes, sustainability 
issues, and government labor intervention add costs to transportation. All 
carriers want to be competitive and gain your business. But at some point, 
there is a bottom to the pricing cuts that can be offered without driving 
themselves or their competitors out of business. 

I’m reminded of this because I spent time reviewing thousands of com-
ments submitted by readers and carriers as part of our 3PL Perspectives 
research (page 71). For example, one vice president of a large Midwestern car-
rier expressed this pointed opinion: “3PLs have ruined the business, and all 
ought to go out of business.” 

You can blame the messenger, but many shippers responding to our sur-
vey said they select logistics partners solely on their ability to secure trucking 
services at the lowest price. One traffic manager at a mid-size manufacturer 
said he did not use 3PLs because his prices were always lower than what they 
could secure. Did any of those respondents mention using a 3PL to manage 
an inbound program, to supply a TMS for overall route analysis, to analyze a 
logistics network from customers to vendors and back again, or to rationalize 
overall supply chain efficiency? 

Nope. Those respondents focused purely on silo transactions, treating 
transport as a commodity, not as a pathway to increased enterprise efficiency 
or as a way to solidify customer relationships. Gaining transportation effi-
ciency is the name of the game these days. But who says you can’t play more 
than one game at a time, especially if the stakes are high?

Naturally, carriers’ customers – whether intermediaries or shippers – will 
argue for price concessions. Perhaps that carrier VP thinks some 3PLs have 
the scale and technology to drive a harder bargain than individual ship-
pers could. Or perhaps he believes that many shippers rely on intermediaries 
exclusively to drive transport costs down. There’s evidence to support that. 
But at some point, it becomes a zero-sum game, and there is only so much 
blood you can squeeze from a stone.  

As you’ll see in the Top 100 3PLs listing (page 88), many providers have 
expanded their value-added solutions. That means that customers using only 
the transactional solutions in their partner’s portfolio have, to some extent, 
helped pay to initiate, implement, and build-out advanced logistics solutions 
and expertise that they are not using. Ironically, by not using those solutions, 
they leave that money and value on the table, too. ■
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“ O u r  t e c h n o l o g y  
i s  r e m o d e l i n g  l a s t - m i l e  d e l i v e r y . ”

Any last-mile delivery company can give you a song-and-dance about how your deliveries went.
But at 3PD we believe in giving you something more: Rock-solid evidence.
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Close encounters of the Third-Party kind

T
here is no other issue in the transportation and logistics trade press that gets as up close 
and personal with the 3PL industry as Inbound Logistics’ annual July issue. Our yearly 
compendium of outsourcing case studies, thought leadership, market research, and 

3PL awards presents a thorough representation of the market from both shipper and service 
provider perspectives.

The 3PL industry is an integral part of today’s sup-
ply chain, providing functional expertise and executable 
resources that deliver value to customers across countless 
industries. This issue documents the many ways 3PLs of all 
shapes and sizes are moving the outsourcing needle in dif-
ferent directions.

Here is a rundown of this month’s featured content:

 ■ In 3PLs Save the Day (page 56), Merrill Douglas offers 
an inside look at how the 3PL industry is responding to 
extraordinary outsourcing demands by powering up their 
logistics and supply chain capabilities and enhancing cus-
tomer service.

 ■ Amy Partridge’s article Does Size Matter? (page 111) 
explores how smaller and more specialized Tier II logistics 
service providers are tailoring their capabilities to meet user 
demand. They are offering world-class solutions that are as 
good as their larger bretheren. If you’re using a 3PL just for 
brokerage, as the publisher suggests on page 12, you may be 
leaving value on the table.

From case study-driven articles, we then direct our July 
content to empirical 3PL industry research and analysis:

 ■ IL’s exclusive 3PL Perspectives market insight report 
(page 71) solicits input from both 3PLs and 3PL users, then 
juxtaposes these points of view to provide a rich and robust 
overview of the trends that are impacting the logistics/sup-
ply chain outsourcing space.

 ■ Our annual Top 100 3PL Providers list (page 88) pulls 
the mask off logistics intermediaries that excel at what 
they do. This directory presents a diverse group of 3PLs 
that IL editors selected from 219 submitters. They represent 
the best the sector has to offer, reflecting a broad prism of 
transportation and logistics capabilities that match unique 
shipper demands.

 ■ Finally, the Top 10 Excellence Awards (page 100), as 
voted by Inbound Logistics readers, celebrates leaders in the 
industry that are leaving few stones unturned as they look 
for new ways to deliver value to their customers. More than 
5,000 shippers cast 10,270 votes for their favorite 3PLs this 
year – a testament to the growing importance of logistics 
service providers.

What role do you think 3PLs play in today’s complex sup-
ply chain? Email: editor@inboundlogistics.com ■

by Felecia Stratton | editor
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IN�PERSPECTIVE
BY PerrY A. TrunIcK

Associate Editor, Inbound Logistics
ptrunick@inboundlogistics.com

lean on Me
Analyzing economic forecasts is like untangling spaghetti. But one thing is 
certain — recent economic trends are putting more pressure on supply chains.

e
ach year, when the Council of Supply Chain Management 
Professionals issues its State of Logistics report outlining the 
major economic forces and trends shaping logistics, my first 

impulse is to see in which direction the numbers are moving. This 
year is no different. But another significant story lies below the sur-
face of those trend lines.

When Rosalyn Wilson presented 
the State of Logistics results at the 
National Press Club in Washington, 
D.C., on June 15, 2011, key discussions 
centered on capacity. The industry 
achieved near equilibrium in capac-
ity and demand toward the end of 
2010, said Wilson. From there, the 
outlook is for tighter capacity in most 
modes, except ocean freight. That 
trend should continue for a variety of 
reasons, and any sharp increases in 
demand could present problems for 
shippers.

When discussing motor carrier 
capacity and fleet sizes, Wilson noted 
that new truck purchases are up, but 
don’t meet replacement demand. That 
won’t add capacity over time. And 
with new regulations and anticipated 
rules changes, the problem may not 
be limited to seats, but finding driv-
ers to put in them.

One constraint on the truck manu-
facturing segment speaks volumes for 
other supply chains. Most production 
and associated supply chains have 

been applying lean practices, reduc-
ing order volume and limiting safety 
stocks to avoid overbuilding. Truck 
manufacturers have experienced this 
effect through their supply chains 
and, in some cases, it has caused reli-
ability problems. Other production 
operations have experienced disrup-
tions as well, leading to slowing or 
closing manufacturing plants tempo-
rarily as  supply issues are resolved.

It can be difficult to separate 
inbound supply chain reliability 
issues caused by the disruptions from 
Japan’s major disasters earlier this 
year from the ripple effect of leaner 
practices along the supply chain. The 
fact is, controlling costs by thinning 
out production and purchases makes 
sense – if you have the tools to do so 
effectively. Not every supply chain 
has the people, processes, and tech-
nology to avoid trouble.

Leaner production coupled with 
lower inventories requires greater 
attention to demand planning and a 
strong, responsive supply chain. One 

key to that responsive supply chain 
is closer collaboration with suppli-
ers – sharing more details about your 
business and demand planning as it 
develops and changes. Suppliers will 
need strong planning systems of their 
own to ensure their response remains 
in line with your changing needs.

Many supply chains have success-
fully built systems and relationships 
with Tier I suppliers. But while some 
companies look at the relationships 
their suppliers have with the next 
tier up the chain, only a few actually 
develop relationships that deep into 
the supply chain. That approach may 
need to change.

As we ensure suppliers have the 
tools to meet our demands, we   
increasingly need to look at their 
suppliers to ensure they have the 
people, processes, and technology to 
keep pace with the demands passed 
through to them. This includes   
connections between suppliers. As 
transportation capacity tightens, it 
won’t be sufficient to know that you 
can get a truck or rail slot when you 
need it. You’ll need to know that your 
supply chain can get consistent, reli-
able, quality service.

When you go lean in your supply 
chain, you also lean more heavily on 
your partners. Make sure you know 
their capacity to support you. ■
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At Evans, we have a history of
ensuring customer happiness.

For more than 75 years, our people

and our service have put big smiles

on the faces of our customers.  From

warehousing and transportation to

value-added solutions, nobody brings

more passion, innovation and agility

in meeting your logistics challenges

and enabling your success. We take

the complex and we make it simple,

proving every day that it’s easier

with Evans.

evansdist .com |  313.388.3200It’s Easier with Evans.
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Maneuvering Freight 
Through Challenging International areas

d
o your 2011 business plans 
include shipping to areas where 
civil unrest or natural disasters 

have occurred? If so, be flexible and 
make strong connections, advises Larry 
Wenrich, vice president, government 
sales for Lima, Pa.-based Pilot Freight 
Services. Here are his tips on shipping 
to and from difficult areas.

1 
locate an airport with customs facil-
ities. Some transport managers 
assume all airports have customs 

officials to handle incoming freight, but 
this is not the case. The best solution 
may be shipping to the closest airport 
with customs facilities, then trucking 
your freight to its end location.

2 
Find a local agent you can trust. You 
must rely on these individuals to 
transport your shipment and navi-

gate the intricacies of working in their 
area. Make sure you’re working with 
companies that are bonded and recog-
nized by the local government.

3 
ask for a full list of fees up front. 
Legitimate agents will be open 
about all costs, fees, and taxes. Fees 

can vary greatly between companies 
and nations. Not signing off on this 
list in advance opens you up to being 
scammed. 

4 
Communicate via email. Email pro-
vides a paper trail if issues arise, and 
helps avoid “he said, she said” situa-

tions. If there is a language barrier, email 
is better than a phone call  because  it 
lends itself to quick translation. 

5 
Pay attention to the weather. Natural 
disasters have seriously impacted 
international shipping over the 

past few years. Stay current on interna-
tional weather issues that might affect 
shipments. Keep in close contact with 
various airlines to see which ones are 
flying into trouble areas, and be flexible 
and creative in routing freight.

6 
be flexible. When shipping to areas 
such as China and the Middle East, 
you may encounter issues such as 

office closings due to local holidays. Plan 
for delays, especially if you are shipping 
to areas recently hit by natural disasters. 

7 
be aware of border issues. The fast-
est way from Point A to Point B is not 
always a straight line. Relationships 

between countries can cause complica-
tions. For example, to move a shipment 
from Kenya to the Congo, you must 
route it through Europe, because no car-
rier flies between those two countries. 
These issues can exist even between 
European Union and non-EU countries. 

Just because borders touch, don’t assume 
you can ship across them.

8 
Consider chartering flights. When 
shipping to sensitive areas, it is often 
impossible to use commercial flights. 

For example, most freight moving to 
Iraq and Afghanistan is flown commer-
cially to the United Arab Emirates, then 
moved via charter operators that fly to 
the necessary airports.

9 
Make sure your freight will be secure. 
Limit yourself to using approved 
agents who have been vetted for 

stability and reliability. Get written 
confirmation that they will abide by 
Foreign Corrupt Practices Act standards, 
which are intended to prevent bribery 
and other forms of corruption. If you 
are working with a freight forwarder, 
make sure its agents comply with these 
requirements.

10 
keep in touch. Communicating 
frequently with trading partners is 
always important. But when freight 

moves across oceans, through several 
countries, and via multiple transport 
modes, there is more room for error, and 
a long window of time between freight 
acceptance and delivery. Make sure to 
keep all involved parties up to date on any 
issues or problems that arise. ■

STEP-BY-STEP SOLUTIONS

by deborah catalano Ruriani
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                Email Us At info@us.geodiswilson.com  

 Geodis Wilson is the
Airfreight Forwarder 

of the Year 2010 and 2011
ACW World Air Cargo Awards 2010 and 2011
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R E A D E R

PRO�FILE as told to Merrill douglas

ron Harris: 
Getting to the essence

I 
ONCE HAD A BOSS WHO SAID, “THERE ARE NO MIRACLES IN 
business anymore – the only miracle is the application of common 
sense.” A lot of details, managed carefully, add up to a successful 

venture. I’ve found that you can overcome most challenges by 
putting your shoulder to the wheel, keeping your head up, and 
pushing for improvement every day.

A subsequent boss talked about the 
need to keep juggling your tasks and 
not neglecting one responsibility at 
the expense of another. He said, “If 
you spend too long holding one ball 
to look at it, the others are going to 
hit you in the head.” I’ve learned the 
wisdom of trying to anticipate all the 
possibilities and focus on the nuts and 
bolts of my responsibilities, even if I 
haven’t been instructed to do so. 

I’ve had many mentors, but the 
most notable is Carl Daniels. He was 
my peer at Joseph Magnin and later 
hired me at Boscov’s. He invested 
countless hours coaching me on how 
to navigate the challenges associated 
with senior management.

In one situation, for example, we 
didn’t know that an undercover police 
officer was working in our warehouse. 
We lost a dozen receiving employees to ron Harris is chief logistics officer 

at young living essential oils, 
which grows, distills, produces, and 
markets essential oils created to 
promote good health. It also makes 
nutritional supplements and personal 
care items containing the oils.

reSPoNSIbIlITIeS: 

Manufacturing, purchasing, warehousing, 
distribution, transportation, facilities, and 
real estate. 

exPerIeNCe: 

Buyer, Chipman’s & Taylor’s; assistant 
buyer and department manager, Dayton’s; 
director of store services and purchasing, 
store manager (2 stores), Joseph Magnin; 
operations manager (distribution center) and 
store manager, Mervyns; adjunct professor, 
Penn State University and Stevens Henager 
College; director of distribution, Boscov’s; 
director of logistics, Greenbacks/All a Dollar.

eduCaTIoN: 

Brigham Young University, B.A., 
Interpersonal and Speech Communications, 
1975; Master of Organizational Behavior, 
retail emphasis, 1978

The�Big�Questions
What special 
challenges do you 
face in your work?
International expansion. 
In some of the newly 
opened countries where 
we’re growing rapidly, 
the transportation and 
distribution networks 
aren’t as mature as in 
the United States. We 
have to figure out how to 
work with the available 
infrastructure.

What recent 
accomplishment 
makes you proud?
We renegotiated our 
domestic third-party 

small parcel carrier 
contract, saving the 
company more than 
$5 million over three 
years. I’m also proud 
of the state-of-the-
art production and 
warehouse facility 
Young Living opened in 
2007, which — without 
using any unnecessary 
technology — is planned 
for expansion to support 
five or six times our 
current volume.

How do you recharge 
your batteries?
I work out and run several 
times a week. I play 

golf — poorly — and I’m 
trying to improve my 
skiing. And I’m working 
on my Bucket List. So 
far, I’ve learned to scuba 
dive, and I’m restoring 
a classic car. Also, while 
teaching business courses 
as an adjunct professor, 
I developed some career 
advice for my students 
that I’m turning into a 
book manuscript.

What’s still left on 
your bucket list?
Learning to play the 
drums and paint with 
watercolors.
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a drug bust – just as all the holiday merchandise was arriving. 
In an area that received 40 trailers a day, where it took six 
weeks to train an employee on the basics of the job, almost 
half the staff was gone.

Carl called the company president to ask why he didn’t 
warn us about the drug bust so we could develop a con-
tingency plan. “Now that we’re in this bind, I don’t want 
any phone calls for the next three months asking why we’re 
behind in receiving,” Carl said. “We didn’t create this sit-
uation, and you need to support us so we can recover.” I 
learned a valuable lesson that day about how to deal with a 
crisis you inherit.

I’ve also learned over the years how disappointment can 
lead to new opportunities. One of my most difficult periods 
started when Carl left Boscov’s. I expected to fill his position; 
instead, Boscov’s hired someone from outside. 

Then I went to a successful start-up at Greenbacks/All a 
Dollar, where I anticipated becoming a vice president. But 
Dollar Tree moved to acquire the company, and all positions 
were frozen.

After I left Greenbacks, I found myself interviewing for the 
kinds of jobs I had pursued in my late 20s, just to get back to 
work. When I came to Young Living, I took a pay cut, but I 
gained the chance to try some things I’d never done before 
and to prove my worth.

I was promoted to vice president and, a few years later, to 
chief logistics officer. I love working for a company whose 
mission is to make a difference in people’s lives, and I’m 
ahead of where I would have been elsewhere. 

It’s the best job I’ve ever had, the position I’d been seek-
ing throughout my whole career. And it wasn’t until I’d had 
some major setbacks that I achieved it. ■

If it were easy, 
everyone would do it.

“No carrier is perfect – but they should be accountable. 
That’s why I use Saia. When my account rep and I review 
my Customer Service Indicators® each month he addresses 
any issue up front. He explains how it was resolved and 
we discuss areas for improvements on both sides. 
I like knowing he’s not here to sell me… 
he doesn’t have to.” 

John Greason
Logistics Manager, Houston, TX

Saia’s Customer Service Indicators – 
Six key metrics that help improve the quality of 
our service to you, month after month. 

Customer Service Indicators
On-time Pick-up • On-time Delivery • Exception-free Delivery • Claims-free Service • Invoicing Accuracy • Claims Settled within 30 DaysException-free Delivery • Claims-free Service • Invoicing Accuracy • Claims Settled within 30 DaysException-free Delivery

1.800.765.7242 • www.saia.com
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NOTED
The Supply Chain in Brief

INFOCUS

GreeN SeedS

 FedEx Express continues its holistic 
approach to fuel efficiency by significantly 
expanding its fleet of lower-polluting, energy-
efficient vehicles. Within the next few months, 
FedEx Express will place 24 new all-electric 
vehicles (above) into service, expanding to 
three new cities and more than doubling its 
fleet to 43 all-electric vehicles while growing 
the diversity of its electric vehicles suppliers. 
At the same time, FedEx Express will add more 
hybrid-electrics, using composite vehicles 
and upgrading more than one-tenth of its 
conventional vehicle fleet to more energy-
efficient vehicles.

A pioneer in developing and providing 
eco-containers for shippers, the CMA 
CGM Group has acquired 18,000 new units, 
bringing its eco-container fleet to nearly 
140,000 TEUs.

CSX introduced a new ultra-low emissions 
GenSet locomotive at its Selkirk, N.Y., railyard. 
The locomotive was jointly funded by the U.S. 
Environmental Protection Agency and CSX.

uP THe CHaIN

Steven Sterling joined Kellogg 
company as senior vice president, 
global supply chain, and serves as a 
member of the company’s executive 
leadership team. Most recently, 
he served as group vice president, 
operations, for Frito-Lay.

Brewing company carlsberg 
appointed Peter ernsting senior 
vice president, group supply chain. 
Ernsting was previously chairman of 
the Unilever Supply Chain Company 
AG, where he led the company’s 
European supply chain.

Adams Magnetic Products co. appointed John Cosmas as 
chief operating officer. In this newly created position, he oversees 
business practices and policies, including international supply chain 
management. Prior to joining Adams, Cosmas served as PCTEL Inc.’s 
Antenna Products Group’s vice president of operations and global 
supply chain management.
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intelligent global  
solutions

As major companies today focus more on outsourcing their supply chain 
transportation and logistics activities, their need for a logistics company they 
can partner with becomes even greater. Companies want a logistics partner 
with a proven track record in today’s marketplace, as well as a commitment 
to expand geographically with services that will meet future needs.

MIQ Logistics, previously YRC Logistics, is that business partner. For Samsung, 
we offer greater resources, customized solutions and the kind of expertise 
to better meet their requirements wherever they operate worldwide. Just ask 
what MIQ Logistics can do for you.

Sports fans count on Samsung® to bring them quality entertainment.

What company does Samsung count on for its distribution and 
transportation services?

For more information please call +1 877 232 1845.

www.miq .com
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SPS Commerce, an on-demand 
supply chain management 
solutions provider, has acquired 
Direct EDI, a provider of 
cloud-based integration 
solutions. Subscribers to 
SPSCommerce.net and Direct 
EDI’s services will benefit 
from expanded operations 
to support e-commerce and 
traditional retail supply chains, 
and a stronger investment in 
research and development with 
the addition of Direct EDI’s 
development center in the 
Ukraine.

Echo Global Logistics Inc., 
a technology-driven 
transportation management 
company, has acquired the assets 
of Advantage Transport Inc., 
a truckload  transportation 
brokerage firm based in Phoenix, 
Ariz. Echo has retained the 
entire Advantage Transport 
workforce in connection with 
the acquisition. The company 
will do business as Echo Global 
Logistics.
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INFOCUS
INFoCuS  NoTed

THE SUPPLY CHAIN IN BRIEF

recognition
 veyance Technologies was named 
the winner in the Manufacturer category 
during the seventh annual Polk Inventory 
Efficiency Awards. Veyance, a Goodyear 
Engineered Products manufacturer, won 
the award for a supply chain reorganization 
that saved nearly $25 million annually in 
logistics costs and inventory inflations for 
the aftermarket.

ocean World lines (oWl), a global, 
single-source NVOCC and subsidiary 
of Pacer International, received the 
President’s “E”Award for outstanding 
contribution to U.S. exports awarded by 
the U.S. Department of Commerce. The 
honor is given by the U.S. government 
to companies that facilitate export trade 
and contribute to U.S. job growth and 
competitiveness. 

H.C. Starck, a global supplier of 
refractory metals and technical ceramics, 
received the Sony Green Partner 
certification at its fabricated products 
site in Coldwater, Mich. The certification 
allows the company’s materials to 
be used in components for products 
bearing the electronic manufacturer’s 
name. Becoming a qualified partner 
means H.C. Starck is a preferred 
supplier to Sony and a supplier to 
other companies seeking Green Partner 
sources for their products.

Spin Master, the third-largest toy 
company in North America, named 
regal logistics its 3PL of the Year. 
Regal Logistics operates Spin Master’s 
primary North American warehouse 
and provides supply chain management, 
warehousing, transportation, distribution, 
value-added, and information technology 
services to the toy manufacturer.

MillerCoors recognized TTS with its 
2010 transportation and Logistics 
Supplier of the Year award for going 
above and beyond in areas such as 
quality, customer service, competitive 
cost, safety, corporate responsibility, and 
innovation.

SEALEd dEALS

Weber Logistics has signed a multi-year contract with Topco associates to 
warehouse and distribute specialized products to its West Coast member-owners. 
Under the new contract, Weber manages roughly 2,000 SKUs for a variety of 
products, including specialized grocery, general merchandise, and home beauty 
care. Weber stores Topco’s products at its newly expanded Stockton, Calif., facility, 
and performs order fulfillment, labeling, and outbound transportation for Topco’s 
West Coast member-owners.

Real estate developer clayco has been selected 
to build a new regional distribution center for 
dollar General in Bessemer, Ala. The facility will 
service 1,100 Dollar General stores throughout 
the region. The $56-million project includes the 
construction of nearly one million square feet of 
warehouse and office space, as well as a truck 
maintenance facility.

regeneca International Inc., which produces dietary supplements formulated 
from drug-free natural ingredients, has chosen LAvA Supply chain Solutions to 
provide third-party logistics services, including warehousing and order fulfillment.
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With Echo you receive an end-to-end transportation management 
solution. Gain transparency into your total spend through Echo’s 
superior technology, receive a team dedicated to your business and 
see signi�cant savings. Find out for yourself how Echo is pushing 
the limits of transportation management.

THE REVOLUTION OF TRANSPORTATION 
MANAGEMENT HAS BEGUN. EXPERIENCE IT 
WITH ECHO.

866.845.3909  |  INFO@ECHO.COM WWW.ECHO.COM

GET VISIBILITY AND SAVINGS WITH ECHO GLOBAL LOGISTICS–
YOUR PARTNER IN PROCUREMENT, TECHNOLOGY AND 
100 PERCENT DEDICATED CUSTOMER SERVICE.

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


0
1

1
2

From all us at BNSF Logistics, I want to thank you for recently voting us a top 10 third 
party logistics provider for the 8th consecutive year. It truly means a lot to us. 

We appreciate your feedback, and we believe our new tagline reflects that. You’ve told 
us what we do well, but we are continually striving to improve upon what you told us you 
value most – proactive customer service. That is the basis for our new tagline: 

“Yeah, We Can Do That.” 

This new tagline is more than just that – it is our internal mantra to remind ourselves that 
we need to deliver our service your way. This is a short, concise way to underline in our 
minds, day in and day out, that we cannot rest on our laurels. You have our commitment 
that we will keep innovating, anticipating and implementing proactively on your behalf. 
There isn’t a client we do business with today that does not have rapidly changing 
needs. A key part of our culture at BNSF Logistics is to figure out what those needs are 
and propose solutions to help your business before you even ask.

For those of you who do business with us today, this is nothing new. Our people have 
always been thorough in their analysis, creative with their recommendations, swift in 
their personalized execution, and proactive in finding ways to continually improve. One 
example is our unique ability to blend solutions across multiple modes. This is especially 
true when the best solution for our customer calls for rail/truck or ocean/rail/truck 
combinations. We make these types of combinations with shipments that have some of 
most challenging sizes, shapes, and weight characteristics in the world. The people at 
BNSF Logistics are always up for taking on challenges created by things like diminishing 
truckload and driver capacity, changes in ocean freight capacity and containers, and any 
number of new challenges that will inevitably come along in the future. 

Our team really does thrive on a challenge, whether it is optimizing and blending modes 
or just providing the best value for needs within your supply chain. With us, the answer 
you will get more times than not is, “Yeah, we can do that.”

Sincerely,

Ray Greer
President, BNSF Logistics

An open letter to our customers  
and all Inbound Logistics readers

Thank You For Voting Us A Top 10 3PL
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TRENDS

shaping the future of logistics
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INFOCUS

By Joseph o’Reilly 
and Perry A. trunick

THE�2011�STATE�OF�LOGISTICS�REPORT:

Logistics�Sector�Faces�a�Tough�Haul

The U.S. economy’s road to recovery during 2011 is like occupational 
therapy: filled with hard work and occasional setbacks. For the logis-

tics sector, the therapy also involves higher costs and tighter capacity.

Business logistics costs rose 10.4 per-
cent in 2010, making up more than half 
the 2009 decline, according to the 22nd 
annual State of Logistics report, released by 
the Council of Supply Chain Management 
Professionals with the support of Penske 
Logistics. The report indicates U.S. logis-
tics costs reached $1.2 trillion in 2010, up 
$114 billion from 2009.

Transportation costs took a big jump, up 
10.3 percent overall. Motor carriage, which 
comprises 78 percent of the transportation 
segment, rose 9.3 percent, while air, rail, 
water, and pipeline increased by 15.4 per-
cent in the same period.

“Volumes firmed up early in 2010, but 
dropped off in the second half,” said 
Rosalyn Wilson, author of the State of 
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Logistics report, during a presenta-
tion in June 2011 at the National Press 
Club in Washington, D.C. “Demand 
for capacity began to equalize, with 
available capacity in many sectors, but 
rates continued to be constrained,” 
she noted.

Higher freight volumes, fuel sur-
charges, and “genuine rate increases” 
for some modes accounted for the 
rise in transportation costs. Wilson 
described the freight volume increases 
as “unsteady,” exhibiting a number of 
spikes in monthly tonnage.

The good news is, both equipment 
and labor capacity were able to meet 
demand. Foreshadowing a discussion 
of future capacity constraints, Wilson 
noted capacity and demand came close 
to reaching equilibrium in 2010.

“The recovery is not being felt evenly 
throughout the economy, and 2010 
did little to shore up precarious carriers 
hoping to be rescued by a resurgence in 
the economy,” she noted.

“Most of the laid-up capacity has 
returned to the market, with the nota-
ble exception of ocean carriers,” Wilson 
reported. Ocean carriers did, however, 
take delivery of a large number of new-
build containerships over the past 18 
months, essentially doubling indus-
try capacity.

Despite the fact that ocean traf-
fic through U.S. ports contracted in 
2010, freight costs for U.S. shippers and 
consignees rose 14.1 percent. Ocean 
shipping rates rose significantly from 
2009 through August 2010, when weak-
ening demand prompted some carriers 
in the trans-Pacific trades to seek more 
volume by reducing spot rates. Spot 
rates dropped between 40 and 50 per-
cent through the fourth quarter of 
2010 and into 2011.

In addition, some carriers responded 
to shipper demands for rate adjustments 
for “slow steaming”, which ocean carri-
ers do to cut fuel consumption.

On the inland waterways side, rev-
enue ton-miles on the Great Lakes 

posted a 33.4-percent gain in 2010, 
mostly on iron ore shipments.

The motor carrier sector struggled 
to cover costs – especially fuel – driving 
a 9.5-percent increase in shipper costs 
for intercity trucking and an 8.8-per-
cent jump for local delivery. Overall, 
tonnage increased 5.7 percent in 2010, 
nowhere near the declines of prior 
years. For most of the year, motor car-
riers had more than enough capacity to 

cover volumes and increases.
Longer term, capacity promises to 

be an issue for the motor freight indus-
try. Since 2006, 16 percent of capacity 
has been permanently removed from 
the sector, and volumes are expected to 
rebound faster than the sector’s ability 
to add capacity.

During the past two years, the num-
ber of tractors declined 9.8 percent 
and, even though carriers increased 
orders in 2010, new-truck orders still 
fell below the normal replacement 
rate. Tight credit, the high cost of new 
Class 8 trucks (up 25 percent in five 
years), and higher lifecycle costs asso-
ciated with the new tractors made 
investment more difficult.

Motor carriers held on to trucks 
longer, or they scrapped vehicles and 
delayed replacement. In addition, the 
category of carriers with five or more 
trucks experienced 3,000 bankruptcies, 
resulting in a 13-percent loss of indus-
try capacity. 

The trucking industry also experi-
enced the largest decline in workforce 
among the logistics categories, and 
drivers will become a limiting factor in 
truck capacity.

Driver turnover rates are spiking, 
said Wilson, as drivers chase higher pay 
and better working conditions. And, 42 
percent of fleets responding to a fleet 
sentiment report by CK Commercial 
Vehicle Research, say they are having 
problems filling empty seats, limit-
ing the number of new units they can 
add to their fleets. Another 32 percent 
of respondents say they aren’t having 
problems filling seats, but expect prob-
lems later in the year.

Based on the rail cost figures tracked 
in the State of Logistics report, U.S. 

“2010 did little to shore up precarious carriers 
hoping to be rescued by an economic resurgence.”

— rosalyn Wilson, author, State of Logistics
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THE�STATE�OF�LOGISTICS�2011:

For�What�It’s�Worth
(in $U.S. billions, except where noted)

CarryING CoSTS 
($2.064 Trillion, All Business Inventory)

Interest $ 4

taxes, obsolescence,  
depreciation, Insurance $ 280

Warehousing $ 112

SubToTal: $ 396

TraNSPorTaTIoN CoSTS
Motor carriers:

■ Truck — Intercity $ 403

■ Truck — Local $ 189

SubToTal: $ 592

other carriers:

■ Railroads $ 60

■ Water
INTERNATIONAL 

DOMESTIC

$ 28 

$ 5

■ Oil Pipelines $ 10

■ Air
INTERNATIONAL 

DOMESTIC

$ 17 

$ 16

■ Forwarders $ 32

SubToTal: $ 168

SHIPPer-relaTed CoSTS $	9

loGISTICS 
adMINISTraTIoN $	47

ToTal loGISTICS CoST $ 1,211
SOURCE: 2011 State of Logistics report
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railroads made up for 2009 declines. 
The cost of rail transportation was up 
20.1 percent in 2010, after dropping 
20 percent the year before. Driving the 
higher costs were a 7.3-percent increase 
in carloadings and a 14.2-percent 
increase in rail intermodal use. These 
are the largest annual increases since 
1988, the earliest year for which com-
parable data is available, said Wilson.

Carload volumes had dropped 
16 percent in 2009, and intermodal 
dropped by 14 percent, the “largest 
annual percentage declines in history,” 
she said.

The capacity situation for rails looks 
decidedly different than for trucking. 
When it comes to infrastructure, equip-
ment, and personnel, “railroads are in 
good shape,” Wilson noted.

Class I railroads continued to invest 
in new capital projects through the 

recession. And since volumes have 
returned, much of the idled equipment 
and staff have resumed active ser-
vice. For example, railroads returned 

132,284 railcars to service in 2010, leav-
ing 318,271 cars (20.8 percent of the 
fleet) idle. In good economic times, 
two to three percent of fleets stay idle, 
according to Association of American 
Railroads estimates.

During the downturn, airlines 
decommissioned and removed aircraft 
from their fleets, reducing capacity by 
12 percent. Though much of the air 
freight that could move by ocean was 
back on the water by mid-year, air-
freight revenues increased 11.2 percent 
in 2010.

From a long-term view, the past 
20 years have shown a 45-percent 
decline in inventory carrying costs as 
a percentage of gross domestic prod-
uct (GDP). Transportation costs, also 
viewed as a percentage of GDP, are 
down 13 percent for the same period. 
Most of that transportation drop was 
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From�Thinking�
to�Execution
Has the era of supply chain collabo-

ration finally begun? That was the 
question explored during Manhattan 
Associates’ Momentum conference in San 
Diego, May 22-25, 2011.

“The time has come for a supply chain 
process platform – the ability to see 
and act across a network without risk-
ing unforeseen consequences,” said Pete 
Sinisgalli, president and CEO of Atlanta-
based logistics IT provider Manhattan 
Associates, in his opening remarks. It’s a 
noble sentiment, but is the supply chain 
ready for it?

A unified platform can simplify com-
plexities and improve the ability to 
execute, he said.

Presentations during the two-day 

since 2000, Wilson noted.
In 2010, as before the downturn, 

logistics costs grew faster than GDP 
(which did grow in 2010). Wilson said 
she expected that trend to continue, 
and that logistics costs will grow faster 
than GDP for the next several years.

Calling the state of the economy 
“still fragile,” Wilson noted that with 
trucking capacity nearing or reach-
ing equilibrium in 2010, the market 
balance is shifting in favor of carri-
ers. Carriers reported profits in the first 
quarter of 2011, and, with attrition con-
tinuing to remove capacity at a slower 
rate than from 2009 to 2010, there is 
bound to be a shortfall in the number 
of trucks available.

One root cause is limitations on 
truck manufacturers resulting from 
tight capital and lean inventories 
throughout their parts supply chain. 

The degree of the shortfall will likely 
depend on how fast volumes increase.

Freight spend is higher among ship-
pers, said Wilson, but part of this is due 
to fuel surcharges and increased freight 
volumes over the prior period. Rates are 
inching up, and shippers may be able 
to hold close to current rates until the 
capacity crunch grows worse.

“We went into the recession with 
a driver shortage and capacity con-
straints,” she said. “We will come out 
with an exacerbated driver shortage 
and a more severe capacity crunch.”

Motor carriers are becoming more 
selective about the shippers they 
will haul freight for, and Wilson said 
she expects this will become a more 
common practice. Her conclusion: 
The economic recovery will be all 
about relationships.

– Perry A. Trunick

C

M

Y

CM

MY

CY

CMY

K

DSC_InbLog_July2011 HC SCM FINAL.pdf   1   7/13/11   1:49 PM

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


conference illustrated the progress 
Manhattan Associates customers are 
making as they work toward a uni-
fied supply chain platform. Their 
results bear out the value of the effort  
required to reach their goals. But, has 
any company truly put their customers 
at the center of their supply chain, as 
Sinisgalli described?

These early efforts in supply chain 
integration-supported execution take 
time, miles, and inventory out of the 
supply chain, noted Ed Capel, COO of 
Manhattan Associates, and support the 
goal of continually taking out costs.

The developing trend is to support 
expansion, which includes multi-
channel and multi-echelon order 
orchestration, he added. In simpler 
terms: bring in more revenue while 
reducing costs. Visibility to the impact 
of one on the other – how higher rev-
enues affect costs, and vice versa – has 
been missing.

“Problems occur when retailers don’t 
know what promises they can and can’t 
make,” said Capel. Those problems 
trace back to visibility, such as knowing 
what inventory is available to promise 
when an item is not in stock. But it also 
extends to the cost to serve, a concept 
that MIT Professor Jonathan Byrnes 
described in his presentation as a “rev-
olution in supply chain finance.”

A large percentage of any company’s 
business is actually unprofitable, and 
the profitable portion is left to support 
those accounts and deliver bottom-line 
profits, Byrnes suggested. Companies 
need visibility into the cost to serve all 
accounts so they can cultivate the best, 
most profitable accounts and make the 
unprofitable accounts profitable. That 
can mean providing a different level of 
service to different types of accounts. 
The best accounts will be those that 
are not only profitable, but also best 
at collaborating. 

Companies need to look beyond 
the scope of the enterprise, said 
Byrnes. In this way, it is possible to 

T&L�M&A�Activity�Growing

B
uoyed by strengthening capital markets, growing interest from financial 
investors, and stronger corporate balance sheets, the transportation and 
logistics sector is poised to reach robust levels of deal flow during 2011, 
according to Pwc’s Intersections, a quarterly analysis of global merger 

and acquisition (M&A) activity.
The number of transportation and logistics sector deals with value greater 

than $50 million was flat, increasing by one transaction to 37 deals in the first 
quarter of 2011, compared with 36 in the same period of 2010. While 2011 first-
quarter deal value declined to $8.2 billion from $17.3 billion during the first 
quarter of 2010 — primarily due to a lack of mega-deals — 2011 is off to a similar 
pace as last year in terms of deal volume.

“First-quarter deal activity was largely driven by smaller deals, as trans-
portation and logistics companies concentrated on consolidating local 
markets,” says Kenneth evans, u.S. transportation and logistics leader for 
Pwc, a London-headquartered professional services company. “Strategic 
acquirers have shifted their focus from internal initiatives — bolstering balance 
sheets and increasing their cash positions — to executing on M&A strategies to 
help drive growth.”

Shipping and logistics targets led contract activity, contributing four of the 
five largest deals announced in the first quarter and 70 percent of total deal 
value. Pwc expects interest in shipping to continue due to lingering concerns 
about overcapacity as demand recovers, while improved airline profitabil-
ity could increase the regulatory hurdle for getting passenger air deals in 
Western markets approved.

Activity in transportation infrastructure was also a key theme that car-
ried through from the fourth quarter of 2010, as the largest deal of the year 
so far — the $932-million acquisition of Forth Ports by Arcus Infrastructure 
Partners — was in this sector. Interest in transportation infrastructure assets 
will continue as a potential driver for future mega-deal activity due to their 
predictable returns and the potential to use privatization to address fiscal 
pressures, says Pwc.

Deals�by�transportation�&�logistics�mode
Measured by value of deals worth $50 million or more
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drive cost savings farther along the 
supply chain, helping customers and 
suppliers to improve their own effi-
ciency and performance.

Byrnes focused on growing the cus-
tomers he described as “islands of 
profit.” The economics of supply chain 
management are so compelling that 
change will happen, he noted, and  
encouraged partnering with coun-
terparts in customer companies, and 
helping to manage change within the 
customer company as well. It’s not an 
approach for the faint of heart, but it 
does build on the platform nature of 
the supply chain Sinisgalli described.

Manhattan Associates’ development 
process mirrors the evolution of what 
it recognizes as platform thinking in 
the supply chain. Technology suppli-
ers first offered an assembly of products 
that were probably not integrated, said 

Capel. Then, they produced suites of 
solutions with some integration and 
a common look and feel. Ultimately, 
Manhattan Associates identified its 
direction: all solutions on a common 
platform, providing database optimi-
zation as applications “contemplate” 
each other. 

SWITCHING CHaNNelS
Manhattan’s retailer users are 

looking at cross-channel and merged- 
channel distribution, and the need for 
cross-channel inventory planning, for 
example. But for the customer, there is 
no difference between brick-and-mor-
tar and e-channels.  

If Manhattan has timed the develop-
ment of its tools correctly, it is moving 
from platform thinking to platform 
execution in parallel with some compa-
nies leading in supply chain execution.

Grocery chain Giant Eagle is one 
example. Platform execution can mean 

“seeing and thinking outside ordi-
nary industry paradigms,” said Larry 
Baldauf, Giant Eagle’s senior vice pres-
ident of supply chain.  

Reaching beyond the enterprise walls 
of Giant Eagle required some risk, said 
Baldauf. But, it mostly took leadership 
to move people from where they were 
to where they had never been. At the 
heart of the change was a shared strate-
gic vision, a willingness to experiment, 
and a demonstrable business value. 

Platform thinking and the tools to 
perform under that model are evolving 
in parallel. While there are bound to be 
some gaps in the organization structure, 
tools, or both, at this stage, the move to 
closer collaboration and a more respon-
sive supply chain is clearly underway.

– Perry A. Trunick
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Transport�Center�On�Georgia’s�Mind
Georgia plans to appropriate a federal transportation cen-

ter and $2.25 million in annual funding from the state of 
Tennessee, announced Georgia Governor Nathan Dean at the 
Georgia Logistics Summit in May 2011.

The center, due for renewal on the basis of competi-
tive applications, would capitalize on Georgia’s location 
and dedicate faculty to study transportation issues and 
publish reports showing how certain concepts could 
improve transportation.

Georgia will use a grant from the Woodruff Foundation 
to prepare an application for one of the 14 regional 
University Transportation Centers. If successful, the state 
will house the center at Georgia Tech, but it will coordinate 

with the University of Georgia, Georgia Southern, and 
other institutions.

Locating the center in Georgia gives the state an oppor-
tunity to drive federal transportation policy. The U.S. 
Department of Transportation recently announced it is cre-
ating policy offices for freight and to coordinate with the 
U.S. Army Corps of Engineers, which has authority over the 
country’s waterways.

A Georgia center could also influence surrounding states. 
Because Georgia’s ports and airports ship cargo and passen-
gers from other parts of the country, their growth could be 
hindered by transportation weaknesses in neighboring states.

The state will have to match the federal grant with either 
state or private money from sources yet to be identified.

Levi’s�Extends�
Terms�of�Engagement
The growing importance of sustainability initiatives and 

corporate responsibility has encouraged companies to  
expand compliance requirements to vendors and supply chain 
partners.

For example, Levi Strauss recently announced new supply 
chain terms of engagement aimed at stepping up commit-
ments put in place 20 years ago to bring suppliers in line 
with its labor, health, and safety directives, and environmen-
tal principles.

“This new standard isn’t just for apparel companies; it 
establishes a new, higher set of expectations that investors, 
activists, and governments should all promote,” noted John 
Anderson, Levi’s president, at the 2011 Ceres Conference in 
California. Ceres is a nonprofit organization that works with 
companies to address sustainability challenges.

From an environmental perspective, San Francisco-based 
Levi’s has been stewarding change within its supply chain. 
The process of manufacturing jeans is resource-intensive, 
requiring up to 10 industrial washes during the finishing 
process. Working with its design team, Levi’s was able to 
engineer a new process for stonewashing jeans without using 
water. For some product styles, the company has reduced 
water usage by 96 percent.

“In the broadest sense, our terms of engagement worked 
in ways bigger than we ever imagined,” Anderson said. “Not 
only did more than 90 percent of our suppliers accept them, 
we discovered that we’d set a new standard.

“Before long, our terms of engagement became the new 
normal,” he added. “Almost every apparel company with a 
global supply chain established their own version.”

e-Commerce�Races�
Across�Borders

A
s u.S businesses explore new channels to sell prod-
uct into new markets, package-shipping companies 
such as Fedex and uPS are forecasting a surge in 
international online retailing. cross-border e-com-

merce is expected to account for more than half of the 
online retail sector within two years, but an estimated 
50 percent of u.S. retailers do not currently sell any-
thing internationally over the Internet. So the race is on.

As a consequence, expediters see an opportunity 
to help retailers and e-tailers capture new markets 

and are expand-
ing services such 
as currency con-
version, customs 
clearance, and 
international 
warehousing, in 
addition to moving 
freight.

The Amazon 
effect is begin-

ning to radiate out to smaller companies and beyond 
u.S. borders to new consuming populations, according 
to industry observers. Transportation providers with a 
global presence are bundling value-added logistics and 
technology capabilities to provide customers with a total 
solution.

Internet retail sales worldwide are projected to reach 
about $489 billion next year, from about $315 billion 
in 2009, according to figures compiled by Fedex, with 
nearly 70 percent of the growth occurring outside the 
united States.

Expedited carriers hope to cash in on 
international online retailing growth.
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Michelin,�Charleston�Kick�Tires�
On�New�Logistics�Program
The College of Charleston’s School of 

Business is working with Greenville, 
S.C.-based tire manufacturer Michelin 
North America to develop an online pro-
fessional development program focusing 
on global logistics and transportation.

The college’s goal is to eventually 
turn the program into a comprehen-
sive logistics professional development 
program open to any business, educa-
tion, or government entity operating or 
looking to operate in South Carolina or 
use the Port of Charleston.

For the first two years, beginning in 
January 2012, faculty will work with 
Michelin employees and affiliates to 
build a virtual training course. The pro-
gram will focus on four general topics: 

import/export documentation; the 
Port of Charleston and U.S. Customs; 
regulations and pricing; and opera-
tions. The curriculum can expand as 
Michelin uses the program.

The School of Business already 
offers a non-credit intermodal trans-
portation training course, which 
takes place in a classroom one evening 
a week for two semesters and is open 
to all professionals. That course will 
continue locally even after the school 
launches the online training course.

The partnership with Michelin also 
includes an internship program and 
post-graduation job placements at 
Michelin for College of Charleston stu-
dents studying global logistics. ■

Michelin tirelessly invests in professional 
logistics and transportation development 
for employees and affiliates. 
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Jal and aa Cargo Go Hawaiian
A recent agreement between Japan Airlines and American Airlines 

to work more closely and collaboratively together in the interest of 
strengthening their respective international cargo operations could 
have an intriguing side effect for Hawaiian air cargo prospects.

The objective of the partnership is to provide cargo customers 
with more routing choices, new destinations, and increased capacity 
through more effective use of both airlines’ combined worldwide 
network. So Japan Airlines and American have begun using 
Los Angeles, Chicago, Dallas/Fort Worth, New York, and Honolulu as 
key transfer points for cargo traffic in the United States; and Tokyo, 
Osaka, and Nagoya as transfer points in Japan.

The agreement enhances the significance of Honolulu as an 
important hub for cargo moving between Asia and the Americas.

Indian 3Pl 
outsources education

Chennai, India-based TVS Logistics is 
collaborating with the University of Michigan as 
part of a three-year program intended to fine-tune 
the skills of its senior and middle-level executives.

Thirty members of management working across 
various functions will be trained in areas such 
as logistics and supply chain management and 
achieve the equivalent of a master’s degree. The 
program’s objective is to redefine the collective 
skills of TVS executives while empowering 
individual capabilities.
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North korea, China: 
Comrades in Trade

North Korea’s economic prospects have been in dire 
straits as a consequence of myriad trade sanctions and its 
own policy of isolationism. But it does have one close ally. 
As eastern China becomes increasingly saturated, North 
Korea offers a relatively undeveloped coastline, as well as an 
abundance of natural resources and cheap labor.

In 2010, China accounted for 83 percent of North Korea’s 
$4.2 billion in international commerce, according to the 
Seoul-based Korea Trade-Investment Promotion Agency. In 
2005, it was 53 percent.

More recently, the two countries agreed to repair a key 
logistics road along their shared border, the latest sign of 
increasing economic cooperation. The infrastructure fix, 
which links the Chinese city of Hunchun to the North 
Korean port of Rajin (located in Rason), comes three years 
after Beijing secured the right to use the port as an export 
route to other countries. China is seeking to turn the port 
area into an international logistics hub.

North Korea designated Rason as a special economic zone 
in 1991 and has tried with little success to develop it into a 
regional transport hub near the convergence of China and 
Russia.

Heinz Consolidates 
Global distribution

The company that made 57 varieties famous is opting 
for a little less variety in its global distribution network. 
H.J. Heinz Company recently outlined plans to establish a 
centralized European supply chain hub in 2012 as part of 
an ambitious efficiency program. The food giant says it will 
invest approximately $160 million in initiatives to increase 
manufacturing efficiency and accelerate global productivity.

The plan includes exiting five factories – two in Europe, two 
in the United States, and one in the Pacific – leaving Heinz with 
76 factories globally. In addition, the company will establish a 
European supply chain hub in The Netherlands to consolidate 
and centrally lead procurement, manufacturing, logistics, and 
inventory control.   

This BUD’s For EU
Things are looking up for Eastern 

Europe with the expected completion 
of Budapest Airport’s ambitious new 
BUD Cargo City in 2012. The vision 
is to develop the airport into the 
region’s largest and most efficient 
air cargo and logistics hub within an 
integrated commercial zone.

Construction of the first two new 
cargo terminals at Budapest Airport is 
ongoing. The initial phase will provide 
72,000 square feet of cargo and 
warehouse space, and 26,000 square 
feet of offices. A total of 12 cargo 
terminals are planned to run along 
the length of Runway 2, with build-out 
capacity of 460,000 square feet.

With strong economic growth 
expected to continue in central, 
eastern, and southeastern Europe for 
the foreseeable future, BUD Cargo 
City will provide a world-class air 
logistics facility to enable high-tech 
and high-value industries to connect 
efficiently with international supply 
chains and markets, encouraging 
more of these kinds of companies to 
locate close to the airport.

The airfreight component is also 
essential for the development of other 
export-oriented industries that are 
important to the Hungarian national 
and regional economies, such as the 
life sciences and pharmaceutical 

sectors, where delivery speed is 
critical.

Currently, 70 percent of freight 
moving into the airport travels on 
freighters – a high percentage for 
European airports. But much of 
the cargo volume into Budapest is 
then trucked elsewhere to connect 
with long-haul flights. With the 
development of additional cargo 
facilities, Budapest Airport will likely 
target more inbound freighter volume 
from Asia.

t Budapest Airport’s ambitious new 
cargo city development plans have been 
well-received by the logistics sector.
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Look at your world through fresh eyes. Think Young.

You’ll see not just logistics as usual, 
but a flexible response to the unusual. 
Not just getting it there, but making 
sure nothing gets in the way. Not just 
the routine black and white, but all 
those gray areas in between.

This is the world according to DF Young.
Look to us for a century’s worth of 
sophistication, experience and excellence
in international logistics. By sea, by
land and by air. Think Young.

Celebrating 100 years dfyoung.com

global reach  solution oriented    fortune 500 clients forward vision  360-degree flexibility   technology driven worlds of experience
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logistics as 
economic 
bellwether

After predicting the United 
Kingdom’s high street slump in May 
2011, Hellmann Worldwide Logistics 
UK has concluded that logistics is an 
accurate barometer for measuring the 
economic climate.

In April 2011, the 3PL saw a 
22-percent drop in import tonnage. 
Consequently, the British Retail 
Consortium reported a 2.1-percent 
sales decrease in May. With import 
tonnage a direct reflection of high 
street activity, and ocean freight 
volumes picking back up throughout 
May as retailers replenish stock levels, 
Hellmann forecasts that the coming 
months will likely be more positive. [ ]

China Patterns Source: Zepol Corporation

U.S. imports from China took a dive in Q1 2011, a typical trend after the 
holidays. In terms of TEU volume, Q1 was up five percent from Q1 2010, and 
nearly 20 percent from Q1 2009.  
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Providing global logistics and transportation services solutions for 35 years.

• The Perfect Shipment® Program
• Intermodal: USA, Canada and Mexico
• Over-the-Road Transportation
• International Transportation Service
• Complete Protective Service
• Warehousing and Distribution Services
• Dedicated Fleet
• Box Car Service
• Equipment Management
• Government Services
• Carrier Management and Selection 
• Accessorial Management

® DENOTES A REGISTERED TRADEMARK OF ALLIANCE SHIPPERS, INC.www.alliance.com
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Brad Constantini, Principal/Executive Vice President, Comprehensive Logistics Inc.
800-734-0372, ext. 288 • info@complog.com

L
ogistics, inventory and transportation costs continue to 
climb, according to the 2011 State of Logistics Report 
released by the Council of Supply Chain Management 
Professionals (CSCMP). Although overall economic con-
ditions improved slightly in 2010, internal supply chains 

continue to account for double-digit cost increases.
Materials, labor and fuel are contributing factors, but the impact 

of rising overseas production costs, continuing product proliferation 
and more stringent regulatory requirements cannot be overstated. 
In many cases, companies are finding that additional investment is 
required to remain competitive. However, building an extensive in-
house logistics infrastructure only adds to existing pressure on the 
bottom line.

Investing in outside services is more cost effective than pouring 
money into areas that are not core competencies. Capable third-
party logistics (3PL) providers can help you manage rising logistics 
costs because they already have highly developed processes and 
critical infrastructures in place.

Companies must remain vigilant in their search for a capable 3PL. 
Now is not the time to risk parts shortages, substandard product 
quality or delivery errors. Fortunately, there are several clues that 
point the way toward a 3PL provider that can reduce your costs 
while still exceeding your most demanding quality, service and 
delivery goals.

FLexibLe, Custom ApproACh
A provider truly concerned with reducing your costs will have a 

custom, diagnostic approach. It won’t try to force you into an exist-
ing network or insist on pre-packaged solutions to maximize its 
own returns.

At Comprehensive Logistics Inc. (CLI), our Transportation 
Management business unit focuses exclusively on freight-cost reduc-
tion. Our custom program development begins with an analysis of 
your existing state and a “clean slate” of ideas for improvement. 
Although execution is tactical and supported by web-based technol-
ogy, our programs are aimed at delivering strategic cost reduction.

CLI’s supply chain management and warehousing services are 
just as flexible. Since we are a non-asset-based provider, our pro-
grams aren’t influenced by the need to utilize leveraged capacity. 
Our agile real estate and implementation capabilities allow us to 
launch any size operation in any region throughout North America.

As an example, we’ve been able to deploy extensive manu-
facturing support centers, complete with wireless technology 
infrastructures, over a single weekend. Our custom approach 
enables us to be responsive to the needs of any client.

Commitment to proCess improvement
Another way to ensure your 3PL provider will deliver on its 

cost-reduction promises is to verify its dedication to continuous 
process improvement. A 3PL with process expertise offers 
standardized processes that have been refined over years 
of engineering best practices through a formal Continuous 
Improvement program.

This ensures waste and the potential for error are permanently 
driven out of core processes. It supports the development of effi-
cient, scalable service models and allows processes to be modified 
quickly to respond to changing business needs.

