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Right about now, somebody’s wishing they’d 
picked Pilot Special Services for delivery and setup.

Customers want to put your product to work as soon as it arrives. That takes
out-of-the-box thinking from specialists whose expertise goes beyond pickup

and delivery – Pilot Freight Services.

Whether it’s moving the most sensitive medical diagnostic equipment,
extremely heavy machinery, or in-store displays requiring off-hours delivery

and setup, Pilot’s highly trained Special Services professionals provide a
customized solution. We follow your precise handling procedures. Detailed

preparation, constant communication and time flexibility are key reasons
why Pilot is the right fit for so many business shippers. 

Pilot isn’t just Special Services, either. We’re also the right fit for domestic
and global deliveries, logistics, automotive services and more. Visit our

website or call 1-800-HI-PILOT, before another unopened delivery slows
your customer’s operation.

1-800-HI-PILOT  pilotdelivers.com
© 2009 Pilot Freight Services
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A 
recent Wall St. Journal article, “Clarity is Missing Link in Supply Chain” 
(May 18, 2009) wrongly defi nes just-in-time (a small and strictly defi ned 
subset of demand-driven logistics), then concludes that practicing JIT in 

a recession makes things worse.
The article opens with the CEO of chip designer Zoran Corp., Sunnyvale, 

Calif., wondering why his market collapsed so fast. The WSJ offers this answer: 
“The world’s complex ‘just-in-time’ manufacturing supply chains are making it 
increasingly tough for Zoran, and any other single link in the chain, to know 
what’s going on just a few links away.” Visibility into demand is what makes pull 
manufacturing and demand-driven logistics work. If Zoran was lacking visibility, 
it was not running JIT, or demand-driven logistics, for that matter.

The next example in the article examines a machine manufacturer for the 
electronics industry: “‘We’re still not sure what happened,’ says machine shop 
owner Angelo Grestoni. He is many steps away from Zoran on the chain, but his 
clients, too, evaporated around the same time.” Grestoni is now holding millions 
of dollars of inventory he can’t sell, and paying storage fees on it. 

Nobody wants to sit on inventory. During our last recession, Cisco Systems had 
to write off $2.25 billion in useless inventory. The company vowed that would 
never happen again. The solution? A company-wide commitment to demand-
driven logistics, the exact opposite perspective of the WSJ article.

Then there’s this from the retail demand point: “In March 2009, Best Buy Co. 
said it could have sold more electronics equipment in the three months ended Feb. 
28, but its suppliers’ deep cuts made it tough to keep shelves stocked. Suppliers ‘all 
decided to build a lot less,’ says Best Buy merchandising chief Michael Vitelli.”

When suppliers direct production based not on demand signals, but on what 
they decide, that is not demand-driven logistics, supply chain management, or 
what the WSJ calls JIT. Zoran’s CEO added that there was a lot of guessing going 
on, with “everybody under-betting.” That’s fear, not JIT. Perhaps a better head-
line for this article would be “Fear Can Foul Up Any Supply Chain.”

That the WSJ is so off the mark with its understanding of JIT is inexplicable, 
given the collective business intelligence available to anyone with a working Web 
browser. Nobody is perfect, but what makes this misunderstanding unforgivable 
is that the WSJ’s stated negative impact applied to a broad range of demand-
driven practitioners (including one in retail supply chain management). It does 
harm to the tens of thousands of logistics practitioners who struggle to better 
align demand to supply in order to scale company resources appropriately in 
good times and bad.

I shudder to think how those efforts might be damaged by a well-meaning 
but under-informed CEO reading the WSJ article and deciding that demand-
driven logistics is the wrong way to go in a down economy – when the exact 
opposite is true. ■

Wrong Street Journal?

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 

4 Inbound Logistics • June 2009

http://www.inboundlogistics.com/3pl/3pl_rfp.shtml


YOU NAME IT

S U P P L Y C H A I N , W A R E H O U S I N G & T R A N S P O R T A T I O N S O L U T I O N S

©2009 Ryder System, Inc. All rights reserved.