At CLI, a disciplined Continuous Improvement methodology 
drives everything we do. Our core processes have evolved in the 
most challenging, just-in-time logistics environments. All change 
is managed by a centralized, multidisciplinary team that consults 
our database of proven processes, evaluates the impact of each 
change and engineers the appropriate response. We continually 
test, measure and improve our processes using the fundamentals 
of quality management. This means both new and existing clients 
receive only the leanest and most capable processes that will 
improve their logistics performance and support the bottom line.

trAnspArenCy
Finally, a capable 3PL will be completely transparent about its 

internal processes, costs and overall capabilities. It will embrace 
open-book pricing and offer end-to-end, real-time supply 
chain visibility.

At CLI, we use sophisticated, web-based technology to collect 
and report item-level data at every process step. Clients simply log 
in using any web-connected device, such as a desktop computer, 
tablet PC or smartphone, to access every detail about their in-transit 
inventory, work in process and shipment status 24 hours a day. This 
represents the ultimate in transparency – the ability to see through 
the supply chain.

Because all transactions are transparent, clients maintain control 
while still benefitting from our process expertise, technology and 
detailed performance reporting. Even better, since our technology 
is owned, developed and hosted in house, it is completely configu-
rable to each client’s specific needs.

So, as your quest for cost reduction continues, remember: 
You can design the best product in the world, but if logistics 
processes fall short, you can’t bring your quality product to market.

To learn more about how CLI can help you reduce logistics 
costs and gain full visibility into outsourced processes, 
visit www.complog.com.

3pL Capability is Key to Logistics Cost reduction
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Outstanding Performance Trophy

The Outstanding Performance Trophy is presented 
once a year by National Tank Truck Carriers, Inc. 

and Heil Trailer International in a competitive 
safety contest that is designed to recognize both 

the corporate commitment to safety combined with 
measured safety performance.  

For 2010 A&R Logistics was selected for this 
prestigious honor.  While we are grateful for this 

recognition, we believe the real honor goes to all 
the A&R employees that make safety their highest 

priority every day for themselves and for our 
customers.  

A&R Logistics  •  2010 Recipient

much more than just another logistics company

We deliver QUALITY in bulk

1 (800) 542-8058
www.arlogistics.net
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Karla�Staver�is�director�of�safety�and�claims�prevention,�Saia.�
770-232-4054�•�kstaver@saia.com

by Karla Staver

Putting Safety First: 
Proven Strategies for every Workplace

I
n 2009, more than 4,300 workplace 
fatalities and nearly one million 
workplace injuries or illnesses involv-

ing missed work days occurred. These 
numbers are improving, but even one 
accident is one too many.

To help mitigate workplace inci-
dents, it pays to have the right plan 
in place – one that starts with the hir-
ing process, and includes training and 
recognition programs, as well as mecha-
nisms for measuring performance.

Here are some strategies for fostering 
workplace safety.

■ Hire the right people. Look for 
candidates who understand safety’s 
importance. Ask all job candidates what 
safety means to them, not just in the 
workplace, but also in their personal 
lives. If a business relies on drivers, fork-
lift operators, warehouse personnel, 
sales representatives, or dockworkers, 
safety must be a core value for these 
individuals.

Do not rush the hiring process 
because operations are understaffed. 
Hiring workers quickly and assum-
ing you can train them after business 
slows is a huge mistake. It implies to 
the employee that the company does 
not practice what it preaches, and 

that production is more important 
than safety.

■ ensure training programs are 
effective. Managers must ensure 
training programs are working by 
measuring progress, checking for 
mistakes, and investigating employee 
errors so corrective action can be taken. 
Communication among training 
managers, employees, and upper 
management helps keep everyone 
informed about workers’ safety 
performance and training programs’ 
effectiveness. 

■ equip employees with the 
necessary tools. Provide not only proper 
safety equipment, but also adequate 
knowledge. Investing in annually 
re-testing and certifying employees 
lets them know safety is important. 
Making these types of investments 
pays dividends for the company in the 
long run.

■ enforce guidelines and procedures. 
Employees must know that shortcuts are 
not acceptable. While they might see a 
short-lived gain for making such a deci-
sion, ultimately it will cost both them 
and the company.

■ Give employees a voice. An open-
door communication policy is key to a 

safe workplace. Workers must have the 
authority to speak up if they see a pol-
icy or procedure that can be improved. 
Employees often have the best ideas for 
improvement. After all, they’re the ones 
in the trenches. 

For instance, at Saia, a driver devel-
oped a new stretching and warm-up 
routine. As other employees adopted 
the routine, injuries decreased, which 
validated the routine’s significance and 
attracted management’s attention. The 
driver’s idea is now being turned into a 
company-wide program.

■ reward safe performance. While 
most companies offer annual safety 
awards, catching employees doing the 
right thing and thanking them for it 
every day, especially in front of their 
peers, is one of the best ways to recog-
nize personnel. 

■ Help injured employees get back to 
work. Measuring lost-time injuries and 
developing ways for employees to per-
form transitional work reduces the time 
it takes workers to return to their cus-
tomary role.

A safe workplace affects every 
employee, and creates a happy, produc-
tive workforce. That is something no 
one can place a price on. ■
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MATSON MOVES THE WORLD
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premier ocean service between the U.S. mainland and 
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Jordan�Kass�is�executive�director,�TMC.�
312-494-1725�•�jordan.kass@mytmc.com

by Jordan Kass

Maximizing TMS resources 
Helps achieve Sustainable roI

T
hese days, logistics managers need 
to achieve higher productivity 
levels and deliver better customer 

service at a lower cost, faster than their 
competition. Some wonder if they can 
achieve their goals with the resources 
available to them.

Many organizations turn to a trans-
portation management system (TMS) 
for the answer. Thanks to Software-as-
a-Service (SaaS) technology, shippers 
can now implement a TMS at a lower 
cost and with fewer disruptions, while 
retaining control of daily tactical 
operations.

But what ongoing cost and perfor-
mance improvements can SaaS deliver? 
After the shine wears off, a growing 
number of shippers are left wondering 
how to achieve ROI after year two, and 
whether managing software is the best 
use of their finite resources.

The combination of SaaS plus man-
aged services represents the next step in 
transportation management. Instead of 
committing to complex TMS technol-
ogy investments, software plus managed 
service allows shippers to shift limited  
resources to strategic projects that drive 
ongoing value. It mixes and matches 
these capabilities to current and future 

needs. And because the enterprise is not 
encumbered by costly infrastructure, it 
is able to accelerate the adoption cycle 
and achieve clear, sustainable ROI.

THe road To roI
Software plus managed service is 

not the same as traditional outsourc-
ing. Organizations retain control over 
functions such as carrier selection and 
management, while co-opting the trans-
portation management, pay-as-you-go 
resources they need to run their net-
works more efficiently.

Another important distinguishing 
feature of the software plus managed 
service variant is the nature of the “ser-
vices” element. Dedicated provider 
TMS teams function as an extension 
of the organization’s logistics depart-
ment, with team members identifying 
themselves as affiliates of the shipper 
organization. These teams can even be 
physically located in the shipper’s offices, 
and function as an integral part of the 
operations group.

A well-known food company has such 
a unit that includes a strategic account 
manager, an operations manager, four 
operations and logistics analysts, and 
two dedicated schedulers/customer 

service representatives. These specialists 
report to the company’s transportation 
leaders, and provide ongoing manage-
ment and analytical support.

With such comprehensive backup 
in place, the company’s in-house logis-
tics managers can deploy their staff on 
productive, strategic work that benefits 
the bottom line. This is not consulting 
in the conventional sense; the provider 
team does not vacate the building once 
a project is complete. They are fully 
accountable and there for the long haul.

As an alternative to on-site teams, 
some companies use dedicated TMS 
project managers during the initial 
phases of product launches. Others pre-
fer to have a provider manager rotate 
between departments to address trans-
portation issues.

Adding managed services to their 
TMS model helps shippers pick up where 
their SaaS investment leaves off – while 
still providing all of the SaaS benefits 
such as retaining control, eliminating 
capital investment, and pay-as-you-go 
programs. The software plus managed 
services TMS platform is geared to the 
demands of an uncertain business 
environment that requires logistics pro-
fessionals to get there faster. ■
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embracing Interstate 2.0: 
a rail-based Transportation vision

T
he United States is finally begin-
ning to realize that we must 
develop a new transportation 

policy that meets the dynamic mar-
ket demands of both domestic and 
global trade. 

The Interstate Highway System of 
the previous century, created during a 
40-year era of “cheap fuel” and serving 
primarily U.S. highways and airlines, 
performed well. But today, with a popu-
lation that has doubled, and continues 
to grow exponentially, our transpor-
tation infrastructure is disconnected, 
deteriorating, energy-inefficient, and 
congested. It simply does not fit or func-
tion well in a new global economy.

GlobalIzed INFraSTruCTure
We should congratulate the Federal 

Railroad Administration (FRA) for tak-
ing a significant step toward creating 
a new National Rail Plan. The FRA 
could go even further, however, in 
addressing the needs of what is today a 

“globalized intermodal” transportation 
infrastructure. 

The FRA can create much-needed 
economic vitality by producing a safe, 
energy-efficient, environmentally 
friendly multimodal transportation 

policy in which the steel wheel on steel 
rail once again plays a dominant role. 

By utilizing the existing (and already 
paid for) rail rights-of-way (ROW) net-
work, we can establish a transportation 
infrastructure that maximizes fuel 
sources to create an ethical, sustainable 
intermodal freight and high-speed pas-
senger transportation network.

To be truly global, such a visionary 
rail-based transportation plan should 
also include Canada and Mexico, 
becoming a North American Rail Plan. 
Governments and private railroads have 
invested in North America’s 240,000-
mile rail ROW network for 150 years. 
This rail network connects all major cen-
ter cities and ports in North America. 

The expanded intermodal transpor-
tation policy would meet this century’s 
transportation and economic chal-
lenges by building Interstate 2.0 – a 
high-speed North American rail trans-
portation system. It will require a 
working partnership among federal 
and state agencies of the United States, 
Canada, and Mexico, and the private 
sector – especially the freight railroads, 
Amtrak, and VIA Rail Canada. 

The resulting public works project 
would generate thousands of new jobs 

that cannot be outsourced overseas. This 
new transportation solution, when com-
pleted, will provide a major asset for a 
more livable, long-term, sustainable 
continental transportation system with 
alternative, reusable fuel sources and 
much-needed long-term jobs for decades.

oN THe rIGHT TraCk
Today we can leverage new, intelligent 

transportation technologies such as GPS 
tracking systems, Positive Train Control, 
and digital sensors. With a new vision 
and wise investments in our transpor-
tation infrastructure, this new North 
American Rail Plan will seamlessly con-
nect all transportation modes, including 
ports, airports, and transit systems, dra-
matically improving freight movement 
across the continent. 

To help finance this sustainable, 
energy-efficient and seamless intermo-
dal infrastructure, the U.S. Congress 
should replace the expiring Interstate 
Highway Trust Fund and approve two 
new Intermodal Trust Funds – one for 
passenger, one for freight movement.

Interstate 2.0, a rail-based North 
American transportation network, repre-
sents the new transportation paradigm 
for the 21st century.  ■
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by Ed Harrison and 
david cohen

Technology Powers New 
Supply Chain Security Systems

I
n a speech at the Massachusetts 
Institute for Technology in March 
2011, Department of Homeland 

Security (DHS) Secretary Janet 
Napolitano said, “Innovation is criti-
cal to economic growth, international 
competitiveness, and national security. 
We must expand government’s collabo-
ration with the science and engineering 
communities in industry and academia 
to include a deeper, broader partner-
ship on homeland security.”

Nowhere is this statement more true 
than in the global supply chain. With 
the events of Sept. 11, 2001, and the 
creation of the DHS, the public and pri-
vate sectors committed themselves to 
developing new supply chain security 
technologies. The by-product of these 
endeavors has resulted in new systems 
that also make trade more efficient and 
cost-effective.

Systems currently exist, for example, 
that allow shippers to track contain-
ers anywhere in the world in real time. 
New technologies also allow shippers 
to monitor containers for tampering, 
and in some instances to determine 
whether they contain dangerous cargo. 

This technology-driven approach 
has been supported by the European 

Union’s Seventh Framework project, 
piloting the use of “smart” technology 
throughout aspects of the supply chain. 

Moreover, the Flanders Institute 
for Logistics recently released a report 
chronicling a multi-year test using 
technology to establish secure trade 
routes. This initiative serves as proof 
that broader use of these systems can 
assist governments, and save time and 
money for the trade industry. Similar 
supply chain technology programs 
have been started at DHS and the 
World Customs Organization.

Nonetheless, this new era in trade 
still requires broader cooperation 
among public and private stakeholders 
engaged in operating and regulating 
the global supply chain. 

FaCIlITaTING a dIaloG
Recently, the Cargo Intelligence, 

Security, and Logistics Association 
was formed to facilitate the public-pri-
vate dialog on supply chain technology 
referred to by Secretary Napolitano. 
Because progress in this field is occur-
ring so quickly, such conversations are 
vital. As is so often the case, the tech-
nology is getting ahead of the laws and 
policies drafted decades ago by authors 

who never could have envisioned the 
capabilities vested in today’s digital age. 

Through discussions in the United 
States, EU, and elsewhere, governments 
and industry are becoming more aware 
of what these systems offer as a matter 
of both economics and security.

a Trade revoluTIoN
Fifty years ago, Malcom McLean 

revolutionized the trade world when 
he introduced the shipping container. 
When McLean died in 2001, Secretary 
of Transportation Norman Mineta 
noted that, up until then, “shipping 
was previously conducted in much the 
same way the ancient Phoenicians did 
3,000 years ago.” 

Today, we are again on the cusp of 
a trade revolution. With today’s tech-
nology, we can track the location of a 
container anywhere in the world and 
determine whether the cargo it con-
tains is safe and secure. 

In these turbulent times, never 
has this been more important. The 
safety and economic stability of our 
nation, and the world, depend on 
it. Thankfully, we haven’t had to 
wait another 3,000 years for these 
developments. ■
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RELIABILITY IS EVERYTHING.

The right products, the right place, at the right time.

inquiry@wsinc.com    920-731-3115    www.wsinc.com

Your home improvement customer wouldn’t be too happy to receive a shipment of  
hand mixers. In today’s business environment, can you afford anything less than absolute  
reliability from your supply chain partner?

Reliable, Integrated Solutions. For over 45 years, WSI has helped customers succeed by 
consistently delivering on our Condition, Count & Time® promise: accurate, timely and  
dependable performance. Our integrated supply chain solutions include:

	 •	Third	Party	Logistics	 •	Transportation
	 •	Nationwide	Distribution	Network	 •	Information	Technology
	 •	Fulfillment	 •	Import/Export
	 •	Dedicated	Contract	Services	 •	Customer	Support	Services

Choose Reliability. Choose WSI.	If	your	business	could	benefit	from	
increased efficiency, improved reliability or lower costs, give us a call. 
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Switching to emissions-reducing Fuel Technologies

a
s diesel prices continue to rise, 
optimizing fuel economy chal-
lenges shipping and logistics 

professionals everywhere. For many, the 
urgency to deliver fuel savings or man-
age escalating fuel costs is increasing 
as rapidly as the average price of die-
sel – which has climbed nearly one dollar 
from last year. It remains up nearly 25 
percent year over year, and experts don’t 
expect it to decline much further – at 
least not anytime soon.

One solution to coping with high 
diesel prices is updating your fleet 
to comply with the Environmental 
Protection Agency’s nitrogen oxide 
(NOx) emissions regulations. All compa-
nies manufacturing, buying, or leasing 
new trucks must utilize one of two tech-
nologies to comply with the stricter 
standards. Making the switch now takes 
advantage of the fuel economy and cost 
savings achieved with one of the new 
emissions-reducing technologies.

Original equipment manufacturers 
( O E M s )  a n d  f l e e t  o w n e r s 
quest ion whether Exhaust Gas 
Recirculation (EGR) or Selective 
Catalytic Reduction (SCR), the two 
competing emissions-reducing tech-
nologies, is more environmentally 

and economically effective. 
While the implementation of these 

technologies is relatively new in the 
United States, both have been in the 
global marketplace for more than five 
years. While both can reduce NOx emis-
sions by up to 90 percent, SCR utilizes 
diesel exhaust fluid (DEF), a high-qual-
ity, urea-based solution that enables 
engines to run more efficiently and reli-
ably, providing significant cost and fuel 
savings over EGR.

addING uP THe beNeFITS
OEMs and fleets using SCR have 

gained fuel efficiencies ranging from 
four to 11 percent. Volvo, for example, 
has reported a five-percent fuel effi-
ciency gain using engines with SCR 
compared to its older engines.

Even when accounting for the cost of 
DEF – which is approximately two per-
cent of fuel cost in the United States on 
average, depending on price points and 
usage – most fleets and OEMs are gain-
ing a fuel economy net savings of two 
to nine percent. With diesel averaging 
around $4 a gallon, this savings adds up 
when multiplied across an entire fleet.

Although some fleet managers worry 
about the inconvenience of having to 

fill DEF tanks – a necessity to keep SCR 
engines running – the widespread avail-
ability and distribution of DEF ensures 
this task is streamlined into the re-fuel-
ing process. 

a vIable oPTIoN
More than 3,500 locations sell pack-

aged DEF today, and the supporting 
infrastructure is steadily expanding as 
the nation’s largest truck stops continue 
to install DEF pumps. Further, the aver-
age consumption of DEF is generally two 
percent per gallon – for every 100 gal-
lons of diesel used, two gallons of DEF 
are used. Consequently, truckers need 
to tank much less for DEF than they 
do for diesel fuel. And while the rate of 
DEF consumption varies by fleet, truck, 
driver, and route, 2.5 gallons of DEF 
yield on average more than 350 miles of 
U.S. travel.

More than 95 percent of OEMs and 
fleets globally have already chosen 
SCR technology over EGR. As more 
SCR trucks hit the road, shipping and 
logistics professionals facing stricter 
emissions regulations and rising diesel 
prices will have an opportunity to take 
control of their fleets and realize the fuel 
and cost savings SCR brings. ■
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Enjoy Simplicity

Logistics from a different angle

The best way to manage lengthening and complex supply 
chains is an integrated approach that gives visibility across  
all your operations.

As supply chain experts, here at CEVA we believe in making life 
as simple as possible for our customers. We give you a single 
contact that integrates every aspect of what we do for you. So it’s 
easy for you to coordinate your logistics. You’ll experience quick 
communication, direct contact with senior decision makers, and a 
highly responsive service. This integrated approach makes us unique 
– and life much simpler for you.

Isn’t it time to see your supply chain from a different angle?
We think so.

Find out more about an integrated approach to all your logistics 
at www.cevalogistics.com/simplicity
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3PLs3PLs
By Merrill 

Douglas

Just when a shipper 

needs help most, in 

steps a partner with 
super powers…
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The clock is ticking, the phones 

are ringing, the trucks are at a 

standstill, and customers are 

sounding the alarm. So who do you 
call? The guy in the spider suit?  The muscleman 
in Spandex with X-ray eyes? The mutant girl with 
a fistful of lightning?

Whether you need a quick rescue or a large-
scale solution to an ongoing business challenge, 
sometimes the hero you want is a third-party 
logistics service provider (3PL). Savvy, efficient, 
well-equipped, and bulked up with bargaining 
clout, a good 3PL will prove faster than a speed-
ing cargo jet, more powerful than a double-stack 
container train, able to leap post-Panamax cranes 
at a single bound. At least, that’s the way it seems 
when you see your efficiency soar and your cus-
tomers smile.

How does a 3PL fly to the rescue? Let’s take a look.

3PLs3PLs SaveSave 
the Daythe Day
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government audit is never happy 

news. But a 2008 U.S. Customs and 

Border Protection (CBP) audit triggered 

a series of events that produced 

a very happy ending for Ames True 

Temper, after a 3PL came to its rescue.

Based in Camp Hill, Pa., Ames True Temper sells non-powered 
garden tools, snow tools, and other outdoor products under brand 
names such as Ames, True Temper, Dynamic Design, and Razor-
Back. CBP audited the company to see if it was correctly classifying 
and valuing the products it imported into the country. 

When CBP found items that needed correction, Ames True 
Temper asked its customs broker to plan a response.

“CBP wanted to ensure we had a system that would not only 
fix the issues it found, but also prevent future issues from aris-
ing,” says Craig Womeldorf, vice president of logistics at Ames 
True Temper. 

Unfortunately, officials at Ames True Temper didn’t like 
the solution their broker proposed. The problem lay with the 
broker’s plan to assign a middleman to manage Ames True 
Temper’s customs data. 

An importer needs to be fully conversant with its import 
information and completely responsible for CBP compli-
ance. “We didn’t want a filter between us and our data,” 
Womeldorf says. 

So Ames True Temper turned to third-party logistics 
provider TBB Global Logistics for a second opinion. “I sug-
gested that we conduct a classification verification audit,” 
recalls Ann Bruno, director of global trade at TBB Global 

Logistics in New Freedom, Pa. 
TBB sent Ames True Temper’s tariff number 

X-Ray 
Vision and 
Expertise

A 
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database to a partner company that 
checked each classification and 
made corrections as needed. TBB 
also held a customs compliance sem-
inar for Ames True Temper’s staff, 
to make sure they fully understood 
their obligations. 

In addition, TBB worked with 
Ames True Temper to enhance its 
customs compliance process.

“TBB helped verify and document 
our systems, then implemented, 
tested, and audited them to make 
sure we had the reports we needed,” 
Womeldorf says. This arrangement 
didn’t call for TBB to serve as a “fil-
ter” between Ames True Temper and 
its data.

Thanks to the help TBB pro-
vided, Ames True Temper met CBP’s 
post-audit requirements and laid a 
foundation for smooth compliance 
in the future.

Accurate customs compliance 
at the outset provides major bene-
fits. “Shippers can prevent the fines 
and lost time that come with being 

audited,” Womeldorf says. “We now 
make sure we pay the right duties 
and understand all the elements 
of our product costs, so we can get 
accurate data to the people who set 
our product prices.” 

Officials at Ames True Temper 
were so impressed with TBB’s work 
that they appointed the 3PL as their 
customs broker. TBB also submit-
ted a proposal to manage some of 
Ames True Temper’s inbound logis-
tics business.

“We conducted a rate analysis 
and outlined the services we could 
provide other than just managing 
freight,” Bruno says. 

Ames True Temper awarded TBB 
part of its ocean business in 2009, 
gradually increasing the business. 
Today, TBB manages all the shipper’s 
inbound ocean freight, including 
land transportation from port. 

Through its expertise and ini-
tiative, TBB has helped Ames True 
Temper streamline its business pro-
cesses. The 3PL continually monitors 

carriers to learn about changes in 
lanes and locate better routing alter-
natives. “TBB is helping us keep 
fuel surcharges in line, and push-

ing back on other undue charges,” 
Womeldorf says.

TBB also provides accurate, auto-
mated inbound freight information. 

“TBB works with our receiving loca-
tions so we know ahead of time 

when containers will arrive,” 
he notes.

TBB now also manages imports 
for a company that Ames True 
Temper recently purchased in 
Australia. That job includes making 
sure the company complies with all 
Australian customs rules, and gets 
any applicable rebates under exist-
ing free trade agreements. “TBB is 
also quoting our Canada imports,” 
Womeldorf adds.

ThE PowER oF CREATIvITy

In addition, the 3PL is working 
with Ames True Temper on sev-
eral supply chain strategy projects, 
including packaging optimization 
and supply chain benchmarking. 
“TBB will participate in a program 
with one of our customers, to look 
at how we can add value through 
creative supply chain initiatives,” 
Womeldorf says. 

According to both Bruno and 
Womeldorf, the super power that 
TBB applies to its relationship with 
Ames True Temper is a knack for 
understanding every facet of the 
business—a kind of X-ray vision.

“We take an in-depth approach 
to partnering with Ames True 
Temper—getting to know every-
thing there is to know about its 
supply chain, and collaborating on 
a global supply chain strategy to fur-
ther its corporate goals,” Bruno says. 

“TBB’s leadership is fully engaged 
in this partnership,”  Womeldorf 
adds. “I trust them to do the 
right thing.”

An SoS call to a 3PL 
helped Ames true temper 
rake in supply chain 
efficiencies and savings.
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• Leading-edge technology.
• Real-time order management and dynamic supply 
 chain optimization.
• Multi-modal capabilities.
• No upfront software costs.

• Coordination of bidding, scheduling, shipping, 
 tracking, invoicing and reporting.
• Global in-transit and inventory visibility.
• Access to Landstar’s transportation logistics services. 

INTEGRATED SUPPLY CHAIN MANAGEMENT SOLUTIONS

THE MISSING PIECES IN YOUR 
SUPPLY CHAIN PUZZLE

LANDSTAR provides supply chain solutions and complete global and domestic transportation services. 
Landstar, a non asset-based company, identifi es and fulfi lls shippers’ needs through our unique network of 
independent sales agents and third-party transportation and warehousing capacity providers.

DOMESTIC AND GLOBAL TRANSPORTATION LOGISTICS 
Truckload – Less-than-Truckload
Access to:
• 8,200 power units operated by Landstar 
   business capacity owners. 
• 14,000 pieces of trailing equipment.
•  Approximately 25,000 other approved 
   third-party truck capacity providers.

Heavy Haul – Specialized 
• One of the industry’s largest selections of  
   equipment and qualifi ed business capacity 
   owner operators.
• Access to 1,700 stepdecks and 
  1,400 fl atbed trailers.

Expedited Ground
• Cargo vans, straight trucks and tractor-trailers,   
   including air-ride. 
• Customized safe pick up/delivery.

Air  
• Expedited air.
• North American services.
• International air express or air cargo.
• Air charter worldwide.

Rail Intermodal
• Contracts with all major railroad transport and 
 stack train operators. 
• Competitive pricing for reliable door-to-door 
 service throughout the United States.
• Service extends into Canada and Mexico.

Warehousing
• Established network of warehouse capacity owners 
   – WMS technology, operations, reporting and  
   personalized customer service.
• Presence in all major markets.
• Top regional providers. 
• Flexible and scalable.
• Value-added services like pick and pack, B2B/
   B2C fulfi llment, consolidation, cross docking, local 
   pick up and delivery, drayage and more.

Ocean Freight Forwarding
• Import and export. 
• Full and Less-than-container loads. 
• Licensed NVOCC.
• Ocean freight forwarding.
• Over-dimensional breakbulk.

SM

See what you’re missing. 
Visit www.landstar.com to watch our video detailing 

Landstar’s full complement of services.
Or call 866-439-1407
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The Great, 
Green DC 
Network

t’s great to break into new markets 

and see your revenues soar. 

But like Bruce Banner buRsting his 

shirt seams as he transforms into the 

Incredible Hulk, an expanding business 

soon outgrows its supply chain infrastructure. 

Growth is what first prompted Seventh Generation to call for 
help. A 3PL swooped in, first to provide a new distribution center 
(DC), then to design a whole new logistics network. 

Based in Burlington, Vt., Seventh Generation sells household 
and personal care products with an emphasis on health and the 
environment. Before 2007, more than half its sales went through 
natural products channels. The retailers, distributors, and con-
sumers it served were concentrated in the northeastern United 
States and between San Francisco and Los Angeles. “Those were 
the ‘green’ markets at the time,” says Chip Nolan, the company’s 
director of logistics. 

Seventh Generation managed inbound transportation from 
contract manufacturers, mainly in North America, to DCs in 
Buffalo, N.Y., and Fresno, Calif. A different 3PL, working under its 
own warehousing and transportation contract, ran each facility. 
In the past, it made sense for Seventh Generation to distribute to 
its primary markets from those locations. 

Then in 2007, Seventh Generation’s business exploded. “We 
started to serve the mass retail and grocery channels,” Nolan 
explains. Direct online sales were expanding as well. Much of 
the growth occurred in the Southeast, but service to that region 
wasn’t efficient. 

“We were filling weekly less-than-truckload replenishment 
orders into the grocery channel from Buffalo, with a lot of 
transportation lead time,” Nolan says. “Customer orders are time-
sensitive, and to consistently meet a delivery appointment from 

I
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END to END.

OPTIMIZING Kelsen’s
supply chain from

“They have their act together.”
             — Joanne Diggel, Operations Manager, Kelsen Incorporated

Through expertise in foodservice logistics and superior carrier relationships, 

Vantix Logistics helped Kelsen ship small, less-than-truckload orders 

of refrigerated products across the country—a task none of their other 

carriers could handle cost-effectively. Read our insightful case study today 

to learn more about Kelsen’s challenge, the Vantix solution and the resulting 

business impact. 

Download our case study now at www.vantixlogistics.com/goto/kelsen

© 2011 Vantix Logistics. All rights reserved. 

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


Buffalo to Florida, for example, 
was difficult.”

Trips of that length not only cre-
ate too much opportunity for delay, 
product damage, and other mishaps, 
but also release a lot of carbon into 
the atmosphere. 

Deciding they needed to add a 
third DC in the Southeast to reduce 
less-than-truckload delivery miles, 
officials at Seventh Generation con-
ducted a vendor review, ultimately 
awarding the contract to OHL of 
Brentwood, Tenn. In fall 2007, 
Seventh Generation started to trans-
fer some of its inventory and order 
fulfillment to the 3PL’s facility in 
Forest Park, Ga., near Atlanta. 

That facility produced so much 
value that officials at Seventh 
Generation decided to ask the 
3PL for further assistance. The 
company particularly wanted to 
improve its fill rate and on-
time delivery to customers. 

“As a smaller brand trying 
to get our foot in the door, 
we felt that delivering to cus-
tomer expectations every 
time, and consistently fill-
ing their orders 100 percent, 
would give us a significant 
advantage,” Nolan explains.

Seventh Generation asked 
OHL to plan a regionally 
based distribution network, 
with the right number of DCs 
in the right locations to provide 
the best service at the lowest cost 
and with the least environmen-
tal impact.

OHL examined one year’s worth 
of outbound transportation data 
from the three existing DCs, then 
added all of Seventh Generation’s 
U.S. vendors, says Paul Cooper, 
OHL’s director of business develop-
ment. Finally, it modeled scenarios 
that included four, five, and six DCs, 
each considering the optimal 

locations for sites and where OHL 
had existing campuses.

Based on OHL’s findings, Seventh 
Generation issued requests for pro-
posals. In the end, it chose OHL 
to handle all of its distribution 
through five facilities—the one in 
Atlanta, plus DCs in Dayton, N.J.; 
Romeoville, Ill.; Carson, Calif.; and 
Kent, Wash. 

In summer 20 09,  Seventh 
Generation started the transition to 
close the Buffalo and Fresno facil-
ities and operate entirely out of 
OHL’s DCs. The transition was sur-
prisingly smooth: OHL and Seventh 
Generation got each facility running 
on time and under budget. 

The move paid off. The new net-
work has reduced outbound miles 
traveled by 48 percent. Seventh 
Generation now delivers 97.7 per-
cent of its orders within two days, 
up from 90 percent; and 86 percent 
in one day, up from 51 percent. “We 
cut our miles per delivery from 500 
to 278,” Nolan says. 

Carbon emissions per metric ton 
shipped are 35 percent lower. “And 

we were able to cut order-to-delivery 
time to customers from a standard of 
10 business days to five. We did this 
while maintaining a 99.3-percent fill 
rate,” he says.

Seventh Generation followed up 
on that initial success last fall by 
making OHL also responsible for 
moving freight from manufacturers 
to the DCs. 

As the 3PL took over inbound 
transportation, OHL’s engineers 
conducted an analysis to deter-
mine the most efficient locations for 
Seventh Generation’s co-packers and 
manufacturers. Under that arrange-
ment, Seventh Generation has seen 
inbound transportation costs shrink 

by 10 percent. 
Along with improving service, 

gaining efficiency, and reduc-
ing the company’s impact on the 

environment, the relationship 
with OHL has produced addi-
tional benefits for Seventh 
Generation. By integrat-

ing with the 3PL’s warehouse 
management system and 
transportation management 
system, Seventh Generation 
has gained visibility into 
its shipments. 

“We’ve also been able 
to implement a monthly 
cycle count process with 

OHL to eliminate conduct-
ing a year-end physical inventory,” 
Nolan says.

In addition, OHL has imple-
mented system lot tracking across all 
stockkeeping units. “For every liquid 
and every diaper, we know which 
customer it goes to, what is left in 
our warehouse, and what is on the 
road,” Nolan says.  

Mutual respect and a desire 
to collaborate make the super-
powered partnership between 
Seventh Generation and OHL espe-
cially strong.  

A 3PL helped Seventh Generation 
clean up its logistics network.
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3PLs Save the Day

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


CONSIDER IT DONE 
As one of the world’s most trusted third party logistics providers,  
Jacobson Companies can oversee your entire supply chain from end 
to end. Everything from determining the best and most economical ways 
to perform each step from managing the purchase order to consolidation 
at origin to final delivery to store. 

Now, with the establishment of Jacobson Global Logistics in Asia,  
we offer a competitive advantage for a one stop end to end solution.   
You can do more with Jacobson, the originator of Can Do Logistics. 

1.800.636.6171   www.JacobsonCo.com/CanDo

GlObal Can Do logistiCs®
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Super and 
Seamless

roblems were brewing when 

Second Cup, the largest Canadian-owned 

specialty coffee retailer, put out a call 

for a 3PL. 

Founded as a shopping mall kiosk in 1975, Second Cup now 
comprises more than 340 cafes in Canada and about 50 in other 
countries. Most of the international locations are in the Middle 
East. But the company also is expanding into Europe, with fran-
chises already established in Turkey, Cyprus, and Romania. 

To keep growing, Second Cup must make sure that franchisees 
overseas can easily receive all the products they need to run their 
cafes—everything from coffee, tea, and food products to cups, 
napkins, and restaurant equipment.

“Part of the selling point to franchisees is that we have a seam-
less supply and logistics system,” says Linda Bilanski, head of 
international marketing for Second Cup in Mississauga, Ont. 

“We want to run a turnkey operation, where franchisees are able 
to place an order, then don’t have to worry about the shipments,” 
says Ella Khan, Second Cup’s supply chain and logistics manager.

But as the company added more international locations in 
recent years, officials discovered that the freight forwarder han-
dling the overseas shipments couldn’t keep pace with the 
expanding responsibility. “The forwarder was a small company, 
and didn’t have the resources we required,” says Khan. 

One problem was service quality. “We weren’t able to catch the 
products that were shipped incorrectly,” she says. Also, the for-
warder relied on other companies for warehouse space, creating a 
disjointed process, “and we weren’t getting the shipping updates 
we needed,” Khan adds.

Second Cup needed a partner that could improve the end-to-
end shipping process, with better visibility and quality control. 
“We wanted a service provider with the right global resources, 

P
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but not one so big that we wouldn’t 
be important to their business,” 
Bilanski says. 

Through a procurement process 
conducted in 2010, Second Cup 
chose global 3PL Agility to manage 
product transportation to its over-
seas franchisees. Although Agility 
maintains offices in more than 100 
countries, Second Cup doesn’t get 
lost in the shuffle, says Mike Shum, 
vice president of business develop-
ment, Agility Canada in Mississauga. 

“Agil ity Canada recognizes 
Second Cup as a national key 
account,” Shum says.  

Agility started handling Second 
Cup’s shipments in August 2010. 
Today, franchisees place orders for 
products with Second Cup’s ven-
dors, and the vendors ship those 
orders to Agility’s Toronto-area ware-
house. Agility consolidates orders 
into containerload, less-than-con-
tainerload, or airfreight shipments 
and manages transportation to over-
seas destinations. 

Shortly after this relationship 
began, Agility added a quality con-
trol service to make sure vendors 
shipped the correct merchandise 

and quantities. The 3PL now also 
ensures that all international trade 
documents are in order, says Tiziana 
Sarracini, national key account man-
ager at Agility Canada. 

Eventually, Agility will add an 
origin cargo management (OCM) 
solution for Second Cup. Under this 
arrangement, Agility will keep some 
of Second Cup’s inventory—non-
perishables such as paper goods—in 
its own warehouse, allowing the 3PL 
to fill orders for those products 
faster. Vendors will continue to fill 
orders for perishable goods, but fran-
chisees won’t have to worry about 
who supplies which products.

“It will become a one-stop shop,” 
Sarracini says. “Franchisees will be 
able to place an order and see inven-
tory online, then have those orders 
processed quickly and seamlessly.” 

Currently, franchisees can mon-
itor incoming order status once the 

product reaches Agility’s warehouse. 
The OCM solution will give franchi-
sees visibility from the moment they 
place their orders. 

The solution offers another ben-
efit. “If multiple orders are being 
placed, and the franchise own-
er’s supply chain demands change, 
they can do different types of con-
solidations, working with the entire 
order instead of order fragments,” 
says Shum. “OCM provides scal-
ability and the power to look for 
cost optimizations.” 

Even before implementing the 
OCM solution, Second Cup has 
gained some clear improvements 
through its relationship with Agility. 
One benefit is the ability to monitor 
shipment status through Agility’s 
tracking and tracing tools. 

“I have visibility of the actual 
container—when it gets loaded, and 
each milestone it hits,” Khan says. 
Second Cup also works with Agility 
to optimize how containers are 
loaded, creating savings that it can 
pass along to franchisees. 

Communications with Agility 
are much better than they were 
with the previous freight forwarder. 
Agility’s quality control program 
has improved the supply chain sig-
nificantly. Also, Agility has helped 
to streamline the job of filing import 
documents for multiple countries. 

“Documentation is a tedious 
process, but Agility is helping us 
eliminate errors and make it more 
efficient,” Bilanski says.

As Second Cup continues to grow, 
Agility stands poised to carry out its 
next acts of derring-do. ■ 

When expanding into international markets, coffee retailer Second cup got a jolt of 
efficiency from its global 3PL.
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it doesn’t take a fancy cape or mask to set things 

right for a shipper in a jam. A 3PL that pays careful 

attention to a customer’s requirements, tailors a creative 

solution, executes the strategy, tracks the results, 

and comes back with ideas for further improvement 

will stand out as a super hero in any shipper’s eyes.
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 usinesses emerged from a lingering depression in 2010 and early 2011 
with a pervading sense of optimism that the economy was improving. 

Inventory levels dropped, trucks moved, and capacity shrank. Industry 
began resurrecting old concerns about equipment shortages, driver attri-

tion, and rising transportation costs. Motor freight carriers began raising rates.
Then, economic forecasts started swirling again. Fuel prices soared. Job growth 

predictions slackened. And debate over the U.S. debt ceiling and potential conse-
quences raised fears of a new fiscal crisis. 

Now, U.S. businesses are hedging their bets – again.

When market conditions are either good 
or bad, there is always a burning platform 
for action. Businesses expand and capitalize, 
or contract and optimize. Economic uncer-
tainty, however, muddles decision-making. 

Corporate indecision often leads to 
supply chain complacency. In turn, reac-
tionary tactics curb forward-thinking 
strategic efforts. Companies bound by 
indifferent market forces risk the conse-
quences of missed opportunities. Others, 
unfettered from the shackles of decision-
making unease, count on 3PLs to save 
the day – or at the very least, a few dollars 
on transportation.

Over the past decade, shippers have 
increasingly turned to 3PL partners for lead-
ership, expertise, and guidance navigating 
supply chain complexity. But it’s during 
times like the present – when the near-
term outlook is filled with unknowns – that 
they prove their value by bringing 

clarity and confidence to otherwise waver-
ing customers. 

This year’s annual 3PL Perspectives mar-
ket insight report offers a comparative 
analysis of how logistics service providers 
and shippers fared during the past year. It 
also documents some of the groundwork 
gained and lessons learned – efforts that 
might prove to be invaluable collateral as 
3PLs and shippers enter a new period of eco-
nomic uncertainty.

WHAM! 3PLS PACk A PUNCH

The countercyclical nature of outsourc-
ing contributed to remarkable growth in 
the 3PL space during 2010, according to this 
year’s research. Service providers document 
a whopping increase in new customers, with 
89 percent building their client rosters by at 
least five percent, compared to 73 percent 
in 2010. By contrast, only three percent cite 
business attrition (seven percent in 2010).

3PL Perspectives Methodology
Every year, Inbound Logistics 
conducts an extensive survey of 
the 3PL market to explore how both 
3PLs and shippers are adapting to 
change and pushing the outsourcing 
needle in different directions. Our 
outreach effort comprises two parts.

First, IL solicits questionnaires 
from more than 400 3PLs, detailing 
the services they provide and their 

areas of expertise – geographically, 
functionally, and vertically. We 
also ask service providers to 
augment this empirical data 
with contextual insight about 
business during the past year, 
relationships with customers, and 
emerging outsourcing trends. 

Second, we poll more than 5,000 
targeted 3PL users with a similar 

series of questions to provide a 
counter-perspective of the different 
forces that are driving 3PL action 
and shaping the industry.

Inbound Logistics’ 3PL Perspectives 
juxtaposes these two points of 
view to provide a rich and robust 
overview of the trends impacting the 
3PL space, and how shippers and 
service providers are responding.

B 
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3PLs are leaving few links untouched 
in their quest to locate new customers. 
Retailers and manufacturers are likely tar-
gets, but service providers are also gaining 
traction selling to other intermediaries. 
Opportunities to leverage proprietary tech-
nologies, assets, carrier connections, and 
regional strengths have opened up new rev-
enue streams, especially among smaller 
3PLs. Freight brokers, as one example, see 
increasing demand for their services from 
shippers, carriers, and intermediaries trying 
to locate capacity as supply tightens.

An increase in customers has translated 
to sales and profit growth. 3PL respondents 
report considerable gains during the past 
year. Ninety-one percent of service provid-
ers grew sales by at least five percent, with 
one-third noting 20-percent increases. By 
comparison, 90 percent report profit growth 
in excess of five percent.  

Such a remarkable rebound in reve-
nue gains – compared to 2009 – is due in 
large part to organic business growth, with 
81 percent of 3PLs citing that as a primary 
reason, and only two percent referencing 
merger or acquisition activity. Seventeen 
percent report a combination of both. This 
data is on par with last year’s figures.

Most 3PLs credit improving economic 
conditions for these positive gains – even as 
the threat of a double-dip recession tempers 
current optimism. All indications sug-
gest 3PLs are practicing what they preach 
by reducing their own expenses while also 
expanding sales efforts. 

With regards to profitability, one sur-
vey respondent cites “tighter cost control 
measurements and improved efficiencies.” 
Another 3PL explains that its customer 
base of small and medium-sized businesses 
shrank this year because of downsizing and 
bankruptcy, but that it has increased rev-
enue “by expanding service offerings and 
growing with existing clients” – a common 
response from other 3PLs.

Larger service providers with multiple 
operating divisions across modes, regions, 
and functions are cross-selling services to 
“corporate” customers, unlocking new value 
and, in some cases, reducing complexity 
with integrated logistics solutions. Others 
are focusing on vertical strengths and 

working back through the supply chain to 
mine new business opportunities.

It isn’t all about strategy. 3PLs also report 
that they are increasing sales staff and hir-
ing new agents, as well as conducting 
tried-and-true telemarketing blitzes to cus-
tomers new and old.

By and large, 3PLs don’t rate “find-
ing customers” or “making a profit” as top 
challenges in today’s market, with only 20 
percent and 40 percent, respectively, indi-
cating as much. Instead, logistics service 
providers are following the lead of their cus-
tomers. They are evolving with, learning 
from, and responding to demand.

POOF! MORPHINg WITH DEMAND

The past few years have seen a recurring 
shift in how third-party logistics providers 
position their assets to meet market need 
(see 3PLs: Behind the Mask, page 76). In 2011, 
52 percent of surveyed 3PLs indicate they 
operate as non-asset-based service providers, 
with 48 percent identifying their business 
structure as asset-light or non-asset-based. 
They can be both.

3PLs have a competitive interest in 
how they shape and brand their capabili-
ties – sometimes as objective freight brokers 
and DC managers, other times as capacity-
flush carriers and warehouses. Those that 
identify themselves as both have the lux-
ury of morphing from one to the other as 
market conditions dictate. In 2010, only 
12 percent of 3PLs passed as purely asset-
based providers. This year, with capacity 
constraints potentially looming, that num-
ber grew to 16 percent.

Private-fleet shippers, carriers, and 3PLs 
alike feel economic pressure to streamline 
assets to match demand. Some are offload-
ing equipment and facilities entirely, and 
concentrating investments in logistics tech-
nology and talent. As in years past, others 
are spinning off logistics divisions as sep-
arate operating units – offering customers 
the flexibility of selecting a fully integrated 
transportation/distribution solution or 
siloed supply chain capabilities.

Asset-based providers build value around 
core transportation and warehousing func-
tions. By contrast, non-asset-based 3PLs 
manufacture solutions that are largely 
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driven by technology and intellectual 
property. Freight brokers, forwarders, con-
sultants, IT companies, materials handling 
integrators, manufacturers – even healthcare 
providers – have all made inroads into the 
outsourcing space largely because they have 
functional expertise and there is demand. 

The ubiquity of Software-as-a-Service 
technology deployments has similarly 
enabled service providers of all types and 
sizes to expand their value propositions by 
providing executable solutions. It’s no lon-
ger simply a matter of matching a shipper’s 
LTL need with available carriers in a specific 

76  Inbound Logistics • July 2011

Inbound Logistics’ annual 3PL Perspectives market insight report collects 
a wealth of information about the 3PL industry, and in particular logistics 
service providers. over the past decade, the efficacy of functional outsourcing 
has triggered an explosion of new 3PLs that spans the gamut of logistics and 
supply chain capabilities.

Having evolved from “meat and potatoes” logistics disciplines, the 
industry — like outsourcing — continues to add layers of value in terms of 
services, vertical expertise, and technology. transportation and warehousing 
are still core, but a new breed of non-asset-based service providers is making 
its presence felt.

these specialized 3PLs leverage technology and talent to drive their 
business proposition. Investments in transportation and warehouse 
management systems, optimization tools, and freight bill auditing 
software empower them to identify problems and execute solutions. 
Asset-based 3PLs, too, are using transportation and logistics technology 
to deliver fully integrated supply chain services that pair capacity with 
strategic competency.

What the 3PL industry has accomplished in terms of raising the profile and 
importance of supply chain and logistics is more telling. demand-sensitive, 
fast-moving consumer product goods, electronics, food and beverage, and 
automotive companies are mature outsourcing practitioners that still derive 
great value working with 3PLs. But a new crop of more specialized industries 
and companies that includes furniture, cosmetics, and renewable energy 
is beginning to reap the same benefits as they adopt and adapt industry 
best practices. 

the 3PL space is a dynamic representation of the unique challenges 
shippers encounter, and capabilities they require, while navigating an 
increasingly global and complex supply chain.

aSSeT-baSed or 
NoN-aSSeT baSed

non-asset based  52%

Asset-based  16%

Both  32%

CerTIFICaTIoNS
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Lean  20%

Six Sigma  18%
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lane, then comparing rates. Shippers expect 
3PLs to collect and archive this information, 
dissect it, filter it out to necessary parties, 
and provide fodder for further tactical and 
strategic improvement.

In some instances 3PLs, and IT compa-
nies moonlighting as 3PLs, lure customers 

by dangling managed-technology solutions 
with IT sophistication and expert execution. 
Among surveyed 3PLs, 36 percent identify 
this as an important strategy to help ship-
pers cope with increasing complexity.

More telling, 55 percent of service provid-
ers cite technology investment as the most 
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verTICal SPeCIalIzaTIoN

consumer Product Goods (cPG)  81%

electronics  72%

Food & Beverage  69%

Automotive  67%

Footwear/Apparel/Textiles  65%

construction & Building Materials  64%

Healthcare  64%

Pharmaceuticals  55%

Grocery  55%

chemicals  54%

Furniture  53%

cosmetics  48%

Agriculture  42%

Aerospace  40%

renewable energy (wind & solar)  35%

Trade Show  33%

Oil & Gas  28%

loGISTICS ServICeS & CaPabIlITIeS

Inbound Logistics  92%

Integrated Logistics  79%

Inventory Management  72%

Lead Logistics Provider/4th-Party Logistics  72%

JIT  72%

Vendor Management  69%

Logistics Process reengineering  62%

Payment Auditing/Processing  53%

Product Life cycle Management  47%

Global Trade Services  43%

WareHouSING ServICeS & CaPabIlITIeS

crossdocking  82%

Pick/Pack, Subassembly  73%

Fulfillment  72%

Vendor Managed Inventory  64%

Location Services (site selection, real estate)  47%

Dc Management  39%

TraNSPorTaTIoN ServICeS & CaPabIlITIeS

Truckload  94%

LTL  90%

Intermodal  84%

Air cargo  69%

rail  68%

Dedicated contract carriage  67%

Ocean  62%

Small Package  55%

Bulk  50%

Final Mile  49%

equipment/Drivers  40%

Fleet Acquisition  15%

SPeCIal ServICeS

Logistics/Transportation consulting  87%

Direct to Store  79% 

reverse Logistics  77%

Import/export/customs  69%

Marketing/customer Service  48%

contingency/crisis Planning  44%

Labor Management  40%

Global expansion (sourcing/selling)  30%

Direct to Home  26%

Security Analysis  26%

TeCHNoloGy oFFerINGS

TMS  76%

Optimization  61%

WMS  57%

Freight Payment/claims/Auditing  39%

reverse Logistics  37%

Sustainability  36% 

rFID  35%

Vendor Management  33%

Global Trade Management  25%

erP  20%

Demand Management  15%
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important challenge they face today, second 
only to rising costs (62 percent).

Transportation management is where 
shippers and 3PLs mine the most valuable 
returns. Consequently, 76 percent of sur-
veyed service providers indicate they are 
investing in Transportation Management 
Systems – proprietary or hosted – followed 
by optimization solutions (61 percent), 
and Warehouse Management Systems 
(57 percent).

Freight payment/claims/auditing soft-
ware, which 39 percent of service providers 
offer, is another way intermediaries can ana-
lyze transportation performance and help 
shippers explore different approaches to 
reduce spend and increase efficiency.

WHOOSH! IT’S A BIRD! 

IT’S A PLANE! IT’S A 3PL!

One great advantage that 3PLs provide is 
their capacity to leap global divides in one 
seamless bound. For small companies work-
ing with a contract manufacturer in China’s 
hinterland, or larger boutique brands look-
ing to establish a retail presence on Dubai’s 
“high street,” logistics service providers have 
the resources to help businesses manage 
cross-continent supply chains without the 

risk and cost of going it alone. 
The idea of a “global 3PL” is increasingly 

passé given the breadth of international 
resources and capabilities many intermedi-
aries already have. To point, only 23 percent 
of 3PLs identify global coverage as a chal-
lenge in today’s market.

That said, outsourcing ultimately begins 
at home. As in last year’s data, 88 percent 
of surveyed 3PLs serve the North American 
market, while only 15 percent operate in 
the United States exclusively. Shippers dis-
play a similar and expected pattern, with 
51 percent outsourcing in North America 
and 43 percent in the United States alone 
(See FIGure 1).

Asia remains the top offshore target for 
both 3PLs and 3PL users, with 54 percent 
and 28 percent responding in kind. Europe 
follows at 53 percent and 19 percent, respec-
tively, then Southeast Asia and India with 
47 percent and 15 percent. The top three 
regions where 3PLs provide global services 
match up with where shippers are most 
likely to outsource. 

The Middle East/North Africa is an 
emerging target for 3PLs, but not ship-
pers, because it is a growing distribution 
hub along the Suez trade. South America 

FIGure 1  Geographic Scope
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remains close to home for many U.S. manu-
facturers and retailers that have homegrown 
operations in-country. Only 12 percent are 
using 3PLs in that area. Interestingly, only 
28 percent of 3PLs view nearshoring as a 
viable strategy.

Globetrotting 3PLs have always derived 
great value by following and leading ship-
pers into new locations around the world – as 
a means to facilitate offshore sourcing and 
manufacturing activity, as well as help cus-
tomers grow new selling opportunities in 
burgeoning middle-class markets. U.S. man-
ufacturers and retailers rely on 3PLs to 
manage transportation and logistics opera-
tions around the world where cultural and 
operational variables, labor uncertainty, and 
lack of business sophistication and standards 
make outsourcing a preferable strategy. That 
remains a primary driver.

Beyond geographic scope and physical 
presence, 3PLs are adapting their technol-
ogy infrastructure with borders in mind. 
Operating offshore is a challenge for U.S. 
businesses. So is customs compliance, secu-
rity protocol, and communication among 
suppliers, manufacturers, local carriers, 
and consignees. 

One-quarter of surveyed 3PLs provide 
customers with global trade management 
technology – a necessity when navigating 
complicated compliance requirements that 
require soliciting important shipment infor-
mation from hard-to-reach vendors and 
contract manufacturers, then communicat-
ing that documentation to local authorities. 
That’s essentially what U.S. Customs and 
Border Protection’s Importer Security Filing 
mandate now requires.

In terms of services, import/export cus-
toms is the most common among 3PLs, 
with 69 percent providing this capability, 
followed by global trade services (43 per-
cent), and global expansion/sourcing and 
selling (30 percent). The latter competency 
is an emerging area for U.S. business growth 
after years of domestic manufacturing and 
export sluggishness. 

Among shippers responding to IL’s poll, 
29 percent cite “expanding to new mar-
kets” as a challenge, topped only by “cutting 
transport costs” and “improving customer 
service” (See FIGure 2).

The fall of the U.S. dollar comparative to 
other global currencies has increased the 
attractiveness of American-made products. 

FIGure 2  Greatest Challenges
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3PL PERSPECTIVES 2011

In a tepid economy where recovery has 
been glacially slow, businesses that have 
the wherewithal to grow their brands and 
market share in other countries are doing 
so – and 3PLs are helping to pave the way for 
these inroads.

But as much as shippers favor 3PLs that 
can help them negotiate the complexities 
of operating in, and shipping to and from, 
other parts of the world, service providers 
are equally game to find willing courtiers. 
Every global success becomes a stepping 
stone to another.

THWACk! SOARINg COSTS, 

SINkINg CONFIDENCE

On the whiplash end of a devastating 
recession, companies are now wary that the 
apocalyptic horseman might lay another 
one down on the U.S economy. But the way 
shippers and 3PLs have been working col-
laboratively over the past year indicates 
some optimism that industry has leaned 
itself to a point where it will be able to react 
more positively to change.

3PLs are well-rehearsed in rescuing 
companies that are stressed by market pessi-
mism. They feel shared pain, but also work 
toward shared savings and gains. 

An overwhelming majority of both 
3PLs (79 percent) and shippers (74 percent) 
identify “reducing transport costs” as the 
greatest challenge for outsourcers.  

Lengthening supply lines and highly vol-
atile fuel prices place great pressure on both 
shippers and service providers to be more 
efficient. Technology plays a major role in 
how businesses collect and analyze data, 
then leverage visibility and communication 
to make better decisions. This impacts how 
well a shipper forecasts demand, positions 
inventory, and ultimately transports prod-
uct at every stage in the supply chain. 

Corporate social responsibility has a 
direct impact as well. The green move-
ment has engendered a great deal of support 
among 3PLs, shippers, and carrier partners 
to work more collaboratively and reduce 
carbon footprints, emissions, and unneces-
sary energy usage – all of which collectively 
reduce transportation costs.

More than half of surveyed 3PLs are EPA 
Smartway Partners, which is remarkable 
considering that non-asset-based service 
providers are in the majority. This means 
that even intermediaries that broker trans-
portation are using green standards to 
measure and reward carrier performance. 
It also demonstrates the importance some 
shippers place on sustainability compliance 
when selecting 3PL and carrier partners.

Perhaps the greatest transportation shift 
over the last few years, however, is the grow-
ing efficacy and acceptance of intermodal 
solutions. In 2011, 84 percent of 3PLs say 
they provide services that facilitate freight 
movement between modes. More telling, 
47 percent view intermodal transportation 
as the most significant outsourcing strategy 
in the industry today – topping the list. 

As long as capacity, transportation costs, 
and sustainability remain latent concerns, 
and railroads, carriers, and 3PLs continue 
investing in the necessary equipment, 
services, and infrastructure to make trans-
shipment between modes more accessible 
and convenient, intermodal usage will grow.

Beyond mode, transportation and logis-
tics spend is often derivative of other supply 
chain successes and failures. For example, 
sourcing and procurement strategies, ware-
house efficiency, and site selection affect 
inbound and outbound moves. Apart from 
reducing costs and expanding global pres-
ence, 3PLs report that shippers’ other 
greatest challenges are “reducing inventory” 
(48 percent) and “business process improve-
ment” (42 percent). 

Better matching supply to demand 
will always be on a 3PL’s to-do list when 
engaging a new customer. Shippers have 
every incentive to know their customers 
better so they can scale production, pur-
chasing, and inventory accordingly. In a 
sluggish economy with fickle and unpre-
dictable spending, it’s a tricky proposition. 
Many retailers and wholesalers are replen-
ishing less at the risk of carrying too much 
stock. Others are carrying more just in 
case demand spikes. Inventory strategies 
are predicated by business type, demand 
responsiveness, and product throughput.
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3PL PERSPECTIVES 2011

But companies are taking a second look at 
where they site distribution facilities. After 
intermodal transportation, 3PLs report that 
DC network realignment is the second most-
favored strategy in today’s market along 
with 4PL/LLP partnerships (43 percent), 
followed by demand-driven logistics (42 per-
cent). With so much change in the supply 
chain – from sourcing locations to new con-
sumer markets – shippers have to keep DC 
networks fluid and adaptable. 

Many companies have opted to site 
smaller facilities, decentralize distribu-
tion footprints, or outsource warehousing 
responsibility entirely to reduce transpor-
tation mileage and corollary costs. Having 
a 3PL manage a distribution operation is 
often a preferred option because the ser-
vice provider can optimize functions and 
drive down costs. It can execute demand-
driven logistics principles, as an example, 
and create greater efficiencies upstream 
and downstream in the supply chain. This 
is where 3PLs leverage business process 
improvements to grow their relationships 
with customers. 

3PLs always want to get more involved in 
the inner machinations of a shipper’s sup-
ply chain because it opens new doors to 
deeper business process change. Engaging 
customers with sophisticated supply chain 

strategies such as demand-driven logistics, 
or taking on the role of a lead logistics pro-
vider, only builds stronger partnerships. 
Ultimately, that’s the best strategy for deal-
ing with economic uncertainty.

POW! THE POWER OF ONE OR MORE

Apart from creating new sales opportu-
nities through global expansion, shipper 
priorities revolve around costs, customer ser-
vice, and quality – in that order – according 
to this year’s survey respondents. 

Specifically, 3PL users overwhelmingly 
value customer service (79 percent) over cost 
(21 percent) – even with so much pressure to 
squeeze out supply chain spend. To point, 
50 percent of shippers cite “poor customer 
service” as the primary reason for broken 
3PL partnerships, followed by “failed expec-
tations” (25 percent), then cost (10 percent) 
(See FIGure 3).

Logistics service providers natu-
rally see it differently. They cite “failed 
expectations” as the number-one reason 
partnerships don’t succeed (44 percent), 
with “poor customer service” a distant 
second at 19 percent. “Cost” is a contrib-
uting factor according to only six percent 
of respondents. 

There is a natural irony, perhaps hubris, 
given the fact that 3PLs don’t consider cus-

tomer service a concern for 
their customers, or a reason 
why outsourcing partner-
ships often fall apart. But 
the anomaly reveals how 
important it is for 3PLs 
and customers to estab-
lish expectations and set 
measurable benchmarks 
when they enter outsourc-
ing agreements. 

Shippers appreciate the 
importance of delivering 
exceptional quality and ser-
vice to their customers – at 
all costs – preserving the 
value chain between supply 
and demand. It’s a premium 
that can’t be measured sim-
ply by price.

FIGure 3  What is the number-one reason 
for a failed 3Pl partnership?
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WHEN EVERY SECOND COUNTS, 
COUNT ON AIRNET

AIRNET: MORE PLANES, MORE FLIGHTS, MORE OPTIONS

When it’s more than just cargo, you need more than a shipping company. 
You need AirNet. AirNet is the leading provider of expedited and special-
ized transportation solutions. Our customized shipping solutions leverage 
the most extensive transportation network available to offer you unmatched 
scheduling flexibility with the latest departures and earliest arrivals.

AirNet can provide the appropriate aircraft for service to any location at any 
time – for a single package or an entire planeload. Our dedicated charter 
center, with aircraft available throughout the nation, ensures rapid response.

For information on making AirNet your partner in customized transportation, 
email solutions@airnet.com or call 888-888-TIME (8463).

The leading provider of expedited and specialized transportation solutions.
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Shippers also recognize that outsourcing 
is adaptable. Businesses turn to specialized 
transportation, warehousing, and logistics 
service providers when it becomes apparent 
that managing non-core functions is a poor 
use of resources. It can be an all-or-noth-
ing corporate-wide effort, or a strategic shift 
addressing a specific problem area. Some 
companies are outsourcing more. Others 
are investing in new technologies, busi-
ness practices, and talent that allow greater 
flexibility to effect change internally, then 
partner with 3PLs as necessary.

Given the proliferation of best-of-breed 
3PLs with niche functional expertise, ship-
pers are more inclined to partner with 
multiple service providers. 

This year, 21 percent of 3PLs indicate 
customers should partner with more than 
one service provider, while only 11 percent 
feel customers should work with one part-
ner (See FIGure 4). In 2010, only 19 percent 
leaned toward multiple partners.

3PLs understand where and how they 
can provide value to customers. But they 
also recognize that shippers have greater 
flexibility and opportunity to localize spe-
cific needs and match outsourcing partners 
accordingly. The supply chain has become 
so integrated with 3PLs partnering together, 
and with carriers and IT companies, that 
shippers naturally tend to compartmental-
ize outsourcing. The re-emerging efficacy of 

4PLs and LLPs reinforces this trend. 
Shippers responding to the same question 

are more entrenched in their preferences, 
with 26 percent favoring only one 3PL part-
ner and 33 percent using multiple 3PLs. This 
data tracks with last year’s responses. That 
said, when asked how many 3PLs they use, 
77 percent indicate working with multi-
ple partners. 

Such adaptability bodes well for the 3PL 
space. Shippers value partners that create 
balance between core and non-core busi-
ness interests, understanding that when and 
if logistics and supply chain challenges sur-
face, they have multiple options to choose 
from. This creates a healthy, dynamic, and 
competitive market for transportation and 
logistics services. 

BAM! IL’S 2011 TOP 100 3PLS

From this sweeping overview of the 
3PL segment, we concentrate our focus 
on the 2011 Top 100 3PLs as selected by 
IL editors – a composite list of logistics ser-
vice providers ranging from the venerable 
old guard to a new collection of indus-
try leaders.

Inbound Logistics’ Top 100 3PL Providers 
list (next page) pulls the mask off logistics 
service providers that excel at what they 
do. This annual directory presents a diverse 
group of 3PLs that IL editors consider the 
leaders in the industry, reflecting a broad 
prism of transportation and logistics capa-
bilities that match unique shipper demands. 

Pulling together this roster of Top 100 
3PLs demands a great deal of due diligence. 
More than 250 companies submitted ques-
tionnaires for consideration this year, and IL 
editors conducted a careful analysis through 
surveys, phone interviews, and online 
research to qualify and vet these selections. 

After you process 3PL Perspectives and 
pick apart the Top 100 list, we would like to 
know what you think. Does the informa-
tion we provide serve as a resource for your 
business? Does it support trends you see in 
your own day-to-day operations? Email us: 
editor@inboundlogistics.com

FIGure 4  Should Customers 
Generally Partner With one 
3Pl or More Than one?
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EXCEPTIONAL RANGE OF SERVICES:
Innovative supply chain solution  ●

development
Advanced 3PL distribution and ful� llment  ●

services
High-speed, high-accuracy Pick and Pack ●

High-speed receiving and shipping sortation ●

Fully automated rapid cross-dock capabilities ●

Reverse logistics, returns and exchange  ●

management
Automated E-commerce ful� llment ●

Customized Value added services ●

LOOKING FOR HIDDEN VALUE IN YOUR SUPPLY CHAIN?

WILL DISCOVER VALUE 
 AND DRIVE DOWN COSTS
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ASSET/AREA KEy

20113PL3PLPROVIDERSPROVIDERS 

A Asset-based

N Non-asset Based

B Both

◗ Asia Only

■ Europe Only

◆ U.S. Only

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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3PD  
3pd.com 877-373-7874

N l l l l l CONS, CPG, ELEC, APP, FURN, HEALTH l l l l l l l l l l l l l l l l l l l l l l

A&R Logistics 
arlogistics.net 800-542-8058

B ◗ l ■ l l l l l
AGRI, AUTO, CHEM, CONS, CPG, 
F&B, APP, FURN, GROC, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

A.N. Deringer  
anderinger.com 888-612-6239

N l ■ l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, 
COS, ELEC, F&B, APP, FURN, GROC l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Access America Transport 
accessamericatransport.com 866-466-1671

N l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l

ADS Logistic Services 
adslp.com 877-237-1330

B l l l l l l l
AUTO, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

AFN  
loadafn.com 877-LOAD-AFN

N l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l

Agility 
agilitylogistics.com 714-617-6300

N l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Americold 
americoldrealty.com 888-808-4877

B ◗ l l l l l l l AGRI, CPG, F&B, GROC, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

APL Logistics  
apllogistics.com 866-896-2005

N l l l l l l l l l l
AUTO, CHEM, CPG, COS, ELEC, 
F&B, APP, GROC, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Aspen Logistics  
aspenlogistics.com 800-741-7360

A ◆ l l l l
CPG, COS, F&B, APP, FURN, 
GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Barrett Distribution Centers 
barrettdistribution.com 800-279-1801

B ◆ l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

BDP International 
bdpinternational.com 215-629-8900

N l l l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Bender Group  
bendergroup.com 800-621-9402

A l l l l l l l AUTO, CPG, ELEC, F&B l l l l l l l l l l l l l l l l l l l l l l l l l

Big Dog Logistics 
bigdoglogistics.com 713-996-8171

B l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, HEALTH, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

BNSF Logistics 
bnsflogistics.com 817-917-4134

N l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CPG, COS, ELEC, 
F&B, APP, FURN, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l

C.H. Robinson Worldwide 
chrobinson.com 800-323-7587

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l
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vertical 
Specialization 

KEy

 AERO Aerospace
 AGRI Agriculture
 APP Apparel & Textile
 AUTO Automotive
 CHEM Chemicals
 CONS Construction & Building Mat’ls

 COS Cosmetics
 CPG Consumer Packaged Goods
 ELEC Electronics
 ENER Renewable Engergy
 F&B Food & Beverage
 FURN Furniture

 GROC Grocery
 HEALTH Healthcare
 OIL Oil & Gas 
PHARMA  Pharmaceuticals
 TRADE Trade Show
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3PD  
3pd.com 877-373-7874

N l l l l l CONS, CPG, ELEC, APP, FURN, HEALTH l l l l l l l l l l l l l l l l l l l l l l

A&R Logistics 
arlogistics.net 800-542-8058

B ◗ l ■ l l l l l
AGRI, AUTO, CHEM, CONS, CPG, 
F&B, APP, FURN, GROC, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

A.N. Deringer  
anderinger.com 888-612-6239

N l ■ l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, 
COS, ELEC, F&B, APP, FURN, GROC l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Access America Transport 
accessamericatransport.com 866-466-1671

N l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l

ADS Logistic Services 
adslp.com 877-237-1330

B l l l l l l l
AUTO, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

AFN  
loadafn.com 877-LOAD-AFN

N l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l

Agility 
agilitylogistics.com 714-617-6300

N l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Americold 
americoldrealty.com 888-808-4877

B ◗ l l l l l l l AGRI, CPG, F&B, GROC, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

APL Logistics  
apllogistics.com 866-896-2005

N l l l l l l l l l l
AUTO, CHEM, CPG, COS, ELEC, 
F&B, APP, GROC, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Aspen Logistics  
aspenlogistics.com 800-741-7360

A ◆ l l l l
CPG, COS, F&B, APP, FURN, 
GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Barrett Distribution Centers 
barrettdistribution.com 800-279-1801

B ◆ l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

BDP International 
bdpinternational.com 215-629-8900

N l l l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Bender Group  
bendergroup.com 800-621-9402

A l l l l l l l AUTO, CPG, ELEC, F&B l l l l l l l l l l l l l l l l l l l l l l l l l

Big Dog Logistics 
bigdoglogistics.com 713-996-8171

B l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, HEALTH, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

BNSF Logistics 
bnsflogistics.com 817-917-4134

N l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CPG, COS, ELEC, 
F&B, APP, FURN, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l

C.H. Robinson Worldwide 
chrobinson.com 800-323-7587

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l
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3PL3PLPROVIDERSPROVIDERS 
ASSET/AREA KEy

A Asset-based

N Non-asset Based

B Both

◗ Asia Only

■ Europe Only

◆ U.S. Only

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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Cardinal Logistics 
cardlog.com 888-786-6125

B ◆ l l l l
AGRI, AUTO, CHEM, CONS, CPG, ELEC, 
F&B, APP, FURN, GROC, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

CaseStack  
casestack.com 310-473-8885

N l l l l l l l l l
CHEM, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH  l l l l l l l l l l l l l l l l l l l l l l l

Caterpillar Logistics Services 
logistics.cat.com 630-743-4101

N l l l l l l l l l l l l AERO, AGRI, AUTO, CHEM, CPG, APP, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

CEVA Logistics 
cevalogistics.com 832-348-4500

N l l l l l l l l l l l l
AERO, AUTO, CONS, CPG, COS, ELEC, APP, 
FURN, HEALTH, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

ChemLogix  
chemlogix.com 630-579-8200

N l l l l l l l CHEM  l l l l l l l l l l l l l l l l l l l l l l l

Columbian Logistics Network 
columbianlogistics.com 616-514-6008

B l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Comprehensive Logistics  
complog.com 800-734-0372

N l l l l l l l AERO, AUTO, CPG, ELEC l l l l l l l l l l l l l l l l l l l l l l l l l

Corporate Traffic 
corporate-traffic.com 800-787-2334

B l l l l l l l l l
AGRI, AUTO, CONS, CPG, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l

Crowley Logistics  
crowley.com 904-727-2122

B l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, 
COS, ELEC, F&B, APP, FURN, GROC, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

CRST Logistics  
crstlogistics.com 319-390-6213

N l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l

CT Logistics 
ctlogistics.com 216-267-2000

B ■ l l l l l l l AUTO, CHEM, CONS, CPG, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l

CTSI-Global 
ctsi-global.com 901-766-1500

N l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, ENER, TRADE  l l l l l l l l l l l l l

Damco 
damco.com 973-514-5000

B l l l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Distribution Technology  
distributiontechnology.com 704-587-5587

A l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

DSC Logistics 
dsclogistics.com 847-390-6800

B l l l l l l l
CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Dupré Logistics  
duprelogistics.com 800-356-3659

B l l l l l l AGRI, AUTO, CHEM, CONS, CPG, F&B, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Echo Global Logistics 
echo.com 312-276-3222

N l l ■ l l l l l l l F&B, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l

England Logistics 
englandlogistics.com 801-656-4718

B l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, ELEC, F&B, 
APP, FURN, GROC, HEALTH, OIL, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Evans Distribution Systems 
evansdist.com 313-388-3200

B l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, 
ELEC, F&B, APP, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Exel/DHL Supply Chain 
exel.com 877-272-1052

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, PHARMA, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Expeditors 
expeditors.com 206-674-3400

N l l l l l l l l l l l l
AERO, AUTO, CHEM, CPG, COS, ELEC, 
APP, FURN, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l
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vertical 
Specialization 

KEy

 AERO Aerospace
 AGRI Agriculture
 APP Apparel & Textile
 AUTO Automotive
 CHEM Chemicals
 CONS Construction & Building Mat’ls

 COS Cosmetics
 CPG Consumer Packaged Goods
 ELEC Electronics
 ENER Renewable Engergy
 F&B Food & Beverage
 FURN Furniture

 GROC Grocery
 HEALTH Healthcare
 OIL Oil & Gas 
PHARMA  Pharmaceuticals
 TRADE Trade Show

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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Cardinal Logistics 
cardlog.com 888-786-6125

B ◆ l l l l
AGRI, AUTO, CHEM, CONS, CPG, ELEC, 
F&B, APP, FURN, GROC, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

CaseStack  
casestack.com 310-473-8885

N l l l l l l l l l
CHEM, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH  l l l l l l l l l l l l l l l l l l l l l l l

Caterpillar Logistics Services 
logistics.cat.com 630-743-4101

N l l l l l l l l l l l l AERO, AGRI, AUTO, CHEM, CPG, APP, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

CEVA Logistics 
cevalogistics.com 832-348-4500

N l l l l l l l l l l l l
AERO, AUTO, CONS, CPG, COS, ELEC, APP, 
FURN, HEALTH, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

ChemLogix  
chemlogix.com 630-579-8200

N l l l l l l l CHEM  l l l l l l l l l l l l l l l l l l l l l l l

Columbian Logistics Network 
columbianlogistics.com 616-514-6008

B l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Comprehensive Logistics  
complog.com 800-734-0372

N l l l l l l l AERO, AUTO, CPG, ELEC l l l l l l l l l l l l l l l l l l l l l l l l l

Corporate Traffic 
corporate-traffic.com 800-787-2334

B l l l l l l l l l
AGRI, AUTO, CONS, CPG, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l

Crowley Logistics  
crowley.com 904-727-2122

B l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, 
COS, ELEC, F&B, APP, FURN, GROC, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

CRST Logistics  
crstlogistics.com 319-390-6213

N l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l

CT Logistics 
ctlogistics.com 216-267-2000

B ■ l l l l l l l AUTO, CHEM, CONS, CPG, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l

CTSI-Global 
ctsi-global.com 901-766-1500

N l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, ENER, TRADE  l l l l l l l l l l l l l

Damco 
damco.com 973-514-5000

B l l l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Distribution Technology  
distributiontechnology.com 704-587-5587

A l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

DSC Logistics 
dsclogistics.com 847-390-6800

B l l l l l l l
CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Dupré Logistics  
duprelogistics.com 800-356-3659

B l l l l l l AGRI, AUTO, CHEM, CONS, CPG, F&B, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Echo Global Logistics 
echo.com 312-276-3222

N l l ■ l l l l l l l F&B, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l

England Logistics 
englandlogistics.com 801-656-4718

B l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, ELEC, F&B, 
APP, FURN, GROC, HEALTH, OIL, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Evans Distribution Systems 
evansdist.com 313-388-3200

B l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, 
ELEC, F&B, APP, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Exel/DHL Supply Chain 
exel.com 877-272-1052

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, FURN, GROC, PHARMA, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Expeditors 
expeditors.com 206-674-3400

N l l l l l l l l l l l l
AERO, AUTO, CHEM, CPG, COS, ELEC, 
APP, FURN, HEALTH, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l
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ASSET/AREA KEy

A Asset-based

N Non-asset Based

B Both

◗ Asia Only

■ Europe Only

◆ U.S. Only

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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FAC Logistics 
faclogistics.com 252-407-2091 

B ◗ l l l l F&B  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

FedEx SupplyChain 
fedex/us/supply-chain.com 469-524-6938

B l l ■ l l l l l l l AUTO, ELEC, HEALTH  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Genco ATC 
gencoatc.com 800-378-9671

N l l l l l l
CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l

Geodis Wilson 
geodiswilson.com 732-362-0647

N l l l l l l l l l l l
AERO, AUTO, CHEM, CONS, CPG, COS, ELEC, 
APP, FURN, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Greatwide Logistics Services  
greatwide.com 800-798-5988

B l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, 
ELEC, F&B, APP, GROC  l l l l l l l l l l l l l l l l l l l l l l l l l

Hellmann Worldwide Logistics  
hellmann.net 800-999-9905

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, GROC, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Inmar 
inmar.com 866-440-6917

N l l l l l
AUTO, CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, PHARMA  l l l l l l l l l l l l l

J.B. Hunt Transport Services  
jbhunt.com 800-643-3622

B l l l l l l l
AGRI, AUTO, CONS, CPG, COS, ELEC, F&B, APP, 
FURN, GROC, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Jacobson Companies 
jacobsonco.com 800-636-6171

B l l l l l l l l l l l l
AGRI, CHEM, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Johanson Transportation Service 
johansontrans.com 800-742-2053

N l ■ l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, HEALTH, PHARMA, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l

Kane Is Able  
kaneisable.com 888-356-KANE

A ◆ l l l l l l CPG, F&B, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l

Kelron Logistics 
kelron.com 800-668-3785

N l l l l l l l AGRI, AUTO, CHEM, CPG, ELEC, F&B, GROC, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Kenco Logistic Services 
kencogroup.com 800-758-3289

B l l l l l l
AGRI, AUTO, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Kontane Logistics 
kontanelogistics.com 843-352-0011

N l l l l l l AUTO, CHEM, CPG, ELEC, APP, ENER  l l l l l l l l l l l l l l l l l l l l l l

Kuehne + Nagel  
kuehne-nagel.com 203-578-4460

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Landstar System  
landstar.com 877-696-4507

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CPG, COS, ELEC, F&B, 
APP, FURN, HEALTH, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

LeSaint Logistics 
lesaint.com 866-KNOW-3PL

B ◆ l l l l l
CHEM, CPG, COS, ELEC, F&B, APP, 
FURN, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

LINC Logistics Company 
4linc.com 888-334-LINC

B ■ l l l l l AERO, AGRI, AUTO, CPG, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Logistics Management Solutions (LMS) 
lmslogistics.com 800-355-2153

N l l l l l l l AGRI, CHEM  l l l l l l l l l l l l l l l l l l l l l l l l l l

Lynden 
lynden.com 888-596-3361

A l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, GROC, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

LynnCo Supply Chain Solutions  
lynnco-scs.com 800-424-3952

N l l l l l l AGRI, AUTO, CONS, CPG, ELEC, OIL  l l l l l l l l l l l l l l l l l l l l l l
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vertical 
Specialization 

KEy

 AERO Aerospace
 AGRI Agriculture
 APP Apparel & Textile
 AUTO Automotive
 CHEM Chemicals
 CONS Construction & Building Mat’ls

 COS Cosmetics
 CPG Consumer Packaged Goods
 ELEC Electronics
 ENER Renewable Engergy
 F&B Food & Beverage
 FURN Furniture

 GROC Grocery
 HEALTH Healthcare
 OIL Oil & Gas 
PHARMA  Pharmaceuticals
 TRADE Trade Show

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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FAC Logistics 
faclogistics.com 252-407-2091 

B ◗ l l l l F&B  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

FedEx SupplyChain 
fedex/us/supply-chain.com 469-524-6938

B l l ■ l l l l l l l AUTO, ELEC, HEALTH  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Genco ATC 
gencoatc.com 800-378-9671

N l l l l l l
CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l

Geodis Wilson 
geodiswilson.com 732-362-0647

N l l l l l l l l l l l
AERO, AUTO, CHEM, CONS, CPG, COS, ELEC, 
APP, FURN, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Greatwide Logistics Services  
greatwide.com 800-798-5988

B l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, 
ELEC, F&B, APP, GROC  l l l l l l l l l l l l l l l l l l l l l l l l l

Hellmann Worldwide Logistics  
hellmann.net 800-999-9905

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, GROC, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Inmar 
inmar.com 866-440-6917

N l l l l l
AUTO, CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, PHARMA  l l l l l l l l l l l l l

J.B. Hunt Transport Services  
jbhunt.com 800-643-3622

B l l l l l l l
AGRI, AUTO, CONS, CPG, COS, ELEC, F&B, APP, 
FURN, GROC, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Jacobson Companies 
jacobsonco.com 800-636-6171

B l l l l l l l l l l l l
AGRI, CHEM, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Johanson Transportation Service 
johansontrans.com 800-742-2053

N l ■ l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, HEALTH, PHARMA, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l

Kane Is Able  
kaneisable.com 888-356-KANE

A ◆ l l l l l l CPG, F&B, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l

Kelron Logistics 
kelron.com 800-668-3785

N l l l l l l l AGRI, AUTO, CHEM, CPG, ELEC, F&B, GROC, OIL  l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Kenco Logistic Services 
kencogroup.com 800-758-3289

B l l l l l l
AGRI, AUTO, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Kontane Logistics 
kontanelogistics.com 843-352-0011

N l l l l l l AUTO, CHEM, CPG, ELEC, APP, ENER  l l l l l l l l l l l l l l l l l l l l l l

Kuehne + Nagel  
kuehne-nagel.com 203-578-4460

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Landstar System  
landstar.com 877-696-4507

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CPG, COS, ELEC, F&B, 
APP, FURN, HEALTH, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

LeSaint Logistics 
lesaint.com 866-KNOW-3PL

B ◆ l l l l l
CHEM, CPG, COS, ELEC, F&B, APP, 
FURN, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

LINC Logistics Company 
4linc.com 888-334-LINC

B ■ l l l l l AERO, AGRI, AUTO, CPG, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Logistics Management Solutions (LMS) 
lmslogistics.com 800-355-2153

N l l l l l l l AGRI, CHEM  l l l l l l l l l l l l l l l l l l l l l l l l l l

Lynden 
lynden.com 888-596-3361

A l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, GROC, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

LynnCo Supply Chain Solutions  
lynnco-scs.com 800-424-3952

N l l l l l l AGRI, AUTO, CONS, CPG, ELEC, OIL  l l l l l l l l l l l l l l l l l l l l l l

July 2011 • Inbound Logistics 93

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


2011

3PL3PLPROVIDERSPROVIDERS 
ASSET/AREA KEy

A Asset-based

N Non-asset Based

B Both

◗ Asia Only

■ Europe Only

◆ U.S. Only
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Mallory Alexander 
mallorygroup.com 800-257-8464

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, F&B, 
APP, HEALTH, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Matson Logistics 
matson.com 510-383-9423

N ◆ l l l l l l l CPG, COS, ELEC, F&B, APP, GROC l l l l l l l l l l l l l l l l l l l l l l l l l l l

Menlo Worldwide Logistics 
menloworldwide.com 866-466-3656

N l ■ l l l l l l l l
AERO, AUTO, CHEM, CPG, COS, ELEC, 
F&B, APP, GROC, HEALTH, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

MIq Logistics 
miq.com 913-696-7100

N l l l l l l l l l l l
AERO, AUTO, CONS, CPG, ELEC, 
APP, HEALTH, OIL, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

New Breed Logistics 
newbreed.com 866-463-9273

N ◗ ■ l l l l l l l l
AERO, AUTO, CONS, CPG, COS, 
ELEC, APP, HEALTH, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Nexus 
nexusdistribution.com 800-536-5220

B l l l l l l l AUTO, CONS, CPG, ELEC, F&B l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

NFI 
NFIindustries.com 866-219-7450

A l l l l l l l l l l l
AERO, CONS, CPG, ELEC, F&B, 
APP, GROC, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Odyssey Logistics 
odysseylogistics.com 203-448-3900

N l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, 
COS, APP, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l

OHL 
ohl.com 877-401-6400

N l l l l l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Panalpina  
panalpina.com 973-683-9000

N l l l l l l l l l l l l
AUTO, CHEM, CPG, COS, ELEC, APP, 
HEALTH, OIL, PHARMA, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Penske Logistics 
penskelogistics.com 800-529-6531

B ◗ ■ l l l l l l l l l
AERO, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Performance Team 
ptgt.net 866-775-5120

B ◗ ◆ l l l l l l
AUTO, CPG, COS, ELEC, F&B, APP, 
FURN, GROC, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Pilot Freight Services 
pilotdelivers.com 610-891-8100

N l l l l l l l l l l l l
AERO, AUTO, CHEM, CONS, CPG, ELEC, F&B, 
APP, FURN, HEALTH, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Port Jersey Logistics 
portjersey.com 609-860-1010

B l l l l l
AUTO, CPG, COS, ELEC, F&B, APP, FURN, 
GROC, HEALTH, PHARMA, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Regal Logistics 
regallogistics.com 866-300-5580

A l l l l l l l CPG, ELEC, APP l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

RMX Global Logistics 
rmxglobal.com 888-824-7365

A l l l l l AGRI, CONS, CPG, F&B, GROC, OIL  l l l l l l l l l l l l l l l l l l l l

RR Donnelley 
rrdonnelley.com/logistics 888-SHIP-RRD

N l l l l l l l l l l l
AUTO, CONS, COS, ELEC, F&B, APP, FURN, 
GROC, HEALTH, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

RSI Logistics  
rsilogistics.com 517-908-3646

B l l l l AGRI, CHEM, CONS, OIL, ENER  l l l l l l l l l l l l

Ruan  
ruan.com 866-782-6669

B l l l l l
AERO, AGRI, AUTO, CHEM, CONS, 
CPG, F&B, FURN, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Ryder Supply Chain Solutions 
ryderscs.com 888-887-9337

N ◗ ■ l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, ELEC, 
F&B, APP, FURN, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Saddle Creek Corporation 
saddlecrk.com 888-878-1177

A l l l l l l l l
CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l
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vertical 
Specialization 

KEy

 AERO Aerospace
 AGRI Agriculture
 APP Apparel & Textile
 AUTO Automotive
 CHEM Chemicals
 CONS Construction & Building Mat’ls

 COS Cosmetics
 CPG Consumer Packaged Goods
 ELEC Electronics
 ENER Renewable Engergy
 F&B Food & Beverage
 FURN Furniture

 GROC Grocery
 HEALTH Healthcare
 OIL Oil & Gas 
PHARMA  Pharmaceuticals
 TRADE Trade Show

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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Mallory Alexander 
mallorygroup.com 800-257-8464

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, F&B, 
APP, HEALTH, OIL, PHARMA, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Matson Logistics 
matson.com 510-383-9423

N ◆ l l l l l l l CPG, COS, ELEC, F&B, APP, GROC l l l l l l l l l l l l l l l l l l l l l l l l l l l

Menlo Worldwide Logistics 
menloworldwide.com 866-466-3656

N l ■ l l l l l l l l
AERO, AUTO, CHEM, CPG, COS, ELEC, 
F&B, APP, GROC, HEALTH, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

MIq Logistics 
miq.com 913-696-7100

N l l l l l l l l l l l
AERO, AUTO, CONS, CPG, ELEC, 
APP, HEALTH, OIL, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

New Breed Logistics 
newbreed.com 866-463-9273

N ◗ ■ l l l l l l l l
AERO, AUTO, CONS, CPG, COS, 
ELEC, APP, HEALTH, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Nexus 
nexusdistribution.com 800-536-5220

B l l l l l l l AUTO, CONS, CPG, ELEC, F&B l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

NFI 
NFIindustries.com 866-219-7450

A l l l l l l l l l l l
AERO, CONS, CPG, ELEC, F&B, 
APP, GROC, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Odyssey Logistics 
odysseylogistics.com 203-448-3900

N l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, 
COS, APP, OIL, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l

OHL 
ohl.com 877-401-6400

N l l l l l l l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Panalpina  
panalpina.com 973-683-9000

N l l l l l l l l l l l l
AUTO, CHEM, CPG, COS, ELEC, APP, 
HEALTH, OIL, PHARMA, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Penske Logistics 
penskelogistics.com 800-529-6531

B ◗ ■ l l l l l l l l l
AERO, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Performance Team 
ptgt.net 866-775-5120

B ◗ ◆ l l l l l l
AUTO, CPG, COS, ELEC, F&B, APP, 
FURN, GROC, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Pilot Freight Services 
pilotdelivers.com 610-891-8100

N l l l l l l l l l l l l
AERO, AUTO, CHEM, CONS, CPG, ELEC, F&B, 
APP, FURN, HEALTH, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Port Jersey Logistics 
portjersey.com 609-860-1010

B l l l l l
AUTO, CPG, COS, ELEC, F&B, APP, FURN, 
GROC, HEALTH, PHARMA, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Regal Logistics 
regallogistics.com 866-300-5580

A l l l l l l l CPG, ELEC, APP l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

RMX Global Logistics 
rmxglobal.com 888-824-7365

A l l l l l AGRI, CONS, CPG, F&B, GROC, OIL  l l l l l l l l l l l l l l l l l l l l

RR Donnelley 
rrdonnelley.com/logistics 888-SHIP-RRD

N l l l l l l l l l l l
AUTO, CONS, COS, ELEC, F&B, APP, FURN, 
GROC, HEALTH, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

RSI Logistics  
rsilogistics.com 517-908-3646

B l l l l AGRI, CHEM, CONS, OIL, ENER  l l l l l l l l l l l l

Ruan  
ruan.com 866-782-6669

B l l l l l
AERO, AGRI, AUTO, CHEM, CONS, 
CPG, F&B, FURN, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Ryder Supply Chain Solutions 
ryderscs.com 888-887-9337

N ◗ ■ l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, ELEC, 
F&B, APP, FURN, GROC, HEALTH l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Saddle Creek Corporation 
saddlecrk.com 888-878-1177

A l l l l l l l l
CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l
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2011

3PL3PLPROVIDERSPROVIDERS 
ASSET/AREA KEy

A Asset-based

N Non-asset Based

B Both

◗ Asia Only

■ Europe Only

◆ U.S. Only

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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Schenker AG 
dbschenker.com 800-225-5229

A l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, ELEC, 
F&B, APP, FURN, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

SEKO Logistics 
sekologistics.com 800-228-2711

N l l l l l l l l l l l l
AERO, AUTO, CONS, CPG, ELEC, F&B, APP, 
FURN, HEALTH, OIL, PHARMA, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Serec of California 
serec.com 626-961-3666

N ◗ ■ l l l l l COS, APP  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Shippers Warehouse  
shipperswarehouse.com 214-275-1060

A ◆ l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, HEALTH, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Strive Logistics  
strivelogistics.com 773-342-5780

B l l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, GROC, HEALTH, PHARMA, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

TMSi Logistics 
tmsilog.com 603-792-2205

B ◆ l l l l CONS, CPG, ELEC, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

TransGroup Worldwide Logistics 
transgroup.com 206-244-0330

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Transplace 
transplace.com 866-413-9266

N ◗ ■ l l l l l l
AUTO, CHEM, CONS, CPG, F&B, 
APP, FURN, GROC, HEALTH  l l l l l l l l l l l l l l l l l l l l l l l l l l l

Tucker Company Worldwide   
tuckerco.com 856-317-9600

N l l l l l l l l l l l
AERO, AGRI, CHEM, CPG, COS, 
ELEC, HEALTH, OIL, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

UniGroup Worldwide Logistics  
unigroupinc.com 636-305-6606

A ◗ l l l l l l
AERO, CPG, ELEC, FURN, 
HEALTH, PHARMA, TRADE l l l l l l l l l l l l l l l l l l l l l l l

Union Pacific Distribution Services 
upds.com 800-877-5633

N l l l l l AGRI, AUTO, CHEM, CONS, OIL, ENER l l l l l l l l l l l l l

Unyson Logistics 
unysonlogistics.com 314-565-1914

N ◆ l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l

UPS 
ups.com 800-PICK-UPS

B l l l l l l l l l l l
AERO, AUTO, CONS, CPG, ELEC, F&B, APP, 
FURN, HEALTH, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

UTi Services  
go2uti.com 562-552-9400

N l l l l l l l l l l l l
AERO, AUTO, CHEM, CONS, ELEC, 
APP, HEALTH, OIL, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Vantix Logistics 
vantixlogistics.com 972-371-5014

B l l l l l CPG, F&B, GROC  l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Wagner Industries  
wagnerindustries.com 816-421-3520

B l l l l l CPG, COS, ELEC, F&B  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Weber Logistics 
weberlogistics.com 855-GO-WEBER

B l l l l l l l
CHEM, CONS, CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, OIL, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Werner 
werner.com 402-895-6640

A l l l l l l l l l l
AGRI, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, OIL, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Wheels Clipper 
wheelsgroup.com 905-602-2748

B l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, FURN, GROC, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

WSI (Warehouse Specialists Inc.) 
wsinc.com 920-731-3115

B l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC, HEALTH, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Yusen Logistics 
us.yusen-logistics.com 866-383-9873

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, HEALTH, PHARMA, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

96  Inbound Logistics • July 2011

THE TOP 100

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


vertical 
Specialization 

KEy

 AERO Aerospace
 AGRI Agriculture
 APP Apparel & Textile
 AUTO Automotive
 CHEM Chemicals
 CONS Construction & Building Mat’ls

 COS Cosmetics
 CPG Consumer Packaged Goods
 ELEC Electronics
 ENER Renewable Engergy
 F&B Food & Beverage
 FURN Furniture

 GROC Grocery
 HEALTH Healthcare
 OIL Oil & Gas 
PHARMA  Pharmaceuticals
 TRADE Trade Show

AREAS SERVED CERTIFICATIONS MARKETS SERVED LOGISTICS SERVICES TRANSPORTATION SERVICES WAREHOUSING SERVICES SPECIAL SERVICES TECHNOLOGY/WEB SERVICES
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Schenker AG 
dbschenker.com 800-225-5229

A l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, ELEC, 
F&B, APP, FURN, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

SEKO Logistics 
sekologistics.com 800-228-2711

N l l l l l l l l l l l l
AERO, AUTO, CONS, CPG, ELEC, F&B, APP, 
FURN, HEALTH, OIL, PHARMA, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Serec of California 
serec.com 626-961-3666

N ◗ ■ l l l l l COS, APP  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Shippers Warehouse  
shipperswarehouse.com 214-275-1060

A ◆ l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, HEALTH, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Strive Logistics  
strivelogistics.com 773-342-5780

B l l l l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, GROC, HEALTH, PHARMA, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

TMSi Logistics 
tmsilog.com 603-792-2205

B ◆ l l l l CONS, CPG, ELEC, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

TransGroup Worldwide Logistics 
transgroup.com 206-244-0330

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Transplace 
transplace.com 866-413-9266

N ◗ ■ l l l l l l
AUTO, CHEM, CONS, CPG, F&B, 
APP, FURN, GROC, HEALTH  l l l l l l l l l l l l l l l l l l l l l l l l l l l

Tucker Company Worldwide   
tuckerco.com 856-317-9600

N l l l l l l l l l l l
AERO, AGRI, CHEM, CPG, COS, 
ELEC, HEALTH, OIL, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

UniGroup Worldwide Logistics  
unigroupinc.com 636-305-6606

A ◗ l l l l l l
AERO, CPG, ELEC, FURN, 
HEALTH, PHARMA, TRADE l l l l l l l l l l l l l l l l l l l l l l l

Union Pacific Distribution Services 
upds.com 800-877-5633

N l l l l l AGRI, AUTO, CHEM, CONS, OIL, ENER l l l l l l l l l l l l l

Unyson Logistics 
unysonlogistics.com 314-565-1914

N ◆ l l l l
AUTO, CHEM, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, HEALTH, PHARMA  l l l l l l l l l

UPS 
ups.com 800-PICK-UPS

B l l l l l l l l l l l
AERO, AUTO, CONS, CPG, ELEC, F&B, APP, 
FURN, HEALTH, OIL, PHARMA, ENER, TRADE l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

UTi Services  
go2uti.com 562-552-9400

N l l l l l l l l l l l l
AERO, AUTO, CHEM, CONS, ELEC, 
APP, HEALTH, OIL, PHARMA l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Vantix Logistics 
vantixlogistics.com 972-371-5014

B l l l l l CPG, F&B, GROC  l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Wagner Industries  
wagnerindustries.com 816-421-3520

B l l l l l CPG, COS, ELEC, F&B  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Weber Logistics 
weberlogistics.com 855-GO-WEBER

B l l l l l l l
CHEM, CONS, CPG, COS, ELEC, F&B, APP, 
GROC, HEALTH, OIL, PHARMA, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Werner 
werner.com 402-895-6640

A l l l l l l l l l l
AGRI, CONS, CPG, COS, ELEC, F&B, 
APP, FURN, GROC, OIL, ENER l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Wheels Clipper 
wheelsgroup.com 905-602-2748

B l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, FURN, GROC, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

WSI (Warehouse Specialists Inc.) 
wsinc.com 920-731-3115

B l l l l l l l
AGRI, AUTO, CHEM, CONS, CPG, COS, ELEC, 
F&B, APP, FURN, GROC, HEALTH, ENER, TRADE  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l

Yusen Logistics 
us.yusen-logistics.com 866-383-9873

N l l l l l l l l l l l l
AERO, AGRI, AUTO, CHEM, CONS, CPG, COS, 
ELEC, F&B, APP, HEALTH, PHARMA, ENER  l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l l
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Find a 3PL 
Provider

expanded 3Pl decision 
Support Tool
inboundlogistics.com/find-a-3pl

Our exclusive 3PL search tool has now 
been doubled in scope. In addition to 
our Top 100 companies, we’ve included 
data on 100 additional 3PLs that may 
match your needs.

Simply select the expertise and 
services you require—such as 
certifications, specializations, and 
technology capabilities—and find the 
3PL that matches those requirements. 
From there, you can use our exclusive 
RFP service to describe your challenge 
to the 3PLs you choose, or follow Web 
links to the company’s site for more 
information.

The new Inboundlogistics.com

your 3Pl Secret 
Headquarters.
Extend the power of the 3PL resource in your hands to your mobile device, desktop, 
or tablet with the new, improved InboundLogistics.com. In addition to all the articles 
from this 3PL super-issue (inboundlogistics.com/this-month), you’ll find a veritable utility 
belt of exclusive online tools that enable you to connect with the 3PL providers that 
can help you leap over unique logistics challenges in a single bound. 

Scan and go!
Scan this 
bar code with 
your mobile 
device to start 
using our 
3PL Decision 
Support Tool

better, stronger, faster.
The new Inboundlogistics.com.

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


3Pl Web_Cite City
inboundlogistics.com/3pl-wcc

Instantly find Web sites for hundreds of 3PLs 
without all the search engine clutter. Our 
qualified Web site listings showcase the best of 
the best and give you a snapshot of what these 
providers offer online.

3Pl Company Profiles
inboundlogistics.com/3pl-profiles

Our Logistics Planner includes in-depth company 
profiles of nearly 100 3PLs, including their 
mission and vision, detailed information on their 
capabilities, Web and e-mail links, and a built-in 
RFP to connect with these industry leaders.

always there when 
you need it.

In print, on the Web, 
and in digital editions, 
Inbound Logistics is 
there to come to your 
rescue with the ideas, 
insight, and information 
you need to battle 
real-world logistics 
challenges.

better, stronger, faster.
The new Inboundlogistics.com.

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


TOP 10TOP 10READERS’ CHOICE 3PL EXCELLENCE AWARDS

I
n the most harrowing circumstances, a true Super hero 

does not falter. Faced with the most gruesome foe, a super hero stands tall 

and does what others cannot. No matter how insurmountable the obstacles, a super 

hero makes it through.

Smart businesses know the best way to defeat supply chain villains such as inefficiency, lack of 

shipment visibility, and tricky compliance issues is to enlist a third-party logistics (3PL) provider.

These supply chain super heroes are ever-ready to respond to 
a cry for help:

“Landstar is always there when I need them, even on weekends, 
and are always ready to assist, even in emergency situations,” 
says M.H., planning specialist.

Nothing slips by them:
“Unyson exceeds in managing large volumes of shipments with 

small volume detail,” reports J.W., logistics manager.
They’re unfazed by the most daunting circumstances: 
“UTi is flexible in handling last-minute orders. They have met 

every challenge we have thrown at them,” raves W.G., shipping 
coordinator.

And they have the best gadgets in their toolbelts:
“Echo Global uses cutting-edge technologies and solid 

leadership in managing our logistics needs,” says D.O., 
purchasing and logistics manager.

Responding to our annual Readers’ Choice Top 10 3PL 
Excellence survey, Inbound Logistics readers related the ways in 
which they count on their 3PLs to save the day. More than 10,270 
voters showed appreciation for their service providers, and nearly 
half of them took the time to share their commendations. (See 
Powerful Words, right, for just a few examples.) 

Respondents spanned the supply chain spectrum from 
shipping clerks to CEOs, at one-man shops and global giants 
such as Kraft Foods, Starbucks, Sears, 7-Eleven, CVS Pharmacy, 
LG Electronics, Harbor Freight Tools, and Hewlett-Packard. They 
buy a range of services (see About the Survey Respondents, 
right), often from multiple 3PLs. In fact, 77 percent of survey 
respondents use more than one 3PL; four companies buy 

services from more than nine different 3PLs.
One 3PL super power IL readers greatly esteem is good 

communication. “I never have to wait for a response from my 3PL, 
no matter the issue,” shares one reader. 

“Our provider keeps us fully informed on the status of our 
products and goods,” says another. 

Other readers value their 3PLs’ problem-solving abilities. 
“My 3PL is the aspirin to my headache,” comments one shipper. 
“They always pull us out of bad situations and make the delivery,” 
another notes.

More than anything, readers appreciate 3PLs that deliver great 
customer service – even if it costs more. Although 23 percent 
of respondents identify cutting transport costs as their most 
significant challenge, nearly 79 percent cite service as the top 
consideration in measuring 3PL performance; just 21 percent 
weigh cost more heavily. And half the survey respondents cite 
poor customer service as the primary reason 3PL partnerships 
fail.

“The customer service we received from our 3PL was a model 
of excellence,” says one reader. “My order was very small, but I 
was treated with the same regard as a $1-million customer.”

“My provider is happy to help with any questions that arise 
during the transport of our products,” another shipper notes. 

“When they say they’ll do ‘whatever it takes,’ they are true to 
their word,” says a third. 

That “whatever it takes” mentality is another mark of a true 3PL 
super hero. On the following pages, we celebrate the 3PLs chosen 
by shippers as most prepared to save the day. Read on to find out 
which providers were voted the best of the best.
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And the 
Winners Are…

—1—
C.H. Robinson Worldwide, Inc.

—2—
Ryder

—3—
Menlo Worldwide Logistics

—4—
Transplace

—5—
UPS Supply Chain Solutions

—6—
J.B. Hunt

—7—
BNSF Logistics

—8 (tie)—
Landstar 

Penske Logistics

—9—
Unyson

—10 (tie)—

UTi 
Echo Global Logistics

3PL EXCELLENCE AWARDS
2011

3PLs to watch

Although they did not receive enough votes to 
appear on this year’s Top 10, the following 3PLs 
made a strong showing in our reader poll.

 ■ Access America 
Transport

 ■ England Logistics

 ■ Evans Distribution 
Systems

 ■ Exel/DHL

 ■ FedEx SupplyChain 
Services

 ■ Kenco Logistic 
Services

Powerful words A SAMPLING oF READER CoMMENTS

“BNSF Logistics provides service that runs uninterrupted and smoothly from plant to 
warehouse to end customer.” – R.C., operations supervisor

“C.H. Robinson always meets my needs. They are always honest and straightforward 
with cost and availability, which helps me be efficient in my business decision-making.”

– M.R., warehouse manager

“Echo Global Logistics is able to effectively and efficiently accommodate any and all 
freight shipments that my company needs processed.”

– S.M., warehouse and logistics manager

“Ryder excels in network development and cost reductions. Continual feedback and 
network tracking allow us to focus on areas of need.”

– G.J., inbound logistics coordinator

“Menlo helps mitigate the impacts of fuel cost increases, and provides great service and 
metrics reporting.” – T.B., director of logistics

“J.B. Hunt takes a true partnership approach to servicing our needs, and they’re flexible 
in tight and expansion times.” – S.S., facility manager

About the Survey Respondents

FUNCTIoN

Corporate Management 39%

Logistics 31%

Transportation 13%

Supply Chain 17%

INDUSTRy

Manufacturers 46%

Retail and Wholesale 39%

Services 11%

Government 4%

TRANSPoRT/LoGISTICS SPEND

$50 Million+ 17%

$10-$49 Million 43%

$1-$9 Million 27%

Less than $1 Million 13%

SERvICES READERS BUy

Motor Freight 82%

Warehousing 65%

Small Package, Expedited 72%

3PL 62%

Air Freight 49%

Logistics Technology 66%

Rail, Rail/Intermodal 44%

Ocean, Ocean/Intermodal 41%

Global Logistics 36%

Materials Handling Equipment 41%

Transportation Equipment 20%
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3PL 
EXCELLENCE 

AWARDS 2011TOP 10TOP 10
Ryder

WHY THEY WON: Ryder focuses on its 
lean guiding principles as the foundation 
for achieving exceptional execution. “Our 
teams eliminate waste by engaging employ-
ees and using visual cues, problem-solving jackets, and 
Value-Stream mapping,” says John Williford, president, 
Global Supply Chain Solutions, Ryder System Inc. “This 
strategy delivers shortened lead times, built-in quality, and 
continuous improvement – ultimately increasing the speed 
to market for our customers’ goods.”

The Miami-based 3PL’s dedication to meeting customer 
needs has not gone unnoticed. “Ryder works to be a value-
added partner by innovating and reinventing the way they 
do business,” says one reader. 

Ryder customer Craig Woischwill, vice president of opera-
tions at the Miami Herald, agrees. “Ryder’s commitment to 
our transportation operations goals, and 63 years of support, 
have enabled us to operate a reliable and cost-effective 
distribution system,” he says. 

CLIENT RoSTER:

Toyota
CVS Caremark
Bacardi
Stonyfield

Kraft 
PepsiCo
Pilot Pen Mexico
Shell

Mazda
Procter & Gamble

Case study: Milo’s Tea

Milo’s Tea Company, a tea manufacturer located in 
Birmingham, Ala., distributed its Famous Sweet Tea to a 
network of more than 330 grocery retailers for five decades. 
Then it turned to Ryder to help meet stringent customer 
service requirements across its distribution network. 

Faced with an aging, unreliable fleet and rising distribu-
tion costs, Milo’s and Ryder teamed up to find efficiencies 
that would improve Milo’s fleet and driver operations for 
the long term. Today, Ryder’s Dedicated Contract Carriage 
solution includes managing seven drivers, six refrigerated 
trailers, route planning for Milo’s entire direct-to-store deliv-
ery network, and dunnage support.

C.h. Robinson 
worldwide, Inc.

WHY THEY WON: When it comes to C.H. 
Robinson’s customer service, IL readers 
can’t say enough about this year’s top-rated 
3PL. “The team at C.H. Robinson has con-
sistently gone above and beyond the call of 
duty,” says one reader. 

The Eden Prairie, Minn.-based 3PL 
strives to provide flexible transportation 
solutions to help shippers meet their supply 
chain challenges, including balancing increased pressures 
to manage costs and keep inventories lean, while leveraging 
global opportunities, all in an increasingly volatile transpor-
tation environment.

“C.H. Robinson’s ability to provide global supply chains 
with technology and an end-to-end process, from order 
management to business intelligence, allows our custom-
ers to utilize their supply chain as a competitive weapon 
and adapt to changes in the marketplace quicker than their 
competitors,” says John Wiehoff, president and CEO. 

Empowering shippers with business agility and lightning-
speed responsiveness? Sounds like a supply chain super 
hero. “Strategic providers help improve operations, and 
save us money,” says Paul Kasinski, director of logistics, 
General Cable. “C.H. Robinson has done both for us.”

CLIENT RoSTER:

●l Coca-Cola
Dole Food Co.
Frito-Lay

Ocean Spray
Subway
Harvest Time 
International

JelSert
General Cable
ChemPoint

CASE STUDy: Toshiba

Faced with a growing global supply chain and 
lack of visibility to key metrics, Toshiba International 
Corporation’s Motor Business Unit turned to C.H. 
Robinson. 

The 3PL’s TMS and Toshiba’s ERP systems com-
bined to create Toshiba’s new Global Supply Chain 
Management System approach to supply chain 
solutions. By providing visibility on a global scale, 
Toshiba gained access to its true supply chain 
costs, strengthened inventory control efficien-
cies, and received the business intelligence it 
needs to make more timely and accurate tacti-
cal and strategic business decisions.
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Menlo worldwide 
Logistics

WHY THEY WON: Readers who voted for San Mateo, 
Calif.-based Menlo Worldwide Logistics cited the 3PL’s 

“flawless execution,” “innovative solutions,” and “best-
in-class warehouse management, high-touch account 
management, and Lean warehousing capabilities.” 

Others cheered the 3PL’s consistency 
and dependability. “Menlo’s performance 
makes me look good to our executive man-
agement,” says one transportation manager.

For Menlo Worldwide Logistics President 
Bob Bianco, two areas in which the 3PL 
gives shippers an edge are sustainability 
and continuous improvement.  

“More of our customers are asking for help 
with sustainability – defining and understanding their 
carbon footprint, and how transportation and logistics 
impacts it,” he says. “They want to understand their current 
exposure and risk areas, and how to reduce them. Our Lean 
methodologies work well in this area, and we’ve developed 
specific Lean Sustainability tools and services to help our 
customers face this challenge.

“Shippers are also concerned with continuous improve-
ment across the supply chain, and reducing expense in 
an environment where capacity is tight and transportation 
and logistics costs are increasing,” Bianco continues. “One 
unique approach Menlo has taken is inviting our customers 
to participate in value stream mapping sessions with us. 
This specific approach lets us identify nodes and activities 
where there is waste, which equates to unnecessary cost. 
We give shippers a road map that helps them understand 
where waste and related costs are, and how they can be 
eliminated.”

CLIENT RoSTER:

Caterpillar
Comcast
Dow Chemical
Electrolux

HP
Bobcat
Solyndra 
Nike

Triumph
●l Navistar, Inc.

Transplace
WHY THEY WON: IL readers praise the Dallas, Texas-

based 3PL’s efforts to supply exactly what the shipper 
needs. “Transplace brings new solutions and innovative 
approaches to transportation and supply 
chain demands,” says one reader. 

“As capacity tightens, transportation 
costs are increasing, and our custom-
ers can’t pass along cost increases to 
their customers,” says Transplace 
President and CEO Thomas K. Sanderson. 

“Transplace helps shippers expand private 
and dedicated fleets by providing access 
to a broader network of freight. We also create multiple-
customer, shared dedicated fleets, and co-load multiple 
customers’ freight on the same trailer.”

For Transplace customer ARCOP, the supply chain 
cooperative for the Arby’s restaurant chain, the 3PL’s car-
rier development program provides vital supply continuity. 

“Transplace’s long-standing relationships with a large carrier 
network help ensure products are available when our cus-
tomers need them,” says David Cox, ARCOP president. 

CLIENT RoSTER:

ARCOP
Anna’s Linens
Baker Hughes
Colgate-Palmolive

Del Monte
DIRECTV
Huhtamaki
Sunny Delight

Microsoft
Intertape 
Polymer Group
U.S. Gypsum

Case Study: U.S. Gypsum

Transplace developed a customized solution to help 
materials manufacturer U.S. Gypsum (USG) eliminate 
its manual-intensive transportation processes. The 3PL’s 
transportation management system handled all freight 
movements from USG’s production facilities, and its 
Business Intelligence (BI) allowed the company to access 
and develop custom reports on-demand to generate 
detailed insight into transportation operations. The BI data 
provides visibility that enables USG to address transporta-
tion issues and formulate solutions quickly. 

In addition to transportation savings ranging from seven 
to 10 percent, on-time delivery performance increased by 
double-digit percentage points. Both USG and Transplace 
emphasize growth and continuous improvement practices.
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3PL 
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AWARDS 2011TOP 10TOP 10
UPS Supply Chain 
Solutions

WHY THEY WON: UPS customers praise the Atlanta-based 
3PL’s range of service offerings. The company has focused 
on cultivating this spectrum of functions to meet customer 
needs. “UPS has strategically become one of only a hand-
ful of companies in the world capable of managing all the 
critical touchpoints of the supply chain process under 
one brand,” says Brad Mitchell, UPS 
president, logistics and distribution. 

Access to just the right tools gives 
shippers working with UPS a strategic 
advantage. “Using UPS’s field stocking 
location network gives our field engineers 
a competitive edge in the service and 
support marketplace,” says customer 
Carestream Health, a medical and dental 
imaging and information technology provider led by 
CEO Kevin J. Hobert.

CLIENT RoSTER:

Precision 
Dynamics 
Skirts Plus 
Intralox 

●l Carestream 
Health 
Vology Data 
Systems 

College Park 
Industries 
Dr. Reddy’s 
Pharmaceuticals

Case study: 
Carestream health

Rochester, N.Y.-based Carestream 
Health operates in 150 countries with 
tens of thousands of customers. The 
company was concerned about its ability 
to maintain competitiveness and a high 
standard of customer service because of 
difficulty with its parts planning process, 
which could delay getting critical imag-
ing parts to locations such as hospitals, 
and high costs associated with techni-

cians carrying excessive inventory (called “trunk stock”).

UPS Supply Chain Solutions worked with Carestream 
Health to store the expensive, less-utilized parts in 70 field 
stocking locations (FSLs) around the world, which reduced 
trunk stock inventory and improved customer service, 
because the FSLs are fully integrated into UPS’s global 
transportation network. This strategy ensures easy access 
to parts and reliable same-day service to customers. 

J.B. hunt
WHY THEY WON: “J.B. Hunt’s 

asset-based 3PL model delivers value 
first by seeking to understand cus-
tomer needs,” says Shelley Simpson, 
president, Integrated Capacity Solutions, and executive 
vice president, J.B. Hunt Transport Services. “Our custom-
ized solutions match customers’ needs with our services.” 

The Lowell, Ark.-based 3PL’s strategy works for customer 
Smart Cabinetry. “J.B. Hunt’s talented group of profession-
als has engineered and facilitated the necessary programs 
to support Smart Cabinetry’s double-digit growth over the 
past two years,” says Kirk Barron, Smart Cabinetry. 

For IL readers, J.B. Hunt excels in providing “well-
rounded offerings,” “outstanding communication,” and 

“world-class assistance with billing and shipping issues.”

CLIENT RoSTER:

Coca-Cola
Kohl’s 
Amazon 

Costco 
Walmart 
Frito-Lay 

Petco 
Kraft 
Sysco 

Smart 
Cabinetry

Case study: Smart Cabinetry

Smart Cabinetry, a mid-sized cabinetry company in 
New Paris, Ind., approached J.B. Hunt for help with its 
production and transportation challenges. Products pushed 
through production often sat on full docks waiting for trans-
portation. Transit was unreliable, and costs for expedited 
shipping and less-than-truckload (LTL) shipments were high. 

J.B. Hunt helped Smart Cabinetry design a new 
streamlined production process in which product coming 
through the line was designated for a truck that day, helping 
eliminate costly, last-minute LTL shipments. Technology 
solutions offered greater visibility throughout the pipeline, 
enabling the company and its customers to know where 
shipments were and when they would arrive. 
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BNSF Logistics
WHY THEY WON: Springdale, Ark.-based BNSF Logistics 

focuses on meeting customer needs through flexibility and 
innovation. “Truck, rail, and intermodal are in our team’s 
DNA, but we have adapted that basic philosophy to ocean, 
less-than-truckload, and air services,” says BNSF Logistics 
President Ray Greer. 

BNSF Logistics recently constructed a 
shared, multi-modal supply chain between 
one group of import customers in oil and 
gas, and a group of export grain shippers 
moving product across the Pacific. The 
solution, based at a new facility in Minot, 
N.D., involves rail and ocean providers, 
transloaders, and other collaborators, and 
was designed to broaden the North Dakota 

agriculture community’s available modal shipping options. 
With the heat turned up on oil and gas exploration in the 
state, BNSF Logistics leveraged the eastbound flow of 
containers loaded with ceramic proppants to establish a 
closed-loop facility that benefits the agriculture community 
for exports and the oil industry for import products. 

For IL readers, BNSF Logistics makes the list for its 
“competitive rates and superior communication,” “efficiency 
and reliability,” and “commitment to service and excellence.”

CLIENT RoSTER:

Gamesa Wind USA
Oshkosh Truck
Amazon 
IKEA

Kohl’s
Rio Tinto
LaZBoy
●l GE

Morton 
International
Ross Labs
North Dakota Mill

Case Study: North Dakota Mill

Because of its location and the established flows of 
export container traffic, North Dakota Mill, of Grand 
Forks, N.D., had not had access to intermodal capacity 
at a competitive price, which limited its ability to target 
export markets. 

“The opportunities now presented by BNSF Logistics via 
the Minot, N.D., facility have opened doors for us to suc-
cessfully pursue sales in the Far East marketplace,” says 
Mike Jones, logistics manager, North Dakota Mill.

Landstar
WHY THEY WON: With nearly 8,000 business capacity 

owners and more than 25,000 other available transportation 
capacity providers, Landstar’s system offers a unique mix 
of transportation solutions for customers 
large and small. Serving a range of busi-
ness needs is the Jacksonville, Fla.-based 
3PL’s goal.

“Customers continue to look for ways 
to manage their supply chains to reduce 
cost, optimize their networks, and improve 
service,” says Henry Gerkens, Landstar 
chairman, president, and CEO. “Reduced 
staff, coupled with tight capacity, has led 
many providers to seek guidance on how to best deploy 
their resources. Landstar’s Supply Chain Solutions provides 
sophisticated procurement and optimization tools, shipment 
visibility, tracking, and event management to help custom-
ers leverage their position with transportation modes.” 

One satisfied Landstar customer remarks, “They do what 
they say and when they say they are going to do it.” 

“The customer is always first,” notes another reader. 

Case study: A Top-Tier 
Automotive Supplier 

A top-tier automotive supplier was 
looking to improve cost, visibility, 
and productivity within its ground 
expedited network. The company 
chose Landstar Supply Chain 
Solutions because of its ability 
to increase efficiencies through 
optimal mode selection, improve 
service through the use of a 
core carrier base and standard-
ized processes, and reduce 
costs through increased compe-
tition among the carrier base. 

Landstar provided a single-
source contact for plants and 
suppliers while reducing three 
full-time personnel, and monitored 
performance on all air carriers, includ-
ing creating monthly scorecards.

Shortly after the expedited program 
launch, the company expanded Landstar Supply 
Chain Solutions’ role to include managing specialized 
loads and, most recently, air charter, which uses Landstar 
Capacity Plus to post new shipments to a base of authorized 
air charter carriers for bid. The customer can view multiple 
price and delivery options prior to selection of an Air Charter 
Manager. Plants can also view status updates with user- or 
plant-specific Web pages.
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3PL 
EXCELLENCE 

AWARDS 2011TOP 10TOP 10
Penske Logistics

WHY THEY WON: “Where Penske Logistics adds tremen-
dous value is engineering supply chain solutions that deliver 
real cost-saving results,” says Marc Althen, president, 
Penske Logistics. “We leverage our logistics engineer-

ing, processes, and technologies to help 
customers diagnose problem areas and get 
a much clearer understanding of their costs. 
Then, we collaborate closely and formulate 
a cost-saving strategy that may leverage 
our products such as dedicated carriage, 
warehouse optimization, transportation 
management, or another customized solution 
to drive these savings home.”

This strategy is benefiting Penske Logistics customers 
such as Scotts Miracle-Gro Company. “Penske Logistics has 
been supporting Scotts Miracle-Gro’s Ohio operations with 
outstanding dedicated carriage services since 2005,” says 
Jim Iovino, vice president of global logistics, Scotts Miracle-
Gro Company. 

Readers celebrate the Reading, Pa.-based 3PL’s “great 
execution,” “best-in-class technology, innovation, and ser-
vice across multiple industry verticals,” and “integrity and 
operational excellence.”

CLIENT RoSTER:

Scotts Miracle-Gro 
Company

Mission Foods
Cardinal Health

Wawa
●l Ford

Case Study: Scotts Miracle-Gro Company

Penske Logistics received the 2010 Outstanding Services 
Excellence Award from Scotts Miracle-Gro Company, a lawn 
and garden care product company, in recognition for its 
inbound and outbound dedicated contract carriage services. 

“This honor acknowledges Penske’s positive working 
relationship with Scotts Miracle-Gro,” says Dennis Abruzzi, 
Penske Logistics’ senior vice president of operations for the 
Eastern region. “We also collaborated with Scotts Miracle-
Gro to integrate a new transportation management system, 
and aided in the expansion of its distribution network.”

Unyson
WHY THEY WON: “Unyson handles problems 

very quickly, and communications skills are 
great,” raves one IL reader. 

“I’ve always had a pleasant experience working with 
Unyson,” says another. “They are on top of everything, 
and have been able to cover loads that other 3PLs 
haven’t.” 

The Downers Grove, Ill.-based 3PL seeks to arm 
its clients with information management and market 
intelligence so they can make smart, real-time decisions 
that positively impact their business. 

“Because of the long supply chains in global markets, 
decision support information must be accurate and timely 
to prevent disruption in the flow of product and materials,” 
says Dave Porter, executive vice president, Unyson. “We 
manage global supply chain data and report it to our 
clients in the context of related industry and geo-
political events. Our clients are presented with 
quantified recommendations and implica-
tions that support educated actions.”

CLIENT RoSTER:

Big Lots 
The Home Depot 
Harbor Freight 
Tools 
Toys “R” Us 
General Mills 

WD 40 Company 
Rexam 
Pfizer 
●l Nestle 
Suzano Pulp and 
Paper

Case study: Rexam 

In 2008, consumer packaging 
company Rexam acquired the entire plas-
tics packaging business of Owens-Illinois. 
Although the acquisition helped Rexam grow 
market share in the plastics market, it faced the 
immediate challenge of managing a much more complex 
supply chain, having a decentralized model with limited 
control in logistics management and cost. 

Unyson Logistics provided centralized transportation 
management solutions and expertise in change manage-
ment to assist with changing the approach of the entire 
network. The 3PL provided the medium for Rexam to 
challenge the supply chain status quo, and improve year 
over year qualitatively and quantitatively from inception 
to today.
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Echo Global
WHY THEY WON: IL readers offer effusive kudos for 

Chicago-based 3PL Echo Global. “I never need to 
give freight a second thought,” says one reader. “When Echo 
moves our goods, I know the follow-through will be there.”

Automotive replacement parts and 
services provider LKQ is another satisfied 
Echo Global customer. “If we have any 
regrets, it’s that we didn’t start working 
with Echo sooner,” says LKQ’s Mike Lahr. 

As the economic recovery slowly pro-
gresses, Echo Global promotes partnership 
by balancing shipper and carrier concerns. 

“Providers of transportation capacity are 
actively working to repair their bottom lines 
after a deep and extended recession,” says Echo Global 
CEO Doug Waggoner. “At Echo, we support the idea that 
the capacity providers need to be healthy and invest capital 
to replenish their fleets. 

“At the same time, we recognize that shippers cannot 
withstand double-digit price increases in an economy that is 
anemic at best,” he continues. “We have 24,000 carriers in 
our database. When combined with our optimization 
technology, we can help shippers find the right carrier at 
the right price for every load, so they can save money 
without having to beat up on carriers.”

CLIENT RoSTER:

Archway Marketing LKQ

Case study: LKQ

In January 2008, Chicago-based automotive replace-
ment parts and services provider LKQ gave Echo Global 
a list of areas that needed improvement, including 
maximizing the value of each shipment, communicating 
logistics information across the company more effectively, 
and streamlining back-end functions. Using its Evolved 
Transportation Management technology, Echo developed a 
customized system that enabled LKQ’s local facility manag-
ers to choose from a handful of pre-screened carriers for 
each shipment. 

Since partnering with Echo, LKQ has shaved 13 percent 
from the cost of its less-than-truckload shipments, even as 
its total revenue has grown more than 25 percent.

UTi
WHY THEY WON: UTi’s strategy for success begins 

with its clients. “Our global strategy is to bring the 
best of our services and processes from around the 

world to our clients at a local level,” says Ed Feitzinger, 
executive vice president, Global Contract Logistics and 
Distribution, UTi. “Our Advance Quality 
Planning process works with our Quality 
Management System to ensure a deep 
understanding of our clients’ objectives and 
validate that the solutions we implement 
produce mutually agreed-upon outcomes.”

The Long Beach, Calif.-based 3PL wins 
customer appreciation for its reliability and 
responsiveness. “They are usually able to 
answer any question within 15 minutes,” says one reader. 

“UTi meets my every shipping need,” states another. 

CLIENT RoSTER:

Adidas
Ansell
Diversey
Dow Corning

Estée Lauder
Ford
Johnson Controls
Motorola

Panasonic
Sunoco
Boart Longyear

Case Study: Boart Longyear

Boart Longyear, a provider of mineral exploration drilling 
services and products, requires global transportation of 
high-value, yet small, diamond-tipped drilling bits, and large, 
precision-ground coring rods; warehousing and custom 
packaging of these products; and global warehousing and 
distribution capabilities.

UTi’s greatest value-add is the collaborative approach it 
takes to problem-solving and solutions design. By sharing 
strategies, plans, and capabilities with one another, Boart 
Longyear and UTi are able to quickly identify ways to 
improve Boart Longyear’s supply chain through a variety of 
techniques.

As a result of this partnership approach, Boart Longyear 
has been able to consolidate the number of Tier I freight 
forwarding providers by approximately 75 percent, while 
saving millions of dollars in costs, improving service levels, 
and reducing administrative overhead.
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 � 3PD

 � A&R Transport  

 � A.N. Deringer

 � Access America Transport

 � ADS Logistic Service

 � AFN-Advantage Freight Network 

 � Alliance Shippers

 � Americold

 � APL Logistics

 � Aspen Logistics  

 � Bender Group

 � Big Dog Logistics 

 � Bilkays

 � BNSF Logistics 

 � C.H. Robinson

 � Cardinal Logistics

 � CaseStack

 � Cat Logistics

 � CEVA Logistics

 � Comprehensive Logistics 

 � Corporate Traffic

 � Crowley  

 � CT Logistics

 � CTSI-Global  

 � Dependable Distribution Centers

 � DF Young

 � Distribution Technology

 � DSC Logistics

 � Echo Global Logistics 

 � Evans Distribution Systems

 � FAC Logistics

 � FLS Transportation Services

 � GENCO ATC

 � Geodis Wilson

 � Gilbert Company 

 � J.B. Hunt Transport 

 � Jacobson

 � Johanson Transportation 
Service

 � Kenco Group

 � Landstar System  

 � LeSaint Logistics

 � LINC

 � Logikor 

 � Logistics Management 
Solutions (LMS)

 � Lynden

 � Lynnco

 � Mallory Alexander 
International Logistics

 � Matson Logistics

 � Menlo Worldwide

 � MIQ Logistics

 � Nexus  

 � NFI

 � Penske

 � Performance Team

 � Pilot Freight Services

 � Port Jersey Logistics

 � Port Logistics Group

 � R.R. Donnelley Logistics

 � Regal Logistics

 � Ruan 

 � Ryder

 � Saddle Creek

 � SEKO  

 � Strive Logistics 

 � TMSi Logistics

 � Transgroup Worldwide Logistics

 � Transplace

 � TTS 

 � Tucker Worldwide

 � Unigroup Worldwide-UTS

 � Union Pacific Distribution 
Services

 � Unyson Logistics

 � UTi

 � Vantix Logistics

 � Wagner Industries

 � Weber Logistics

 � Werner Enterprises 

 � Wheels Group

 � WSI (Warehouse Specialist Inc.) 

NAME 

TITLE

COMPANY

ADDRESS

CITY, STATE, ZIP

PHONE FAx

E-MAIL

My 3PL ChALLENGE IS:

Triumph Over Your greatest 

Logistics Challenges!
The 3PL RFP/RFI is your opportunity to have third-party 

logistics experts look at your specific outsourcing challenges and 
needs, and give you free, no-obligation advice, solutions, and 
information specific to your request.

This 3PL RFP will simplify the task of creating a database of 
likely partners, building your knowledge base, and preparing your 
3PL Request for Proposal list.

Fax this RFP to Inbound Logistics at 212-629-1565 or 
make your request online at www.inboundlogistics.com/rfp to 
get information about solutions to the specific challenges you 
describe in the space below.

Ask your questions, you’ll get answers.

FAX TO THESE 3PL LEADERS AT 212-629-1565

Request for Proposal/
Request for Information3PL3PLRFP/RFIRFP/RFI
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B igger isn’t always better. Just ask the satisfied customers of third-
party logistics providers (3PLs) who aren’t the biggest fish in 
the pond. 

“As a small, family-owned company, we felt an immediate syn-
ergy with our provider, LeSaint Logistics, because of our shared 

mentality,” says Jim Mackowiak, director of customer demand management for 
car-care company Turtle Wax. “We felt our business was important to them, and 
that we weren’t just another customer on their list.”

So-called Tier II 3PLs such as LeSaint generally bring in revenue of less than 
$250 million annually, and often offer some specialization – in mode, vertical, 
region, or technology – that allows them to carve out their own niche. Rather 
than competing with larger 3PLs, Tier II companies often specialize in serving 
the plethora of small  to mid-size businesses in need of supply chain, logistics, and 
transportation expertise.

“Many Tier II providers excel in specific industry niches. They pro-
vide customers with direct, hands-on expertise, with the benefit of a larger 

3PLs come in many 
shapes and sizes. The 

“not-too-big and not-
too-small” proportions 

of Tier II 3PLs make 
them just right for 

many shippers.

by Amy Roach Partridge

SIZE

Tier II 3PLs Find Their Niche
MATTER?
DOES

Just right!
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platform,” says Robert A. Voltmann, 
president and CEO of the Transportation 
Intermediaries Association. 

“These companies have the financial, 
technological, and personnel resources 
to service any need of mid-market 
shippers, yet they do so with a small-
business mentality where customers 
can pick up the phone and talk to the 
CEO or owner,” he adds.

Why choose a Tier II 3PL? While 
large 3PLs often bring the advantages 
of deep pockets, robust staff, and plen-
tiful IT resources, some shippers opt 
for providers whose smaller size allows 
them to offer more flexibility, custom-
ization, and personalized service. Tier II 

3PLs pride themselves on being able to 
extend many of the same services and 
capabilities as the larger players, while 
maintaining the appeal of a more inti-
mate shipper-provider relationship.

“Large providers can be distant,” 
says Rick Rodell, CEO of Cornerstone 
Systems, a Memphis-based Tier II 3PL. 

“They offer pockets of highly concen-
trated service, but a company grows 
that big by creating systems and func-
tionalities, then getting the customer 
to fit into them.”

Tier II providers have more freedom 
and flexibility to design systems and 
processes around their clients, and go to 
great lengths in the name of customer 

service. “We move empties from New 
Jersey all the way to Los Angeles – at 
our own expense – to take care of a cus-
tomer,” Rodell explains. “We may incur 
out-of-pocket costs, but our willingness 
and ability to go the extra mile is part 
of what we offer shippers.”

Ultimately, outsourcing is a service 
industry, where “the market, human 
nature, and supply chain needs bring 
companies together,” says Voltmann. 
But the relationships Tier II provid-
ers build with their customers are 
often among their biggest selling 
points. Here are three examples of 
shipper-3PL relationships that are just 
the right size.

Lansdale Warehouse & RockTenn:  
Location+Experience+Technology=A Perfect Fit

R egional and vertical specialization are two hallmarks of Tier II 3PLs. Lansdale Warehouse’s ability to 
offer both was the key reason it was selected as a partner to Norcross, Ga.-based RockTenn, one of North 
America’s leading paper and corrugated cardboard producers. RockTenn, which operates more than 245 

facilities in the United States, Canada, Mexico, Chile, Argentina, and China, needed a provider that understood both 
its business and its customers in the New York/New Jersey/Pennsylvania market area. Pennsylvania-based Lansdale 
proved a perfect fit, and the partnership has been in place for 10 years.

“When we select warehouse providers, we look for compa-
nies familiar with handling our product. Moving large rolls 
of paper requires special skills and specialized clamp trucks, 
and operators need to be familiar with safely loading and 
unloading rail and truck shipments,” 
explains Scott Gamble, manager, 
demand and inventory, supply chain 
operations for RockTenn. 

“Lansdale was accustomed to 
working with other integrated paper 
companies and had demonstrated 
the ability to handle our products 
with care,” he says. “And it is well-
positioned geographically to serve 
our customers in that region.”

Lansdale’s electronic data inter-
change (EDI) capabilities were “icing 
on the cake,” notes Gamble. The 
provider – which operates five facili-
ties in Pennsylvania and serves the 
paper, lumber, consumer products, 
food and beverage, and chemical 
verticals – provides vendor managed 
and strategic general inventory ser-
vices for RockTenn, with EDI as the 

primary means of processing transactions.
“Multiple paper mills ship product into Lansdale to serve 

unique customer requirements in the area,” Gamble explains. 
“The EDI connectivity allows RockTenn and Lansdale to 

Handling Rocktenn’s oversized paper rolls requires special skills and equipment. the 
company values Lansdale Warehouse’s experience within this vertical. 
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exchange a variety of transaction sets, including shipment 
information, receipt confirmations, and purchase orders. All 
data flows back and forth electronically each day, allowing us 
to be more productive and ensure data integrity.”

If questions about shipments or receipts arise, RockTenn 
is able to access its account information by logging into 
Lansdale’s system. The provider also offers transportation 
services with its own fleet of trucks, which RockTenn 
uses when fulfilling customer orders in the immediate 
geographic area.

SOUNd INvEStmENtS
Possessing the right operational and technological capa-

bilities is no accident on Lansdale’s part. “We invested 
in technology, customer service, and quality processes to 
support our value promises to customers and to keep our 
commitment to continuous improvement,” says Paul Delp, 
president, Lansdale Warehouse.

In addition, Lansdale’s Tier II size means it can be flexible 
and nimble in meeting RockTenn’s needs. “Proactive cus-
tomer service is a trait of the Tier II category,” Delp explains. 

“We strive to understand our customers’ business, and 
because we derive 80 percent of our revenue from 20 percent 
of our customers, we are very close to those key accounts.”

Gamble concurs. “I think of Lansdale’s staff as fellow 
employees,” he says. “They are responsive to our needs and 
always focused on delivering superior customer service.”

LeSaint Logistics & Turtle Wax:  
The Third Time’s the Charm

P artnering with three 3PLs in 10 years is not some-
thing that Jim Mackowiak, director of customer 
demand management for Westmont, Ill.-based  

car-care company Turtle Wax Inc., is proud of. But some-
times it takes time to find the right partner. Having 
previously worked with larger 3PLs, Turtle Wax selected 
a Tier II provider when it contracted with Chicago-based 
LeSaint Logistics in mid-2009.

LeSaint manages three legs of freight for Turtle Wax out of 
its Chicago-area DC: inbound freight going to Turtle Wax’s 
Midwest manufacturing facilities; finished goods transferring 
from the manufacturing plants to LeSaint’s DC; and finished 
goods moving outbound for delivery to Turtle Wax custom-
ers, which include big-box stores such as Walmart, Target, 
and Lowe’s, and major auto chains including Advance Auto 
Parts, Auto Zone, and PepBoys.

LeSaint and Turtle Wax are Chicago neighbors, and share 
a similar small- to mid-sized business mindset.

“Because of its size, LeSaint can provide an overall nimble-
ness, flexibility, and attention to detail that I felt was missing 
from our previous 3PL relationships,” Mackowiak says.

LeSaint prides itself on these qualities. 
“From the beginning of our relationship 
with a customer, we respond quickly 
with options. We don’t try to make cus-
tomers fit into a specific set of offerings,” 
says Dino Moler, executive vice presi-
dent of sales and marketing for LeSaint. 

“We ensure our values and culture are 
in line with our customers’ values 
and cultures.”

INStANt AccESS
For Mackowiak, the ability to pick 

up the phone and get through to Moler 
quickly has been critical. The two con-
fer on issues as they arise, rather than 
meeting only quarterly for a review. 

“Even though it’s summer, we’re 
already talking about next year’s bud-
gets,” says Mackowiak. “We looked at 
high-level numbers and trends, and 
tried to develop targets for 2012. That 
conversation would be harder to have 
with many larger 3PLs.”

Mackowiak also appreciates what 
Moler characterizes as LeSaint’s 
“flatness.” 

“If an issue comes up, Moler doesn’t 
have to go back through a hierarchy 

www.carlile.biz   l   1.800.478.1853
ALASKA  I  HAWAII  I  UNITED STATES  I  CANADA

ROAD - RAIL - SEA - AIR

“That’s how we do it at Carlile.” 
— Harry McDonald, CEO

When you think warehousing, think Carlile. Our Tacoma and Anchorage warehouses 
provide the storage and inventory control you need to better manage your supply 
chain. From 3PL distribution, reverse logistics, pick-and-pack  
and more, Carlile has the space, experience and  

expertise to handle your goods on and off the road.

Visit www.carlile.biz for details.

 solutions finder.

WE’LL MOvE IT AND WAREHOUSE IT. 
Now that’s a solutioN!
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Absolutely – especially since you get Crowley’s full suite of logistics capabilities delivered with the same 

personalized service and attention to detail as you do with our liner services. Get the significant 

efficiencies and cost effectiveness that come from working with a single-service provider who already 

knows and largely understands your business. Talk to Crowley about domestic trucking, warehousing, 
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perspective, we ask a lot of LeSaint,” 
Mackowiak says. “Its ability to be nim-
ble and flexible in managing those 

requirements gives us an upper hand as 
we try to manage costs and bring value 
to our customers.”

of five people to give me an answer,” 
Mackowiak says. “He wears many hats 
because it’s a small company, and that 
benefits us.”

mEEtINg cUStOmEr rEqUIrEmENtS
Turtle Wax makes and distributes 

about 6.5 million cases of product 
annually, all of which LeSaint handles. 
The auto chains have some unusual 
requirements, which LeSaint employ-
ees have to tackle. The auto stores, for 
example, ask for pallets to be deliv-
ered at a height that does not exceed 40 
inches, but a full pallet of Turtle Wax 
product rises to more than 60 inches.

To meet the auto store requirements, 
LeSaint must manually insert an addi-
tional wooden pallet between layers of 
product so the chains can separate the 
shipment into individual rack locations 
at their DCs. LeSaint and Turtle Wax 
worked together to address this addi-
tional effort and cost, and have begun 
utilizing a new piece of equipment to 
improve efficiencies and reduce overall 
costs in these situations.

“Because the auto chains have tough 
requirements from an operational 

LeSaint Logistics handles all turtle Wax product distribution – about 6.5 million cases annually. the 3PL helps the car-care company 
meet the palleting and order quantity requirements of its automotive store customers.

Cornerstone Systems & Southern Wine and Spirits:  
Delivering Liquor With Service and Savings

A s the largest liquor wholesaler in the United States, Southern Wine 
and Spirits (SWS) works with a variety of logistics partners, large and 
small. But among the Miami-based company’s 250 freight vendors, 

Cornerstone Systems stands out. The Tier II provider, based in Memphis, is 
considered one of SWS’ core partners – and ranks as high as many of the 
larger carriers SWS contracts with.

“We count on Cornerstone because they provide us with great service and the 
flexibility to expedite or slow our supply chain as needed,” says Ward Chaplin, 
senior director of supply chain management, SWS. “That they don’t expect us to 
fit into their mold, but instead are willing to adjust their style and work with us, 
helps create a higher-level process that suits us both and provides better results.”

That is the 3PL’s typical approach, says Rick Rodell, Cornerstone’s CEO. 
“Although logistics and transportation are transaction-based, we are not a transac-
tion-based company,” he explains. “We’re not looking to just amass large volumes 
at a low price. We strive to develop shipper relationships that require a hands-
on approach.”

For SWS – which operates 41 warehouses across the country and supplies cus-
tomers ranging from mom-and-pop liquor stores to convention centers – that 
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Vision.
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hands-on approach is apparent in the 
way Cornerstone manages the thou-
sands of cases it transports for SWS 
each week. 

Cornerstone provides intermodal, 
over-the-road, and boxcar service for 
SWS, taking care to transition between 
modes based on the time constraints 
and the economics of each shipment – a 
process that Chaplin says has saved 

SWS “in the six figures” since the part-
nership began in 2003.

“Boxcar is the cheapest way to trans-
port our product, for example, but it is 
also the slowest,” Chaplin explains. “If 
we have to move 4,000 cases quickly, 
Cornerstone may recommend that we 
move one-third of the shipment by 
truck, and put the other two-thirds 
in intermodal trailers. It offers this 

multimodal flexibility seamlessly, 
and helps us reduce costs and move 
goods efficiently.”

tAIlOr-mAdE SOlUtIONS
Similarly, Cornerstone helps SWS 

choose the most cost-  and time-effec-
tive method for routing its shipments. 

“If we request pickup at locations 
A, B, and C, they’ll let us know that 
if we pick up at B, C, then A, we’ll 
save 100 miles and pay less per mile,” 
Chaplin says.

Chaplin believes Cornerstone’s 
dedication to offering tailor-made solu-
tions is a reflection not just of the 3PL’s 
Tier II size, but of the company’s inter-
nal culture. 

“No matter how large Cornerstone 
grows, I believe its processes will 
remain the same,” he says. “Sometimes 
when working with larger provid-
ers, we struggle to find that one 
person whom we can depend on. But 
with Cornerstone, we know whoever 
answers the phone will be able to pro-
vide us the service we need.” ■

By sending partial shipments via cost-effective boxcar instead of solely by truck, 
cornerstone Systems delivers Southern Wine and Spirits transport cost savings while 
still meeting its customers’ time constraints.

SLT30AC VNA Swingmast®

Stacking Aisle 56” (1.42M) 
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Lower Maintenance Costs 
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by Joseph O’Reilly

The U.S. supply chain moves in a 
blur, constantly shifting directions, 
absorbing complexity, and alternating 

speeds to keep pace with demand. But 
when you zoom in and bring its many 
transportation and logistics pieces into focus, 
you discover a colorful composite of unique 
people, places, and perspectives.

For Inbound Logistics’ On the Road series, 
Senior Writer Joseph O’Reilly has traveled 

the country to convey the big supply chain 
picture through snapshots of sites such 
as New Jersey’s Port Elizabeth, a train 
maintenance yard in New Mexico, and an 
expedited package hub in Memphis. 

In the latest installment, O’Reilly hitches 
a ride on a Mississippi River towboat, 
exploring how America’s foremost marine 
interstate is redefining its role and 
relevance in the global supply chain.

…again
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LOCATION:

A five-mile stretch 
of the Mississippi 
River between 
Granite City, Ill. 
and St. Louis, Mo.
POPULATION:

Greater St. Louis 
Region, 2.8 
million people
DISTANCE FROM  
INBOUND LOGISTICS Hq:

977 miles

When you get right down to it, 
 the mighty Mississippi is one big gulp of water. The river drains 
41 percent of the continental United States and spans more than 
2,300 miles from Lake Itasca in Minnesota to the Louisiana Delta and 
the Gulf of Mexico. It’s the fourth-longest river system in the world.

Geographic superlatives aside, the Mississippi River has also 
accumulated a wealth of cultural currency, making it one of the most 
referenced landmarks in the United States. American literature and 
music have borrowed the most, using the river’s folklore to create 
characters and tell stories that stick in the mind like sticks in the 
Mississippi mud.

Such attraction is earned. The river’s mystique is borne from its 
importance to U.S. growth and expansion. At one time, the Mississippi 
was the primary transportation artery into and out of a burgeoning 
heartland. The pulse of American agriculture, manufacturing, 
and trade ebbed and flowed with the riverboats that navigated 
its many turns.
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Unyson Logistics is the best 3PL to 
provide your company with complete 
multi-modal capabilities. We guarantee 
supply chain savings and continually  
adapt our services to meet your 
ever increasing needs.

As a technology leader in the industry, 
our systems are engineered to add 
visibility and effi ciency to every supply 
chain event. 

FIND OUT HOW MUCH YOU CAN SAVE.
WWW.UNYSONLOGISTICS.COM/SAVENOW
INFO@UNYSONLOGISTICS.COM
1-866-409-9759

FIND OUT WHAT THESE SUCCESSFUL BUSINESSES

ALREADY KNOW
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SAVINGS AND WILL COMMIT TO THOSE RESULTS WITH LONG TERM PERFORMANCE. 

YOU NEED UNYSON LOGISTICS.

The Unyson team is ready to drive costs from your supply chain. Here is just a sample of the services we offer:

• Transportation Modeling 
  and Optimization

• Network Analysis and Design

• Transportation Bid 
  Management

• Environmental Improvement 
  Programs

• Complete Supply Chain Visibility

• Reverse Logistics

• Web Based Tools:
   PO Management, Vendor 
   and Supplier Web Portals, 
   Reporting

• International

• Multi-Modal Management 
  and Execution:
   LTL, Truckload, Intermodal,
   Rail, Parcel, Expedited, 
   Final Mile, and White Glove

Unyson Logistics Technology Suite:
TMS, Optimizer, Carrier Interface, Dock Scheduler,
Unyson Toolbox, Online Tracking & Web PortalUnyson Toolbox, Online Tracking & Web PortalUnyson Toolbox, Online Tracking & Web PortalUnyson Toolbox, Online Tracking & Web Portal

FORTUNE 500 
RETAILER IS REALIZING 
25% SAVINGS 
WITH UNYSON MANAGING 
ITS NORTH AMERICAN 
TRANSPORTATION.

NATIONAL PLASTIC
PACKAGING
MANUFACTURER
REALIZING SAVINGS OF 
$1.2 MILLION 
ANNUALLY.

GLOBAL CONSUMER 
PRODUCT
MANUFACTURER 
SAVED OVER 
$4.4 MILLION 
IN THE FIRST YEAR.

FORTUNE 200 
NON-PERISHABLE 
FOOD PRODUCER 
SAVED 29% IN THE 
FIRST YEAR OF 
IMPLEMENTATION.
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On the Road…Again

New Times on the Mississippi

Like its current, the Mississippi’s story 
keeps moving in different directions, add-
ing new chapters along the way. In April 
2011, I embarked on a trip down the river 
with Paul Wellhausen, president of Lewis & 
Clark Marine, a St. Louis tugboat line.

As river excursions go, ours was short on 
time and long on comfort. Naturally, the story 
runs much deeper.

Gateway to a Big Ol’ River
Lewis & Clark Marine operates a section of the 

Mississippi River between miles 162 and 198, below 
the confluence with the Missouri River. The tugboat 
line is primarily responsible for switching and fleet-
ing barges in the Greater St. Louis area. Its base of 
operations in Granite City, Ill., is on the eastern side 
of the river, situated just north of the Chain of Rocks 
Locks, also known as Locks #27, the southernmost 
locks on the river system.

In the 1940s and 1950s, the Army Corps of 
Engineers built Locks #27 – comprised of a 1,200-
foot main lock and 600-foot auxiliary – and a canal 
to the north to circumvent an unnavigable part of 
the river. When water levels were low, tugboats and 
barges often had to wait days until the river rose 
high enough to avoid bedrock exposures. Today, 
Locks #27 and the Chain of Rocks canal usher com-
mercial traffic around this stretch of river.

Approaching Lewis & Clark’s Granite City head-
quarters by car, you pass through the Tri City Port 
district, a 77-square-mile former military base repur-
posed as an inland river port. Sitting at the docks 
along the canal on a sunny April morning, the tug-
boats Katherine B. Wayne, Elizabeth Brown, and Velda 
Taylor look ready to go at a moment’s notice.

The Katherine B. Wayne, one of 15 vessels in 
Lewis & Clark’s fleet, is also among its newest. The 
wheelhouse is the nerve center of the boat. At the 
heart of the 360-degree-windowed room are the 
two main engine throttles and the skipper’s seat. 
Dials, dashboards, consoles, and cords positioned 
above connect CB radios and units displaying engine 
RPMs, rudder positions, depth, GPS, and radar coor-
dinates among other nautical instruments. Below is a 
galley and shower, and, down another flight of steep 
stairs, the engine room. 

Out on the steering deck, to the boat’s aft, two 
large exhaust fans help ventilate radiated heat from 
the engine room. Barge rigging is stowed on the 
bow side of the Katherine B. Wayne. Lewis & Clark 

generally runs three-man boat crews, with a cap-
tain and two deckhands. The latter are charged with 
lashing barges together per customer loading and 
unloading arrangements.

Finding Color in the Mud
On the Mississippi River, colors are diverse, if 

muted. Mud seemingly polishes vibrancy into 
a patina of subtler shades. The green, red, and 
blue barges – some banked, others anchored in 
midstream – softly contrast with the churning 
brown waters.

Even at its most benign, the Mississippi River’s 
dangers are largely unseen. The currents below the 
Missouri confluence make the area an inhospita-
ble destination for pleasure boats and day-trippers. 
Commercial traffic rules the day. Consequently, 
there’s constant communication among different 
tugboat captains passing by, as well as between cap-
tains and deckhands working the barges.

Downstreaming through Locks #27 toward 
St. Louis, potential dangers emerge. Navigating 
around bridge piers, watching out for chev-
rons – dykes used as self-regulating dredges – and 
bypassing 10-barge-wide anchor fleets positioned 

Locks #27 ushers traffic along the Mississippi River
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If you’re seeking a logistics partner who 

is perfectly tuned in to your needs, 

look no further than Port Jersey Logistics.

With more than 50 years of

expertise, secure, state-of-the-art

facilities and a range of customized
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On the Road…Again

New Times on the Mississippi

mid-river demands 
skill. Weather conditions raise their own 
unique concerns, from dense fog and intermittent 
ice floes to drift uprooted and swept along by storms 
and high water.

In terms of navigation, green and red buoys mark 
out the main channel and low-water areas. For 
Lewis & Clark, the buoys are beacons for another rea-
son. “We make our living outside the buoy, on the 
bank,” says Wellhausen.

The company’s business is working shore to shore. 
Like a shortline to a trunk railroad, Lewis & Clark’s 
primary function is to facilitate first- and last-mile 
connections, repositioning barges between shippers 
and mainline tugs that haul freight the length of the 
river system. Customers are many and varied, but all 
ship bulk commodities, both liquid and dry.

It’s a competitive space. Lewis & Clark operates 
five terminals on both sides of the river, provid-
ing bulk transfer services to facilitate transshipment 
between barge, truck, and rail. It competes with 
other smaller operators, as well as vertically inte-
grated companies that own both the means of 
production and transportation.

America’s Marine Interstate
The St. Louis area is a hotbed for commercial traf-

fic. Because Locks #27 are the only ones south of the 
confluence between the Mississippi and Missouri, 
they move more cargo than any other navigational 
structure on the river system.

Every year, the Upper Mississippi ferries more than 
125 million tons of commodities with a combined 
value of $20 billion – and those figures are grow-
ing. Coal makes up more than 27 percent of this 
total, followed by grain (26 percent), and aggregates 

(17 percent), according to Washington, D.C.-based 
industry lobby Waterways Council.

Most of the grain shipments, which include corn, 
soybeans, and wheat, are transported to New Orleans 
and Baton Rouge for export. Coal shipments, by con-
trast, are primarily bound for power plants located in 
states along the river.

Exploring the edges of America’s foremost inland 
waterway, you begin to understand its importance as 
a means for transporting dry and liquid bulk freight 
to markets near and far. There’s a U.S. Steel facility 
on the left, where partially unloaded barges tilt as 
a result of displaced weight. Covered hopper barges 

Where Law and 
Order Prevail

Around mile-marker 182, just north of 
St. Louis and its famous gateway arch, we 
float by a vestige of the Mississippi River’s 
recent past: a scrapped, gray casino and 
gaming cruise ship laid up on the bank, 
devoid of the grandeur and color that once 
decorated its exterior.

It’s a perfect metaphor for how the 
river’s commercial culture, once notorious 
for riverboat gambling and lawlessness, is 
reinventing itself as a highly sophisticated 
and ordered system increasingly important 
in today’s global supply chain.

Paul Wellhausen, president of 
Lewis & Clark Marine, notes how the 
industry is changing. Security and safety 
are now paramount on the river. Tugboat 
lines have had to follow the same regula-
tory course as other maritime users in 
a post-Sept. 11 world. To even step on 
board a boat, you must be escorted by 
a Transportation Worker Identification 
Credential card-carrying member. Lewis & 
Clark has prioritized investments in new 
equipment and employee training to 
ensure safety standards exceed the norm.

There is still great appreciation for 
Mississippi River folklore, the ribald tales 
of seasoned pilots and salty privateers. 
My sense is that today’s riverboat opera-
tors share their forebears’ pride. They’ve 
just grown up some.

The Katherine B. Wayne awaits her next voyage
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On the Road…Again

New Times on the Mississippi

filled with cornmeal pass by, bound for Scandinavia. 
Apex Oil ships liquid asphalt out of a rail-served, riv-
erside facility, moving approximately 20,000 cars 
annually. Around the bend, a vacant patch of sparse 
forest is the future site of a new slack-water har-
bor and dock. Farther along, a barge manufacturing 
operation’s newest creation slides down the muddy 
bank like a river otter.

Loaded, unloaded, banked, or anchored in the 
middle of the river, rake-hulled barges (angled), box-
hulled barges (vertical), dry hoppers, cement barges, 
and liquid tankers all offer clues to their contents 
and how the industry is growing. Hulls are length-
ening, with 13- and 14-foot drafts becoming much 
more common. Barge coaming – the sides that are 
visible above water – are also increasing in depth, cre-
ating more capacity.

St. Louis is widely regarded as the largest inland 
water port for agricultural products in the world. 
Lewis & Clark’s Tyler Street bulk facility serves BNSF 
and Union Pacific unit trains, many of which trans-
port grain out of locations such as Montana on 
the Missouri River or Illinois on the Illinois River. 
Resurgence in U.S.-grown exports has nurtured that 
reputation.

“Business on the river is experiencing a renais-
sance,” says Wellhausen. “Exports are phenomenal. 
Even with recent fires and droughts in Russia, and 

poor crops in South America, China wants more of 
everything. And an agriculture boom has helped 
grow fertilizer imports.”

There is also new demand for ethanol, which has 
become something of a gold rush on the Mississippi 
River. Combined with the increasing frequency of 
wind turbine components making their way north 
from the Louisiana Delta to the windswept Plains, 
transporting renewable energy resources via the 
most environmentally friendly and economic mode 
available is in vogue.

One barge can haul 1,750 tons – equivalent to 70 
truck trailers or 16 rail cars, according to the Texas 
Transportation Institute. Beyond economy, inland 
towing gets 576 ton-miles per gallon, compared to 
413 for railroads and 155 for trucks.

If fuel economy and cost efficiency don’t turn 
heads, a tugboat mindset surely will. On the 
Mississippi River, operating margins are razor-thin 
and competition is thick, so tugboat lines such as 
Lewis & Clark are always pushing the throttle to 
improve service.

“In this business, you are measured by the last 
barge you hauled, not the previous nine,” explains 
Wellhausen.

It’s an attitude and mantra that resonates all along 
the Mississippi. Towing the line one barge at a time: 
it’s the river way. ■

When you’re bobbing along North America’s longest river, situated 
about in the middle of America, the subtle details that make this marine interstate a vital part of our 
nation’s economy stand out. In the Greater St. Louis area specifically, the buildup of industrial activity 
on the riverbanks is remarkable. Name a commodity, and a processing or manufacturing facility sits 
nearby. 

This vertical outgrowth is reflected in the clusters of transportation and logistics hotspots that have 
grown up along the Mississippi River’s path: Minneapolis, St. Louis, Memphis, Baton Rouge, and New 
Orleans. In the United States, barges directly serve 87 percent of all major U.S. cities, accounting for 
79 percent of all domestic waterborne freight. Looming capacity shortages and fuel cost concerns are 
stimulating new interest in inland waterway transport. Dry and liquid bulk have long been staples of 
tug and barge activity, but opportunities to bring more intermodal container freight to the Mississippi 
River may not be far off.

With U.S. rail and intermodal traffic growing, it’s conceivable that “slower-moving” consumer 
goods might eventually find their way onto an unhurried barge that is the most economical and 
environmentally sustainable means of transport around.

If I were a gambling man on a Mississippi River boat, I just might like my odds.
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A MATTER 
OF DATA

SITE SELECTION 
DECISIONS:

The supply chain may be 
global, but regional 
factors such as 
population density and 
facility costs determine 
where and how businesses 
store and distribute 
inventory.

By Perry A Trunick
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SITE SELECTION DECISIONS: A MATTER OF DATA

the sourcing decision, but it is driven 
by the location of high-value custom-
ers, not low-cost manufacturers. The 
network that serves the end user or con-
sumer reflects not only demand, but 
also customer service needs. Proximity 
is important in serving a just-in-time 
automotive plant, for example, and 
speed to market can be key for fashion-
sensitive consumer goods.

DECISION SuPPORT
Many of the same factors come 

into play when making sourcing and 
distribution decisions. Local transpor-
tation infrastructure, congestion, and  
available transportation and logistics 
services are important site selection 
considerations, whether a company 
manages logistics in-house or out-
sources to a third-party service provider. 
Key factors such as the number, type, 
and condition of roadways, rail lines, 
inland waterways, and airports directly 
affect the ease, consistency, and cost of 
the flow of goods from the source.

In most cases, examining infrastruc-
ture factors will be an exercise in risk 
management. In addition to infrastruc-
ture-related factors, having access to 
alternative solutions and services can 
help when responding to disruptions.

The ports and airports serving a 
region play key roles in supply chain 
performance. Many developing regions 
have made strong commitments to 
creating and enhancing port capacity. 
Monitoring these commitments and 
the progress toward completion will 
be important to ensure minimum dis-
ruptions and maximum efficiency. A 
stalled infrastructure project or the 
addition of tools, taxes, or fees to cover 

Choosing a new logistics facility 
or distribution center (DC) site 
involves weighing a number of 
factors and considering numer-

ous details. The best way to start is by 
thoroughly examining the elements 
that combine to support your busi-
ness needs.

Manufacturing and raw materi-
als sourcing play a major role in DC 
site selection. One reason is that bulk 
raw materials are typically expen-
sive to transport relative to their 
value. Manufacturing consumes con-
siderable resources, including raw 

materials, energy, and labor. As a 
result, companies locate manufactur-
ing and fabrication operations near 
those resources.

The sourcing/production side of 
the supply chain usually starts any-
where low-cost materials, labor, and 
production are available. The options 
narrow, however, when inbound logis-
tics and distribution functions enter 
the equation. The earlier in the process 
a company considers logistics, the more 
likely it can design supply chain costs 
and performance to withstand external 
or internal disruption.

The distribution side of the sup-
ply chain is nearly a mirror image of 

Distribution is driven 
by the location of high-

value customers, not 
low-cost manufacturers.
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SITE SELECTION DECISIONS: A MATTER OF DATA

conditions bear watching, but a more 
difficult area to evaluate is the mar-
ket for specialized logistics and supply 
chain management skills and talent. 
Areas with substantial logistics oper-
ations may have a strong talent pool, 
but there may be more competition for 
that limited resource, which can add 
cost. Constant turnover can also dis-
rupt operations.

SERvINg ThE POPuLATION
Modeling sales/consumption and 

overlaying future expansion plans pro-
vide a good picture of where volumes 
are concentrated. Optimizing a ser-
vice strategy with attention to cost is a 
complex exercise. Deciding how many 

costs can dramatically change the 
original assumptions made in a sourc-
ing decision.

Another factor that comes into play 
during siting decisions is local regula-
tions. Rules governing transportation 
and other logistics functions can limit 
capabilities or capacity, for example. In 
domestic U.S. logistics, a common area 
of concern is size and weight restric-
tions on motor carriers. Tolls, taxes, 
and fees also come into play. Any of 
these factors can change based on the 
needs and desires of local, regional, or 
national authorities.

Labor cost and availability are other 
key factors to consider when choos-
ing a facility location. General labor 

Discover the foresight and 
insight of ShipmentVision.
ShipmentVision is an exclusive 
service from Union Pacifi c Distribution 
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specifi c need, ShipmentVision delivers 
continuous visibility and actionable 
data in a simple format that will help 
you make informed decisions.

No guesswork. No surprises. To fi nd 
out more about ShipmentVision 
and the entire suite of tracking and 
monitoring services provided by 
UPDS, call (877) 885-1657.
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Top 5 Markets
by Annual Operating Cost

Lowest 5 Markets
by Annual Operating Cost

high- and low-cost markets
The Boyd Company’s BizCosts analysis of more than 75 targeted logistics sites 
reviews operating costs for a conventional 450,000-square-foot warehouse 
employing 150 non-exempt workers. The analysis weighs geographically variable 
costs such as energy, labor, land, and taxes. Here’s how the most and least 
expensive markets compare in terms of annual operating costs.

Source: BizCosts, Comparative Distribution Warehousing Operating Costs, 2011

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


Wherever you find business, you’ll find us.

Today, Union Pacific coordinates the global reach of ocean carriers with the economy of our vast rail network 
plus the flexibility of truck transit. So, even if you don’t have rail service at your door, we can still give you 
unmatched, door-to-door service. Find out more at UnionPacific.com or call (877) 883–1422.

UnionPacific_(placed)ad.indd   1 7/12/11   2:59 PMWant to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


SITE SELECTION DECISIONS: A MATTER OF DATA

facilities are necessary to achieve those 
goals includes the density and distance 
of distribution lanes.

A generic version of this exercise 
determined the best warehouse loca-
tions to reach the U.S. population in 
the shortest transit time. The 10 Best 
Warehouse Networks model, developed 
by Chicago Consulting in 2009, dis-
plays networks comprised of one to 
10 warehouses, and shows projected 
throughput for each warehouse.

The Chicago Consulting model 
assumes every member of the U.S. pop-
ulation is a customer, so it’s biased 
toward population. For example, an 
original equipment manufacturer sup-
plying the automotive industry and 
aftermarket would have a different cus-
tomer/population base. The consulting 
firm’s report demonstrates how the 
algorithms of its model attempt to opti-
mize transit times, and the impact this 
has on individual warehouses.

Using the Chicago Consulting model, 
a single warehouse serving the entire 
U.S. population from Henderson, Ky., 
would be located within an average of 
804 miles of its customers and have an 
approximate lead time of 2.27 days.

With five warehouses, the Chicago 
Consulting model achieves an average 
distance to customers of 264 miles and 
a lead time of 1.13 days. Throughput by 
location is:

Summit, N.J. ........................................24%
Macon, Ga. ...........................................19%
Dallas, Texas. ....................................... 14%
Chicago, Ill. ..........................................22%
Bakersfield, Calif. ............................. 21%
The recently completed U.S. Census 

certainly affects the results of the 
Chicago Consulting report, based on 
shifting patterns of population density. 
In fact, the U.S. Census Bureau released 
its own “mean center of population” for 
the United States in April 2011. 

The point outside Plato, Mo., is 23.4 
miles southwest of the mean center 
of population, according to the 2000 
Census. Plato is approximately 350 
highway miles west of Henderson, Ky., 
the Chicago Consulting point for a 
single warehouse network. This dem-
onstrates how transit time comes into 

Add it up: Logistics Facility 
vacancy and Rent Trends

The second half of 2010 brought good news for the logistics market: Vacancy 
rates in the top 10 locations with Class A logistics facilities were less than 10 per-
cent, according to a report by commercial real estate firm Grubb & Ellis, Santa 
Ana, Calif. 

“The national vacancy rate, the best measure of the overall market state, con-
tinued its downward trend during the second half of 2010, ending the year at 12.8 
percent,” says the report. “For the property market, a decline in vacancies is a posi-
tive sign, representing a 50-basis-point improvement over the mid-year figure and 
a full point improvement over the vacancy recorded at the end of 2009.”

“The current elevated vacancy levels are a result of new supply delivered prior 
to the recession, rather than negative demand,” the report adds.

Here’s more good news: rents have declined from peak levels prior to the start 
of the recession in December 2007. Eight of the top sites had asking rents of $5 
per square foot or more in the second half of 2010.

 “Asking net rents do not capture the entire depth of the decline,” the report 
states. “In addition to declining rents, 
landlord concessions have risen con-
siderably over the past two years, 
and one month of free rent per year 
of term for new tenants has become 
the norm. This practice alone results 
in an 8.3-percent decline in net effec-
tive rents that is not captured by the 
asking rents.” That may be difficult for 
landlords, but can be a plus for tenants.

“Supply will remain constrained,” 
says the report. “Currently, less than 
seven million square feet of new 
logistics buildings are under con-
struction across the nation, of which 
only 270,000 square feet are vacant. 
Additional projects will be announced 
during the year, but 2011 will be the 
year with the least amount of new 
deliveries on record.”

Looking ahead, “High demand and 
no new supply is a great combination 
for vacancies,” the report notes. By the 
end of 2011, Grubb & Ellis expects the 
overall logistics vacancy rate to fall to 
about 11.5 percent. Rental rates will 
be the last to recover. Net effective 
rents could see an eight- to 10-percent 
increase by the end of 2011, but net 
asking rents will remain relatively flat 
over the year. 

SOURCE: Grubb & Ellis, “Logistics Market 
Trends: Second Half 2010”

ASkINg RENTS (PER Sq. FT.)

San Jose, Calif. $7.19

Broward County, Fla. $7.15

Los Angeles $5.73

Cleveland $5.54

Washington, D.C. $5.39

Minneapolis/St. Paul $5.32

Orange County, Calif. $5.22

Portland, Ore. $5.02

vACANCy PERCENTAgES

Los Angeles 4.2%

Minneapolis/St. Paul 4.5%

Orange County, Calif 5.5%

Denver 5.9%

Northern Indiana 6.1%

Pittsburgh 6.5%

Cleveland 7.6%

Southern New Jersey 8.8%

Charleston, S.C. 9.1%

kansas City 9.8%
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SITE SELECTION DECISIONS: A MATTER OF DATA

with lower costs for labor-intensive 
functions such as container loading 
and unloading.

The Panama Canal expansion has 
been a boon for inland locations along 
the East Coast. Interest is already high 
in the vicinity of ports that have devel-
oped favorable agreements with the 
Panama Canal authority.  

Another factor that comes into 
play for newer warehouses is energy. 
With the rise of value-added services 
performed at the warehouse or dis-
tribution center, power needs have 
changed over the years. In addition, 
some systems in use are more sensitive. 
Energy costs and reliability, therefore, 
become an increasingly important 
part of the site selection decision. 
Right behind that is a sensitivity to 
environmental impact, which extends 
to power sources and other facets of 
warehouse operations.

Beyond the facility itself, sustain-
ability issues affect entire networks. 
An optimized logistics network min-
imizes miles and, consequently, fuel 
consumption. This is not only an envi-

ronmental issue and image builder for 
many companies, it is also increasingly 
a cost-control issue. Volatile fuel prices 
make it more important for companies 
to develop solutions that offer not only 
reduced miles, but also provide mode 
options such as increased use of rail 
and rail intermodal.

With the wide variety of major and 
minor factors to consider in a logistics 
site decision, the process can appear 
complex. In fact, it is just detailed. The 
details vary according to each supply 
chain’s particular needs, and research-
ing those areas is important to ensuring 
an efficient, responsive network. ■

is based on serving a standard retail 
consumer market and reflects over-the-
road shipments in truckload lots. The 
purpose of the model is not to provide 
an actual cost, but an equal cost com-
parison between markets.

The network of Los Angeles, New 
York, Chicago, Dallas, and Atlanta, 
using the BizCosts 450,000-square-
foot warehouse for each, has an annual 
operating cost of slightly less than 
$90.4 million.

Swapping out some of these metro 
areas delivers considerable savings. 
Seeking a Midwest alternative to 
Chicago’s $18 million annual operat-
ing cost, for example, a company might 
consider Pittsburgh ($15.5 million); 
Cleveland ($15.5 million); Columbus, 
Ohio ($14.7 million); or Indianapolis 
($14 million), which all offer savings.

Some recent projects that could have 
gone to the heart of the New York/New 
Jersey market (where annual operating 
costs are $21.3 million) have been shift-
ing to areas such as the Lehigh Valley 
in Pennsylvania ($16.1 million), in part 
because of land costs and availability.

Areas such as southern Nevada are 
currently developing because land is 
cheap and readily available, providing 
alternatives to congested and expen-
sive areas near major ports, including 
Los Angeles/Long Beach. “We wouldn’t 
have been able to touch those areas a 
few years ago because of the cost,” says 
Boyd Company founder Jack Boyd.

Part of the interest in areas such as 
the Lehigh Valley is based on access to 
major ports from a reasonable distance. 
Another key factor is the availability of 
rail service from the port to the inland 
region. Imports and exports can move 
through the port quickly and easily, 

locating a dc in major 
markets reaps service and 
time-to-market benefits, 
but doesn’t come cheap.

play when serving that widely dis-
persed population.

The top five states relative to pop-
ulation are, in descending order: 
California, Texas, New York, Florida, 
and Illinois.

The most populous cities include:
 ) New York, N.Y.
 ) Los Angeles, Calif.
 ) Chicago, Ill.
 ) Houston, Texas
 ) Philadelphia, Pa.
 ) Phoenix, Ariz.
 ) San Antonio, Texas
 ) San Diego, Calif.
 ) Dallas, Texas
 ) San Jose, Calif.

Based on the Chicago Consulting 
data and the Census data, it’s easy 
to adopt the common view that to 
serve the United States with a reason-
able distribution network, you should 
maintain warehouses in Los Angeles, 
New York, Chicago, Dallas, and Atlanta. 
There is more to the site selection 
decision, however, than population 
and proximity.

WEIghINg COSTS
Locating your distribution opera-

tions in the heart of major markets 
certainly reaps service and time-to-
market advantages. But prime real 
estate in regions with high operating 
costs doesn’t come cheap.

The Boyd Company, a site selection 
consulting firm based in Princeton, 
N.J., compiled a cost analysis for ware-
house/distribution center operations 
that takes into account geographically 
variable costs in more than 75 markets.

The Boyd Company’s BizCosts 
analysis establishes parameters for 
a 450,000-square-foot warehouse 
employing 150 non-exempt workers, 
as an example. Using that same model 
for each market, the report examines 
comparative costs for electric power 
and natural gas, land acquisition and 
construction, ad valorem and sales tax, 
labor, and shipping.

The model excludes management 
from labor costs because those salaries 
are typically not affected by geographic 
differences. The shipping cost element 
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Spacious

Accommodations

Distribution Technology has the experience and global 

resources to maximize our warehousing and transportation 

solutions while minimizing your supply chain overhead.

Our warehousing and logistics support in Charlotte, NC and Los Angeles coupled with domestic 

and international freight forwarding transportation capabilities allow us to cost-effectively meet your 

national customer service requirements while increasing your sales and US Market share. So we’re 

more than just a spacious warehouse, we’re your full-service logistics ‘concierge.’

Experience our Signature Concierge Service first hand.  

704.587.5587   |   DistributionTechnology.com

Opening Opportunity
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Whether you drop a couple of these tomes into 
your beach bag or download the whole list to your 
e-reader, diving into the latest books from supply 
chain and logistics experts will help you sharpen your 
skills and advance your knowledge on everything 

from warehouse optimization to 
transportation planning.

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


142  Inbound Logistics • July 2011

READING
GUIDE 2011

How to Increase Your Warehouse 
Capacity: 191 Time-Tested 
Ways to Find Space

By Art Liebeskind

Avoid the costs of building or leasing additional 
storage by finding space in the warehouse 
you thought was too small. An engineer with 
more than 35 years of experience designing 
and implementing successful distribution 
facilities, Art Liebeskind provides practical tips 
for economically gaining space and reducing 
warehouse costs. 

KEY tAKEAWAYS: Improving space utilization 
begins with defining the facility and stored 
materials, then maximizing the cube. It’s a 
simple approach that involves numerous 
factors and decisions, but once you evaluate 
each aspect of your warehouse, you’ll be 
surprised at how much available space you 
can find.

FOr dEtAIlS: www.idii.com

Mobility First: A New Vision for 
Transportation in a Globally 
Competitive 21st Century

By Sam Staley and Adrian Moore

The authors detail how to fix America’s 
gridlocked and deteriorating road and transit 
systems, offering solutions to modernize 
transit and expand road capacity, set goals for 
reducing congestion, increase performance 
standards and transparency, and change the 
way the nation funds its roads and highways.

KEY tAKEAWAYS: For decades, America has 
struggled to prioritize and finance large-scale 
infrastructure projects. Staley and Moore 
explain how private capital investment and 
value-priced toll roads can usher in a new era, 
unclogging our transportation networks and 
unleashing a system capable of handling our 
21st-century economy.

FOr dEtAIlS: www.rowmanlittlefield.com

Essentials of Inventory 
Management

By Max Muller

Written for novice and veteran inventory 
managers alike, this practical book offers 
guidance on forecasting and replenishment 
strategies, explains the differences between 
retail and manufacturing inventories, and 
provides simple formulas for calculating 
quantities and schedules. 

KEY tAKEAWAYS: Inventory management is about 
more than counting what you’ve got. It involves 
understanding business realities and making 
decisions that balance current demand with 
future needs – while keeping overhead and 
operating costs to a minimum.

FOr dEtAIlS: www.amacombooks.org

X-SCM: The New Science of X-treme 
Supply Chain Management

By Lisa H. Harrington, Sandor Boyson, Thomas Corsi

Inbound Logistics Contributing Editor Lisa 
H. Harrington and two colleagues from the 
University of Maryland’s Robert H. Smith 

School of Business outline strategies for 
managing today’s complex and unpredictable 
supply chains, including new techniques for 
analyzing country-level investments, network 
configuration, and insourcing/outsourcing 
decisions.

KEY tAKEAWAYS: The latest generation of 
network design and optimization applications 
has created broader opportunities to view and 
streamline links between supply chain network 
nodes. New concepts in multi-channel 
demand signal capture – and in pooling 
and data warehousing customer signals 
coming into the enterprise from retail stores, 
Web sites, and call centers – can bring the 
enterprise closer to the customer. Emerging 
practices such as multi-channel supply 
management and virtualized cross-enterprise 
inventory pools are enabling rapid response to 
changes in demand, creating a level of “cyber-
kanban” unimaginable a few years ago.

FOr dEtAIlS: www.routledge.com

Design, Analysis, and Optimization 
of Supply Chains: A System 
Dynamics Approach

By William R. Killingsworth

Killingsworth uses dynamic simulation 
models to examine the results of time delays, 
lack of information, and incorrect planning 
assumptions. His models demonstrate the 
benefits of establishing push-pull boundaries 
in supply chains to provide increased 
customer service levels with modest, if not 
reduced, inventory levels.

KEY tAKEAWAYS: A systems dynamic approach 
to supply chain optimization can help 
prevent lost sales due to inventory shortages, 
high costs due to large inventories, work 
stoppage due to key supplier loss, and supply 
problems that may be delaying new product 
introductions.

FOr dEtAIlS: www.businessexpertpress.com
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Export/Import Procedures 
and Documentation

By Thomas E. Johnson and Donna L. Bade

In the ever-changing world of complex 
international rules, laws, and regulations, 
even seasoned export/import professionals 
may find themselves in unfamiliar situations. 
This comprehensive book supplies readers 
with a clear view of the entire process, 
explaining the ins and outs of shipping and 
insurance; currency exchange; dealing with 
banks; contracts; customs; and transportation.

KEY tAKEAWAYS: Packed with sample contracts, 
documents, and ready-to-use forms, Export/
Import Procedures and Documentation 
contains up-to-date information on new 
security procedures, the movement to Internet-
based documentation, recently enacted free 
trade agreements, and increased compliance 
measures under the Consumer Products Safety 
Commission.

FOr dEtAIlS: www.amacombooks.org

Too Big To Fall: America’s Failing 
Infrastructure and the Way Forward

By Barry B. LePatner

LePatner chronicles the problems that led 
to the August 2007 collapse of the I-35W 
Bridge in Minneapolis: poor bridge design and 
maintenance, ignored expert recommendations 
for repair, and misallocated funding. He uses 
the collapse as a stepping stone to a larger 
discussion about the possibility of a nationwide 
infrastructure breakdown.

KEY tAKEAWAYS: The author argues that the 
government prioritizes funding for new 
projects over maintenance funding for aging 
infrastructure, and explains the importance of 
maintaining an effective infrastructure system 
for the sake of the country’s economic strength 
and national security.

FOr dEtAIlS: www.upne.com

Supply Chain Management: 
Strategy, Planning, and Operation

By Sunil Chopra and Peter Meindl

Chopra and Meindl outline the strategic 
importance of good supply chain design, 
planning, and operation, offering examples to 
illustrate concepts and develop a framework for 
supply chain strategy that incorporates facilities, 
inventory, transportation, information, sourcing, 
and pricing.

KEY tAKEAWAYS: Chapters focus on topics 
such as supply chain drivers and metrics; 
designing distribution networks; forecasting 
demand; sales and operations planning; safety 
inventories; sourcing decisions; and pricing and 
revenue management.

FOr dEtAIlS: www.pearson-books.com

Lean Supply Chain Management 
Essentials: A Framework 
for Materials Managers

By Bill Kerber and Brian J. Dreckshage

This book explains why the traditional materials 
planning environment, typically embodied by 

an Enterprise Resource Planning (ERP) system, 
is an ineffective support system for a company 
that wants to adopt Lean practices. By 
integrating the principles learned from Toyota’s 
journey with Lean principles, the authors 
provide the understanding required to approach 
applying Lean to your supply chain with a 
methodology that allows for experimentation, 
learning, and continuous improvement. 

KEY tAKEAWAYS: By combining traditional 
materials management tools, such as sales and 
operations planning, with Lean manufacturing 
approaches, and applying them to different 
manufacturing environments, the authors 
clarify the logic behind using Lean components, 
and illustrate how they fit together as a system. 
The book includes a chart that matches Lean 
tools to the planning and control charts that 
have served as the model for ERP systems.

FOr dEtAIlS: www.taylorandfrancisgroup.com

Distribution Channels: 
Understanding and Managing 
Channels to Market

By Julian Dent

Dent explores the ways a business can 
optimize its routes to market through a 
thorough understanding of its go-to-market 
partners’ business models. This book defines 
the role and importance of the various 
partners involved in the distribution chain, 
including distributors, wholesalers, final tier 
channel players, and retailers; and provides 
advice on managing these relationships for 
optimum market exposure and successful 
product delivery. 

KEY tAKEAWAYS: Taking into account both the 
tactical and strategic dimensions of channel 
economics, Distribution Channels provides the 
knowledge needed to improve your business 
model, whether you are responsible for the 
distribution channel of your company or are 
part of that channel.

FOr dEtAIlS: www.koganpage.com
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Justified Timely Solutions®©2011 Johanson Transportation Service. All rights reserved. 
Justified Timely Solutions is a registered trademark of Johanson Transportation Service.

MC#159429 OTI#021756NF

They should be.  
At least that’s what we believe at JTS.

Is your transportation provider  
paying attention to your business needs?

When you partner with JTS to ship your freight, we make great service 
priority one. That means we listen to your needs and provide a solution 
to exceed your supply chain requirements.

Since 1971, JTS has built long-term customer relationships by providing 
full-service solutions that improve logistics operations, control costs and 
increase supply chain visibility. Our shippers count on our experience, 
commitment, and consistency in providing personalized service and 
quick responsiveness to their issues.

■  Dry and temperature-controlled trailers and containers for Truckload, 
LTL, Rail/Intermodal, Air and Ocean Freight.

■  Licensed ocean freight forwarder and NVOCC – drayage, customs 
clearance handling, insurance handling and billing all done with one 
point of contact.

■  Daily tracing of all shipments and web-based visibility into freight 
orders from start to finish.

■  24/7, reliable customer service.

■  Dedicated Carrier Relations department verifies only qualified  
carriers are used, protecting the shipper’s interests.

■  State-of-the-art technology: EDI order processing, TMS,  
and JTS Interactive Services for viewing shipment and accounts  
payable status online.

If you want to partner with a one-stop logistics provider that will give 
you the attention you deserve, contact JTS today.

(800) 742-2053 
www.johansontrans.com
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AND AFFILIATIONS:

Blue Book Credit Services -  
Rated XXXX, $1 million credit score

Red Book Credit Services -  
Rated 4 stars, A level credit score

TIA (Transportation Intermediaries Assn)

NITL (Nat’l Industrial Transportation League)

ASTA (American Spice Trade Association)

CLFP (California League of Food Processors)

IANA (Intermodal Assn of North America)

IDFA (International Dairy Foods Association)

OAN (Oregon Association of Nurseries)

OSTA (Oregon Seed Trade Association)

PMA (Produce Marketing Association)

PSA (Pacific Seedmen’s Association)

TFPA (Texas Food Processors Association)
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Orchestrating Supply Chain 
Opportunities: Achieving 
Stretch Goals Effectively

By Ananth Iyer and Alex Zelikovsky

This book provides a framework for 
orchestrating supply chain opportunities based 
on three management concepts: flexibility, 
agility, and real options (FAR). Through best 
practice case studies ranging from nonprofit 
to retail, and encompassing demand surges, 
regulatory impacts, and natural disasters, the 
authors demonstrate that creating supply chain 
opportunities requires deliberate management 
choices.

KEY tAKEAWAYS: The ability to take advantage 
of unexpected occurrences and turbulent 
times lies in how well companies use the 
FAR concept – scaling to deal with volume 
shifts; accommodating product changes; and 
considering external operation factors, the most 
cost-effective response to variability, and the 
ability to execute.

FOr dEtAIlS: www.businessexpertpress.com

Safe By Accident? Take the Luck Out 
of Safety: Leadership Practices that 
Build a Sustainable Safety Culture

By Judy Agnew and Aubrey Daniels

From forklift operator training to hazardous 
materials handling procedures, safety concerns 
permeate the supply chain. This resource helps 
you avoid the seven safety practices that waste 
time and money, and focus your efforts on 
effective safety leadership.

KEY tAKEAWAYS: The biggest opportunities 
for safety-minded leaders lie in developing 
good relationships within the organization, 
maintaining a safe physical environment, and 
creating systems that encourage safe behavior. 

FOr dEtAIlS: www.safebyaccident.com

Humanitarian Logistics: Meeting 
the Challenge of Preparing for 
and Responding to Disasters

By Martin Christopher and Peter Tatham

Interest in humanitarian logistics has increased 
in recent years because of events such as 
Hurricane Katrina, earthquakes in Haiti and 
Japan, and tornadoes in Missouri. The authors 
examine the key challenges of organizing and 
distributing resources to areas hit by natural 
disasters, including warehousing, procurement, 
and funding.

KEY tAKEAWAYS: With particular focus on pre-
disaster preparation, rather than post-disaster 
assistance, Humanitarian Logistics provides 
current thinking as well as best practices 
for those who need to understand the many 
challenges and ways to respond effectively in 
this crucial area.

FOr dEtAIlS: www.koganpage.com

Logistics Management and Strategy: 
Competing Through the Supply Chain

By Alan Harrison and Remko van Hoek

Logistics and supply chain management 
continue to transform the competitive 

landscape and have become today’s key 
business issues. While explaining theoretical 
supply chain concepts with clarity, this 
volume provides a pragmatic and business-
oriented focus through the use of concrete 
examples and case studies, offering a practical, 
integrated, and international approach to 
logistics management.

KEY tAKEAWAYS: Readers will gain an 
understanding of logistics’ contribution to 
competitiveness and value creation; how to 
leverage logistics operations within the context 
of the customer; the importance of supplier 
partnerships, interfaces, and the challenges 
of integration; and the impact of supply chain 
sustainability.

FOr dEtAIlS: www.pearson-books.com

Warehouse Management: 
A Complete Guide to Improving 
Efficiency and Minimizing Costs 
in the Modern Warehouse

By Gwynne Richards

This book provides a guide to best practices 
in warehouse operations, exploring how to 
increase warehouse productivity and reduce 
costs. It also covers the latest warehouse 
technology advances; recent health and safety 
legislation affecting warehouse operations; 
labor management; and warehouse design. 
Case studies demonstrate how to apply new 
technology, minimize spend, and create 
efficient, streamlined operations.

KEY tAKEAWAYS: Warehouses are an integral 
part of the modern supply chain, involved in 
the sourcing, production, and distribution of 
goods. Due to the complexities of warehouse 
operations, they can often be one of the most 
costly parts of the supply chain. Their efficient 
management is therefore critical in terms of 
minimizing cost and contributing to an effective 
and efficient supply chain.

FOr dEtAIlS: www.koganpage.com
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The cargo is your business. And no one understands that more than Ruan.

With Ruan’s Dedicated Contract Carriage service, you receive the dedication of an entire company. Supply chain experts. Professional drivers 

and mechanics. Dispatchers. Safety leaders. Customer care team. These are your partners, your advocates — the people who work tirelessly to 

ensure that your supply chain operates at peak efficiency. That your cargo ships using state-of-the-art technology. That state and federal 

regulations are followed. And, that your deliveries are always on-time. 

You work too hard to trust your shipments to just anyone. Trust them to Ruan.

D E D I C A T E D  C O N T R A C T  C A R R I A G E   /   B U L K  T R A N S P O R T A T I O N   /   I N T E G R A T E D  S E R V I C E S  

It’s never just a truck.
It holds your hard work.

Your hope and your worry.

Your late nights and early mornings.

Your present and your future.

Which is why you want Ruan driving.

Proud to suppor t and endow the
World Food Prize for over 20 years.

FOR MORE INFORMATION, CALL (866) 782-6669 OR V ISIT WWW.RUAN.COM.
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A Supply Chain Management 
Guide to Business Continuity

By Betty A. Kildow, CBCP, FBCI

Through a combination of exercises, scenarios, 
strategies, and tactics, Kildow offers supply 
chain professionals insights and tools to 
develop and maintain a business continuity 
program that includes the entire supply chain – 
upstream, downstream, and internal.

KEY tAKEAWAYS: To ensure that a business keeps 
making money without compromising its values 
in the event of a catastrophe – or even in the 
face of routine disruptions, such as adopting 

new technology or losing veteran staffers – 
any continuity plan must address the key to 
the business’ productivity and profitability: its 
suppliers, contractors, and service providers.

FOr dEtAIlS: www.amacombooks.org

Glossary of Supply Chain 
Terminology

By Philip Obal

Compiled for supply chain, logistics, 
transportation, operations, and warehousing 
professionals, this comprehensive 
resource contains thousands of entries, 

from 1D bar codes to zone skipping.

KEY tAKEAWAYS: Whether you want to enhance 
your knowledge of a particular supply chain 
topic or find just the right words to explain 
a concept to a logistics novice, this volume 
represents a valuable addition to your reference 
library.

FOr dEtAIlS: www.idii.com

What’s on your bookshelf?
Now that we’ve shared our picks for some 
top logistics reads, we’d like to hear 
yours. What supply chain, transportation, 
global trade, or logistics management 
book has been an invaluable resource in 
your career? Which volume do you share 
with colleagues, or refer to when you 
need inspiration? Email your favorite title 
and why you recommend it to editor@
inboundlogistics.com. We’ll draw from the 
responses and send the winner one of the 
books from this guide. 
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For more information about all of our services, visit us at: www.alliance.com
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regallogistics.com
866-300-5580

Today’s high-performance 
supply chain is all about 
options and emphasis 
on low cost shipping to 
increase efficiency. Regal’s 
high velocity, mass retailer 
Distribution Centers in 
the Southeast and Pacific 
Northwest are ideal 
bicoastal ship points:  

•  1.3 million sf of public 
warehouse

•  Walmart compliant

•  Competitive rates

•  Near major pier, rail & 
highway access

•  Simplified pricing & 
terms

•  No minimum storage 
requirements

•  Real time inventory & 
shipment dashboard

•  EDI/ASN/RFID

Superior Supply Chain 
Solutions

From Port
to Sale

Charleston Ad 2011.indd   1 7/8/2011   11:57:51 AM

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


nexusdistribution.com • 800 536 5220
innovative 3pl • transportation • warehousing

Shifts in fuel prices, modal capacity, exchange rates, industry regulations and environmental 
initiatives have significant impacts on your supply chain. We have the tools and solutions to 
tackle your logistics challenges.  Be Prepared. Call NEXUS. 

Is your supply chain 
equipped  

for the What Ifs?
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Carrier-supplied data can provide valuable insight for 

writing contracts, but shippers who want to pave the 

way to strong business relationships must dig deeper.

E conomic recovery is on the way, and not a 
moment too soon. Shippers and carriers 
across all transportation modes that struggled 

through the Great Recession, suffering billions of 
dollars in losses and setting back their business by 
years, are feeling better about the economy and trade 
environment than at any point in the past two years. 
Retail sales are surging, and dramatically depleted 
inventories are being rebuilt.

The Road to  
Smoother 
Carrier Contract 
Negotiations

by Michael J. Stolarczyk
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Winter 2010 brought cargo backlogs result-
ing from capacity shortages, but shippers and 
carriers appear to have found middle ground 
in resolving their differences. The true test of 
how both sides respond to the recovery will 
come as shippers and carriers wrap up what 
could be the most important contract negotia-
tions in years.

Will carriers be true to their word and end 
the rate-cutting wrought by their pursuit of 
market share? Will shippers become true part-
ners in a market where the success of their 
transportation providers determines profit-
ability and speed to market? Will the empathy 
and collaboration that both sides have long 
pursued but seldom achieved finally have stay-
ing power — or will both sides retreat into their 
business-as-usual mentality when the inevita-
ble recovery picks up steam?

Strong carrier-partner relationships are 
essential, because in an ever-more complex 
supply chain, a good contract goes far beyond 
mere price. To be successful in this new econ-
omy, empathy and collaboration work together, 
leading both parties toward profitability. 
Collaborating creates value, and executive 
empathy makes money.

To a certain degree, almost everything in 
business has become data-driven. It’s common 
practice today that if you can’t measure some-
thing, it doesn’t impact the bottom line. Pure 
data can provide valuable insight; however, 
it doesn’t tell a complete story. News items 
abound about businesses that have used num-
bers — real or manufactured — to justify prices 
and volumes that no longer exist.

A crack has developed in the data-driven, 
numbers-only foundation on which our indus-
try built and expanded profits. Carriers, 
importers, exporters, and freight intermedi-
aries can no longer base their relationships 
solely on slot commitments, no-roll clauses, 
general rate increases, no-show fees, and local 
charges. Vested collaboration, empathy for 
both partners’ profitability, and efficiency are 
tantamount to long-term success.

We are moving into the “conceptual age” of 
business, when the right price is not necessar-
ily the lowest price, and it’s no longer enough 
for an executive to be a great numbers person. 

We now expect more of our leaders, and empa-
thy and collaboration are desired qualities.

Understanding the feelings of others is 
good behavior, but empathy particularly pays 
off when organizations — that is, the executives 
who represent companies — understand what 
their customers and partners are feeling dur-
ing the decision-making process.

Empathy and collaboration impact organi-
zations’ success during negotiations because 
both qualities involve focusing less on purely 
statistical internal issues, and more on collab-
orating to gain mutual benefit. The opposite of 
collaborative behavior is internally competitive, 
command-and-control behavior — a form of cor-
porate self-absorption.

It is easy to hide behind pure numbers and 
cold, hard metrics, but hiding now will only cre-
ate a one-sided, non-competitive, zero-sum 
contract winner — and doom the negotiations 
to failure.

Too often, business leaders focus their 
attention on rate structures during carrier-
contract negotiations, while ignoring other 
important facets of a business relationship. 
Failure to address the entire scope of the rela-
tionship can cause a business to fall short of 
its goals.

Empathy and collaboration will bring to light 
more subtle issues that should be addressed to 
create mutual profits. Discussing the following 
11 issues with your carrier will help your busi-
ness achieve success in contract negotiations 
this year and beyond.

1 
Pickup Performance. How can your 
delivery be on time if your pickup isn’t? 
Late pickups cost more, sometimes at 
overtime rates. Before agreeing to a 

contract, know your partner’s on-time pickup 
percentage and how the carrier calculates that 
measurement for each customer. On-time deliv-
ery statistics are calculated in a similar way and 
should be readily available on customer reports, 
broken out by customer and/or terminal.

2 
Invoicing accuracy. This often-over-
looked metric can be the key to saving 
time and money. Carriers that invest 
in imaging systems allowing them to 
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We’re FAC Logistics, and we know how unique food challenges are. 
We know every client’s needs are di� erent, and every logistic solution 
requires specialized skill and attention to detail. We’ve built a 30-year 

reputation as a premier supply chain logistics provider with a sole focus 
on food. When a food logistics challenge lands on your plate, turn to FAC. 

We’ll come to the table with all the expertise, drive and dedication necessary 
to turn your challenges into time- and money-saving solutions.

We bring it 
all to the table.

Food logistics is what we do.

800-285-7004
1951 N. Church Street • Rocky Mount, NC 27802

www.faclogistics.com
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use information directly from a customer’s bill 
of lading can ensure accuracy while improv-
ing invoicing efficiency. If this isn’t one of the 
measurements you expect to receive from your 
carrier, it should be.

3 
Claims Structure and response 
Time. Getting a shipment to its desti-
nation on time doesn’t matter much if 
it doesn’t get there in one piece. How 

quickly are claims settled? What is the per-
centage of claims-free service? What is the 
claims ratio of the terminal that will serve your 
customers? Partners should make these per-
formance statistics available for individual 
shippers and terminals.

4 
Interactive Web Presence. Examining 
your partner’s Web site can help you 
determine the availability of cus-
tomer service when you need it. Is 

the Web site interactive in a number of ways 
to provide the information you need? The site 
should allow you to enter pickup requests and 
download imaged documents and custom-
ized reports. It should also offer a variety of 

track-and-trace capabilities, rate quotes, transit 
times, and terminal information.

5 
open dialog. Determining how 
involved shippers are in their partner’s 
decision-making process indicates the 
level of interest a company has in deliv-

ering quality service. Creating collaboration is 
essential because open dialog reveals positive 
and negative qualities of each organization.

6 
Solid Communication and 
responsiveness. You should be able 
to talk with experts in every depart-
ment when you need them. Is the line 

of communication open and results-oriented? 
Maintaining a strong communication link goes 
hand in hand with developing a strong, effec-
tive partnership.

7 
Customer Service. A quick and read-
ily available information resource is 
invaluable to you and your custom-
ers. This resource should provide an 

answer to any question you or your custom-
ers might have about transporting or tracing 

your shipments. Some companies debate 
whether to invest in an “in the market” 
customer service presence, or if a cen-
tralized approach is more consistent and 
less costly. The mutual goal, however, 
must be that the core of a long-term, 
mutually beneficial partnership is excel-
lent customer service.

8 
empathy and Proactive 
account Management. A part-
ner should know when and why 
a service failure occurred. If 

98 percent of shipments are delivered 
on time, your partner should be able to 
explain what went wrong with the other 
two percent. Organizations should follow 
up on every service failure, not only to 
find out what went wrong, but also to ini-
tiate corrective action plans to ensure the 
problem does not happen again. Taking 
this stance will make the carrier a bet-
ter partner, and, in turn, provide you with 
better performance. 
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9 
Continuous Improvement Mentality 
and Training. The kind of training 
available to your partner’s employ-
ees, how often they are trained, and 

the degree to which they are trained should be 
part of any organization’s strategy of provid-
ing superior service to its customers. Details 
about the training process will indicate the 
carrier’s emphasis on quality performance. Is 
there an operations training program in place 
that emphasizes freight handling? Are driv-
ers trained? Does the carrier offer hazardous 
materials training to employees? What about 
general safety training measures? In addition 
to these training processes, an organization 
should have accountability procedures in place 
at each facility to help reduce costs and waste.

10 
Multi-year Contracts. More 
industries are moving toward 
multi-year contracts. These deals 
create an even playing field for 

each organization to drive out costs through 
continuous improvement plans, and increase 
mutual, long-term profitability. Week-to-week 
capacity, no rolling, peak-season surcharges, 
local charges, and no-show or dead freight 

charges become archaic terms, and these tired 
phrases turn into non-issues when looking at 
long-term growth, efficiency, and profitability.

11 
vested Collaboration. Does your 
partner promote an open, shar-
ing environment, or is it merely 
a transactional workplace? How 

much does it share with customers via social 
networks such as Twitter and Facebook, or 
through business-focused networks such as 
LinkedIn? Creating an atmosphere with an 

“open-source” mentality allows new ideas to 
be shared freely and creates an attractive cor-
porate culture. Vested collaboration creates 
empathy, empathy ensures mutual understand-
ing, and mutual understanding generates a 
collective beneficial result.

PLanning foR oPtiMaL ReSuLtS
If you take time to think critically about 

these often-ignored aspects of the collabora-
tion process, your company will be equipped 
with the knowledge and trust it needs to 
achieve the best possible results far into the 
future. Consistency, preparation, collaboration, 
and common sense should be your guiding 

principles when negotiating with partners.
Successful partner organizations that 

build mutual empathy and vested collab-
oration need to establish a committed 
leadership structure — creating insight, 
foresight, and trust, not just oversight of 
annual negotiations. By consistently col-
laborating on budgets, forecasts, and 
modeling scenarios, and considering the 
above points, your organization will enjoy 
long-term fiscal success by being pre-
pared for the best situations, and being 
able to forestall the worst. Empathy cre-
ates a collaborative atmosphere during 
the negotiation phase, and charts a course 
for a lasting, mutually beneficial busi-
ness platform.

Excerpted from Logical Logistics: 
A Common Sense Primer for Your Supply 
Chain by Michael J. Stolarczyk, president, 
Kontane Logistics.
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T
he late Canadian Prime Minister Pierre Trudeau once said, “Be 
ready when opportunity comes. Luck is the time when prepara-
tion and opportunity meet.”

For many manufacturers and logistics professionals, prepara-
tion and opportunity are meeting right now at the U.S.-Canadian 
border, as North American companies on both sides of the 
boundary reexamine, redefine, and realign their global supply 
chain strategies.

Canada is by far the United States’ top trading partner, according to U.S. 
Census Bureau figures. In 2010, U.S.-Canadian trade totaled $525.3 bil-
lion, accounting for 16.5 percent of all U.S. international trade (see By the 
Numbers, below).

The purchasing strength of the Canadian 
dollar, compared to the U.S. greenback, 
continues to trend at historical highs, and 
changes in the exchange rate have dramat-
ically affected the import-export dynamic, 
with head hauls largely shifting from south-
to-north to north-to-south.

Although the border between the two 
countries remains soft relative to borders 
between most other countries, heightened 
security measures are driving shippers to 
seek out logistics expertise to help them 
meet new regulatory requirements.

Whether the rapidly evolving character-
istics of U.S.-Canadian trade represent good 
luck or bad luck for U.S. manufacturers 
depends on how deftly they tread the line 
between preparation and opportunity.

UnderStanding the Market
“Many U.S. businesses don’t view Canada 

as a separate market,” says John Costanzo, 
president of Purolator International. “They 
regard Canada as the 51st state, and that’s 
a mistake.”

That mistake could prove costly because 
the inefficiencies of shipping large volumes 
to and from Canada through carriers that 
lack a significant Canadian presence can add 
considerable expense.

“U.S. companies may not realize how 
much they are paying, especially if they 
move substantial volumes,” Costanzo says.

As president of Purolator International, 
headquartered in New York, Costanzo is 
responsible for the company’s third-party 
logistics (3PL) business and for the devel-
opment and execution of its cross-border 
strategic plan.

Purolator, Canada’s largest courier 

company, maintains the country’s most 
extensive national network and supporting 
infrastructure. Costanzo believes this gives 
the company an edge over 3PLs that may be 
present only in the most heavily populated 
Canadian markets, such as Toronto.

“Purolator focuses on providing the best 
Canadian supply chain, no matter where 
shippers need to go,” Costanzo says. “The 

company’s tag line and value proposition is: 
‘We deliver Canada.’”

That kind of flexibility is key in 
Canada, where cross-border moves domi-
nate shipping.

“One big difference between Canadian 
and U.S. transport companies is that 
Canadian companies spend a lot of time 
exporting and importing goods,” says Don 
Streuber, president and CEO of Winnipeg, 

Manitoba-based Bison Transport. “Our 
company devotes much of its energy to mov-
ing goods between the United States and 
Canada, and possesses a high level of expe-
rience and expertise in those moves.”

Bison Transport operates more than 1,050 
tractors and 3,000 trailers. The company 
provides cross-border truckload transporta-
tion services from British Columbia through 
the Maritime Provinces of New Brunswick, 
Nova Scotia, and Prince Edward Island, and 
to the 48 continental states.

Some Canadian transportation providers 
have made efforts to facilitate cross-border 
shipments by establishing a U.S. presence. 
Bison, for example, recently acquired Britton 
Transport Inc., a Grand Forks, N.D., asset- 
and non-asset-based transport provider 
offering van, flatbed, step deck, and bulk 
hopper truckload services primarily in the 
continental states.

“Acquiring Britton is an important first 
step in Bison Transport’s U.S. expansion 

strategy,” Streuber says. “Britton is a well-
run operation and has been a strong U.S. 
partner carrier over the last five years, han-
dling a growing portion of our U.S. freight. 
This transaction provides Bison Transport 
a U.S. operations base close to one of our 
key border crossings in the north central 
United States.”

Geodis Wilson Americas has also used 
acquisition to expand its North American 

By the numbers: 2010 U.S.-Canada Trade SoUrCe: U.S. Census Bureau

total U.S.-Canada trade

$525.3 Billion
16.5% of all U.S. international trade

U.S. exports to Canada

$248.8 Billion
19.5% of all U.S. exports

imports to the U.S. from Canada

$276.5 Billion
14.5% of all imports to the U.S.
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network. Part of the Geodis Group, a global 
logistics provider with some 30,000 employ-
ees in a network spanning 120 countries, 
Geodis Wilson enhanced its position in the 
U.S. market by taking over Minneapolis-
based domestic transportation specialist  
One Source Logistics.

“This acquisition is a strategic fit for Geodis 
Wilson,” says John Gallahan, regional vice 
president, Geodis Wilson Americas. “One 
Source Logistics significantly strengthens 
our capabilities. It not only accelerates the 
growth of our U.S. domestic product offer-
ings, but also our cross-border trucking 
services throughout North America.”

One Source Logistics offers specialized 
domestic transportation services with a 
focus on truckload and less-than-truckload 
shipments. The company currently supports 
a network of transportation, logistics, and 
distribution services throughout the United 
States. The new access One Source Logistics 
provides to a broader local distribution net-
work improves Geodis Wilson’s inland and 
final-mile delivery services.

“One Source excels at solving complex 
domestic issues with Mexico and Canada,” 
says Gallahan. “It has the ability to bring 
clarity, structure, and form to supply 
chain management.”

Gallahan cites the analytical tools 
that One Source provides as a particular 
strength, complementing Geodis Wilson’s 
core competencies.

“Geodis Wilson takes a collaborative 
approach,” he adds. “There is no single 
solution. We look at how we can best com-
municate with the customer, optimize 
orders, and cut costs.”

ViVe la diffÉrenCe
While coping with the challenges of the 

recent economic downturn, many busi-
nesses have made significant cross-border 
moves of their own.

“In the past decade, many prominent 
companies have rationalized their North 
American corporate footprints, ultimately 
bringing partial or full control of Canadian 
supply chain decisions and execution to the 
U.S. headquarters,” says Richard Patenaude, 
director, client integration and development 
for Wheels Group.

That decision can lead to unfore-
seen problems.

“The fundamental differences between the 
two marketplaces, combined with the fact 
that Canada often represents less than five 
to 10 percent of the overall North American 
business, can create conflict when assigning 
resources to projects based on overall impact 
to the company,” Patenaude says.

Wheels focuses on that five to 10 percent. 
“Our model allows U.S. corporations to gain 
immediate ROI within their cross-border 
and domestic Canadian trade, rather than 
investing time and resources to build the 
expertise in-house,” Patenaude says.

The Wheels Group of Companies encom-
passes Wheels Group, Wheels Clipper, and 
Wheels Global Logistics. Wheels Group, 
the shared-services division of the Wheels 
Group of Companies, provides strategic 
vision, leadership, and management con-
trol. Wheels Clipper, based in Toronto and 
Chicago, is a 3PL offering domestic and 
international transportation services by air, 
land, and sea. Wheels Global Logistics is 
the international freight forwarding divi-
sion, providing complete global supply 
chain solutions including financing, door-
to-door transportation, warehousing, and 
project management.

The capabilities and strengths of each 
company are leveraged to provide compre-
hensive supply chain solutions to customers 
and suppliers.

“Wheels can help companies take control 
by offering direction and insight to costs and 
activities within the Canadian supply chain,” 
Patenaude says. “This allows them to make 
both tactical and strategic decisions, then 
implement and monitor them for cost and 
process effectiveness.”

geodis Wilson accelerated the growth of its 
cross-border trucking services throughout 
north america by acquiring domestic transport 
specialist One Source logistics. 
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All those decisions must be made more 
quickly than ever before.

“The velocity of trade is increasing,” 
says Amy Magnus, district manager for 
A.N. Deringer, Inc., a leading provider 
of international logistics services includ-
ing customs brokerage, freight forwarding, 
transportation, warehousing, distribution, 
cargo insurance, and U.S. Department of 
Agriculture meat inspection.

“Delays are costly for all parties, so success 
comes down to having the right information 
at the right time just to keep pace,” Magnus 
says. “All clients have their own require-
ments and need a different level of service.”

One of the largest privately held customs 
brokers in North America, A.N. Deringer 
combines more than 30 U.S. offices with 
a global agency network to facilitate the 
movement of cargo throughout the world.

“We maintain a strong presence on the 
U.S.-Canada border, with offices at every 
commercial crossing, along with strategically 
located distribution facilities throughout the 

United States,” Magnus says.
Managing transaction information is 

becoming increasingly important for cross-
border shipments. “Data is analyzed in 
advance of the shipment’s arrival, and if the 
information is inaccurate or incomplete, 
the shipment could be delayed, held by U.S. 
Customs and Border Protection (CBP) or 
other government agencies, or refused entry,” 
Magnus says. “It pays to do it right – to have 
the visibility to track and trace shipments, 
and work with a trusted partner to assist 
along the way.”

CrOSS-BOrder eXPertiSe
It is essential that shippers choose logis-

tics partners who possess knowledge and 
expertise on both sides of the border. One 
such partner is Omaha, Neb.-based Werner 
Enterprises, which is among the top five 
U.S.-based carriers providing service to and 
from Canada.

“Canadian shippers distinguish us by our 
unique solutions-based services, which were 

established more than 55 years ago,” says 
Lance Dixon, vice president of the Mexico 
and Canada divisions of Werner Enterprises. 

“Werner operates one of North America’s 
most extensive transportation networks. 
We employ professional U.S. and Canadian 
national drivers dedicated to cross-border 
transportation. And strong relationships 
with our Canadian alliance carriers help to 
support our domestic Canada and interna-
tional cross-border moves.”

As a logistics company with coverage 
throughout North America, Asia, Europe, 
South America, Africa, and Australia, 
Werner has both the resources and reach to 
meet changing supply chain demands.

“As companies continue to grow and 
expand into new markets, Werner remains 
dedicated to constantly developing and 
offering innovative services to meet shippers’ 
needs as they compete in today’s global mar-
ketplace,” says Dixon. “Werner is uniquely 
positioned to link international and domes-
tic U.S. supply chains with one systems 
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platform for effective shipment planning, 
execution, and visibility.”

Werner also offers extensive multi-modal 
solutions, including intermodal, brokerage, 
freight management, air freight, and ocean 
services. When the company opened global 
operations in 1999, its goal was to imple-
ment best-in-class cross-border solutions 

that could manage customers’ entire supply 
chains throughout North America.

“With asset-backed truckload services at 
the core of our solutions, we have grown our 
cross-border initiatives into a complete busi-
ness offering,” Dixon says.

Trading with Canada also means follow-
ing the money. There, too, differences are 

stark. “The Canadian economy wasn’t hit as 
hard by the global recession as the U.S. econ-
omy,” says Robert Rusnov, president of NFI 
Canada. “For U.S. companies, cross-border 
trade with Canada now represents a natural 
hedge on your business as a whole.”  

NFI Canada focuses on global transpor-
tation and logistics, specializing in air and 

a regional Power in the Canadian economy
alberta’s Paintearth economic Partnership Society promotes business and long-term economic growth.

M
uch of the commerce taking place between the United States 
and Canada makes its way along Highway 36, also known as the 
Veteran Memorial Highway, the major high-load corridor providing 
U.S. companies their most direct route to Alberta and its Oil Sands. 

Access to this important highway is one of the strategic assets cited by 
the Paintearth Economic Partnership Society (PEPS), an economic develop-
ment agency that links the County of Paintearth No. 18, a rural municipality 
in east central Alberta, with the village of Halkirk and the towns of Castor 
and Coronation.

Traffic along the highway is set to grow even more as wind turbine com-
ponents and other materials, largely from the United States, make their way 
to a massive new wind farm development near Halkirk. Greengate Power 
Corporation is currently building 
the $350-million project, with com-
mercial operation targeted for late 
2011 or early 2012. Upon comple-
tion, the wind farm is expected to 
be Alberta’s largest operating wind 
energy project.

“Greengate Power has received 
a phenomenal level of support for 
our project from both the land own-
ers and the County of Paintearth,” 
says Dan Balaban, Greengate’s 
president and CEO. “They have 
clearly demonstrated their open-
for-business attitude, and we 
are excited about the prospect of making this major investment in the 
Paintearth region.”

PEPS is a key force involved in facilitating such major regional invest-
ments. “We provide a single point of contact for industry and business 
interested in our region,” says Larry Davidson, economic development offi-
cer for PEPS. “We help with everything from site selection to development 
permits. Our whole approach is to bring business here and to make the pro-
cess easy and cost-effective.”

The region has much to recommend it, including a highly favorable tax 
environment. Albertans pay the lowest personal taxes in Canada, and 
Alberta businesses have among the lowest business taxes in the country.

Also prominent among the region’s selling points is its geographical 

logistics advantage.
“Paintearth is well-situated,” says Davidson. Located within three hours 

of 85 percent of Alberta’s three million people, the region is three hours 
from Calgary, 2.5 hours from Edmonton, 1.5 hours from Red Deer, and one 
hour to the Saskatchewan border.

“Companies in our area have quick access to our neighbors in 
Saskatchewan and their recent energy play,” Davidson says.

Yet another advantage for the region is the Oil Sands. Alberta has 
proven oil reserves of 171.3 billion barrels – the third-largest proven crude 
oil reserve in the world.

“The Oil Sands and the resulting movement of goods provides substan-
tial opportunities for business both in the United States and Alberta,” says 

Davidson. “The Oil Sands represent 
a major investment in technol-
ogy, job creation, and wealth in 
Alberta – including for many 
U.S. companies – as we work to 
develop a safe, secure oil source 
for our country and our neighbors 
to the south.”

PEPS seeks to promote these 
regional advantages to businesses 
of all kinds. Because the agency is 
a partnership of municipalities, it 
has the flexibility to explore, com-
pare, and contrast the benefits 
each community in the region has 

to offer. “We work cooperatively, recognizing that what is good for one 
community in the region is good for another,” Davidson says.

The agency, which bills itself as a one-stop shop for businesses, has a 
unique perspective because it operates as a business itself.

“We are the only economic development agency in Alberta that operates 
on a private business model,” Davidson says. As an example, he cites the 
agency’s partnership with a private Internet Service Provider (ISP) to offer 
a broadband Internet system throughout Paintearth County. The agency 
recently sold its interest in the system to the ISP, channeling the revenues 
back into funding for regional development.

It is this sort of creativity that PEPS offers businesses. “Our goal is to 
promote business and long-term growth,” Davidson says.

Components moving to the Oil Sands projects in fort McMurray, alberta, 
take the direct route via the Veteran Memorial highway.
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ocean transport, and intermodal and truck 
brokerage services across North America. 
The division was formed last year when U.S. 
supply chain services company NFI acquired 
Canadian third-party logistics firm IPD 
Global, where Rusnov served as president.

NFI is a conglomeration of transporta-
tion-related companies offering dedicated 
truckload, logistics, and warehousing ser-
vices across the United States and Canada. 
The company started in 1932 as National 
Hauling in Vineland, N.J., with one dump 
truck, and has grown to one of the largest 
privately held third-party logistics providers 
in North America.

NFI offers an array of supply chain ser-
vices to help businesses manage, grow, and 
succeed in today’s marketplace. Its acquisi-
tion of IPD has provided current and new 
NFI customers with even greater access 
to reliable and efficient shipping routes, 
dedicated trucking, warehousing and dis-
tribution, and transportation management 
across the United States and Canada.

“While the company has opened up a 
whole new suite of services, the economic 
climate in which they are offered has 
changed,” Rusnov says.  

“The Canadian economy is roughly one-
tenth the size of the U.S. economy,” he 

explains, but the dynamics of trade between 
the two countries has significantly evolved 
since Sept 11, 2011.

“Ten to 15 years ago, the head haul was 
from Canada to the United States because 
there was up to 60 points on the dollar in 
terms of exchange gain,” Rusnov says. “There 
was a premium on trucking from Canada to 
the United States.”

Now that trend is reversed. The strength 
of Canada’s economy has led to a resurgence 
of U.S. companies approaching Canada as a 
growing market. “There has been a substan-
tial uptick of south-to-north shipments from 
the United States, while exports of manu-
factured goods into the United States have 
significantly declined,” says Brian Martin, 
senior vice president of sales and marketing 
for Canada Cartage, Canada’s largest special-
ized provider of fully outsourced trucking 
fleets and complementary last-mile logis-
tics solutions.

Rusnov also acknowledges this trend. 
“Manufacturing in Canada has dramati-
cally decreased as a result of the U.S. dollar’s 
depreciation,” he says. “Now the premium is 
on northbound trucking to Canada.”

All those northbound shipments have 
placed greater demand on cross-border car-
riers. “Ten years ago, we were functioning 
with a 64-cent Canadian dollar,” says Bison’s 
Streuber. “Now we’ve hit premiums of $1.05. 
As a result, speed and volatility are vital 
issues. Pulling the trigger on a transaction 
at the right time can save one percent in just 
a few hours.”

The rapidly changing price of fuel in the 
United States and Canada is another factor 
affecting the day-to-day dynamics of cross-
border transportation. “Fuel costs have 
dramatically influenced business,” Streuber 
says. “Our touchpoints and exposure to 
these issues enable us to provide leadership 
and expertise to our American partners.”

knOWing the rUleS
When choosing a 3PL provider for ship-

ments to and from Canada, it is vital that 
U.S. companies recognize the often complex 
intricacies of border traffic.

“The penalties for non-compliance can be 
severe,” warns Wendell Erb, general man-
ager of Erb Transport Limited, part of the 
Ontario-based Erb Group of Companies. 

Shippers rely on the erb group of Companies for the smooth delivery of time and temperature-controlled 
products to more than 24,000 consignees throughout most of Canada and all 48 continental states.
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“Shippers must ensure they have a compe-
tent carrier in place.”

The Erb Group of Companies devel-
oped from a one-man operation in 1959 to 
a leader in the refrigerated transportation 
industry. With more than 1,200 employees 
and 140 owner/operators across a network 
of 10 terminals, the Erb Group delivers 
temperature-controlled products to more 
than 24,000 consignees throughout most of 
Canada and all 48 continental states.

“We know what needs to be done to be 
in compliance with northbound and south-
bound authorities,” Erb says.

Nearly all the company’s drivers have met 
the standards of the Free and Secure Trade 
(FAST) program, part of a bilateral agree-
ment between the United States and Canada.

“With FAST approval, drivers have U.S. 
and Canadian immigration clearance as 
trusted travelers,” Erb explains. “This clear-
ance helps expedite trips across the border.”

Keeping in compliance with changing 
rules can be an especially daunting challenge 
when dealing with perishable shipments.

“Carriers must keep current on rules 
imposed by the U.S. Department of 
Agriculture, the U.S. Food and Drug 
Administration, and its Canadian equiva-
lent, Health Canada,” Erb says.

Although crossing the U.S.-Canada bor-
der is less cumbersome than traveling 
between other countries, the situation could 
change at any time.

aCtiOn and reaCtiOn
“We are just one world crisis away from 

tightening controls on the borders,” says 
Erb. “The first bottleneck would occur at 
the borders.”

Many of Erb’s drivers are Americans 
operating U.S.-plated trucks, which is espe-
cially helpful when carrying goods into 
military installations.

For Canada Cartage, regulatory pressures 
have spurred action as well as reaction.

“We don’t just meet the requirements for 
cross-border freight; we are highly engaged 
with regulators,” says Martin. “As a large 
organization, we have some influence to 

help shape the future of ground freight. We 
have a seat at the table.”

In addition to FAST, the past decade has 
seen the emergence of several major new reg-
ulatory initiatives – including the Customs 
Trade Partnership Against Terrorism 
(C-TPAT) and Partners in Protection 
(PIP) – on both sides of the border, 

“Each program is a response to different 
issues,” Martin says, and each requires spe-
cialized knowledge.

“Canada Cartage always had knowledge-
able dispatchers managing our cross-border 
drivers,” he notes. “Today we have imple-
mented a highly engineered program of 
subject-matter experts, highly trained 
drivers, and mandated driver and com-
pany certifications. These programs require 
continuous maintenance and significant 
investment in both people and technology 
to keep pace with change. Falling behind 
equates to border-crossing delays, inefficien-
cies, and potential missed shipments.”

dediCated SerViCe
For Canada Cartage, keeping pace also 

means integrating these border-cross-
ing programs into its business model. The 
majority of the company’s fleet is located at 
shippers’ sites, with a small non-dedicated 
fleet at each of its own trucking terminals.

This resource organization gives Canada 
Cartage the ability to provide daily base-
line services to dedicated customers and 
still have the flexibility to respond quickly 
to demand surges that cannot be handled 
by the customer-located dedicated fleets. 
Canada Cartage must ensure its surge driv-
ers have the same training and certifications 
as its dedicated drivers.

Canada Cartage’s emphasis on training 
is mirrored by other companies working 
to stay abreast of changing demands at 
the border.

“The border has been a transitional aspect 
of our business for the past 10 years,” says 
Streuber of Bison Transport. “We now have 
four full-time employees working on cross-
border systems. Those jobs didn’t exist a 
decade ago.”

“We know the importance of ensuring that 
our clients are aware of, and maintain, a high 
level of compliance with ever-increasing cus-
toms and government agency requirements,” 
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says Deringer’s Magnus. “We have boosted 
internal staff training so they can help clients 
comply with the myriad new requirements. 
We know the importance of keeping cargo 
moving, and the cost of delays due to non-
compliant shipments.

“Knowledge of various free-trade agree-
ments and other special trade programs 
are important, too,” Magnus adds. “Our cli-
ents, with the help of our consulting team, 
can save a considerable amount of money by 
availing themselves of programs designed to 
reduce duty payments and delays, or to issue 
duty payment refunds.”

COntinUally Shifting landSCaPe
New agreements, programs, rules, and 

regulations continually shift the logistics 
landscape. Manufacturers struggle to stay in 
sync with the changes even as they under-
take new global sourcing initiatives.

“Many of our U.S. clients are chang-
ing their sourcing patterns and acquiring 
goods manufactured in Asian countries,” 
says Magnus. In order to respond effec-
tively to client sourcing strategies, Deringer 
has shifted its own strategies and geograph-
ical hubs.

“As the Asian sourcing trend grew, we 
expanded our services to provide transpor-
tation from overseas factories to U.S. buyers’ 
doors, and increased our West Coast pres-
ence with additional offices and distribution 
facilities,” she says.

Companies sometimes overlook the 
logistics implications of global sourcing ini-
tiatives, most notably the flow of goods from 
one market to another.

“At first glance, it seems simple to move 
goods from one jurisdiction to another; 
however, significant complexities are 
involved – from transporting the goods 
to regulatory and legislative compliance,” 
says Darryl King, president of Ontario-
based Logikor Inc., which offers dedicated 
transportation, crossdocking, expediting, 
intermodal, air/ocean, LTL, sequencing, 
consulting, design, and transportation man-
agement services.

Among those complexities are enhanced 
risk assessment and screening. “Simple over-
sights can grind the flow of goods to a halt 
very quickly, potentially incurring signifi-
cant fines and lost opportunities,” King says.

In all these areas, Logikor helps shippers 
determine the best supply chain solution 
for their requirements, set up and execute 
the appropriate supply chain, and actively 
manage shipping flows to maximize cost 
reduction, provide end-to-end visibility, 
and ensure key checks are in place to moni-
tor compliance to changing regulations.

The greatest shifts in the dynamics of 
trade between the United States and Canada 
have occurred in response to enhanced 
security and border controls, King says. 

“The governments of both Canada and the 
United States have spent considerable time 

and effort redefining how shipments cross 
the border – what information has to be 
communicated, and when, to interested gov-
ernment agencies,” he notes.

enhanCing COMPlianCe
In response to this changing environ-

ment, Logikor has adopted direct links for 
CBP and Canada Border Services Agency 
reporting, and enhanced its compliance 
with Customs Self Assessment and FAST-
expedited border clearance programs. The 
company also has been actively involved in 
consulting for proposed changes that would 
affect moving goods between the United 
States and Canada.

The trend toward more stringent require-
ments for greater and earlier visibility of 
shipment contents, origin, and intended 
recipients will continue, King says. As a 

result, only logistics companies with depth 
and experience will be able to provide 
secure and cost-effective shipping between 
the countries.

“Recently, the border has thickened as 
more rules and increasingly complex reg-
ulations regarding cross-border freight 
movement have been implemented,” says 
Werner’s Dixon.

“These regulations require companies 
to make large technology investments in 
order to remain compliant,” he adds. “As 
a result, many smaller U.S. and Canadian-
based carriers have exited the market. The 

new rules have made it too difficult for 
them to operate profitably, and many do not 
have the financial means to make the neces-
sary investments.”

But regulatory changes can also repre-
sent increased opportunities. “For example, 
NAFTA allows both U.S. and Canadian 
companies to compete more effectively,” 
Constanzo says.

Companies must take care, however, not 
to do too much too soon, with too little anal-
ysis of the consequences.

“Many clients are moving inventory back 
to the United States,” says Costanzo. “They 
are looking at time to market. But their 
order fill rates may be higher. By changing 
their supply chain method, they can speed 
order fulfillment.”

Whatever shifts may affect the transpor-
tation and logistics landscape around the 
world, many U.S. manufacturers remain 
sharply focused on our leading trade part-
ner across the border. ■

Purolator has the size, experience, and expertise 
to meet the sophisticated, high-volume demands 
of large urban centers.
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the emergence of containers in the 1950s sparked 
an ocean shipping revolution that reshaped ports, 
trade lanes, and the world economy. 
What other changes are on the 
horizon for this dynamic industry?

t
he most crucial ocean shipping innovation in mod-
ern times began with a frustrated trucker.

Sixty years ago, cargo traveled in breakbulk 
ships – vessels with large holds designed to carry items of 
all shapes and sizes. Loading and unloading shipments 
required a great deal of labor and time. 

“Workers had to go into the hold, get each box and 
bag, and lift them out with a crane,” says Thomas 
Finkbiner, a transportation consultant, senior chair-
man of the Intermodal Transportation Institute (ITI) 
at the University of Denver, and former president of 
Pacer Stacktrain.

Malcom McLean, owner of a trucking firm in North 
Carolina, got tired of waiting for days in port while long-
shoremen loaded or unloaded his trucks. He worked with 
an engineer to develop a steel box that could carry cargo 
quickly between truck and ship.

On April 26, 1956, a converted oil tanker called the 
Ideal X, owned by McLean, left Newark, N.J., carrying 58 
loaded boxes. The ship sailed to Houston, where 58 power 
units carried the boxes to their destinations.

According to many historians, that voyage marked 

containerized shipping’s debut. Global commerce would 
never be the same.

“International trade is a cornerstone of our economy,” 
says consultant Peter Keller, former executive vice presi-
dent and chief operating officer of NYK Group Americas 
Inc., a division of Japanese shipping firm NYK Line. “The 
container is the pivotal conveyance that drives that eco-
nomic engine.”

McLean’s first containership voyage was a domestic 
trip, but shippers and carriers soon discovered containers 
for international moves as well. McLean’s shipping com-
pany, Sea-Land, entered international trade during the 
Vietnam War. 

“Sea-Land was paid to move military cargo from the 
U.S. West Coast to Vietnam,” says Theodore Prince, a 
transportation consultant, intermodal industry veteran, 
and ITI faculty member. “Then the ships sailed into 
China, Hong Kong, and Japan, picked up transistor radios, 
and brought them back to the United States.”

Since then, containers have come to dominate ocean 
transportation. In 2009, North American ports han-
dled nearly 44.3 million twenty-foot equivalent units 
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(TEUs) of containerized cargo, accord-
ing to the American Association of Port 
Authorities (AAPA).

Simple though they seem, those 
steel boxes – used today to transport 
everything from socks to high-end 
electronics – have changed practically 
every aspect of ocean transportation.

For one thing, containers reduced 
the risk inherent in ocean shipping, 
increasing the chances that a load 
would reach its destination intact. 

“Because products were in a con-
tainer, there was less chance of damage,” 
Finkbiner says. “And there was almost 
no chance of cargo theft, because a thief 
would have to steal the whole container.”

Containers also revolutionized port 
operations. Instead of deploying armies 
of longshoremen to carry product on 
and off vessels, ports started using giant 
cranes to lift entire containers. The 
work moved faster, reducing cargo tran-
sit time and cutting the time that ships 

sat unproductively in port. 
“Depending on the size of the ship 

and number of cranes, some vessels can 
be loaded and unloaded in one day,” 
Keller says. “Even the largest ships turn 
around in a maximum of three days.”

Such improvements have vastly 
reduced the cost of ocean shipping, 
enabling a world in which it’s often 
much cheaper to import products from 
the other side of the globe than to 
make them at home.

MakING ProGreSS: Before Malcom McLean popularized the use of shipping containers, loose bags or boxes stacked on 
pallets traveled in the cargo hold of breakbulk ships (top left); longshoremen loaded and unloaded the shipments using pulleys 
or by carrying them on and off the ship (bottom left). Using giant cranes to lift entire containers made loading and unloading 
ships much faster (top right). cellular containerships equipped with a grid of metal racks (bottom right) secure containers 
aboard the vessel.
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accommodate more containers, and 
terminals required more room for those 
boxes, ports gravitated to the outskirts, 
where there was room to expand.

For some ports, the growth in con-
tainer shipping and in ships themselves 
has prompted some major improve-
ment projects. “The bigger the vessel, 
the deeper the draft,” Finkbiner says. 

“That requires ports to be dredged – cur-
rently up to 50 feet.”

As some ports refashioned them-
selves to accommodate containers, 
and others did not, sailing schedules 
changed significantly. “In the past, car-
riers would go wherever the cargo was,” 
says Prince. 

A ship might unload in one port, 
then meander among several oth-
ers, picking up cargo until it was full. 
When containers took hold, steamship 
companies implemented fixed sched-
ules, calling certain ports – those with 
the space, cranes, and other necessary 
facilities – on certain days of the week.

Another result of containerization 
was the rise of intermodal transpor-
tation. Companies that booked cargo 
with shipping lines used to contract 

specialized containers, such as those 
with built-in rods for hanging gar-
ments. “Expensive garments can ship 
hanging in the container, instead of 
being boxed, so they’re ready to go 
right from the distribution center to 
the retailer’s floor,” Finkel says.

To handle larger ships and volumes, 
ports have evolved as well. Today’s tow-
ering cranes can retrieve boxes from 
across an entire deck without reposi-
tioning. Those cranes are expensive, 
Finkbiner says, “but they’re extremely 
efficient in terms of the number of con-
tainers they can move per hour.” That, 
too, cuts ocean shipping costs.

PorTS leave INNer CITIeS
Containerization also has changed 

the size and location of ports. “In 
the old days, when ships were rela-
tively small and all breakbulk, cargo 
operations tended to be centered in 
downtown areas,” says Rex Sherman, 
director of research and information 
services at the AAPA in Alexandria, Va. 

Activity focused on locations such 
as Manhattan Island and Baltimore’s 
Inner Harbor. But as ships grew to 

Since the first voyage of the Ideal X, 
other important ocean shipping trends 
have emerged, many in response 
to containerization. 

For one, ships have gained in capac-
ity. “The biggest ships sailing today 
are 13,000 TEUs,” says Howard Finkel, 
executive vice president, trade division, 
with COSCO Container Lines Americas.

And shipping lines have developed 
more efficient ways to load those big 
vessels. One important innovation 
is the cellular containership, a vessel 
equipped with a grid of metal racks to 
hold containers.

“In the bigger ships, the grid reaches 
13 stories high,” says Finkbiner. “The 
racks enable more containers to be 
stowed on a ship, which lowers ship-
ping costs.” Vessels have also grown 
wider, allowing steamship lines to stack 
boxes 18 to 21 across.

Containers themselves have also 
changed. “The first containers were 
mostly 35-footers,” Finkel points out. 
Today, 20- and 40-foot containers are 
the standard, but some boxes measure 
45 or 53 feet.

The industry also has developed 

containerized ships are too large to dock in the waterfront business districts that once received most ocean cargo. the need for 
more dock space and room to expand pushed ports to the less-crowded outskirts of metropolitan areas.
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simply for the water crossing, turning 
to other service providers for the truck 
or rail transport they required. That 
started to change in the late 1970s. 

“Today, the majority of transporta-
tion moves are door-to-door,” Finkel 
says, with ocean carriers contract-
ing to provide a complete trip via 
multiple modes.

double-STaCked For delIvery
As intermodalism grew, transporta-

tion companies found better ways to 
transfer cargo between modes. 

“It was only in the early 1970s that 
carriers started to transition from mov-
ing trailers on flat railcars to containers 
on flat railcars, so most carriers weren’t 
moving chassis,” Keller recalls. The 
early 1970s also saw experiments with 
railcars that could carry multiple con-
tainers, leading to the current standard 
of four containers double-stacked on a 
single car.

“Double-stacked railcars are as 
important to North American trade 
practices as the invention of contain-
ers,” says Prince.

Looking toward ocean shipping’s 
future, most observers see a fleet of 
larger ships steaming toward them. 

“Maersk is ordering ships in the 18,000-
TEU range,” says Keller. 

But size has its practical lim-
its. “Many ports can’t handle larger 
ships,” he adds. “Plus, unless the load-
ing and unloading technology changes, 
those ships could sit in port for three 
to five days.”

The 18,000-TEU vessels won’t fit 
through the newly expanded Panama 
Canal, which is due to open in 2014. 
But as that channel starts to accom-
modate ships of 10,000 TEUs and more, 
shipping patterns in North America 
will evolve in response.

“All the East Coast ports hope to 
become the port of preference in 2014, 
when the Canal allows for deeper, big-
ger ships,” says Prince. New York and 
Savannah might have an edge in that 

competition because they’re the only 
East Coast ports served by compet-
ing railroads.

Another change on the horizon 
involves ocean carriers’ commitment 
to providing intermodal services. “The 
steamship lines have decided to go back 
to being responsible just for the haul-
age between the origin and destination 
ports, because the rest is too expensive 
for them,” Finkbiner says. 

One consequence of that decision is 
that fewer shipping lines are providing 
customers with chassis – the flat trailers 
used to haul containers over the road.

In the next few years, all carriers will 
likely stop providing chassis as part of 
their service, leaving shippers to obtain 
that equipment from chassis leasing 
companies or chassis pools at an extra 
cost, says Don Pisano, vice president 

at American Coffee Corporation, a 
Jersey City, N.J.-based importer of 
green coffee beans. Pisano also chairs 
the ocean transportation committee of 
the National Industrial Transportation 
League (NITL).

“The frustration for shippers is that 
the industry is not changing all at the 
same time, even within the same ports,” 
Pisano says. Some carriers have stopped 
providing chassis, while some still offer 
them, creating issues when imports 
arrive at distribution centers or pub-
lic warehouses.

If Company A’s container arrives 
Monday on a carrier-owned chassis, 
and Company B’s container arrives 
Tuesday on a leased chassis, the facility 
operator might unload Company B’s 
container first to spare that customer 
extra leasing charges. 

Containerization and larger ships have made ocean 
transportation more efficient. better use of information 
technology could take that progress one step further.

dredging deeper access channels through waterways such as the Pacific 
Northwest’s columbia River (above) allows ports to receive larger ships and 
increase traffic. 
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“It’s no longer first-in, first-unloaded 
and returned,” Pisano says. Such incon-
sistencies make it harder for shippers to 
plan their operations.

Another emerging issue is the high 
cost of fuel. Some 
ocean carriers have 
turned to “slow steam-
ing,” operating vessels 
at lower speeds to save 
money by consuming 
less fuel.

Whether shippers 
benefit from those 
savings is the sub-
ject of much debate. 
“Shippers are forced to 
absorb a slightly lon-
ger transit time, and 
there’s a cost to that,” 
Pisano explains.

P r ices of many 
commodities – such as 
the coffee beans that 
American Coffee Corp. 
imports – have spiked 
in recent months, so 
importers want to 
get their products to 
market as fast as pos-
sible. Slow steaming 
doesn’t help. 

“Shippers are being 
affected by a dramatic 
increase in commod-
ity prices at the same 
time they are now car-
rying that cost for an 
extra few days,” Pisano 
says. The extra carry-
ing costs might wipe 
out any transporta-
tion savings that slow 
steaming provides.

Good NeWS For 
daTa SHarING

One area where 
ocean shipping – much 
as just about every 
other industry – has 
seen vast improve-
m e nt s  i n  r e c e nt 
decades is the ease with which trading 
partners can share information. 

Will Pasco, managing director of 
the Mid-Atlantic Shippers’ Association, 

hopes the industry will take even bet-
ter advantage of the Internet and 
other data services in the future.

Today, when a problem occurs in a 
supply chain, the shipper doesn’t always 

get the news right away. “Shippers 
may hear about an issue from a cus-
tomer before the shipping line reports 
it,” Pasco says. If carriers, port operators, 

and other service providers could better 
synchronize their information systems, 
shippers would gain a great deal. 

Containerization and larger ships 
have made ocean transportation more 

efficient, and better 
use of information 
technolog y could 
take that progress 
one step further, says 
Pasco, whose mem-
ber-owned association 
negotiates ocean rates 
on behalf of shippers 
and non-vessel-own-
ing common carriers. 

“Technology use could 
provide the next para-
digm shift,” he says.

bIG CoNCerNS 
For bIG SHIPS

Another improve-
ment that shippers 
would appreciate is 
less f luctuation in 
c o n t a i n e r  r a t e s . 
Myriad factors affect 
those rates,  mak-
ing ocean shipping 
the ultimate supply 
and demand model. 
But shippers crave 
more consistency.

Along with other 
big concerns – cargo 
security, piracy, and 
environmental issues, 
for example – cost driv-
ers such as vessel size, 
fuel prices, time vs. 
price calculations, and 
the uncertain state 
of the world econ-
omy will give shippers 
and carriers sleepless 
nights for a long time 
to come. 

“The industry is 
u nde rgo i ng  r ad i -
cal change because 
of price fluctuations,” 
Finkbiner says.

In an industry that transformed 
world commerce simply by embracing 
a metal box, however, further change 
may well signify a prosperous future.  ■
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SPONSORED EDITORIAL

I.T. THOUGHT

LEADERS

One key step to fi nding answers to any logistics 
problem is knowing the right questions to ask.

Inbound Logistics assembled a team of supply 
chain technology leaders and asked for their 
perspectives on the important logistics challenges 
and opportunities impacting your business.

More importantly, these logistics IT thought leaders 
can give you guidance when considering applying 
technology innovations to your business processes. 

184 MARTIN HUBERT
CEO, Freightgate

185 MALYSA O’CONNOR
Director, Logistics Practice Group, Kronos

186 MATT AHEARN
President, LeanLogistics

187 BRYN HEIMBECK
CEO, Trade Tech, Inc.

188 GEOFF COMRIE
CEO, Transite Technology
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Martin
CEO

Freightgate Hubert

q
I.T. THOUGHT LEADERS

q: cloud computing has become an industry 
buzzword. How will this technology influence the 
way companies approach logistics management?

HUBERT: Enterprises have long sought solutions 
that deliver immediate value, are easily accessible 
and scalable, and require minimal up-front 
investment. Unfortunately, the traditional 
delivery models of installed software, or 
dedicated Web-based systems, fell short of those 
goals. The net effect on most small and mid-
size companies was to render valuable logistics 
management solutions virtually inaccessible. 

Cloud computing changed all that. A 
“shared services” approach is the only way 
to bring value to every player in the market. 
Companies can access a full-cycle, multi-modal 
solution covering transportation procurement, 
rate management, end-to-end visibility and 
collaboration, and e-invoicing with international 
invoice validation and payment. Supplemental 
offerings for compliance, and sales and 
operations planning, round out the Logistics 
Management Lifecycle (LML).

q: What innovative sustainability initiatives also 
increase efficiencies?

HUBERT: Sustainability and carbon footprint have 
been on Freightgate’s radar for several years. 
Shippers can seamlessly include carbon impact 
in their transportation decision support with 
multi-leg, dynamic carbon impact calculation 
at the execution level. Desk-level personnel can 
access complex carbon impact data, combined 
with optimized rating and routing, for day-to-day 
logistics decisions.

q: How can retailers and 3Pls manage constrained 
carrier capacity more efficiently?

HUBERT: A capacity management system leverages 
rate, transit time, and allocation information 
to optimize carrier utilization across facilities 
and load ports, leading to better collaboration 
between carriers and shippers.

q: How can value chain partners cooperate to 
create and share efficiencies?

HUBERT: As the most strategic point in the 
LML – the buy decision – transportation 
procurement provides the greatest opportunity 
to create efficiency. Carriers are adopting and 
promoting more uniform formats for quote 
requests, providing templates, formats and 
tools for their customers that accelerate the RFP 
process. Back-office rate tables populate RFPs 
in minutes instead of days. Forward-thinking 
carriers are educating customers on the benefits 
of standardization.

Freightgate goes the next step by enabling 
carriers to maintain shipper rate data through 
secure, controlled access. We give customers 
straightforward tools to import RFP data and 
export responses/awards to and from their back-
office systems, regardless of the format.

Shared efficiency results from end-to-end 
supply chain visibility. As simple as it sounds, 
fewer empty miles mean lower transportation 
costs and reduced carbon emissions. Our 
collaborative last-leg management expands 
the efficiency footprint to include better labor 
planning, and demurrage/detention avoidance.

Freightgate | 714-799-2833
info@freightgate.com | www.freightgate.com

Managing the Logistics Lifecycle
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Malysa
Director, Logistics Practice Group 

Kronos O’Connor

q
I.T. THOUGHT LEADERS

The Perfect Time to Optimize Labor Management
q: A confl uence of issues related to rising fuel 
costs, compliance challenges, and lost capacity 
is currently impacting the logistics industry. 
Why is now the perfect time to optimize labor 
management?

O’CONNOR: Driver shortages, rising fuel prices, and 
legislative changes related to Hours-of-Service 
(HOS) and Comprehensive Safety Analysis 
(CSA) are increasing operating costs and will 
potentially further decrease capacity. To maintain 
a competitive edge, it is important to have 
an accurate accounting of costs by customer, 
order, or task, and to gain real-time visibility 
into labor performance. A comprehensive labor 
management solution that automates processes 
such as hiring, time and attendance, and 
scheduling can help control costs, minimize 
compliance risk, and improve productivity.

Consider the cost of hiring a replacement 
driver in terms of lost capacity and direct 
hiring costs, for example. With advanced 
hiring solutions, you can automatically and 
accurately source, select, and on-board so you 
can signifi cantly reduce the time it takes to 
hire, as well as improve your workforce quality. 
Additionally, accuracy in time tracking and 
scheduling can help control labor costs by 
controlling unnecessary overtime and shrinking 
payroll infl ation. You can also automate all safety 
and attendance policies, and use automated 

certifi cation tracking to ensure employees have 
the correct, up-to-date skills and certifi cations.

Finally, labor management solutions support 
lean initiatives so you can increase the capacity 
of your existing workforce and encourage pay-for-
performance initiatives.

q: What are the pitfalls of lacking visibility into 
supply chain labor?

O’CONNOR: Bureau of Labor statistics state that two-
thirds of logistics workers are drivers or material 
handlers, roles that directly impact quality and 

service. Typically, logistics organizations have 
great visibility into the movement of goods 
throughout the warehouse or channel. But two 
key visibility challenges can affect both service 
levels and profi t margins: labor costs and labor 
performance.

Labor costs exceed 50 percent of a typical 
operating budget. Unseen and uncontrollable 
labor costs can have a signifi cant impact on profi t 
margins. Idle or underutilized workers create 
non-value labor expenses, and for a $10-million 
payroll, just fi ve percent in non-productive 
time wastes $500,000 annually. If you can’t 
understand how paid time is spent – for which 
tasks, when, and by whom – then you can’t see 
or control your true labor costs and the causes 

behind margin variances.
Visibility empowers you to respond effectively 

to unexpected situations affecting labor 
performance, such as sudden spikes in demand, 
unanticipated orders, and labor fl uctuations. 
Labor management tools provide real-time 
dashboards so you can match people against the 
orders or shipments you are fulfi lling, identify 
which orders are under- or over-staffed, and 
reallocate labor instantly.

Kronos Inc. | 800-225-1561
malysa.oconnor@kronos.com | www.kronos.com
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Matt

Ahearn President
LeanLogistics

q
I.T. THOUGHT LEADERS

Technology Provides Visibility into Global Supply Chains
q: When managing global transportation, how 
do advanced Software-as-a-Service (SaaS) 
transportation management systems (tmS) 
compare to traditional installed-based rivals?

AHEARN: As more companies expand overseas 
and offshore, managing transportation is 
quickly becoming a challenging factor of 
globalization. With a true SaaS TMS, multiple 
organizations – including vendors, carriers, and 
shippers – are able to work collaboratively in a 
single instance of the technology.

In addition to collaboration, true SaaS models 

give organizations an ideal cost structure, allow 
visibility across the entire supply chain, as well as 
provide scalable, fl exible, and effi cient processes. 
This enables companies to reduce costs, improve 
services, and gain complete visibility into their 
entire transportation process while abiding 
with the processes and regulations of different 
countries.

Furthermore, the connectivity provided 
across multiple partners in a SaaS model 
makes visibility a natural outcome. Traditional 
installed software is built with single user 
architecture in mind. Installed TMS solutions 
don’t provide the visibility, centralized control, 
or collaborative benefi ts of a true SaaS platform, 

which is why SaaS models are becoming the 
growing preference among industry experts and 
transportation professionals.

q: How can companies improve their global supply 
chain by leveraging technology?

AHEARN: In a volatile global transportation 
market, companies must be able to scale 
infrastructure quickly and effi ciently based 
on changing business needs. With true SaaS 
models, functionality, users, and applications 
can be added or deleted to adjust the solution for 
a more effi cient and cohesive supply chain. By 
centralizing control of the transportation process, 
companies are able to proactively address shifts in 
the supply chain.

True SaaS technology not only allows 
companies to manage the execution side of 
transportation, but also greatly enhance the 
planning side and, in turn, all links of the 
supply chain. In addition, the unique value 
SaaS-based solutions generate is the ability to 
leverage a community, such as the LeanLogistics 
Transportation Network, which empowers 
companies to improve overall supply chain 
management in a collaborative environment.

q: What advantage do companies receive from 
being part of a transportation network?

AHEARN: Gaining visibility to data is the 
primary benefi t to having access to a network. 
For example, members of the LeanLogistics 
Transportation Network have unbiased access 
to transportation data, such as rates, carrier 
performance, and transit times, to strategically 
improve performance by providing an industry 
frame of reference beyond historical company-
only data. By accessing network data, companies 
benchmark with better business intelligence, 
allowing smarter decisions for continuous 
improvements.

LeanLogistics | 877-828-5861
sales@leanlogistics.com | www.leanlogistics.com
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Bryn

heimbeck CEO
Trade Tech, Inc. 

q
I.T. THOUGHT LEADERS

q: What are the elements of a successful cloud-
based logistics It solution?

HEIMBECK:  The “cloud” means different things to 
many people. I think of it as a highly structured, 
shared working space with three dimensions 
that work harmoniously to create a productive 
alternative to our current bricks-and-mortar-
based method of doing business.

 The three dimensions are: 
1. A Web-based system that uses low-cost, hyper-

lightweight global telecommunications to extend 
the reach of a single computer server to any place 
in the world that has electricity and telephone con-
nectivity, even cell phone connectivity. This brings 
everyone within an organization – agents, vendors, 
and customers – into a single global environment.  

2. The system on the cloud needs to be an 
end-to-end business solution so that everyone 
in the organization has functions and roles in 
the solution.

3. A cloud-based solution should tie users to 
other essential services such as Customs, carrier 
portals, insurance companies, and fi nancial institu-
tions. Participating in a cloud-based solution means 
not having to build these connections yourself.  

q: Why do you think international logistics is 
particularly well-situated to benefi t signifi cantly 
from cloud-based computing?

HEIMBECK: No other industry is as geographically 
challenged. International logistics requires many 
more parties than domestic-oriented companies 
to work together seamlessly to deliver a single 
deliverable. Imagine if an assembly line had 
to stretch across continents or oceans. Yet, in 
many ways, logistics is the assembly of pivotal 
information and command sets that represent 
and create the digital picture of a shipment. Each 
participant has to hand off key information to 
the next all along the line until the shipment is 
delivered at destination. This means across time 
zones, cultures, and languages. In the United 
States, logistics providers manage business from 
origin to destination because there are only three 
time zones, everyone speaks English, and all that 
is required is to pick up the phone and go to work. 
International logistics does not work that way.

q: What are the biggest stumbling blocks when 
companies elect to go on the cloud?

HEIMBECK: They want to keep working locally and 
thinking locally. “Cloud” computing means 
thinking globally, leveraging locally.

q: Where are the biggest productivity gains?

HEIMBECK: The two biggest gains come from not 
having to re-key data, and not having to fi x 
problems well after the point when making the 
fi x would have been easy or inexpensive or both. 
Problem-solving comes a large part from visibility. 
Spotting a problem early on can be the key to 
making quick interventions that avoid penalties, 
costly re-routes, or time-consuming alterations. 
Traditional systems have built-in time lags that 
create opaque environments where everyone 
hopes that the job is being done right on the 
other side. Simply put, “you can’t really manage 
what you can’t see.”

Trade Tech | 425-837-9000
beh@tradetech.net | www.tradetech.net

Cloud Computing: Think Globally, Leverage Locally
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q
I.T. THOUGHT LEADERS

q: the transportation management system (tmS) 
market is growing rapidly. What is driving this 
activity?

COMRIE: Growth is coming from both shippers and 
logistics service providers. 3PLs are recognizing 
opportunities where they can affect change within 
their organizations by adopting TMS solutions 
that have more robust functionality. They now 
view transportation management technology as 
a means to differentiate their value proposition 
in the market and win new customers. TMS is no 
longer a back-offi ce function.

3PLs abandoning existing TMS applications 
that they sank a lot of capital into demonstrates 
the value they place on transportation manage-
ment and the quality of solutions currently on 
the market.

For shippers, the TMS market is fi nally coming 
into its own after 10 years of people saying it was 
low-hanging fruit. Senior management now sees 
the importance of transportation and the value of 
a TMS. With greater visibility, shippers understand 
how they can leverage this information internally 
as opposed to just outsourcing everything.

The bottom line for TMS buyers today is that 
it’s no longer a matter of cost. It’s about generating 
top-line revenue.

q: the Software-as-a-Service (SaaS) deployment 
model has received a lot of attention because of 
its fast implementation and relatively low cost. Is 
the on-premise install out of fashion?

COMRIE: No, we’re seeing quite the opposite effect, 
in fact. Increasingly, shippers want to own and 
control software rather than have it hosted. As 
they become more sophisticated in terms of how 
they manage their supply chains, they can exploit 
information to extract greater value. With SaaS 
deployment, users lose that ability to mine and 
manipulate information that allows them to react 
to and execute change in a more sophisticated way.

It really boils down to preference. If buyers are 
looking for a transactional, no-strings-attached 
TMS, then SaaS is an ideal fi t. But if users want 
the fl exibility to confi gure a solution per their 
specifi c needs, strategy dictates an on-premise 
approach.

q: What should shippers and intermediaries be 
wary of when evaluating tmS options?

COMRIE: The two primary concerns are ease of 
integration and data security. Shrink-wrapped 
TMS applications are common, so prospective 
buyers need to conduct proper due diligence 
when comparing different options. Can you make 
changes easily? Will the TMS properly integrate 
with an ERP system? In transportation, and when 
vetting TMS applications, the devil is in the details.

The second consideration is understanding 
where data is captured and stored. With SaaS solu-
tions, the user usually can’t directly access the 
database where their data is stored. This prevents 
the customer from using its own reporting or BI 
tools directly with its own transportation data. It 
can also be an issue with data security, as the safest 
place for your data is behind your own fi rewall.

Transite Technology | 919-862-1900
sales@transite.com | www.transite.com

What Makes a Great TMS?
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INPraCTICe

After its acquisition by 

Belron SA in 2007, vehicle 

glass manufacturer 

Safelite polished its supply 

chain to a shine.  Now it 

clearly sees increased 

distribution efficiency, 

enhanced customer 

service, and lower costs.

Casebook | by Joseph o’Reilly

DISTRIBUTION�NETWORK�OPTIMIZATION

repairing Cracked 
Supply Chain design

T
rouble begins with a chip in a car windshield – an incon-
venient blemish until it begins to spread. Before long, it 
fractures and fissures its way into a serpentine crack that 

spans the line of vision. That’s when Safelite AutoGlass saves 
the day.

The Columbus, Ohio, company 
provides mobile vehicle glass repair 
and replacement services to more 
than 95 percent of the U.S. pop-
ulation in all 50 states. Like any 
automotive service parts organization, 
having the right parts stocked in the 
right places with the right quantities 
is a mission-critical imperative.

In 2007, Belron SA, the world’s 
largest vehicle glass company, with 
operations in 34 countries, acquired 
Safelite and three other business 
units under the corporate umbrella. 
The merger precipitated an audit of 
the new organization’s supply chain 
in an effort to leverage speed and 
inventory availability as a compet-
itive differentiator. One year later, 
Belron/Safelite launched an organi-
zation-wide effort to transform its 

supply chain into a core competency.
“Safelite set out to grow its busi-

ness,” says Dino Lanno, senior vice 
president of supply chain for Safelite 
AutoGlass. “Its supply chain was at 
capacity, however, and not an enabler 
for growth. Its objectives were to 
drive customer satisfaction and move 
inventory closer to customers. 

“The company wanted to begin its 
realignment by looking at demand, 
then building the supply chain 
around that,” he adds. “Safelite’s cus-
tomers have rigid requirements, and 
demand quick and reliable service.

“Our realignment began with 
the customer, a retail strategy, and 
a growth plan around 2015,” con-
tinues Lanno. “We strategically 
analyzed where our business would 
be in terms of unit throughput. We 
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CasebookINPraCTICe

asked, ‘Where are sales today? Where 
will sales be tomorrow?’ Because we’re 
an auto parts business, there’s always a 
bigger market share where cars are.”

Safelite began identifying future 
demand trends and inventory needs. 
Its objective was to determine where 
it should locate its warehouse and dis-
tribution assets, and how it could 
optimize its network to lower glass 
acquisition costs, reduce transporta-

tion expenses, and better position the 
company to make products available 
for North American customers.

The project comprised four parts:
 ■ Closing Safelite’s single distribu-

tion center (DC), located in Enfield, 
N.C., adjacent to its primary U.S. man-
ufacturing facility, and opening new 
DCs in Ontario, Calif.; Braselton, Ga.; 
and Montreal and Airdrie, Canada.

 ■ Harmonizing supply chain models 
between the United States and Canada.

 ■ Increasing warehouse capacity on 
both sides of the border.

 ■ Implementing cross-border ship-
ping functions.

The decision to eliminate Enfield as a 
DC location was predicated by a process 

of modeling demand. Using CAST 
software, a PC-based application devel-
oped by South Africa-headquartered 
Barloworld Supply Chain Software for 
global supply chain modeling, net-
work design, and optimization, Safelite 
examined glass and parts acquisition 
costs, transportation spend, and prod-
uct need by location to determine 
optimal solutions.

As Safelite adapted its supply chain, 

acquired companies, and internalized 
these changes, it began looking at key 
performance indicators (KPIs). The 
company populated input regarding 
customers, stores, labor rates, freight 
lanes, and other criteria into the mod-
eling application and matched that to 
current KPIs to provide contrast with 
its existing network.

“We predicted operating costs,” 
explains Lanno. “We posed scenarios, 
such as ‘If we uncouple all our ware-
houses, where should we site them?’ 
and questioned whether we would 
need more warehouses. We also uncou-
pled DC location variables, taking all 
constraints out of the equation and let-
ting the tool tell us where to site them.”

Part of Safelite’s distribution trans-
formation was determining how to 
purpose facilities in its hub-and-spoke 
network. The company employs three 
location types: warehouses that stock 
products that are selling but have little 
depth; distribution centers that have 
inventory depth to service warehouses; 
and hubs that operate similar to DCs 
but carry less product.

Modeling future demand enabled 
Safelite to determine the types 
and number of facilities it needed, 
and where.

“On the East Coast, Atlanta was the 
best site,” says Lanno. “Then we deter-
mined the best location in that area. 
We knew we wanted to be on the I-85 
Corridor. We looked at city and state 
governments, taxes, and labor, and set-
tled on Brazelton.”

The company engaged a similar due 
diligence process on the West Coast, 
ultimately selecting Ontario.

To increase demand responsiveness 
and better serve customers, Safelite 
decided to relocate and expand 31 new 
warehouses, bringing the total count to 
87. Of that, there are two primary U.S. 
distribution centers in Brazelton and 
Ontario, and 11 facilities designated as 
hubs. Between 2008 and 2010, Safelite 
quadrupled its distribution capacity to 
600,000 square feet, with a corollary 
33-percent increase in SKU count.

GroWING eFFICIeNCy
Expanding its distribution footprint 

allowed Safelite to achieve considerable 
transport savings and customer service 
improvements. It has eliminated about 
1.7 million haulage miles between 
DCs and warehouses, while simulta-
neously reducing lead times, carbon 
emissions, service level impacts, claims, 
and shrinkage.

Specifically, the opening of Safelite’s 
West Coast distribution center took one 
million miles out of the annual trans-
portation budget. Implementation 
of cross-border shipping from west-
ern Canada to U.S. locations in the 
Pacific Northwest is expected to reduce 

In two years, Safelite 
quadrupled its 
distribution capacity, 
ensuring its vehicle 
glass products are in 
stock when customers 
need them.

CONTINUED FROM PAGE 191
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mileage to those warehouses by half. 
That’s just for starters.

“Pick-per-man-hour and package den-
sity have both improved, as has reverse 
logistics,” says Lanno. “We can also pay 
more now for transportation if neces-
sary because we’re paying for quality 
and reliability. We manage that by 
accurately forecasting demand, then 
executing on it.”

With more inventory and warehouse 
space in the system, Safelite made it 
a point to modernize new and exist-
ing facilities and equip them with 
sophisticated technologies to increase 
efficiency. In Airdrie, for example, the 
company introduced Belron’s global 
warehouse management system (WMS), 
which automates inventory control 
and operational functions. The WMS 
will eventually be rolled out to all U.S. 
and Canadian distribution centers 
and warehouses.

“When we were private-equity 
owned, we did not invest in the sup-
ply chain,” says Lanno. “We’ve been 
able to grow market share because we 
have the best parts in inventory – parts 
competitors don’t have. Consequently, 
there is a natural product cost improve-
ment simply because we don’t have to 
buy from outside.”

To date, the automobile glass man-
ufacturer/supplier has demonstrated 
notable results among its 380 retail 
stores and in the 202 markets it serves. 
In two years, Safelite has achieved 
the following:

 ■ Reduced adverse buys – products 
sourced from competing suppliers 
rather than internally – by more than 
50 percent.

 ■ Cut scrap by 30 percent.
 ■ Improved the proportion of retail 

customers served same-day/next-day by 
seven percent.

 ■ Increased retail sales 17 percent, 
retail profit 39 percent, wholesale 
sales 11 percent, and wholesale profit 
29 percent.

That Safelite’s retail and wholesale 
profit margins are growing faster than 
sales suggests the company has been 
successful in squeezing out ancillary 
spend – a testament to greater supply 
chain efficiency and economy.

Resisting the recessionary and 
acquistions impulse to contract, Safelite 
conducted necessary due diligence and 
supply chain modeling to justify an 
appropriate course of action. The com-
pany is now leveraging what it has 
invested in and built to generate value 
for its customers. For Lanno, Safelite’s 
successful transformation crystallizes 
into one lucid point.

“If supply chain is not top of mind, 
you are only doing things for the sake 
of doing them,” he says. ■
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At LynnCo, your business is no experiment.  
We align solutions to meet your unique logistic needs and continually infuse our programs with fresh ideas that 
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INPRACTICE

I.T.�Toolkit | by dan Mccue

Faced with processing 

more than 63,000 

orders each year, 

the Manitoba Liquor 

Control Commission 

tapped a merchandising 

optimization and demand-

based replenishment 

solution to keep the booze 

cruising into stores. 

raising a Glass to better 
beverage Management

a
s one of the world’s largest single buyers of beverage 
alcohol – with more than $580 million in annual 
sales – the Manitoba Liquor Control Commission (MLCC) 

juggles a multitude of needs in a varied and challenging supply 
chain environment. 

A crown agency of the Manitoba 
government, MLCC regulates, dis-
tributes, and sells beverage alcohol 
throughout the province. As a result, 
it’s no exaggeration to say that every 
drop of beverage alcohol that’s con-
sumed in Manitoba literally flows 
through the commission. 

MLCC purchases product from 
more than 2,900 suppliers in 56 
countries, and delivers those products 
to approximately 1,700 customers 
through its 50 Liquor Mart stores, as 
well as independent alcohol vendors 
and privately owned specialty wine 
stores. In all, the Winnipeg, Canada-
based commission – which is both 
a provincial regulatory agency and 
a commercial enterprise – processes 
63,000 orders each year.

 When MLCC officials gathered to 
discuss operations in mid-2007, the 

commission’s most pressing need was 
obvious: find a way to rationalize and 
streamline the ordering process for 
its stores.

 “Our conversations focused on 
the need to re-prioritize our point-of-
sale implementation and migrate to 
a centralized replenishment model,” 
recalls Gerry Sul, MLCC’s chief cor-
porate service officer. 

“With de-centralized ordering, by 
the time you recognize a change in 
consumer tastes or a trend in a dif-
ferent direction, a container might 
already be on its way from South 
Africa or Australia, carrying goods 
that end up as discounted items or 
limited-time offers,” he says.

With 50 stores and 50 individual 
managers responsible for inventory 
control and store assortments, 50 dif-
ferent ordering philosophies could 
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tangle the commission’s supply chain.
“It’s hard to measure precisely how 

much ordering variation the com-
mission was encountering,” says Sul. 

“Occasionally a particular store would 
run out of a popular beverage, suggest-
ing a lack of understanding of what 
product assortment should be on the 
shelves. Also, with product coming 
from more than 56 different countries, 
lead-time requirements can greatly 
influence ordering.

“We recognized that con-
sistency is important,” he 
continues. “And we knew 
migrating from an aging system 
to a more consistent corpo-
rate replenishment application 
would bring other opportuni-
ties, such as freeing up store 
managers’ time for value-
added activities.”

Instead of being burdened 
with time-consuming clerical 
duties, managers could redirect 
their attention to the look and 
feel of their stores, developing 
programs and promotions, and 
managing, coaching, and men-
toring employees – creating a 
better customer experience in 
the process.

CHooSING a SoluTIoN
For a solution to its chal-

lenges, MLCC turned to Aldata 
Solution Inc.’s merchandizing 
optimization and demand-
based replenishment software. 
The commission selected 
the Atlanta, Ga.-based soft-
ware vendor partly because 
it recently deployed its retail 
solution across a Finnish gov-
ernment-owned liquor chain, which 
shares a similar business model 
and supply chain channels with its 
Canadian counterpart.

 “We talked to all the key software 
vendors in that market space, but felt 
Aldata offered something more,” Sul 
recalls. “What caught our attention 
was how personable they were. The 

software functionality was obviously 
a key component, but having a mean-
ingful vendor relationship was equally 
important to us.”

The Aldata solution MLCC deployed 
takes the “human factor” out of bev-
erage ordering by determining how 
frequently to replenish store shelves 
while meeting the parallel desires of 
serving customers while controlling 
inventory and logistics costs.

“The solution moves the tedious 
ordering process out of the stores and 
brings it into the commission’s head-
quarters,” says Jyrki Ihanainen, Aldata’s 
vice president of sales. “Multiplied 
across several stores, that central-
ized approach produces significant 
labor savings.

“And all retailers have more product 

on hand than they have room to dis-
play,” he continues. “We intend to 
apply the demand data gathered by 
the software to optimize storage and 
shelf space.”

The software collects each day’s sales 
data, then uses it to create a true pic-
ture of customer activity at the store 
level and across stores that fit into a spe-
cific “cluster,” such as wine merchants.

Instead of plac ing standard 
orders – which results in ship-
ments arr iv ing the same 
day every week rather than 
when the product is actu-
ally needed – the new program 
places orders only when the 
software anticipates a specific 
need to do so.

On the store level, manag-
ers can access a Web site to 
view pending orders, and track 
when their order has arrived in 
the country, been picked at the 
warehouse and loaded onto a 
truck for delivery, and when it 
will arrive at the store.

Although the general order-
ing process is centralized, 
managers still play a vital role 
in identifying factors that may 
influence the store’s inven-
tory needs.

“No matter how successful 
the software is, we will always 
rely on local intelligence,” Sul 
says. “Our stores are spread out 
across Manitoba, and it would 
be unrealistic to expect the 
software to account for every 
local charity, social, or sport-
ing event.

“That’s why we haven’t set a 
goal for 100-percent automa-

tion,” Sul adds. “We count on store 
managers to influence the buy using 
that kind of intelligence.” 

a Gradual aPProaCH
MLCC’s technology implemen-

tation currently has an estimated 
timeline of between eight and 12 
months, and is intentionally gradual in 

As the province’s sole beverage alcohol distributor, the 
Manitoba Liquor control commission orders from more than 
2,900 suppliers in 56 countries.
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order to mitigate risk. 
The first stage is to 

turn on software func-
tionality for inventory 
management, even-
tually followed by 
demand forecasting 
and retail analytics. 
A pilot, featuring five 
stores, is set to launch 
by autumn 2011. Then 
if all goes well, the 
software will be scaled 
to all 50 stores. 

W hy  move  s o 
caut iously? Being 
the sole liquor dis-
t r i b u t o r  i n  t h e 
province, the MLCC 
cannot afford mistakes 
in any new technol-
ogy deployment. 

“We’re the only 
game in town for 
our customers,” Sul 
expla ins.  “I f  our 
applications prove 
unstable or our service 
is disrupted, there is 
nowhere else custom-
ers can turn. That’s 
why we’re moving 
incrementally, add-
ing automation and 
functionality piece 
by piece. 

“We’re starting with 
a subset of brands 
or SKUs and a sub-
set of our liquor mart 
locations, then we’ll 
gradually grow into 
a computer-assisted 
ordering model for all 
products,” he says.

SeCurING STaFF 
buy-IN

There’s a human resources element 
to consider when implementing a new 
software solution – particularly when 
ordering autonomy is being shifted 
away from the stores.

“Managers might be skeptical of the 
new system,” Sul says. “Some store 
managers may not believe the soft-
ware can do as good a job as they did 
in the past.

“We wil l t ry to 
smooth the transi-
tion, get buy-in, and 
help store manag-
ers understand why 
MLCC is going down 
this path,” he adds. 

“We want them to 
understand that the 
software implemen-
tation will be better 
in the end – for us, for 
them, and ultimately, 
for customers.

“At the same time, 
we want to encourage 
managers to actively 
engage in the vetting 
process, validating the 
software’s order and 
replenishment sug-
gestions, and making 
sure they are accurate.”

If the MLCC has 
automated 60 to 70 
percent of its ordering 
within one year, Sul 
will consider the soft-
ware implementation 
a success and many of 
the commission’s key 
goals accomplished.

“I wouldn’t want it 
to take more than one 
year, because we’d also 
like to pursue some 
long-term objectives 
with the Aldata solu-
tion,” he says. 

“Our f irst priori-
ties revolve around 
allocation and replen-
i shment,  but  we 
want to employ other 
funct ional it ies as 
well – analytics, space 
planning, shelf man-
agement, and product 

optimization,” says Sul.
With any luck, MLCC’s store man-

agers will join Sul in raising a glass to 
toast the benefits of the new central-
ized ordering system. ■
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INPRACTICE

DC�Solutions

Taking a can-do approach, 

tomato canner Red Gold 

achieves 99-percent 

inventory accuracy with 

bar-coding and wireless 

data collection.

The Secret Ingredient 
For Inventory accuracy

M
anual data collection can bog down inventory manage-
ment or production processes, and introduce inaccuracies 
and inefficiencies throughout a company’s operations. 

Red Gold, one of the nation’s largest full-line tomato product 
manufacturers, raised its inventory accuracy to 99 percent and 
improved production tracking by replacing its manual system with 
a bar code-based data collection solution.

In business since 1942, Orestes, 
Ind.-based Red Gold is one of the 
largest tomato canners in the United 
States, and produces the brands 
Red Gold, Redpack, Tuttorosso, and 
Sacramento, along with a number of 
private label store brands.

Until a few years ago, the company 
used a manual, paper-based pro-
cess to track inventory and finished 
goods production. As cans of tomato 
products were loaded into cases and 
palletized, machine, lift truck, and 
palletizer operators hand-wrote mul-
tiple pieces of information in order to 
record production.

Manufacturing and shipping 
operators also had to record a vari-
able-length case code that was 

stenciled onto each shipping tray 
or case. These eight- to 14-char-
acter codes, which included both 
alpha and numeric characters, were 
unstructured and not always printed 
in the same place on the trays 
or cases.

Too MuCH rooM For error
Although the case codes were 

a key part of the company’s prod-
uct traceability system, manual data 
collection created multiple oppor-
tunities for transcription errors. Red 
Gold’s primary distribution center 
may have 50,000 to 60,000 pallets 
in storage on any given day, and 100 
to 200 trucks move in and out of the 
facility daily. With this high volume 
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of product moves, the manual record-
ing process created a constant struggle 
to achieve accuracy.

“Operators recorded the case code 
in several places, including on a pal-
let placard, and reported it to Quality 
Assurance for its records,” says Trevor 
Kaye, senior project manager, supply 
chain, Red Gold. “They had to note the 
number of cases on a pallet, and the 
number of pallets they had produced.”

Red Gold needed to improve its 
data collection operations, while also 
enhancing its ability to track inventory. 

“We didn’t want just a data collection 
system,” says Debra Ivey, application 
development manager, Red Gold. “We 
were trying to streamline the pallet-
tracking process.”

Data timeliness was also an issue, 
because the pallet data was only 
entered in the company’s Infor ERP LX 
enterprise resource planning (ERP) sys-
tem once each day. 

“Clerks entered production area data, 
which might be more than one day old, 
into the computer system,” Kaye says. 

“Not only could the operator write 
down the wrong number, but the clerk 
could key it incorrectly. Nobody knew 
what our actual inventory accuracy was 

prior to automated data collection, but 
we knew it had to improve.”

While Red Gold had clear goals for 
its data collection solution, deploying 
such a system was no easy task. First, 
the company needed buy-in from the 
staff who would have to use it each day, 
and the new system had to be installed 
with minimal modifications to the 
existing ERP system.

INTeGraTIoN WITH 
exISTING ProCeSSeS

After some research, Ivey identified 
the QuikTrac data collection solution 
from Integrated Barcoding Systems 
of Adrian, Mich. QuikTrac integrates 
directly with the IBM System i com-
puter, which Red Gold uses to run the 

ERP LX software. This was a key selling 
point for Red Gold.

“Our mandate is that we will not 
modify our systems unless absolutely 
necessary,” says Randy Merle, direc-
tor of IT, Red Gold. “Any provider we 
partner with understands that from 
the beginning.”

Red Gold installed a wireless LAN, 
along with bar-code scanning and 
printing equipment, to work with the 
QuikTrac solution. Operationally, the 

only process that changed on the shop 
floor was data collection.

“There was no change to the physi-
cal process,” Kaye says. “We had a lot of 
work to do to demonstrate the planned 
changes, but in most cases we were 
making work easier for operators.”

Today, operators on the palletizing 
line receive production information, 
including the case codes for the prod-
uct, on client terminals connected to 
Red Gold’s computer system. As each 
pallet is completed, the operator creates 
a bar-code label, using label software 
and a printer. The label is attached 
to the pallet for inventory recording 
purposes; data is transmitted via a wire-
less LAN.

Lift truck operators then use vehi-
cle-mount computers and scanners to 
record that the pallet has been pro-
duced. The lift truck moves the pallet 
to a storage location in the warehouse, 
and the operator scans a bar-coded 
placard at the location to record the 
putaway data.

Pallets may also be loaded into a 
truck for shipment to the distribu-
tion center (DC). Workers scan pallets 
before loading them at the manufactur-
ing facilities, and again when they are 
received at the DC.

When product is pulled for shipment 
to a customer, operators know exactly 
where to go to find the correct pallets. 
The labels are scanned again during 
picking and shipping. 

“We’ve configured QuikTrac so that 
operators can input the customer order 
they want to pick, which triggers the 
system to reach into the LX databases 
to gather all the information about that 
order, including items and quantities,” 
Ivey says.

“QuikTrac has automated recording 
inventory transfers within LX,” Ivey 
continues. “As we pick orders, the 
system validates that items and quan-
tities are accurate according to the 
order within LX, while creating an 
order allocation.”

While most orders are for full pal-
lets, the QuikTrac solution also allows 

Implementing a bar-code labeling system to track case codes helped eliminate the 
transcription errors that had plagued Red Gold’s manual data recording system.
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operators to build mixed pallets within 
the system, and generate new pallet 
labels that reflect these case moves. 

The QuikTrac solution also helps 
manage the storage and retrieval of 
cans of tomato product that have been 
stacked on pallets, but don’t yet have 
product labels. The data collection sys-
tem helps manage moving those items 
from storage to a depalletizer and 
through the labeling line, then to the 
case pack and palletizing process.

Near-PerFeCT 
INveNTory aCCuraCy

QuikTrac was deployed in phases 
between 2002 and 2007 at Red Gold’s 
three manufacturing facilities in 
Orestes, Elwood, and Geneva, Ind.; 
three manufacturing support ware-
houses; and its one-million-square-foot 
DC, where QuikTrac now works in 
conjunction with the warehouse man-
agement solution (WMS).

The new solution’s biggest benefit to 
Red Gold has been a tremendous lift 
in inventory accuracy. “Our accuracy 
is now more than 99 percent,” Kaye 
says. “We have never been able to do a 
full physical inventory in the DC, but 
we instituted disciplined cycle count-
ing when we implemented the data 
collection project, including a weekly 
inventory accuracy report.”

The company has also been able to 
reduce the number of clerical staff and 
lift truck operators in its DC because of 
the inventory accuracy improvement, 
the automated data collection solution’s 
speed, and the subsequent WMS imple-
mentation. Staff that had been focused 
on data entry can now spend more 
time validating and analyzing the data 
generated by the automated solution.

“Because of the data collection solu-
tion, we realized labor savings at 
multiple points throughout the process, 
and we’ve been able to increase volume 
significantly without adding clerical 
staff,” Ivey says.

Red Gold also has a database of pal-
let-level information that is much more 
granular and detailed than it had been 

in the past. “Because of the robust data-
base, we can do a much faster job of 
identifying when we made a product, 
what’s on each pallet, and where it was 
shipped,” Kaye says. 

equIPPed To TraCk aNd TraCe
That data has been increasingly 

important because, as a food producer, 
Red Gold is subject to stringent Food 
and Drug Administration traceability 
requirements, as well as customer trace-
ability requirements established by the 
Safe Quality Food Institute’s standard.

“Prior to automated data collection, 
shipment tracking was measured in 
days and weeks because of the time 
required to gather the manual records, 
summarize the data, and validate its 
accuracy,” Kaye says. “Now we can 
have accurate data within two or three 
hours. Customer and regulatory time 
requirements for product traceability 
are now much shorter, and it would 
not be possible to meet these changed 
requirements without automated 
data collection.”

Another benefit has been that all Red 
Gold facilities have standardized their 
case codes in order to improve the solu-
tion’s performance. 

“Those codes were very difficult 
to record originally,” Kaye says. “As 
Quality Assurance realized there would 
be a significant advantage to using 
data collection for product traceabil-
ity, they standardized those case codes. 
Without the bar-code system, we didn’t 
have a prayer of getting that kind of 
standardization.” ■

Red Gold’s high-volume dc runs smoothly 
with automated data collection.

Red�Gold’s�
Improvements�
Bear�Fruit
CoMPaNy
red Gold, orestes, Ind.

aPPlICaTIoN
Inventory Management and 
Production Tracking

SySTeM
 ■ QuikTrac data collection 
software from Integrated 
Barcoding Systems

 ■ Intermec wireless handheld 
and vehicle-mount bar-code 
scanners/mobile computers

 ■ TL Ashford 
Barcode 400 software

 ■ Zebra Technologies 
bar-code printers

 ■ Cisco Systems wireless LAN

 ■ Infor ERP LX and WM9

beNeFITS
 ■ Achieved 99-percent 
inventory accuracy

 ■ Realized significant 
labor savings

 ■ Eliminated manual data entry

 ■ Standardized company 
case codes and production 
reporting procedures

 ■ Improved compliance with 
customer and government 
traceability requirements
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We Go That
Extra Mile.

Because Your Cargo Never Should.
At AFN® we pride ourselves on our ability to 

work collaboratively with our Customers to solve 

their complex logistics problems.  

Every day we are challenged to come up with 

better ways of moving our Customers’ freight.   

The results that we deliver are specifically 

tailored to fit their needs. 

Whether it is cargo security, environmental 

concerns, reduction in cost, or overall supply 

chain efficiency that you need help with, AFN® 

has the expertise you are looking for. 

We look forward to working with you and 

moving your freight The Best Way Every Day®.

866-7 MOVE IT (866-766-8348) • www.TheBestWayEveryDay.com
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Industry experts amass supply chain 
management best practices and skill sets, 
and invest in new research and evaluation 
tools. Now you can benefit. Inbound 
Logistics has selected this collection of 
whitepapers that will give you a jump on 
important supply chain issues. For more 
information on any of these whitepapers, 
visit the Web sites listed below.

WhitePaperDigest

Share�your�whitepaper�with�IL�readers!
WhitePaper digest is designed to bring readers up-to-date information on 
all aspects of supply chain management. We’re building a database of ScM 

whitepapers, and you can help. E-mail us with whitepaper recommendations: 
editorial@inboundlogistics.com 

Management�Dynamics

 TITle: Supply Chain Visibility Excellence: 
Fostering Security, Resiliency, and Efficiency

 leNGTH: 27 pages
 doWNload: http://tinyurl.com/65rxhf3
 SuMMary: The increased complexity of global supply chains has led to longer 

lead times, more pipeline inventory, and the need to control 
downstream and upstream logistics. This report focuses on gaining 
visibility into critical elements across the end-to-end logistics network 
to improve cost and service.

TMSi�Logistics

 TITle: Fighting Against Excess
 leNGTH: 3 pages
 doWNload: http://tinyurl.com/6yem6bd
 SuMMary: A 3PL can identify and initiate right-sized solutions for streamlined 

operations that satisfy you — and your customers. To learn how a qualified 
3PL can save big in warehouse management, download TMSi Logistics’ 
complimentary whitepaper.

July 2011 • Inbound Logistics 203

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

mailto:editorial@inboundlogistics.com
http://tinyurl.com/65rxhf3
http://tinyurl.com/6yem6bd
http://www.vantixlogistics.com/goto/agent


WhitePaperDigest

3PL�Central

 TITle: Optimizing Strategies for 3PL Warehouse Operators
 leNGTH: 19 pages
 doWNload: http://www.3plcentral.com/optimizing_email
 SuMMary: Harnessed properly, the data produced by your 3PL warehouse 

management software can have an enormous impact on your strategic 
planning, your ability to service customers — and your bottom line. Written 
by industry experts, 3PL Central’s whitepaper, Optimizing Strategies for 
3PL Warehouse Operators, will show you how to segment that data in 
the three most mission-critical categories of attributes. Download this 
whitepaper for information that could well change the way you look at your 
data — and warehouse management software — from this day forward.

Ryder

 TITle: Supply Chain Security: Preventing Cargo Theft
 leNGTH: 8 pages
 doWNload: http://tinyurl.com/4az29kd
 SuMMary: Today’s economy is driven by a global supply chain. Goods are moved 

around the world 24/7 — packaged and transported by air, rail, sea, or truck. 
As the supply chain grows more complex, so does the ability to secure 
them. One of the biggest challenges affecting businesses today is cargo 
theft, and the resulting potential disruption of the supply chain. Learn some 
best practices in security that will help your company combat the risks and 
dangers of cargo theft.

GENCO�ATC

 TITle: Product Lifecycle Logistics Can Reduce 
Supply Chain Costs an Average of 10%-20%

 leNGTH: 9 pages
 doWNload: http://tinyurl.com/Genco3
 SuMMary: A product begins its life with maximum profit potential during the 

manufacturing process. But as that product moves through an increasingly 
complex global supply chain, excess time and handling costs erode its 
profit. Product Lifecycle Logistics is a game-changing approach to treating 
the supply chain as a continuous whole and, in the process, lowering supply 
chain costs an average of 10 to 20 percent.

UPS�Supply�Chain�Solutions

 TITle: Inventory in Motion: A Direct Alternative to Global Fulfillment
 leNGTH: 9 pages
 doWNload: www.ups-scs.com/solutions/whitepapers.html
 SuMMary: Logistics visionaries have talked for years about eliminating or at least 

reducing the role of inventory in modern supply chains. What is appealing 
in this vision is the reduction in logistics costs and the fulfillment cycle. 
Learn how a direct-to-store or distribution bypass approach to global 
fulfillment can lead to a leaner supply chain by downloading this free 
whitepaper today.
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il.instapakcomplete.com

Instapak Complete®

System Optimizes Your 
Packaging Operation

Do More
With Less

More output. More technology. 
More production. Business today 
demands more of everything, 
without giving you resources to 
make it happen. It’s with that in 
mind that Sealed Air introduces 
the Instapak Complete® system, 
our most advanced packaging 
system ever. Now you can truly 
do more with less:

Do More...

• Engineer custom foam solutions
  for your products

• Create Continuous Foam Tubes
  1" – 5" in width, with the touch of
  a button

• Perforations can be set in any
  configuration to allow for the
  ultimate flexibility in package design

• Accumulate large batches of
  cushioning material quickly

• A single system can produce
  enough material to support
  multiple pack stations

• Specify up to 24 pre-set foam
  cushion combinations

With Less

• Do away with storage and material 
handling headaches with just-in-time, 
on-demand cushion production

• Utilize effi cient foam technology 
for reduced material usage

• Compact footprint

• Slash shipping and material costs 
by minimizing cube size

• Eliminate costly damaged returns

• Unique quilted pattern allows 
cushions to be reused multiple times, 
providing a positive environmental 
impact through source reduction 
and a meaningful improvement to 
your bottom line

Requires less cushioning material in each pack, reducing 
package size and weight. Through the efforts of our 35 global 
Packaging Design and Development Centers, two million 
pounds of packaging are eliminated annually, while maximizing 
cost effectiveness and product protection.
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Did�you�ever�search�
online�for�a�logistics�
solution�without�
having�a�specific�
company�name?�

Search engines spit back 
thousands of unusable 
responses. Inbound Logistics 
is here to help, by compiling 
the most comprehensive 
directory of leading logistics 
and transportation Web sites, 
organized by category.

THERE�ARE�TWO�WAYS�TO�USE��

WEB_CITE�CITY:

1  Keep it near your keyboard when 
seeking specific transportation/
logistics sources or just to 
become familiar with new 
industry players.

2  Go to the online version 
of Web_Cite City — fast and 
searchable by keyword — at 
inboundlogistics.com/web_cite
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3Pd Inc • www.3pd.com

 
Each year, 3PD makes nearly five million deliveries (and counting) for some 
of the biggest names in business. That’s a lot of deliveries, a lot of doorbell 
ringing, and a lot of focused last-mile logistics experience that we can turn 
into a competitive advantage for you.

access america Transport • www.accessamericatransport.com

 
Access America Transport (AAT) is the premier transportation provider in North 
America. Our commitment to our customers sets us apart from the competi-
tion. Our services include: truckload, LTL, heavy haul, and specialized shipping. 
We offer 24/7 customer support, and AAT is an expert in expedited as well as 
JIT freight. Our LTL tool enables shippers to instantly compare rates, book 
freight, and manage all their carrier relationships with one click. Access America 
is PowerTrack enabled, DoD and GSA approved, Six-Sigma certified, and a 
Smartway-approved carrier. Please visit our Web site today to get started.

a&r Transport Inc. • www.artransport.com

 
A&R Logistics specializes in bulk transportation, packaging, distribu-

tion, and logistics. A&R provides dependable, quality services to meet 
your distribution and logistics needs. Through analytical reviews, A&R 

customizes timely, cost-effective solutions for your company. Put A&R’s 
experienced staff and extensive affiliate network to work for you, and 

realize global solutions in a changing worldwide market.

adS logistic Service • www.adslp.com

 
ADS is an award-winning, full-service 3PL provider offering public and 

contract warehousing, distribution, and fulfillment services designed to 
move your product with maximum speed, accuracy, and cost efficiency. 

ADS proudly received Inbound Logistics’ prestigious Top 100 3PL Providers 
award for many years. With more than 15 years of experience, ADS has 

the cutting-edge technology, extreme cost containment strategies, and 
high level of expertise required to solve any logistics challenge. Visit 

www.adslp.com or contact Bruce Mantz at sales@adslp.com.

3PLs
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aFN-advantage Freight Network, llC • www.afnww.com

 
If you are looking to expedite a single piece of freight across country, set up 
dedicated routes, or want to manage your supply chain more efficiently, talk to 
AFN today. AFN focuses on your unique needs, and applies analysis and ingenuity 
to find the answers that no one else can. AFN thinks around corners and moves 
beyond traditional resolutions to better manage your supply chain challenges.

alliance Shippers, Inc. • www.alliance.com

 
With operating facilities in the United States, Canada, and Mexico, 

Alliance Shippers, Inc. combines excellent customer care with state-of-the-
art rail, highway, ocean, and air transportation solutions. Additional services 

include warehousing, distribution, customs clearance, equipment/driver 
leasing, and expedited transportation. For cost-effective logistic solutions 

tailored to your company’s exact needs, contact Alliance Shippers, Inc.

americold • www.americoldrealty.com

 
Americold is the leading third-party provider of supply chain solutions in the 
consumer packaged goods industry. Our mission is to use the optimum balance 
of people, processes, and technology to deliver superior innovative supply chain 
solutions that create value and opportunities for every customer we serve. 
Americold offers supply chain network optimization services that optimize sourc-
ing, processing, storage, distribution, and transportation. To be a best-in-class 
organization, Americold uses Six Sigma processes and Lean Thinking concepts 
to develop programs that ensure operational excellence and reduce operating 
costs. What can Americold do for you? Find out at www.americoldrealty.com.

aPl logistics • www.apllogistics.com

 
APL Logistics designs and operates global supply chains that deliver prod-
ucts to everywhere you need them. Its innovative end-to-end solutions use 
data connectivity for greater visibility and control. APL Logistics provides 

the resources necessary to support your supply chain. Services include 
shipment consolidation and deconsolidation, global freight forwarding and 

customs management, regional warehousing and distribution networks, and 
IT solutions that increase supply chain performance and reduce costs.
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aspen logistics • www.aspenlogistics.com

 
The Aspen Alliance Group provides global brand name partners with 
a competitive advantage through high-quality customized, integrated, 
cost-effective logistics services. We offer customer-focused solutions in 
contract and public warehousing, transportation, and value-added services 
with a special emphasis on temperature-controlled environments. Our 
superior service is driven by leading-edge technologies, which provide 
timely flow of information to manage complex supply chain environments.

big dog logistics • www.bigdoglogistics.com

 
Big Dog specializes in designing customized solutions for customers 
who want more than a cookie-cutter approach. Big Dog provides and 
manages shipments, warehousing, sorting, staging, and delivery with 
precise timing that reduces costs and keeps critical parts, spares, and 
finished goods moving at the pace of your business. The company has 
established a track record of exceptional customer service by focusing 
on creative logistics solutions and consistent service quality across every 
customer’s network. Find out more on Big Dog Logistics’ Web site.

bilkays express • www.bilkays.com

 
From dedicated contract service to distribution, logistics, and EDI, 

Bilkays Express sets the standards in shipping by which all others are judged. 
Businesses throughout the Northeast depend on Bilkays’ accurate, on-time 

delivery for all their shipping needs. Why? Because Bilkays gets the job 
done better for less by maintaining a modern state-of-the-art fleet so you 

can be sure your shipments are on the road to an on-time delivery.

bender Group • www.bendergroup.com

 
Bender Group is a full-service third-party logistics provider focused on 

providing flexible logistics solutions, delivering excellent customer service, 
and building partnerships with companies of all sizes to improve their supply 

chain networks, from raw materials to consumer delivery. Bender Group 
operates dedicated and multi-client distribution centers, a complete trans-

portation network, and international logistics services. To learn more about 
how Bender Group can meet your supply chain needs, visit the Web site.
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bNSF logistics • www.bnsflogistics.com

 
BNSF Logistics creates, implements, and executes high-value logistics 
solutions for customers by utilizing experienced logistics professionals; 
leading logistics technology; multi-modal execution including LTL, truck-
load, intermodal, and rail; and a deep understanding of its clients’ business. 
Ultimately, blending these factors together enables BNSF Logistics to 
become your most valued partner — the most critical link in your supply 
chain. Visit www.bnsflogistics for more details.

Cardinal logistics Management • www.cardlog.com

 
Cardinal Logistics Management is a fully integrated logistics and 
transportation solutions provider with industry-leading experience 
and hands-on involvement from our senior leadership team. Cardinal’s 
logistics experts work directly with clients to optimize their supply chains 
by developing and implementing customized transportation solutions 
including specialized equipment and handling, and proven technology. 
Cardinal’s services include dedicated contract carriage, home jobsite 
delivery, transportation management, supply chain consulting, SaaS solu-
tions, warehousing, and distribution to companies like CHEP, KraftMaid 
Cabinetry, Office Depot, and many more. Visit us at www.cardlog.com.

C.H. robinson Worldwide, Inc. • www.chrobinson.com

 
Founded in 1905, C.H. Robinson Worldwide, Inc. is one of the largest 

third-party logistics companies in the world, providing multimodal 
transportation, fresh produce sourcing, and information services to more 
than 32,000 customers globally, ranging from Fortune 500 companies to 

small businesses in a variety of industries. For more information about our 
company, visit our Web site at www.chrobinson.com.

CaseStack • www.casestack.com

 
Founded in 1999, CaseStack is the industry’s leading outsourced logistics 

provider, offering complete supply chain solutions to companies selling 
products to retailers, distributors, and other manufacturers. Thousands of 

suppliers turn to CaseStack for innovative consolidation programs, efficient 
warehousing systems, and streamlined transportation management, all of 
which are centered on proprietary real-time inventory and order technol-

ogy. Our customers reap the cost savings and achieve the performance 
levels of their larger competitors without the investment costs.
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Cat logistics • www.catlogistics.com

 
Learn how Cat Logistics’ integrated approach can deliver a significant return 
on your third-party logistics investment. See how we strategically custom-
ize our core services — information technology, inventory management, 
warehousing and operations management, and transportation manage-
ment — to create solutions to optimize the logistics process. With our written 
performance standards and our focus on client service, we can help increase 
shareholder value and improve your customers’ satisfaction.

Comprehensive logistics Inc. • www.complog.com

 
Comprehensive Logistics Inc. is a lean, process-driven supplier of engineered 
logistics services for complex supply chains. We deliver non-asset-based, custom 
programs for supply chain management and warehousing, transportation 
management and value-added services, including subassembly. Our disciplined 
approach to Continuous Improvement and sophisticated, Web-based technology 
provides the ultimate in flexibility and real-time transparency, allowing you to 
maintain control over your supply chain while reducing costs.

Ceva logistics • www.cevalogistics.com

 
CEVA Logistics, a leading global logistics company, designs, implements, and 

operates complex supply chain solutions on a national, regional, or global 
scale for medium to large enterprises. With 38,000 dedicated professionals, 
CEVA manages more than seven million square meters of warehouse space 

and operates an extensive global network with facilities in 30 countries 
worldwide. The company’s Matrix product is a centrally hosted, integrated 
suite of supply chain technologies that enables CEVA to manage complex 

domestic and global supply chains. For more information on CEVA’s products 
and services, visit them on the Web at www.cevalogistics.com.

Corporate Traffic • www.corporate-traffic.com/ilm

 
It’s a new world of logistics with emerging markets, time-critical needs, 

security threats, and extreme fluctuation in supply and demand. 
Corporate Traffic is the logistics provider with the tools to move your 

products faster and with greater precision – no matter the challenges. 
With more experience, capabilities, and cutting-edge technology, 

Corporate Traffic increases efficiencies and lowers costs. So when it’s 
your money on the line, Corporate Traffic makes all the difference.

212  Inbound Logistics • July 2011

http://www.vantixlogistics.com/goto/agent
www.catlogistics.com
www.complog.com
www.cevalogistics.com
www.cevalogistics.com
www.corporate
-traffic.com/ilm


IN THIS SeCTIoN:

3PLs

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

Crowley • www.crowley.com

 
If you think Crowley offers just ocean freight services, think again. Sure, it 
provides liner shipping and cargo carrier services throughout Latin America, 
Puerto Rico, and the Caribbean Basin, employing the latest vessels, equipment, 
and communication technologies. But Crowley is also one of the most diversi-
fied transportation companies in the world, developing innovative supply chain 
solutions backed by deep relationships throughout the region, far-reaching 
resources, and an impeccable reputation worldwide. With its extensive shipping 
capacity, as well as thousands of containers, trailers, and other intermodal 
components, Crowley ensures the reliability of every link in your supply chain.

CTSI-Global • www.ctsi-global.com

 
For more than 50 years, CTSI-Global has been a valuable resource to com-

panies by providing the technology and industry expertise to help them 
manage all aspects of their supply chain – physical, informational, and 

financial – through freight audit and payment, transportation management 
systems (TMS), information management tools, and global consulting. The 
end results are improved shipping efficiencies, greater control, and signifi-

cant ongoing savings. CTSI-Global is your link to supply chain solutions.

deringer • www.anderinger.com

 
Customer care, service excellence, and a firm commitment to customs 
compliance illustrate the differences that have led to Deringer’s success as a 
leading logistics provider for more than 90 years. Deringer’s turnkey logis-
tics services include customs brokerage, international freight forwarding, 
warehousing and distribution, cargo insurance, and consulting. With more 
than 30 offices and a strong network of international agents, Deringer helps 
companies optimize efficiencies in their supply chain.

dF young • www.dfyoung.com

 
DF Young has more than 100 years of experience providing international 

businesses with the full range of transportation and logistics solutions. 
DF Young’s customized, person-to-person services are proven to meet 

today’s challenging logistics requirements. DF Young paves the way for inter-
national shipments clear across continents, using the most sophisticated 

air, sea, and land transportation services available. Each move is backed by 
state-of-the-art technology and Internet access that span the globe.
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distribution Technology • www.distributiontechnology.com

 
For more than 30 years, Distribution Technology has built a tradition of 
logistics service excellence and reliability that meets and exceeds the 
needs of our customers. Through a combination of contract and public 
warehousing services, flexible freight management, sophisticated soft-
ware technology, reverse logistics expertise, value-added packaging, and 
a dedicated organization, we provide you with a winning logistics supply 
chain partner. Consider us for your local, East Coast, or national coverage.

dSC logistics • www.dsclogistics.com

 
With experience, knowledge, and IT – as well as supply chain capabilities 

that are adaptable, versatile, and focused on changing customer needs – 
DSC Logistics helps companies reach their business goals. Services provided 

by DSC include supply chain analysis and design, strategic solutions-based 
consulting, systems integration, process improvement, and management of 

logistics operations such as warehousing, transportation, packaging, and 
fulfillment. In today’s business environment, filled with rapid and unpredict-

able change, DSC manages change and information in the supply chain by 
using a strategy called sense-and-respond and by being ready for anything!

echo Global logistics • www.echo.com

 
Echo Global Logistics is a leading provider of technology-enabled transporta-
tion and supply chain management services, delivered on a proprietary tech-
nology platform, serving the transportation and logistics needs of its clients. 
Echo’s Web-based technology platform compiles and analyzes data from its 
network of more than 24,000 transportation providers to serve its clients’ 
shipping and freight management needs. This year, Echo has procured trans-
portation and provided logistics services for more than 22,700 clients across 
a wide range of industries, such as manufacturing, construction, consumer 
products, and retail. For more information on Echo, visit: www.echo.com.

evans distibution Systems • www.evansdist.com

 
Evans Distribution Systems has been enabling customer success for more 

than 75 years. Evans provides warehousing, transportation, packaging, 
quality inspection, and complete 3PL management services for a variety 
of industries. Through its experience, flexibility, and innovation, the 3PL 

proves to its customers that “it’s easier with Evans.” Let Evans provide you 
with all the information you need to meet your logistics challenges.
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FaC logistics • www.faclogistics.com

 
FAC Logistics focuses on the food service industry and covers all 48 
contiguous United States, specializing in the safe and efficient transportation 
of time-sensitive freight. With more than 100 years of combined experience in 
LTL, truckload, small package, and refrigerated transportation, FAC holds the 
competitive advantage. Together with its employees, customers, and suppli-
ers, FAC continues to revolutionize the food service industry. To become part 
of the team, log on to the Web site today.

Geodis Wilson • www.geodiswilson.com

 
With 5,500 people and a global network, Geodis Wilson is one of the world’s 
largest freight management companies, serving customers with integrated 
supply chain solutions that deliver cargo by sea and air. The company’s expertise, 
value-added services, and e-services enable you to streamline the flow of goods. 
We also make your supply chain more transparent and easier to manage. A 
self-reliant network of offices, and air and ocean hubs in more than 50 countries, 
ensures that your cargo flows efficiently and consistently across the world.

J.b. Hunt Transport Services, Inc. • www.jbhunt.com

 
J.B. Hunt Transport Services, Inc., one of the largest transportation 

logistics companies in North America, provides safe and reliable 
transportation services to a diverse group of customers throughout the 

continental United States, Canada, and Mexico. Utilizing an integrated, 
multimodal approach, J.B. Hunt provides capacity-oriented solutions 
centered on delivering customer value and industry-leading service.

GeNCo aTC • www.genco.com

 
GENCO ATC provides third-party logistics for manufacturers, retailers, 
and U.S. government agencies. The company’s supply chain solutions 

deliver initial and ongoing value by combining supply chain technology, 
industry-best experience, and lean Six Sigma philosophy into solutions 

that generate savings for clients.
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Jacobson Companies • www.jacobsonco.com

 
Jacobson Companies is a leading third-party logistics company providing 
end-to-end supply chain solutions that include warehousing and distribution, 
contract packaging and manufacturing, freight management, customs broker-
age, and international ocean and airfreight forwarding. Jacobson can offer 
expertise in a wide range of industry verticals including food and beverage, 
consumer packaged goods, chemicals, healthcare/life sciences, durable goods, 
consumer electronics, retail, and industrial/automotive. What can we do for 
you? Contact us at 800-636-6171 or visit our Web site at www.jacobsonco.com.

Johanson Transportation Service • www.johansontrans.com

 
Johanson Transportation Service (JTS) is a third-party logistics provider, 
NVOCC, and licensed ocean freight forwarder helping companies manage 

their supply chains with Justified Timely Solutions that exceed their unique 
business challenges. Providing unmatched service at a fair price, JTS offers 
customized freight solutions including: dry and temperature-controlled TL, 

LTL, ocean and air; rail/intermodal; and comprehensive importing/exporting 
solutions with one point of contact. JTS adds value with logistics manage-

ment, consulting, and state-of-the-art technology systems with real-time online 
tools to facilitate seamless supply chain communications for its customers.

kenco logistic Services • www.kencogroup.com

 
Adding value to your bottom line? That’s the mission of Kenco Logistic 
Services. For more than 50 years, Kenco Logistic Services has guided 
some of the most demanding supply chains in the world. Kenco’s conver-
gence approach can help you streamline your supply chain and bring a 
greater return on assets and investments. Kenco invites you to visit this 
Web site so that you might get to know its services. Then, contact Kenco 
so that you might truly understand its unique strategic advantages.

landstar Systems Inc. • www.landstar.com

 
Landstar, a safety-first transportation services company, provides complete 

logistics services throughout the United States, Canada, and Mexico. Landstar’s 
extensive brokerage network increases customer options as it brings a wider 

array of equipment options to handle the toughest transportation challenges. 
With innovative use of Internet technology, Landstar communicates in every 

medium, from the most sophisticated satellite tracking systems to the simplest 
pagers. That means customers know where their shipment is every step of the 

way, with every carrier selected. You’ll find complete details on the Web site.
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leSaint logistics • www.lesaint.com

 
LeSaint Logistics’ overall objective is to provide customers with the 
opportunity to focus on their core business by offering the full range of 
third-party logistics services: contract warehousing, public warehousing, 
hazardous materials management, common carriage, dedicated transportation, 
transportation management, information management, customer call centers, 
inventory management, and fulfillment. We provide value-added fulfillment 
services such as pick/pack and ship, repack, labeling, subassembly, kitting, and 
returns management, to name a few. We’re flexible to our customers’ require-
ments, providing them with the option of selecting from our menu of services, 
and choosing the capabilities that meet their specific needs.

logikor • www.logikor.com

 
From dedicated transportation, distribution/crossdocking, expedited freight 
management, and LTL to green supply chain design and supply chain con-
sulting, Logikor does it all. Its business model is built on a foundation of 
productivity-enhancing standardization, robust IT platforms, and in-depth 
Toyota experience, offering high-quality results at very competitive rates for 
customers with solid strategic focus and a core belief in TPS and Lean.

logistics Management Solutions (lMS) • www.lmslogistics.com

 
Logistics Management Solutions (LMS) offers TOTAL, a Web-enabled 

TMS that significantly reduces overall transportation costs, can 
be implemented — and producing results — within 90 days, offers a 

low-cost point of entry, and easily integrates into existing ERP systems. 
Many of our clients, including BASF and Monsanto, are using TOTAL to 

significantly cut their transportation costs. Contact us: 1-800-355-2153.

lINC logistics Company • www.4linc.com

 
LINC Logistics Company is a leading provider of custom-developed third-
party logistics solutions that allow customers and clients to reduce costs 
and manage their global supply chains more efficiently. We offer a com-

prehensive suite of supply chain logistics services including value-added, 
transportation, and specialized services. Our services include crossdocks, 

consolidations, sequencing, subassembly, kitting, repacking, returnable 
container management, and much more.
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lynden • www.lynden.com

 
Over land, on the water, in the air – or in any combination – Lynden 
has been helping customers solve transportation problems for almost 
a century. Operating in such challenging areas as Alaska, Western 
Canada, and Russia, as well as other areas around the globe, Lynden 
has built a reputation of superior service to diverse industries.

Mallory alexander International logistics • www.mallorygroup.com

 
Mallory Alexander International Logistics is a leading third-party 
logistics (3PL) provider. As a specialist in global logistics and supply 
chain services, Mallory Alexander acts as a single source for all logis-
tics and supply chain needs. Specifically, Mallory Alexander provides 
public and contract warehousing, freight forwarding (international, 
domestic, air, and ocean), customs brokerage, import/export services, 
intermodal trucking and transportation, logistics services, and consulting.

Menlo Worldwide • www.menloworldwide.com

 
Some of the toughest, most complex logistics challenges in the world are met 

with customer-specific IT solutions engineered, installed, and managed by 
Menlo Worldwide. When it’s time to cut waste and cost from your supply chain, 

think Menlo Worldwide. To learn more, visit us at www.menloworldwide.com.

lynnCo Supply Chain Solutions • www.lynnco.scs.com

 
LynnCo specializes in value-added supply chain solutions. We create 

tailored solutions by taking redundant links out of our clients’ logistics 
networks. Whether it’s upfront due diligence studying current distribution 

patterns, rationalizing facilities with state-of-the-art optimization tools, 
or analyzing entire supply chain networks, our mission is to provide our 

clients world-class solutions — creating bottom-line value.
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MIq logistics • www2.miq.com

 
Built on the strength and success of YRC Logistics, MIQ Logistics helps 
optimize supply chains and improve overall business performance. The 
company’s solutions help manage distribution and warehousing more effi-
ciently, and simplify domestic and global transportation. Started in 2002, 
MIQ Logistics has locations in Asia, Europe, North America, and South 
America. Along with its global network partners, MIQ Logistics provides 
services in and between more than 80 countries supported by more than 
5,000 in-country logistics professionals.

NFI • www.NFIindustries.com

 
Founded in 1932, NFI offers a variety of integrated supply chain services 
to help businesses manage, grow, and succeed in today’s marketplace. 
The company is one of the largest privately held third-party logistics 
providers in North America. NFI divisions include Warehousing and 
Distribution, Logistics, Transportation, Intermodal, Canada, Real Estate, 
Contract Packaging, Transportation Brokerage, Trailer Leasing and 
Storage, Solar, Global and Consulting services. NFI is an EPA Smartway 
Transport and WasteWise Partner.

Performance Team • www.ptgt.net

 
Performance Team is the only thing that should come between your prod-

ucts and your customers. For nearly 25 years, Performance Team has been 
offering its expertise to the retail and manufacturing industries with a broad 

range of supply chain services including: trucking, distribution, logistics, 
and fulfillment. Through eight domestic hubs, over 3.9 million square feet 

of warehouse space, and a fleet of more than 400 trucks, Performance 
Team’s skilled team of 3,500 nationwide employees processes approximately 
$70 billion in wholesale goods. See why Performance Team annually earns a 

reputation as the premiere trucking, consolidation, and distribution company 
in the United States; log on to www.ptgt.net.

Nexus distribution Corporation • www.nexusdistribution.com

 
The most demanding customers will find solutions that meet their needs 

with Nexus Distribution, a third-party logistics provider specializing in full-
service, client-specific solutions. Nexus’ dedication to teamwork, technologi-
cal advancement, and customer satisfaction – combined with a collaborative 

effort among its people, technology, and location – has made the company 
a trusted provider of third-party logistics worldwide for more than 25 years. 

Details are available on the Web site.
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Pilot Freight Services • www.pilotdelivers.com

 
Pilot Freight Services is a full-service transportation and logistics company 
with more than 75 locations throughout North America and a worldwide 
network of overseas agents, offering global coverage in more than 190 
countries. As your transportation and logistics experts, we equip you with 
everything you need to move your cargo, delivering your shipments by 
air, land, and sea, anywhere in the world. To learn more, contact our 24/7 
Customer Service Center at 1-800-HI-PILOT.

Port Jersey logistics • www.portjersey.com

 
For more than 56 years, Port Jersey Logistics has been the number-

one choice for transportation, warehousing, and distribution on the East 
Coast. Port Jersey operates modern, state-of-the-art warehousing space, 

as well as in-house trucking and logistics services. Along with our wide 
array of value-added services and first-class customer service team, 

Port Jersey Logistics is your one-stop shop for all of your supply chain needs.

Port logistics Group, Inc. • www.portlogisticsgroup.com

 
Port Logistics Group (PLG) is a leading provider of supply chain logistics 
solutions with a strong presence in key port cities across the nation. Its 
integrated technologies and services enable you to optimize your supply 
chain capabilities, reduce costs, and deliver results that make your 
organization more competitive.

Purolator International • www.purolatorinternational.com

 
Purolator International is the U.S.-based freight forwarding subsidiary of 

Purolator Inc., Canada’s leading overnight courier company. Purolator 
International specializes in air and surface forwarding of express, parcel, 

and freight shipments, with enhanced supply chain solutions to offer 
delivery to, from, and within Canada. Purolator International offers 

preferred access to an extensive distribution network in Canada, which 
includes 11,000 dedicated employees, the leading air fleet, and ground 

network with the most guaranteed delivery points in Canada.
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rr donnelley logistics • www.rrd.com

 
3PL solutions backed by strength, support, and stability from a leading 
Fortune 250 company with more than 145 years servicing customers – that’s 
what is behind RR Donnelley Logistics. We offer truckload, LTL, intermodal, 
same-day time-sensitive delivery, crossdocking/consolidation, and other 
logistics services including transportation assessment and consultation. Visit 
our Web site and contact us today to see why we are a different type of 3PL.

ruan Transport Corporation • www.ruan.com

 
Ruan is a single-source provider of dedicated contract carriage, logistics, and 
other integrated transportation services. We specialize in private fleet conver-
sion. We have nearly 5,000 employees, 3,200 tractors, and 7,000 trailers 
at more than 230 operations nationwide. With Ruan, you get more than just 
drivers and equipment – we become an extension of your team, advocating for 
your bottom line. To find out how we can drive costs out of your supply chain, 
call 866-782-6669 or visit www.ruan.com.

Saddle Creek Corporation • www.saddlecrk.com

 
Saddle Creek Corporation is a nationwide third-party logistics 

company providing integrated logistics services – dedicated and 
shared warehousing, transportation, and contract packaging. Our 

turnkey logistics solutions can help you increase supply chain 
efficiency, streamline business, and manage costs.

regal logistics • www.regallogistics.com

 
Regal Logistics has a proven track record of accuracy, speed, and 

service. With more than 40 years experience as a leading third-party 
logistics provider, Regal delivers innovative shipping solutions, state-
of-the-art-systems, lower costs, and better results. When you choose 

Regal Logistics, you’ll be in good company with many other successful 
businesses that have increased productivity and reduced costs by working 

with us. Doing third-party logistics more cost-efficiently and with better 
quality outcomes has made Regal Logistics an industry leader, and The 

Company You Turn to When You Want it Done Right the First Time.

July 2011 • Inbound Logistics 221

http://www.vantixlogistics.com/goto/agent
www.rrd.com
www.ruan.com
www.ruan.com
www.saddlecrk.com
www.regallogistics.com


IN THIS SeCTIoN:

3PLs

Want to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

Seko logistics • www.sekologistics.com

 
SEKO prides itself on a commitment to customer service, whether it’s a 
2 a.m. pickup for a critical industrial part for a plant that is 4,000 miles 
away, or the cost savings achieved from proactive communication with 
your vendors overseas. SEKO offices have the knowledge and expertise 
to expedite or to consolidate, depending on your need. From Hong Kong 
to Amsterdam, SEKO knows how to serve its clients. As a non-asset-based 
third-party logistics provider, SEKO has the flexibility to meet your supply 
chain needs using a variety of modes and carriers.

Spartan logistics • www.spartanwarehouse.com

 
Are you looking for a Midwest warehouse partner with a dedicated team of 

freight and transportation professionals? Spartan Logistics’ locations and staff  
set it apart from competitors. Spartan provides asset-based storage, trans-

portation, warehouse management services, and logistics support to ensure 
your inventory is shipped to the right locations on time at the lowest possible 
cost. Spartan Logistics has the experience, the locations, the equipment, and 

the knowledge to deliver world-class third-party logistics services. Contact us 
today to find out how we provide your company with supply chain solutions.

Strive logistics • www.strivelogistics.com

 
Founded in 1993 as a local cartage and warehousing company, Strive Logistics 
has evolved into a premier multi-modal transportation provider servicing 
companies from the Fortune 500 to small emerging businesses throughout 
the world. Strive Logistics is a uniquely positioned transportation provider, 
combining the best practices and resources of a 3PL with an asset-based fleet. 
With both traditional and blended asset-based service offerings, customers 
have access to a wide array of solutions, no matter how complex the problem.

TMSi logistics • www.tmsilog.com

 
TMSi, an award-winning 3PL provider, has differentiated itself through 
a performance-driven culture resulting in sustainable cost savings and 

improved service levels. TMSi can optimize your enterprise’s supply chain 
by providing distribution network modeling, long-term facility planning, and 
operations consolidation. TMSi and its clients identify performance markers 

such as time-to-market, inventory turns, profitability goals, and other Key 
Performance Indicators (KPIs) to monitor the supply chain’s performance. For 

more information on TMSi, call 603-422-0777 or visit www.tmsilog.com.
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TransGroup Worldwide logistics • www.transgroup.com

 
www.transgroup.com provides comprehensive information about 
TransGroup Worldwide Logistics, including locations, services, and global 
transportation and logistics capabilities. Detailed information about 
TransGroup’s Web-based logistics management tools is also provided, as well 
as customer log-in access and links to resources useful to shippers. To learn 
about TransGroup Worldwide Logistics, visit www.transgroup.com, or contact 
TransGroup at 800-444-0294, or by e-mail at info@transgroup.com.

TTS • www.tts-us.com

 
Ready for a supplier that is in perfect alignment with your organization’s 
business goals and equips you for success? TTS lives and breathes logistics and 
supply chain management. Its reputation is more than a legacy; it’s the product 
of cutting-edge technology, paired with unique solutions for individual client 
challenges. It’s the reason TTS agents experience such robust growth in their 
enterprises. The company has developed an agent-centric network that eats 
deadlines for breakfast and makes no excuses. Accountability for your busi-
ness isn’t a new idea, but with TTS you will experience it at a whole new level.

Transplace • www.transplace.com

 
 Transplace delivers supply chain excellence through an optimal and flexible 
combination of industry-leading global and domestic logistics services and 

technology. Tap into our dense network of shippers and transportation providers 
through On-Demand transportation management and a suite of professional 

services tailored to your organization’s needs.

Tucker Company Worldwide • www.tuckerco.com

 
Experiencing truckload capacity problems? Receive steady waves of 

truckload equipment – from dry vans to flatbeds, refrigerated to specialized 
equipment – with Tucker Company Worldwide. Experiencing problems imple-

menting an inbound freight management program? We get the job done, 
under budget and fully controlled. Tucker Company Worldwide operates one 

of America’s oldest freight brokerages. We co-founded the TIA, and are active 
members of TCA, NITL, SC&RA, NASSTRAC, and CSCMP. We are always 

interested in sales agents, reps, or those selling brokerages/3PLs.
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uniGroup Worldwide uTS • www.ugwwlogistics.com

 
Looking for a full-service, third-party logistics provider (3PL)? You only need 
to make one call: UniGroup Worldwide-UTS Logistics. UniGroup Worldwide 
is a competitive, seamless, and flexible worldwide resource. Customers are 
provided custom-designed supply chain solutions that integrate transporta-
tion, warehousing, and installation through advanced technology and industry 
resources. Contact us today at 888-374-2371 or www.ugwwlogistics.com.

vantix logistics • www.vantixlogistics.com

 
Vantix Logistics is a leading provider of supply chain logistics solutions. 
Our combination of comprehensive supply chain expertise; advanced, 
customizable technology; and superior carrier relationships enables 
us to deliver smarter logistics solutions for virtually any industry.

Wagner Industries • www.wagnerindustries.com

 
Wagner Industries is not just a trucking company, warehousing company, 
or any other narrowly defined organization. We’re a third-party logistical 

services company with multiple competencies to provide diverse services 
for our many customers across the United States. We provide contract 

trucking and transportation management, distribution centers, warehous-
ing centers, packaging and assembly operations, and fulfillment. Plus, all 
services are provided with the highest standards of quality and the most 

technologically advanced information management systems. With our 
many areas of expertise, we can tailor a supply chain solution for your 

company to provide you with superb service while lowering your net cost.

unyson logistics • www.unysonlogistics.com

 
Unyson Logistics provides the technology and resources to help businesses 

drive costs out of their supply chains. We do this by creating logistics 
solutions where our customers own and drive the process jointly, with 

us, in unison. Combining the stability and resources of our $1-billion-plus 
parent company, Hub Group Inc., with this uniquely collaborative approach, 

Unyson surrounds customers with 360 degrees of measurable, strategic 
value—what we call The Y Factors: unity, opportunity, visibility, velocity, 

technology, delivery, capability, flexibility, stability, and integrity.
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Weber logistics • www.weberdistribution.com

 
As a full-service, complete logistics provider, we are experts at non-asset 
freight management; asset-based LTL and TL services, including temperature-
controlled; dedicated and shared warehousing; distribution; cross-docking/
pool distribution; transloading; network optimization modeling and analysis; 
retail compliance; order fulfillment; material handling; supply chain manage-
ment; real estate development; and personnel staffing. We have been in 
business for 85 years and specialize in working with importers; retailers; food, 
beverage, and CPG companies; and chemical and paper manufacturers.

Wheels Group • www.wheelsgroup.com

 
In this era of vendor consolidation, Wheels Group concentrates on providing 
a full spectrum of integrated products and services from a single source. 
Innovative and non-traditional approaches to supply chain management 
include: domestic and international transportation services; third-party 
logistics; supply chain consulting, optimization, and reporting; contract 
warehousing and distribution; technology systems and process development, 
and much more. For details, visit the Web site.

WSI (Warehouse Specialists Inc.) • www.wsinc.com

 
Reliability is everything. At WSI, that has been our approach to integrated 

logistics and supply chain solutions for more than 40 years. Our promise of 
Condition, Count & Time ensures accurate, timely, and sound performance – 

every time. Recognized as one of the top 3PL companies in North America, WSI 
delivers custom solutions for warehousing/distribution, fulfillment, transporta-

tion, import/export, information technology, and customer support services. 
Depend on WSI for increased efficiency, reduced costs, and absolute reliability.

Werner enterprises, Inc. • www.werner.com

 
Werner Enterprises, Inc. is a premier transportation and logistics company, 

with coverage throughout the United States, Canada, Mexico, and China. 
Werner maintains its global headquarters in Omaha, Neb., offering 24/7 

service 365 days a year. Werner is among the five largest truckload 
carriers in the United States, with a portfolio of services that includes 

long-haul, regional and local van capacity, temperature-controlled, flatbed, 
dedicated, and expedited. Werners value-added services portfolio includes 

import and export freight management, PO and vendor management, 
truck brokerage, intermodal, load/mode and network optimization, and 
global visibility. Internationally, Werner provides freight forwarding and 

customs brokerage services, and is a licensed NVOCC.
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airNet • www.airnet.com

 
As the third-largest air cargo airline in the United States, AirNet is the 
leading provider of expedited and specialized transportation solutions. 
AirNet is proud to specialize in small package delivery, with flexible and 
secure handling and delivery options. Whether you need your shipment 
delivered overnight or within a matter of hours, our team is ready to meet 
your shipping needs. Our Solutions Specialists will work with you to cus-
tomize a plan to get your package where it needs to be, when it needs 
to be there. Learn more about our small package air cargo services.

rockfarm logistics • www.rockfarmlogistics.com

 
Rockfarm Logistics is charting a new course for logistics providers today. 
Specializing in freight management services, our cost of services pricing 
model, coupled with our technology and account management platforms, 
enables our clients to gain ownership of their supply chain. Our philosophy 
encompasses three business principles: achieve total supply chain visibility 
for more effective business-based decisions, deliver a solution that meets 
the needs of each of our clients, and create long-term partnerships with our 
clients by exceeding expectations.

aIrSCHoTT, Inc. • www.airschott.com

 
AIRSCHOTT, Inc., founded in 1977, is involved in various aspects of inter-

national and domestic transportation. Our operating licenses and services 
include: Licensed Customs Broker (#7584), Air Freight Forwarder (CNS), 

Indirect Air Carrier (Consolidator), Duty Drawback Specialist, FMC Licensed 
OTI (#4399NF–Freight Forwarder and NVOCC), Insurance Broker (Marine & 
Bonds), Foreign Trade Zone Operator, and Trucker. We are C-TPAT certified 

and validated. We specialize in the handling of sensitive and “special needs” 
cargo, including time-sensitive shipments, perishables, hazmats, USML goods, 

oversized/overweight, and high-value merchandise.

CT logistics • www.ctlogistics.com

 
CT Logistics can help you save money, no matter your company’s size. For 

small and medium-sized shippers, CT Logistics offers its TranSaver shipper 
cooperative buying program. Larger shippers can simplify their freight 

spending with CT Logistics’ exclusive FreitRater freight bill rating and 
processing system. And businesses of all sizes can benefit from AuditPay 

freight payment services. Add to these offerings a wealth of online collabo-
ration and reporting tools, and it’s easy to see why shippers have trusted 

CT Logistics with their freight payment needs for more than 86 years.

AIR/ExPEdItEd

FREIGHt FoRWARdERS

FREIGHt MANAGEMENt

FREIGHt PAYMENt
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dutycalc data Systems • www.dutycalc.com

 
Drawback software and services from a drawback company makes good 
sense. Dutycalc’s Drawback.NET software package is recognized as the 
number-one Drawback Management System nationally. More than 300 
system users benefit from our 30-plus years of drawback expertise. Additional 
services offered include application prep, rulings, claims prep, ABI drawback 
claim filing, audit assistance, compliance assessment, and more. Whether your 
needs are software or services, Dutycalc is the logical choice. For a free online 
system demo, email info@dutycalc.com, or call 530-637-1006 (PST).

ryder • www.ryderscs.com

 
Ryder provides a complete array of leading-edge supply chain, warehousing, 
and transportation solutions for multiple industry sectors in North America, 
the United Kingdom, and Asia. Services range from developing supply chain 
strategies to managing and executing day-to-day logistics operations. Integrated 
solutions for optimizing and managing the flow of products, currency, and 
information all draw upon the company’s expertise in supply chain management.

Spartan logistics • www.spartanwarehouse.com

 
Are you looking for a Midwest warehouse partner with a dedicated team of 

freight and transportation professionals? Spartan Logistics’ locations and staff  
set it apart from competitors. Spartan provides asset-based storage, trans-

portation, warehouse management services, and logistics support to ensure 
your inventory is shipped to the right locations on time, at the lowest possible 
cost. Spartan Logistics has the experience, the locations, the equipment, and 

the knowledge to deliver world-class, third-party logistics services. Contact us 
today to find out how we provide your company with supply chain solutions.

LoGIStIcS It

REAL EStAtE

WAREHoUSING

Cb richard ellis • www.cbre.com

 
CB Richard Ellis (CBRE) is the world’s premier, full-service real estate services 
company. Whether it’s a local, regional, national, or global assignment, CBRE 

helps clients make informed business decisions. CBRE’s strengths, which it 
applies to every transaction, assignment,and client relationship, include an 

intimate knowledge of virtually every major market in the world and intellectual 
capital and technology resources that develop and deliver superior analytical, 
research, and client service tools. CBRE empowers its people and clients with 

the information they need to anticipate market opportunities, seize competitive 
advantages, and execute the best possible real estate strategies.
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We make logistics 
child’s play.

Managed Logistics. Truck, Rail, Ocean, Air, and Intermodal – We manage it all. 
Managed Logistics means owning the whole process. Whether it involves over the road, LTL, 
intermodal, air or ocean, we’ll manage all or select modes for you. Our flexible solutions give 
you tracking information so you can proactively plan internally and ensure on-time delivery. We 
have the multi-modal contracts, the assets and a global network of agents to effectively manage 
your ocean shipments. From door-to-door or port-to-port, we will help you find, choose and 
execute your optimal solution. So no matter what your logistics challenge, it’s child’s play to us. 

Full service. Full solutions. Flexible logistics.  
1.800.787.2334  |  www.corporate-traffic.com

Truckload     |     Intermodal      |     LTL      |     Ocean     |     Air     |    Retail Logistics     |    TMS
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trANSPOrt EqUIPmENt
Orbis corporation
Available in 27-  and 34-inch-high models, 
the HDMC4845 BulkPak container 
increases the amount of usable space in 
truck trailers and shipping containers, and 
reduces container weight. Both models 

are compatible with other 48" x 45" plastic 
pallets and bulk containers, and can be 
used with mixed loads of totes and pallets. 
The containers stack securely when full and 
collapse when empty for reduced return 
transportation costs and condensed storage.

www.bulkpak.com 888-307-2185

OcEAN
cmA cgm
A new weekly service connects Asia, Fiji 
Islands, and New Zealand. Deploying 
seven 1,800-TEU vessels, the service 
offers transit times of 17 days between 
Shanghai and Auckland, and 16 days 
between Tauranga and Port Kelang. Other 
ports on the route include Chiwan, Pusan, 
Suva, Port Chalmers, Lyttelton, Tauranga, 
and Noumea. 

www.cma-cgm.com 757-961-2100

ExPEdItEd
dHl
A new dedicated Boeing 747-400F next-
day service connects the DHL Cincinnati 
hub with the Bahrain and Hong Kong 
hubs, providing additional cargo capacity 
of 80 tons. The direct U.S.-Bahrain flight 
shortens delivery times for DHL customers 
by as much as one full day for shipments 
from the United States to Afghanistan, 
Bahrain, Iraq, Kuwait, Qatar, and Saudi 
Arabia. The flight connecting Bahrain 
to Hong Kong provides shippers a later 
pick-up time out of Hong Kong and the 
Pearl River Delta for overnight service to 
North America on the new flight’s final leg 
from Hong Kong to Cincinnati.

www.dhl-usa.com 800-CALL-DHL

UPS
UPS increased its cargo capacity by more 
than 50 percent on 19 weekly flights into 
Central and South America, replacing 
a Boeing 757 narrow-body aircraft with 
a new, larger B-767 wide-body freighter. 
The flights originate from UPS’s Americas 
hub in Miami and operate into Quito and 

▲●materials Handling: dematic
the rapidPick System, a new goods-to-person solution for split-case order fulfillment, 
delivers items to an operator in a configuration that allows pick rates of up to 1,000 line 
items per operator, per hour. the system promotes high pick accuracy by presenting only 
one SKU to the operator at a time, in the desired sequence, and accommodates a variety 
of tote and carton sizes. Its modular mechanized components include replenishment 
and pick stations, racking, and an inventory staging buffer module. companion software 
manages SKU inventory and replenishment, and directs the order fulfillment process, 
including monitoring operators.

www.dematic.us/rapidpick 877-725-7500
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Guayaquil, Ecuador; Bogota, Colombia; 
Panama City, Panama; Guatemala City, 
Guatemala; and Managua, Nicaragua.

www.ups.com 800-PICK-UPS

PAcKAgINg
galeWrap
The GW-4100 Robot Pallet Wrapper with 
height-adjustable mast handles up to 37 
pallets per hour and accommodates loads 
up to 6-feet, 11-inches high. Features 
include a fully automated wrap-up/down 
cycle, built-in film cutter for safety at 
completion of the wrap cycle, push/pull 
emergency stop button, simplified control 
panel functions, and a safety contact edge. 
The carriage is optimized for GaleWrap film, 
and tension adjusts electronically from the 
control panel.

www.galewrap.com 866-425-3727

SOFtWArE
greenroad
Enhancements to the GreenRoad 360 
fleet driver performance and safety 
management solution include a posted 
speed performance tool that automatically 
records when a vehicle is traveling above 
the posted speed limit; maps that report 
idling hot spots across specific geographies 
and routes; and expanded data integration  
with partner and customer systems.

www.greenroad.com 888-658-4420

INSIgHt
Insight Transportation Optimizer (ITO) 
simulates daily supply chain operations 
to help manage transportation costs. 
ITO processes a simulated daily stream 
of customer orders, generating an 
optimal transportation dispatch plan that 
analyzes variables such as consolidation 
opportunities, carrier and equipment 
selection, and routing. The tool then 
summarizes the benefits and associated 
costs of a given set of transportation policy 

▲ materials Handling: Kardex remstar
comprised of an enclosed system of vertically arranged trays, an extraction platform, 
and a series of computerized controls that delivers items to an ergonomically positioned 
workstation, the Element vertical lift module automatically locates and retrieves stored 
items. to increase storage density, upon putaway the system scans the stored product’s 
height in the tray, then compresses the space between trays to use the minimum amount 
of space required.

www.kardexremstar.com 800-639-5805
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options. ITO can run alone or accept data 
feeds from INSIGHT's strategic supply 
chain planning solutions.

www.insight-mss.com 703-366-3061

Kewill
Kewill Export creates, manages, and 
distributes export documentation. With  
extensive trade document content and 
connectivity to major customs agencies, 
Kewill Export minimizes the need for 
manual intervention, while integrating 
with existing ERP systems and business 
processes. The solution helps companies 
reduce human errors, gain efficiencies by 
automating the documentation process, 
and reduce supply chain risk by increasing 
compliance.

www.kewill.com 877-872-2379

ADVERTISEMENT

PRODUCT SHOWCASE

Our mission is simple: To be the low-cost supplier of innovative, 
cost reducing pallets and related transport packaging products 
that meet our customers’ changing needs and provide service that 
exceeds their expectations.

Through its Molded Products Group, Litco International is the 
exclusive North American source for the Inca® Presswood pallet. These 
environmentally-friendly products are molded from wood fiber and are 
commonly used for domestic and export transport packaging for military 
and commercial shipping.

All of Litco’s Inca presswood products are Cradle to CradleSM Certified 
at the silver tier through McDonough Braungart Design Chemistry (MBDC) 
for their ingredients, recyclability and design principles. They are also 
Export Compliant per IPPC-ISPM 15.

One key advantage is that Inca Presswood pallets are nestable, saving 
handling costs and freeing up valuable warehousing and manufacturing 
space for production. 

Inca pallets are free of TBP, TCP and TCA chemicals that are 
a concern to food, produce and pharmaceutical manufacturers. Inca 

pallets will not promote 
the growth of mold, 
making them suitable 
for the most demanding 
shipping applications.

Inca pallets are a 
complement to corporate 
sustainability initiatives. 
With a commitment to 
avoid sending product 

to landfills, Litco offers the removal of truckload lots of spent presswood 
pallets. Inca pallets can be upcycled into a variety of uses at the end of 
their life.

To meet the needs of shippers with smaller products or less-than-full 
pallet load quantities, Litco has launched “half size” presswood pallets.
These half-size pallets offer the same performance and sustainability 
benefits as full size pallets while increasing handling efficiencies and 
reducing costs for shippers of less than full pallet loads. 

Litco International, Inc. Molded Products Group 
One Litco Drive, PO Box 150 • Vienna, Ohio 44473-0150 
Phone: 330-539-5433 • Toll Free: 877-504-7954 • Fax: 330-539-5388 
info@litco.com • www.litco.com

) materials Handling: 
mitsubishi Forklift trucks
mitsubishi Forklift trucks 
added the 3,000- to 
3,500-pound capacity 
Heavy-duty Electric 
Walkie Straddle Stacker 
to its North American 
product line. the new 
PWt15 and PWt18 walkie 
stacker models feature an 
Ac-powered drive motor 
and electric power-steering 
option. the stacker can 
be powered up using a 
key or with an optional 
keyless access pad, and 
an optional auto shutdown 
feature powers the forklift 
down after a set period of 
inactivity to conserve energy.

www.mit-lift.com 888-MIT-LIFT
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trUcKINg
Old dominion Freight line
OD Expo Services, a customized offering 
for companies that ship booths and 
materials to trade shows and expos, is 
now available through Old Dominion’s 
nationwide network of 213 service centers. 
The carrier provides online tracking and 
tracing, and monitors shipments 24/7. 
The new service can be coupled with Old 
Dominion’s expedited or security divider 
services.

www.odfl.com 800-432-6335

roadrunner transportation Systems
A new terminal, New York Metro (NYM), 
offers outbound less-than-truckload (LTL) 
service from New York and New Jersey. 
NYM provides shippers from the New 

York and New Jersey areas outbound LTL 
services to Illinois through Texas and every 
state west of the Mississippi River.

www.rrts.com 414-615-1500

mOBIlE dEvIcES & APPS
Newcastle Systems
For efficient inventory management 
and other warehouse, distribution 
center, and retail/manufacturing facility 
tasks, the PC Series Mobile Powered 
Workstation supplies on-board power to 
run a computer, printer, and other devices 
simultaneously. With six-inch rubber swivel 
casters and no cord trailing behind, the 
workstation can be rolled and positioned 
into place. The unit’s rechargeable battery 
offers integrated power for up to 12 hours 

of normal use, and all models have a 500-
pound load capacity.

www.newcastlesys.com 781-935-3450

xata
The Xata Turnpike fleet management and 
compliance solution is now available for the 
Google Android mobile device operating 
system. The solution helps fleet managers 
and drivers meet established and emerging 
electronic onboard recorder regulations.

www.xata.com 800-745-9282

Honeywell
The Voyager 1250g single-line laser 
scanner features a multi-interface design 
that incorporates automatic interface 
detection for simplified implementation. 
Designed for use in scan-intensive 

ADVERTISEMENT

PRODUCT SHOWCASE

Interlink Technologies is consistently 
ranked in the Top 100 Technology Providers.  
In 2011 Interlink Technologies proudly 
celebrates 25 years of WMS Solutions! 

 WHSe-LINK® (Warehouse Link), 
Interlink’s WMS software, is a business 
system designed to support all distribution 
activities.  From the moment the product 
arrives, until the product leaves, you 
have complete auditing and tracking 
information.

While Interlink’s core focus is software, 
Interlink provides a turn-key solution:  
WHSe-LINK® Software, Hardware, Project 
Management, System Integration, Training 
and Support.  If your warehouse deserves 
a WMS with powerful performance and a 
professional partner to help you achieve 
your goals - Think Interlink!

PO Box 970 • Perrysburg, OH 43552
Toll Free: 800-655-5465
Phone: 419-893-9011 • Fax: 419-893-7280
info@thinkinterlink.com • www.thinkinterlink.com
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environments, such as warehousing and 
distribution facilities, the extended depth 
of field offered by the Voyager 1250g is 
ideal for scanning items that are just out 
of reach, such as products on top of an 
overhead storage rack.

www.honeywell.com 877-841-2840

Echo global logistics
The new EchoTrak Mobile app allows 
supply chain managers to easily track 
shipments while on the go, using Apple iOS 
and Google Android platforms. Shippers 
can securely log in to their existing account 
and receive access to custom ratings of 
U.S., Canada, and Mexico lanes; select 
from multiple carriers, rates, and transit 
times; save load specifications; and track 
in-transit, booked, and delivered loads.

www.echo.com 866-845-3909

damco
A new app, available for iPhone, iPad, 
Android, and Blackberry, allows shippers 
to track ocean freight shipments. The 
company also plans to make airfreight 
tracking available through the app.

www.damco.com 973-514-5126

AIr
Southwest Airlines cargo
Southwest added new nonstop service 
to and from Newark Liberty International 
Airport, N.J. Three daily flights serve 
Baltimore and Denver, and two daily flights 
serve Houston and Phoenix.

www.swacargo.com 800-533-1222

WArEHOUSE EqUIPmENt
tKO dock doors
TKO’s new visibility panel – comprising 
one quarter of the dock door area or 
more – allows sunlight entry and provides 
visibility to monitor truck traffic. The 
1.75-inch panel consists of a double 
section of polycarbonate, bonded to 

▲●Ocean: mitsui O.S.K. lines ltd. (mOl)
mOl upgraded its Asia-East coast South America Service, launching 10 new 5,600-tEU 
containerships, including the mOl garland (pictured), and replacing the current vessels. 
the ships feature a new wide-beam and shallow-draft design that provides high loading 
capacity and compatibility with shallow-draft ports in South America, as well as superior 
fuel efficiency.

www.molpower.com 630-812-3700
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an extra-strong tubular frame to help 
withstand lift truck collisions while sealing 
doorways to control energy loss.

http://tkodoors.4frontes.com 877-408-6788

3Pls
Pacer distribution Services
Pacer Distribution Services expanded its 
operations to the Seattle area, leasing 
space in Sumner, Wash. The facility offers 

warehousing, transloading, and trucking 
services.

www.pacer.com 888-722-7404

geodis Wilson
A 91,500-square-foot distribution center 
in Jebel Ali South, within the free zone 
of Dubai, provides a full range of supply 
chain solutions, including warehousing 
services, inventory management, labeling, 
bar-coding, packing pouches, blisters, 

vendor management, and domestic and 
cross-border distribution. The new facility 
offers four adjustable loading bays, 1,500 
sprinklers for fire protection, ambient and 
temperature-controlled accommodation, 
configurable racking up to an eaves height 
of 42 feet, and a warehouse management 
system configured for local operating 
requirements.

www.geodiswilson.com 732-362-0600

Panalpina
The new 40,000-square-foot Huntsville 
Logistics Center, strategically located 
next to Panalpina’s hub in Huntsville, 
Ala., provides complete kitting and parts 
assembly for high-tech manufacturers. 
The facility also offers temperature-
controlled storage areas for shippers in the 
pharmaceutical and chemical industries.

www.panalpina.com 256-774-0120

Port Jersey logistics
Port Jersey Logistics launched a less-
than-truckload freight consolidation/pool 
distribution program to New England 
through its Continental Logistics division. 
The company offers scheduled departures 
from its Tyler Distribution warehouse in 
New Jersey to all points in New England. 
Consignee orders travel north together 
before being separated and delivered 
independently. Port Jersey plans to add 
regions throughout the year, with a goal of 
providing a national consolidation program 
by early 2012.

www.portjersey.com 609-860-1010

Agility
Weekly scheduled airfreight service 
directly connects key origins in China via 
Shanghai to Kaunas, Lithuania, to move 
goods from China into the rapidly growing 
markets of Northern Europe, the Nordics, 
Russia, and the Baltics. Using a 107-ton-
capacity freighter, the new service allows 
shippers faster access to these markets 
with Expedited and Premier airfreight 

▲ transport Equipment: Paylode
made of durable, precision-formed, recycled, reusable plastic, Paylode’s new dunnage 
products are designed to replace corrugated cardboard and wooden dunnage traditionally 
used to protect loads and ensure compliance to bridge laws. the product line includes 
bulkhead spacers, separator pads, void panels, lateral void fillers, and plastic boards, for 
use in truck, rail, and intermodal shipments.

www.paylode.com 877-421-2914
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products offering reduced transit times of 
between one and four days, depending on 
destination. Shippers can also load cargo 
for delivery over the weekend. The service 
forms part of a comprehensive logistics 
offering featuring additional supply chain 
solutions: pick-up and warehousing in 
China, customs clearance in Kaunas, and 
warehousing in Lithuania. 

www.agilitylogistics.com 714-617-6300

meritor Aftermarket Services
Launched in North America, with 
intentions to expand globally over the 
next several years, Meritor Aftermarket 
Services offers logistics competencies 
including packaging and kitting, material 
planning, warehousing, distribution, 
customer support, and consulting 
services.

www.meritor.com 248-670-5736

APl logistics
APL Logistics deployed a fleet of 53-foot 
containers in the North American domestic 
intermodal market. The new additions 
supplement containers provided by 
APL Logistics’ railroad partners, giving 
it access to a larger pool of equipment 
for reliable freight deployment within 
North America.

www.apllogistics.com 602-586-4800

ADVERTISEMENT

PRODUCT SHOWCASEPRODUCT SHOWCASE

PROFIT-ABILITY. Not a dirty word.
Create more profi tability for your organization using 
software developed for and used by 3PLs

Watch it grow. Our activity based billing system allows you to 
capture & automatically bill for all your value added services, 
helping you grow your profi tability 

Your report, your way. Now non-technical users can create 
customized reports & dashboards without technical assistance, 
generating major labor savings for your business

The Ultimate Access Pass. Save on labor by providing your 
customers with 24/7/365 visibility of orders, invoices, inventory & 
more on desktop, mobile devices or via web portal

Datex Corporation
Call 805.datex.05 (805.328.3905)
www.DatexCorp.com
13200 49th St. N, Clearwater, FL 33762

DATEX
Warehouse Management Systems

Datex ProductShowcase_0711.indd   1 7/21/11   11:58 AM

 mobile devices & Apps: Panasonic
Upgrades to the toughbook c1 convertible tablet computer provide 30 percent faster 
processing than the previous model, as well as increased rAm and hard drive capacity, 
and extended battery life. Suitable for use in warehouse, distribution, and transportation 
applications, the toughbook c1 offers embedded wireless technologies, including Wi-Fi, 
Bluetooth 2.1, optional gPS receiver, and optional gobi2000 3g mobile broadband 
technology from qualcomm.

www.panasonic.com 877-803-8492
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CALENDAR YOUR LOGISTICS DATEBOOK

august 29-31, 2011, Supply Chain 
leadership Forum, orlando, Fla. 
Tompkins Supply Chain Consortium 
presents this forum, which includes a 
kickoff event focusing on top trends 
impacting the supply chain; an audience 
response-driven survey on peak-season 
planning and execution; and educa-
tional and networking sessions on topics 
such as supply chain uncertainty, tax-
efficient supply chain management, and 
transportation regulations. 

919-855-5424
www.supplychainconsortium.com

September 11-15, 2011, american 
association of Port authorities 100th 
annual Convention, Seattle, Wash. 
Through technical and policy com-
mittee meetings, business sessions, and 

networking opportunities, port pro-
fessionals and others in the marine 
transportation industry explore the latest 
global economy trends and expectations, 
the need for infrastructure investment, 
and how shippers, carriers, service pro-
viders, and the local community can 
help green the supply chain.

877-795-2481
www.aapa2011.org

September 12-16, 2011, achieving Supply 
Chain Transformation, university Park, 
Pa. Participants in this program at Penn 
State’s Smeal College of Business learn 
how best-in-class companies adapt their 
supply chains to improve competitive 
position and shareholder value. Discover 
how to optimize three critical met-
rics – profit margin, cash-to-cash cycle 

time, and customer response time – while 
identifying supply chain capabilities to 
take advantage of.

814-865-3435
www.smeal.psu.edu

october 6, 2011, Southeast Freight 
Conference, Memphis, Tenn. Sponsored 
by the Memphis World Trade Club, 
this event addresses the global supply 
chain’s vital connection to the south-
eastern United States and its developing 
infrastructure. Session topics include 
the region’s economic and trade out-
look; issues affecting rail carriers in the 
Southeast; import/export concerns of 
shippers in the region; and coastal and 
inland port activity. 

206-324-5644
www.southeastfreightconference.com
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Donate or destroy. It’s a choice that companies face each day in dealing with excess inventory. Good360 

is building the world’s largest online donation marketplace to fulfill the needs of qualified nonprofits 

with corporate product donations. Where companies of all sizes can quickly and efficiently donate 

goods and eliminate wasteful expenses.

will you fill a  

landfill or a Mind?

online product donation Marketplace  •  thousands of qualified nonprofits  •  eMployee giving prograMs  •  enhanced tax deductions

donate goods for the greater good @ good360.org / inbound 
or download your free whi t epaper produc t giv ing : 10 k e ys t o success

generous corpora te donors prov ided mil l ions of dol lars  
in books las t year to address impor tant nonprof i t needs.

good360_Logistics_FP4C.indd   1 2/15/11   10:48:02 AMWant to become a Vantix agent? Learn how at www.vantixlogistics.com/goto/agent

http://www.vantixlogistics.com/goto/agent


INbouNdClaSSIFIed

Industry’s Nationwide Last Mile Provider • 

TSA Certified IAC • 

Wholesale Pricing to Industry Partners • 

Airport Coverage throughout U.S.• 

24/7/365 Operations • 

Dedicated TSA Coordinator on Staff• 

STAT and On-demand Deliveries• 

A Partner You Can Trust• 

TOLL FREE: 800-525-3278
info@amexpediting.com
www.amexpediting.com

Call to set up an account Today!

AMERICAN EXPEDITING COMPANY
We built this company one delivery at a time.

American Expediting Company, the local ground courier for industry partners.

Cars ✶ Vans ✶ Trucks
Warehousing ✶ Fulfillment

WE WANT YOUR SURPLUS

We purchase nationwide and travel upon request.

WE WANT YOUR SURPLUSWarehouse, Abandoned/Damaged or Surplus Problems?

828-684-3410 
828-808-3617 
mholivari@yahoo.com

O.A.S.
Cut unnecessary company expenses by 
letting O.A.S. solve your problems with 
abandoned, damaged, unpaid storage 
and surplus/closeout goods.

Free up warehouse space! 

WE WANT YOUR SURPLUS

OAS (class)AD 0711.indd   1 7/19/11   4:03 PM

STAND OUT.
Looking to STAND OUT with your customers or 
management?  TIAU off ers tools and resources 
to give you the upper hand on your competi ti on.

• Certi fi ed Transportati on Broker program 
• Flexible educati on specifi cally for 3PL 

professionals
• Research tools to help your business make 

the right decisions to grow

www.ti anet.org

standoutad.indd   1 2/9/2011   12:20:13 PM
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REGIONAL CARRIER PARTNERTRANsPORTATION PARTNER
sHIPPING sYsTEMs  

TECHNOLOGY PARTNER
TRANsPORTATION  
PANEL sPONsOR

OPENING DAY  
KEYNOTE sPONsOR PubLICATION PARTNER

Industry-First Conference  
Travel Rebate Program Enriched!
You commit to us, we’ll commit to you! 

Register for our Platinum Conference Package and  
you are automatically eligible to receive a $200  
airfare or $75 drive-in rebate. For details visit  
PARCELforum.com/rebate.html 

This was my first time attending… the information 
I gained in the first four hours paid for the show 
hundreds of times over. I should have brought more 
business cards.” 

Patrick Moulton — Freight Manager, Moulton Logistics

  Stop  
  Forking 
Around 

octoBEr 24-26, 2o11
HYATT REGENCY O’HARE  •  CHICAGO

ParcElforum.com

with Your parcel Shipping  
& distribution operation…
Small packages are big business! They represent 
big business in revenue as well as big business in  
expense, and that’s why attending PARCEL Forum 
is so important. Once that order is received, the clock 
is literally ticking, and the old adage of “time is money” 
couldn’t be more accurate. 

Give Your Parcel Shipping  
& Warehouse Operation a Lift...
For the past eight years, PARCEL Forum has honed 
its educational program to cover the issues that are  
important to you. We’ve developed a five-track  
conference program which includes;

• All-Day Workshops   • Roundtables  

• Case studies     • In-Depth “Power” sessions  

• Panel Discussions • Networking Events 

all geared towards presenting the latest trends, 
techniques and strategies to help you build and  
maintain “best in Class” parcel shipping and 
distribution operation.

Meet with more than 70 Industry-Leading Companies in  
a Creative Environment Conducive to Doing business!

SpeciAl tour of the
400,000 state-of-art Distribution Center

Register Today & Save up to $300 
on Conference Registration or Get  
FrEE Exhibit Hall admission (a $50 value)

Call toll-free 866.378.4991 or visit ParcElforum.com 

Registration includes access to all of our exclusive networking  

opportunities and participation in our Summer Webinar Series! 
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07.11RESOURCE
CENTER

INBOUND LOGISTICS WORKS FOR YOU!

For a specific 
response, contact  
these advertisers 

directly. Please tell 
them you saw their ad in 

Inbound Logistics.

For general  
questions about 

particular industry 
segments, use  

the card between  
pages 208-209.

For faster service,  
go online:  

inboundlogistics.com/rfp

3PLs

■� 3PD�Inc.	 pg.	13
3PD Inc. helps you cut costs without compromising 
customer service and trim last-mile expenses with-
out sacrificing delivery excellence.

www.3pd.com 866-373-7874

■� A&R�Logistics	 pg.	43
A&R Logistics provides the chemical industry with 
best-in-class service throughout the supply chain.

www.arlogistics.net 800-542-8058

■� Access�America�Transport	 pg.	157
Access America Transport’s solutions include third-
party logistics, over-the-road contract, consolida-
tion, and retail delivery, using a network of more 
than 18,000 carriers throughout North America.

www.accessamericatransport.com 866-466-1671

■� ADS�Logistic�Services	 pg.	87
ADS’ state-of-the-art technology makes it an award-
winning 3PL. Get acquainted with ADS’ customized 
distribution and fulfillment services.

www.adslp.com 877-ADS-1330

■� AFN	 pg.	202
AFN offers logistics solutions to drive business for-
ward. As your strategic partner, AFN keeps goods 
moving with customized solutions to meet your 
specific supply chain needs — every time.

www.thebestwayeveryday.com 866-7MOVE-IT

■� Americold	 pg.	59
Move your temperature-controlled shipments 
and reach new markets easily and affordably with 
Americold. Americold’s coast-to-coast service gives 
you greater efficiency and economy.

americoldrealty.com/inboundlogistics 888-808-4877

■� APL�Logistics	 pg.	177
APL Logistics works one-on-one with your company 
to find a warehousing and distribution solution that 
improves inventory management, reduces opera-
tions costs, and shortens order cycle times.

www.apllogistics.com 602-586-4800  

■� Aspen	 pg.	253
Looking for best-in-class logistics solutions? Aspen 
offers what you need. From warehousing to trans-
portation to value-added services, Aspen can help.

www.aspenlogistics.com 800-741-7360

■� Bender�Group	 pg.	245
Bender Group provides intelligent logistics solu-
tions, including warehouse design, transportation, 
and consulting.

www.bendergroup.com 800-621-9402

■� Big�Dog�Logistics	 pg.	120
Let Big Dog Logistics’ fully integrated global logis-
tics services be the watchdog for your bottom line.

www.bigdoglogistics.com 866-745-5534

■� Bilkays�Express	 pg.	255
Bilkays Express blends warehousing, inventory con-
trol, and the latest technology with transportation 
efficiency for a winning combination.

www.bilkays.com 800-526-4006

■� BNSF�Logistics	 pg.	26
BNSF Logistics offers safe, secure, and cost-effec-
tive multi-modal transportation services and solu-
tions around the globe.

www.bnsflogistics.com 866-722-9678

■� C.H.�Robinson�Worldwide	 pgs.	10-11
Managed TMS provides comprehensive capabilities 
that ensure global visibility, business intelligence, 
and the enhanced supply chain outcomes you’ve 
been looking for.

www.chrobinson.com 800-323-7587

■� Cardinal�Logistics�Management	 pg.	53
Cardinal’s experience, technology, and service can 
add up to profits for your company’s bottom line.

www.cardlog.com 800-800-8293

■� Carlile�Transportation�Systems	 pg.	114
Whether it’s a pallet of tools to Tacoma or a 100-ton 
module to Alaska’s North Slope, Carlile has the 
expertise, equipment, and connections to deliver 
peace of mind, every time.

www.carlile.biz 800-478-1853

■� CaseStack	 pg.	130
Suppliers turn to CaseStack for innovative consol-
idation programs, efficient warehousing systems, 
and streamlined transportation management.

www.casestack.com 855-638-3500

■� Cat�Logistics	 pg.	15
Let Cat Logistics take the guesswork out of optimiz-
ing your supply chain performance.

www.catlogistics.com 630-743-4101

■� CEVA�Logistics	 pg.	54
CEVA Logistics works with you to understand your 
business and apply best-practice logistics to make 
it successful.

www.cevalogistics.com/simplicity 800-355-0350

■� Corporate�Traffic�Logistics	 pg.	228
Corporate Traffic Logistics focuses on your needs, 
offering logistics services including dedicated con-
tract carriage, warehousing, and distribution.

www.corporate-traffic.com 800-787-2334
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■� Crowley	 pg.	115
Get the significant efficiencies and cost-effective-
ness that come from working with a single-service 
provider who already knows your business.

www.crowley.com 800-CROWLEY

■� D&D�Distribution�Services	 pg.	154
D&D Distribution Services develops flexible ware-
housing and distribution programs to accomplish 
customers’ goals and save money.

ww.dd-dist.com 877-683-3358

■� Dependable�Distribution�Centers	 pg.	251
With three California locations, Dependable 
Distribution Centers has the retail technology and 
logistics services to meet your needs.

www.godependable.com 800-544-3909

■� DF�Young	 pg.	39
When you look at the world through fresh eyes, 
you’ll see not just logistics as usual, but a flexi-
ble response to the unusual. That’s how DF Young 
approaches international logistics.

www.dfyoung.com 610-570-2620

■� Distribution�Technology	 pg.	140
Domestic and international freight-forward-
ing transportation capabilities allow Distribution 
Technology to cost-effectively meet your customer 
service requirements.

www.distributiontechnology.com 704-587-5587

■� DSC�Logistics	 pgs.	30-31
With two decades of healthcare supply chain experi-
ence, DSC understands the requirements of medical 
device and pharmaceutical companies.

www.dsclogistics.com 800-372-1960

■� Echo�Global�Logistics	 pg.	25
Get visibility and savings with Echo Global Logistics 
as your partner in procurement, technology, and 
100-percent dedicated customer service.

www.echo.com 866-845-3909

■� Evans�Distribution�Systems	 pg.	17
From warehousing and transportation solutions to 
value-added services, Evans Distribution Systems 
has a long history of making shippers happy.

www.evansdist.com 313-388-3200

■� FAC�Logistics	 pg.	153
If you ship or receive food products, you need to 
know FAC. Food service logistics is FAC’s business…
its only business. 

www.faclogistics.com 800-285-7004

■� FLS�Transportation�Services	 pg.	205
FLS offers a variety of transportation services 
across the continental United States and all 10 
Canadian provinces.

www.flstransport.com 800-739-0939

■� GENCO�ATC	 pg.	9
GENCO ATC’s holistic Product Lifecycle Logistics 
approach simplifies the management of complex, 
compartmentalized supply chains.

www.gencoatc.com 800-378-9671

■� Geodis�Wilson	 pg.	19
Geodis Wilson provides clients with integrated solu-
tions and unrivaled customer service. For a freight 
management solution that will ensure your compa-
ny’s success, contact Geodis Wilson.

www.geodiswilson.com 877-469-0510

■� The�Gilbert�Company	 pg.	158
Gilbert’s timely and competitive solutions provide 
deftness in the marketplace, accuracy in logistics, 
and an unwavering commitment to your retail needs.

www.gilbertusa.com 800-245-6161

■� J.B.�Hunt�Transport�Services	 pg.	5
J.B. Hunt Transport Services’ integrated, multimodal 
approach provides capacity-oriented solutions.

www.jbhunt.com 866-516-7305

■� Jacobson�Companies	 pg.	65
Jacobson Companies has your supply chain needs 
covered, with warehousing, transportation, and 
freight management services worldwide.

www.jacobsonco.com/cando 800-636-6171

■� Johanson�Transportation�Service�(JTS)	 pg.	145
JTS has built long-term customer relationships by 
providing full-service solutions that improve logis-
tics operations, control costs, and increase supply 
chain visibility.

www.johansontrans.com 800-742-2053

■� Kenco�Logistic�Services	 pg.	69
Kenco Logistic Services bends over backward to 
solve your ever-changing challenges.

www.kencogroup.com 800-758-3289

■� Landstar	 pg.	61
Call Landstar when you need safe, reliable transpor-
tation, logistics, and warehousing services.

www.landstar.com 866-439-1407

■� LeSaint�Logistics	 pg.	81
Looking for a logistics provider that knows how 
to manage the complexities of your retail supply 
chain? Turn to LeSaint Logistics, a nationally recog-
nized 3PL.

www.lesaint.com/end2end 877-KNOW-3PL
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We're thinking ABOUT the box.
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■� LMS	 pg.	127
LMS is a non-asset-based third-party logistics pro-
vider that enables manufacturers, wholesalers, and 
retailers to gain competitive advantages through 
optimal transportation management.

www.lmslogistics.com 800-355-2153

■� Logistics�Insight�Corporation�(LINC)	 pg.	36
Let LINC’s dedicated, knowledgeable, and expe-
rienced team give you the foundation to reduce 
costs and manage your global supply chain more 
efficiently.

www.4LINC.com 888-334-LINC

■� Lynden	 pg.	83
From innovative containers to equipment that 
requires less fuel and reduces harmful pollutants, 
Lynden works to use resources more efficiently.

www.lynden.com 888-596-3361

■� LynnCo�Supply�Chain�Solutions	 pg.	194
LynnCo helps manufacturers extend the lean prin-
ciple outside the four walls to streamline the flow of 
product into and out of their facilities.

www.lynnco-scs.com 866-872-3264

■� Mallory�Alexander�International�Logistics	 pg.	242
Whether your freight is big and unwieldy or 
extremely delicate, look to Mallory Alexander 
International Logistics to deliver impeccable care 
and attention with every job.

www.mallorygroup.com 800-257-8464

■� Matson�Logistics	 pg.	45
Backed by award-winning customer service, Matson 
Logistics brings you the reliability, flexibility, and 
agility you need to get your products to market with 
speed and efficiency.

www.matson.com 800-325-0325

■� Menlo�Worldwide�Logistics	 pg.	7
You can trust Menlo Worldwide Logistics to give you 
every advantage by applying proven processes to 
solve complex supply chain problems.

www.menloworldwide.com/il 630-449-1084

■� MIQ�Logistics	 pg.	23
MIQ Logistics offers a proven track record in today’s 
marketplace, as well as a commitment to expand 
globally with services that will meet future needs.

www.miq.com 877-232-1845

■� Nexus�Distribution	 pg.	150
Nexus Distribution’s collaborative effort of people, 
technology, and location allows its customers to 
gain differentiation in their target markets and win 
new business.

www.nexusdistribution.com 800-536-5220

■� Penske�Logistics	 pg.	75
Penske will work one-on-one with you to design 
customized logistics and supply chain solutions 
that instill process excellence, improve productivity, 
enhance quality and service, and ultimately drive 
down costs.

www.penskelogistics.com 800-529-6531

■� Performance�Team	 pg.	73
Performance Team is a national leader in custom 
end-to-end logistics solutions for the retail and 
manufacturing industries.

www.ptgt.net 866-775-5120

■� Pilot�Freight�Services	 pg.	79
Pilot Freight Services provides shipping to 190 
countries, Customs clearance, and import/export 
capabilities, plus online service that lets you get 
quick quotes, and book, ship, and track cargo 24/7. 

www.pilotdelivers.com 800-HI-PILOT

■� Port�Jersey�Logistics	 pg.	125
If you’re seeking a logistics partner who is perfectly 
tuned in to your needs, look no further than Port 
Jersey Logistics. Its total supply chain management 
services for domestic manufacturers and interna-
tional shippers make sure you don’t miss a beat.

www.portjersey.com 609-860-1010

■� Port�Logistics�Group	 pg.	179
Retailers and manufacturers with the most 
demanding supply chain challenges trust Port 
Logistics Group with their warehousing, distribu-
tion, import deconsolidation, transloading, and local 
and national transportation.

www.portlogisticsgroup.com 973-249-1230

■� Regal�Logistics	 pg.	149
Regal Logistics’ high-velocity, mass retailer distri-
bution centers in the U.S. Southeast and Pacific 
Northwest are ideal bicoastal shipping points.

www.regallogistics.com 866-300-5580

■� RR�Donnelley�Logistics	 pg.	110
Why not consider a move to RR Donnelley 
Logistics? It’s a strong, dependable company that 
understands firsthand the impact of logistics on 
your business.

www.rrdonnelley.com 888-SHIP-RRD

■� Ruan	 pg.	147
Ruan is driven to move you forward. With more 
than 75 years of experience, Ruan continues to 
think of new ways to help shippers maximize the 
bottom line.

www.ruan.com 866-782-6669
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TranSaver
SM

FreitRaterTM

Freight Payment

3PL

TMS

Pre-Audit

CT LOGISTICS has been saving time
and money since 1923.

CT LOGISTICS believes there’s always room for improvement, and that philosophy has made us a leader in freight payment 

for over 88 years. Since then we have been creating and refining money-saving innovations for each of our clients.   

So we’re confident when we say talking to us will be worth your while. Our FreitRater™ software is exclusive, our 

solutions are customized, and our reputation is unsurpassed.

Call 216-267-2000, today, for more about our Pre-Audit,

Freight Payment, TMS software and other innovative ideas.

Find out just how much more we can do for you.

ctlogistics.com
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■� Ryder�Supply�Chain�Solutions	 pg.	3
Powerful, integrated, source-to-shelf solutions for 
the food, beverage, and consumer packaged goods 
industries are now part of the Ryder Supply Chain 
Solutions portfolio.

www.ryderscs.com 888-887-9337

■� Saddle�Creek�Corporation	 pg.	129
For more than 40 years, Saddle Creek has provided 
leading companies with warehousing, transporta-
tion, and integrated logistics services. 

www.saddlecrk.com 888-878-1177

■� SEKO	 pg.	119
SEKO provides global supply chain solutions lever-
aging best-in-class technology, a global network of 
more than 100 local offices, and aggressive trans-
portation buying power.

www.sekologistics.com 800-228-2711

■� Strive�Logistics	 pg.	189
With Strive Logistics’ team-driven comprehensive 
process for planning, execution, and communica-
tion, it provides shippers with custom solutions 
designed for their specific needs.

www.strivelogistics.com 866-STRIVE-1

■� TMSi�Logistics	 pg.	117
TMSi is your single source for distribution, engi-
neering, and warehouse support services; dedicated 
contract carriage; and freight, warehouse, and 
transportation management.

www.tmsilog.com 603-792-2205

■� TransGroup�Worldwide�Logistics	 pgs.	181,	197
It’s easy to lose track of shipments when you’re 
managing the supply chain by yourself. Why not try 
TransGroup Worldwide Logistics?

www.transgroup.com 800-444-0294

■� Transplace	 Cover	4
With Transplace, you get more – more speed, more 
technology, more connectivity, and more smarts.

www.transplace.com 888-445-9425

■� Tucker�Company�Worldwide	 pg.	155
When you need a competitive advantage, turn to 
Tucker Company Worldwide, delivering customized 
logistics solutions.

www.tuckerco.com 800-229-7780

■� UniGroup�Worldwide�Logistics	 Cover	2-pg.	1
Whether you are moving cargo domestically 
or managing an entire supply chain, UniGroup 
Worldwide Logistics manages a global network 
of resources to show you the way to seamless, 
dependable, and efficient solutions.

www.ugwwlogistics.com 877-545-8080

■� Unyson�Logistics	 pg.	123
Unyson Logistics helps you drive out supply chain 
costs by creating solutions that offer unity, visibil-
ity, and stability.

www.unysonlogistics.com/savenow 866-409-9759

■� UTi�Worldwide�Inc.	 pg.	249
UTi Worldwide uses its global network, proprietary 
information technology systems, transportation 
partners, and expertise in outsourced logistics ser-
vices to deliver competitive advantage.

www.go2uti.com 800-331-1226

■� Vantix�Logistics	 pg.	63
Vantix Logistics’ combination of comprehen-
sive supply chain expertise; advanced, customiz-
able technology; and superior carrier relationships 
enable it to deliver smarter logistics solutions for 
virtually any industry.

www.vantixlogistics.com 800-737-5423

■� Wagner�Industries	 pg.	190
Wagner’s North American transportation solution, 
distribution centers, and contract packaging ser-
vices save you time and money.

www.wagnerindustries.com 800-817-1264

■� Weber�Logistics	 pg.	237
Weber’s expertise includes contract and shared 
warehousing, freight management, LTL, and TL 
services.

www.weberlogistics.com 855-GO-WEBER

■� WSI�(Warehouse�Specialists,�Inc.)�	 pg.	51
For more than 40 years, WSI has helped shippers 
succeed by consistently delivering on its commit-
ment to Condition, Count, and Time® – ensuring 
that products are delivered accurately and on time.

www.wsinc.com 920-731-3115

Air�Cargo

■� AirNet�	 pg.	85
AirNet’s customized shipping solutions leverage the 
most extensive transportation network available to 
offer you unmatched scheduling flexibility with the 
latest departures and earliest arrivals.

www.airnet.com 888-888-TIME

Canada

■� A.N.�Deringer	 pg.	165
A.N. Deringer’s eShipPartner online tools offer 
complete control of your supply chain and help 
create consistent Customs documentation for 
cross-border trade.

www.anderinger.com 888-612-6239
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    and inventory controls 

necessary to enhance your 

operation and optimize the  

flow of goods from end to end. 

In other words, we provide fully 

integrated solutions. 

Contact us today to learn more about supply 

chain solutions that deliver. Call 1-800-331-1226, 

email us at UTiL_info@go2uti.com or visit  

www.go2uti.com.

UTi is more than a freight forwarder and 

customs broker. The solutions we offer 

span every aspect of the supply chain, 

including contract logistics and 

distribution (CL&D). We can 

distribute, configure, add 

value and store your 

goods worldwide,  

with the kind  

of visibility    

There’s more to an integrated supply chain  
     solution than just freight forwarding.

CL&D value-
added services 
include: 

• Labeling 
• Pick and Pack 
• E-fulfillment 
• Retail Packaging 

• Collateral/POP 
• Automation 
• Vendor Managed 

Inventory 

• Circuit Board 
Manufacturing 

• Distribution 
• Consolidation 

• Deconsolidation 
• Cross Docking 
• Manufacturing 

Support 

• Kitting 
• Sequencing 
• Transportation 

Management 
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■� Bison�Transport	 pg.	164
Bison Transport’s dedicated staff and safe, profes-
sional drivers provide cross-border truckload trans-
portation services from British Columbia through 
the Maritime Provinces and to 48 U.S. states.

www.bisontransport.com 800-GO-BISON

■� Canada�Cartage�System	 pg.	168
Canada Cartage is Canada’s largest and most expe-
rienced specialized provider of fully outsourced 
trucking fleets and last-mile logistics solutions.

www.canadacartage.com 800-268-2228

■� Erb�Group	 pg.	162
Servicing Canada and the continental United States 
since 1959, Erb Group is the expert in temperature-
controlled, time-sensitive food transportation.

www.erbgroup.com 800-665-COLD

■� Geodis�Wilson	 pg.	161
Geodis Wilson’s dependable truck services are 
geared to move your cargo anywhere in the United 
States, Canada, or Mexico.

www.geodiswilson.com 877-469-0510

■� Logikor	 pg.	163
With facilities in the United States, Canada, and 
Hong Kong, Logikor focuses on logistics so you can 
focus on what you do best. 

www.logikor.com 866-773-8400

■� NFI	 pg.	167
Cross border? Cold supply chain management? 
Perishables from field to store? No matter what, 
NFI gets it there.

www.nficanada.com 905-625-2300

■� Paintearth�Economic�Partnership�Society	 pg.	170
Paintearth has access to highways, close proximity 
to Calgary and Edmonton, and affordable land.

www.paintearth.ab.ca 403-882-3211

■� Purolator�International	 pg.	173
Purolator International is the largest delivery com-
pany in Canada – and the fastest. Contact Purolator 
International today and increase the speed of your 
shipments to Canada.

www.purolatorinternational.com/inbound 888-511-4811

■� Werner�Enterprises	 pg.	169
Werner is a knowledgeable, experienced partner 
you can trust to safely implement an appropriate 
strategy designed specifically for your unique sup-
ply chain needs. 

www.werner.com 800-228-2240

■� Wheels�Clipper	 pg.	171
Wheels Clipper empowers your business to 
grow and expand through access to the global 
marketplace. 

www.wheelsgroup.com 800-663-6331

Events

■� Transforum�User�Conference�&�Exhibition	 pg.	70
TMW Systems invites users of its software solu-
tions to attend hands-on training, educational pre-
sentations, and business improvement seminars, 
Sept. 18-21, 2011, in Dallas, Texas.

www.tmwtransforum.com 216-831-6606

Financial�Services

■� HSBC	 pg.	41
HSBC’s expertise in global payments, trade, receiv-
ables, finance, and foreign exchange means 
no one is better placed to open doors for you 
internationally.

www.us.hsbc.com/trade 866-909-1267

■� Regions�Bank	 pg.	139
See what so many transportation organizations 
have learned. With Regions Bank and Morgan 
Keeper, banking takes care of itself.

www.regions.com/transportation 770-777-6169

Freight�Payment�Services

■� CT�Logistics	 pg.	247
CT Logistics’ philosophy that there is always room 
for improvement has made the company a leader in 
freight payment for more than 88 years.

www.ctlogistics.com 216-267-2000

■� CTSI-Global	 pg.	143
CTSI-Global partners with 3PLs and LSPs to pro-
vide a strategic advantage by complementing their 
strengths with a world-class supply chain solution. 

www.ctsi-global.com 901-766-1500

■� nVision�Global	 pg.	113
All freight payment companies are not the same. 
Let nVision Global work for you.

www.nvisionglobal.com 770-474-4122

Intermodal

■� Alliance�Shippers,�Inc.	 pgs.	40,	148
When it comes to making transportation and logis-
tics work, Alliance Shippers, Inc. is on the job. From 
on-time performance to customer service, Alliance 
Shippers strives to be the best, day in and day out.

www.alliance.com 708-802-7517
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TECHNOLOGY:
Real Time RF Driven 
Warehouse Management Systems
Labor Management Systems
24/7 Online Inventory Reporting
24/7 Online Ordering 
EDI Transmission Sets: 850, 856, 940, 943, 
944, 945, 997
On-Site EDI Integration Staff
UCC-128 Labeling
Customizable Inventory Reports

SERVICES:
Storage & Distribution
Pick/Pack
Transloading
Retail Routing Compliance
Bar-Coding/ Labeling
Sorting (sku, lot, expiration, mfg.)
Garment On Hanger
FDA, ASI, Organic Food Certifi ed
U.S. Customs Bonded
COSTCO Approved Vendor

DHE-Dependable Highway Express
DLS-Dependable Logistics Solutions, 
DHX-Dependable Hawaiian Express

DGX-Dependable Global Express
DAX-Dependable AirCargo Express 2555 E. Olympic Blvd., Los Angeles, CA 90023 • www. Godependable.com

RETAILRETAIL
FROM:

CARRIER INFO:

B/L:  S029182

SCAC:

PRD:

Dependable Distrib

2555 E Olympic Blvd

Los Ange, CA 90023

TO:

POSTAL ZIP:

Walmart

PO# GC18260
BBB Vendor# : 034102

QTY:      
 6

UPC:      
698904214403

DESCR:  Babyprints Desktop Mahoga

Store # 11365

STORE:

(420) 760534628

(00) 0 0698094 D00576239 8

SSCC – 18

4101 S Crenshaw Blvd

Los Angeles, CA 90008

 11365

It’s what we do!
Dependable Distribution Centers
CALIFORNIA LOCATIONS: 

Los Angeles  1,600,000 sq. ft.
San Leandro  250,000 sq. ft.
Commerce  175,000 sq. ft.

800-544-3909
The Dependable Companies
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Lift�Trucks

■� Landoll�Corporation	 pg.	118
Landoll Corporation specializes in lift truck solu-
tions for narrow aisles, allowing users to maximize 
available storage.

www.landoll.com/mhp 800-428-5655

■� Yale	 pg.	198
Yale’s complete line of pallet jacks is engineered to 
keep product moving quickly and efficiently.

www.yale.com 800-233-YALE

Logistics�IT

■� Magaya�Logistics�Software�Solutions	 pg.	182
Magaya’s supply chain solution lets you control 
your inventory from pickup to delivery. It’s the best 
move toward paperless logistics.

www.magaya.com 786-845-9150

■� MercuryGate�International�Inc.	 Cover	3
MercuryGate’s Transportation Management System 
gives you the information you need to respond to 
daily challenges and opportunities.

www.mercurygate.com 919-461-5921

■� TTS	 pg.	67
TTS equips its agents with a technology platform 
and logistics network that moves like a freight train 
and turns on a dime.

www.tts-us.com 214-226-2308

Mobile�Communications

■� Sprint	 pg.	109
Sprint’s mobile fleet management applications 
are the next best thing to driving the entire fleet 
yourself.

www.sprint.com/transportation 800-SPRINT-1

Packaging

■� Sealed�Air	 pg.	206
Sealed Air’s Instapak Complete system allows 
you to engineer custom foam solutions for your 
products.

il.instapakcomplete.com 201-791-7600

Rail

■� Union�Pacific	 pg.	135
Union Pacific combines the economy of its vast rail 
network with the flexibility of truck transit. Whether 
you have tracks to your door or not, see why UP 
might be the best option you’ve never considered.

www.unionpacific.com 877-883-1422

Real�Estate�Logistics/Site�Selection

■� CBRE�Investors�-�Addison,�Ill.	 pg.	156
Move into 265,058 square feet of warehouse space 
close to O’Hare International Airport. Located just 
one mile from I-355, with access to I-90, the facility 
has 16 exterior docks, expandable to 45.

www.cbre.com/meadow 847-706-4971

■� CBRE�Investors�-�Port�of�Norfolk,�Va.	 pg.	233
A tremendous warehouse opportunity awaits you at 
the Port of Norfolk, Va. This 870,000-square-foot 
space is divisible to 60,000 square feet.

www.cbre.com/norfolk 757-490-3300

■� GP�Desarrollos	 pg.	137
From site selection to property management, 
GP Desarrollos offers full service supported by local 
market knowledge and insight to facilitate your 
operations requirements in Mexico.

www.grupogp.com.mx 866-540-4520

■� Intramerica�Real�Estate�Group	 pg.	133
Intramerica provides strategic locations and excel-
lent working environments in Mexico for more than 
200 blue-chip companies.

www.intramerica.com.mx 52-81-8153-6430

Trucking

■� ABF	 pg.	29
ABF’s TurnKey Delivery Solutions provide end-to-
end logistics support and customer service.

www.abf.com 888-742-0885

■� Old�Dominion	 pgs.	33,	35
Old Dominion’s full range of products and services 
offers solutions you can count on for domestic, 
global, and expedited transportation.

www.odpromises.com 800-432-6335

■� Reddaway	 pg.	49
When you see a Reddaway truck, think “That’s 
California.” Nobody  provides better regional less-
than-truckload transportation services in California 
than Reddaway.

www.reddawayregional.com/CA 888-420-8960

■� Saia	 pg.	21
Saia uses its Customer Service Indicators to help 
improve the quality of its service to shippers.

www.saia.com 800-765-7242

■� YRC	 pg.	47
When it comes to less-than-truckload shipping, you 
need heavyweight expertise. That’s exactly what 
YRC provides with each of its flexible solutions over 
North America’s most comprehensive network. 

www.yrc.com 800-610-6500
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ADVERTISER� PAGE ADVERTISER� PAGE�

INdex

3PD Inc. 13

A&R Logistics 43

A.N. Deringer 165

ABF 29

Access America Transport 157

ADS Logistic Services 87

AFN 202

AirNet  85

Alliance Shippers, Inc. 40, 148

Americold 59

APL Logistics 177

Aspen 253

Bender Group 245

Big Dog Logistics 120

Bilkays Express 255

Bison Transport 164

BNSF Logistics 26

C.H. Robinson Worldwide 10-11

Canada Cartage System 168

Cardinal Logistics Management 53

Carlile Transportation Systems 114

CaseStack 130

Cat Logistics 15

CBRE Investors 156, 233

CEVA Logistics 54

Corporate Traffic Logistics 228

Crowley 115

CT Logistics 247

CTSI-Global 143

D&D Distribution Services 154

Dependable Distribution Centers 251

DF Young 39

Distribution Technology 140

DSC Logistics 30-31

Echo Global Logistics 25

Erb Group 162

Evans Distribution Systems 17

FAC Logistics 153

FLS Transportation Services 205

GENCO ATC 9

Geodis Wilson 19, 161

Gilbert Company, The 158

GP Desarrollos 137

HSBC 41

Intramerica Real Estate Group 133

J.B. Hunt Transport Services 5

Jacobson Companies 65

Johanson Transportation Service (JTS) 145

Kenco Logistic Services 69

Landoll Corporation 118

Landstar 61

LeSaint Logistics 81

LMS 127

Logikor 163

Logistics Insight Corporation (LINC) 36

Lynden 83

LynnCo Supply Chain Solutions 194

Magaya Logistics Software Solutions 182

Mallory Alexander International Logistics 242

Matson Logistics 45

Menlo Worldwide Logistics 7

MercuryGate International Inc. cover 3

MIQ Logistics 23

Nexus Distribution 150

NFI 167

nVision Global 113

Old Dominion 33, 35

Paintearth Economic Partnership Society 170

Penske Logistics 75

Performance Team 73

Pilot Freight Services 79

Port Jersey Logistics 125

Port Logistics Group 179

Purolator International 173

Reddaway 49

Regal Logistics 149

Regions Bank 139

RR Donnelley Logistics 110

Ruan 147

Ryder Supply Chain Solutions 3

Saddle Creek Corporation 129

Saia 21

Sealed Air 206

SEKO 119

Sprint 109

Strive Logistics 189

TMSi Logistics 117

Transforum User Conference & Exhibition 70

TransGroup Worldwide Logistics 181, 197

Transplace cover 4

TTS 67

Tucker Company Worldwide 155

UniGroup Worldwide Logistics cover 2-1

Union Pacific 135

Unyson Logistics 123

UTi Worldwide Inc. 249

Vantix Logistics 63

Wagner Industries 190

Weber Logistics 237

Werner Enterprises 169

Wheels Clipper 171

WSI (Warehouse Specialists, Inc.)  51

Yale 198

YRC 47
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BILKAYS EXPRESS CO.
DISTRIBUTION WAREHOUSE & SERVICE CORP.

��

BUFFALO, NY

PITTSBURGH, PA

CHARLESTON, WV

RICHMOND, VA

WASHINGTON, DC

HARRISBURG, PA

BALTIMORE, MD

PHILADELPHIA, PA

DELAWARE

NEW HAVEN, CT

NEW YORK, NY

MANCHESTER, NH

BOSTON, MA

PROVIDENCE, RI

PORTLAND, ME

BURLINGTON, VT

ALBANY, NY

SYRACUSE, NY

ELIZABETH &

LINDEN NJ

Bilkays / DWS now has two great locations for warehousing 
and shipping services in Elizabeth and Linden,NJ. 
With over 300,000 sq. ft. at the crossroads of the Northeast 
and the gateway to the world. Minutes from all NY bridge and 
tunnel crossings, plus NY ports and major railyards. 

A centralized location gives our customers prompt, 
economical, quality service and ensures accurate, on-time 
delivery of your shipments.

And our full EDI capabilities systems provide 
shipment status reporting, electronic 
invoicing, warehouse shipping 
notices, real-time inventory 
and lot control. 

Bilkays Express sets the 
standard in shipping by which others 
are judged whose skills make 
us an industry leader in our field.

• DISTRIBUTION
• WAREHOUSING
• BAR CODE SCANNING
• DEDICATED CONTRACT 

SERVICE
• EDI
• LOGISTICS
• PIGGYBACK DRAYAGE
• REFRIGERATED SERVICES
• POOL CONSOLIDATION
• PROTECTIVE SERVICES
• TAILORED DISTRIBUTION

PROGRAMS

Elizabeth: 400 South Second Street, Elizabeth, NJ 07206
908-289-2400 • 800-526-4006 • Fax: 908-289-6364

Linden: 2400 Bedle Place, Linden, NJ 07036
908-486-9200 • 800-526-4006 • Fax: 908-587-0636

E-mail: sales@bilkays.com
Visit our web site: www.bilkays.com

BILKAYS EXPRESS
CUSTOMIZED SERVICE

DISCOVER THE GREAT
VALUE OF UALITY TRANSPORTATION

AND WAREHOUSING IN THE
NORTHEAST.

Bilkays Ad  08/28/03  9:40 AM  Page 1
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Inclement 
weather
Gale force winds and 
skyscraper-like swells 
contributed to the loss of 
ships and their valuable 
cargo. During foul 
weather, British vessels 
were forced to turn back 
to England, divert to the 
Caribbean, or sail up 
and down the Eastern 
Seaboard waiting for the 
weather to break – while 
their cargoes sat rotting.

Supply spoilage
The long, rough, damp 
sea journey was harsh 
on the British food 
supply. Produce and grain 
frequently spoiled by the 
end of the trip, and the 
barrels containing food 
supplies were often too 
weakened to contain their 
contents on the wagon 
journey overland to 
troops. In one 1775 convoy, 
five ships departed Cork 
with 7,000 barrels of flour; 
5,000 were condemned on 
arrival in Boston. Instead 
of surviving on that 
shipment for five months 
as planned, British troops 
consumed it in only 47 
days.

cost
Once cargo arrived in 
the colonies, British 
soldiers relied on 
horse transportation 
to ship goods to 
the front lines. The 
estimated total cost 
of land transport 
from 1777 to 1782 
was equivalent to 
$25,665,520 per year 
in today’s dollars.

volume
At the height of the 
conflict, the British army 
supported 92,000 troops 
overseas. The resources 
needed to supply these 
men would put pressure 
even on today’s most 
efficient supply chain.

 ■  460,000 Redcoat 
uniforms

 ■  41,975,000 loaves 
of bread

 ■  92,000 rifles and 
blankets

 ■  95,680,000 pounds 
of firewood

 ■  805,920,000 pints 
of spruce beer

distance
The voyage from 
the British military’s 
primary food-loading 
port in Cork, Ireland, 
to America was long 
and dangerous. In the 
best of circumstances, 
the lead time for the 
nearly 3,000-mile 
journey approached 
40 days.

THE

MIle
LAST

LOGISTICS OUTSIDE THE BOX

How logistics Helped Win america’s Freedom
As Americans celebrated Independence Day in July, it’s unlikely that many were thinking of Great Britain’s 

Revolutionary War supply chain challenges. Yet the shortcomings of the British logistics system significantly 
contributed to the country losing the rebelling colonies. Here are just a few British obstacles that helped tip the 
war in America’s favor.

Adapted from material provided by Derby Supply Chain Solutions
www.derbyllc.com/how-logistics-helped-gain-americas-freedom
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DELIVERS
TMS THAT

w w w. m e r c u r y g a t e . c o m

TMS that delivers.

Welcome to the most sophisticated and flexible Transportation Management System in the industry- 

MercuryGate’s TMS with Mojo - designed to meet the challenges of shippers and logistics services 

providers just like you.  Get all the tools you need to plan, execute, rate, track, and settle shipments 

in any mode in any direction at any time.  Improve service 

levels and grow your business in ways you never before 

thought possible while our on-demand delivery model 

reduces your risk and accelerates your journey to value.
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George Abernathy
Executive Vice President  
& Chief Operating Officer

www.transplace.com 

(888) 445-9425

info@transplace.com

At Transplace,  
my teams focus on 

continuously improving 
service and reducing 

supply chain costs  
for our customers. 

In 2010, we managed over $5 billion in 

truckload, LTL, intermodal, rail, parcel 

and ocean transportation for companies 

such as Colgate-Palmolive, Del Monte, 

U.S. Gypsum and Anna’s Linens. In 2011, 

we continue to grow by delivering more 

value to our customers and offering our 

capabilities to an even broader market. 

I Am Transplace.

“

”
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