We’ll Customize A Supply Chain Solution For It
Whatever you manufacture or wherever you store and distribute your products, Ryder’s end-to-end

supply chain solutions are designed to fit perfectly with your company’s unique needs. Unmatched

experience, flexibility and innovative thinking. This is what we offer to hundreds of companies, from

electronics and car makers to consumer product and aircraft manufacturers. We can do the same

for you. Call 1-888-88-RYDER or visit www.ryder.com.

RECEIVE FREE NO OBLIGATION GUIDANCE AND ADVICE  www.inboundlogistics.com/3pl

http://www.inboundlogistics.com/3pl/3pl_rfp.shtml


DIALOG
LETTERS TO THE EDITOR

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 

6 Inbound Logistics • June 2009

Don’t Put a Cap On It
You are 100-percent correct on cap 

and trade (Checking In, March 2009). It 
really should be called “cap and tax” to 
pay for something the rest of the world 
will not be paying.

This will affect everyone and all com-
mercial trade in this country. It is just 
another means of taxation. Most peo-
ple are uninformed and that is what 
President Obama’s administration is 
banking on. Thank you for carrying the 
true message.

William Germann, national 

transportation and logistics manager  

Schuetz Container Systems

Debating Grating Freight Rates
I ran across Jim Butts’ Brokering 

Change guest editorial in IL’s February 

issue. First and foremost, the article is 
timely and astutely scribed. Knowing 
what it has been like to succeed in this 
industry, I congratulate you.

I come from a transportation family 
with deep roots going back to the days 
of government-regulated truck trans-
portation, then deregulation. I can 
vividly recall many dinner table con-
versations about the Teamsters union 
and the effects of deregulation.

I’m confi dent that you would have 
addressed one more issue had you been 
given the editorial space: freight rates as 
they relate to self destruction and dete-
rioration initiated and maintained by 
both asset- and non-asset-based trans-
portation service providers.

Much of what we see going on in our 
industry today is self-infl icted. The cur-
rent LTL market is perhaps the best case 
in point. Unfortunately, both asset- and 

non-asset-based transportation service 
providers are much to blame for the 
depressed pricing systems we see today.

I believe it is our brokers’ responsibil-
ity to maintain expected service levels 
with zero tolerance for service failures 
while remaining steadfastly committed 
to the freight rates we demand.

Unfortunately, we are consistently 
experiencing destructive rate slicing 
from brokers (and asset-based carriers) 
during a time when it’s crucial to main-
tain incredibly high levels of service 
that warrant acceptable compensation.

Jason R. Snavely, president

AIRO Logistics, Inc.

Top 100 Digital Addition
I am checking to see if you are plan-

ning on making available the Top 100 
Logistics IT companies list as it was pub-
lished in your April edition. I have used 
the decision support tool and found it 
very helpful. I was also hoping to be able 
to get the chart as it was published.

Tim Donnelly,

AVP supply chain solutions 

Pacer Transportation Solutions, Inc.

EDITOR REPLIES: You can fi nd links to 
the April 2009 digital edition, Logistics IT 
Decision Support Tool, and LIT RFP onIine 
at: www.inboundlogistics.com/lit. 

Or download the Top 100 chart directly 
at: www.inboundlogistics.com/digital/
top100lit_chart09.pdf

I
nbound Logistics is still fi elding letters from readers who have a stake in the ongo-
ing and increasingly divisive debate about carbon emissions legislation. Voices 
on both sides of the divide have expressed and shared their opinions about the 
virtues of a sustainable, carbon-less economic footprint; as well as the ramifi -

cations of holding U.S. business and labor to a different standard than the rest of 
the world.

This discourse is important, especially as Congress begins its due diligence 
vetting the proposed bill. At press time, “cap and trade” legislation successfully 
passed the House Energy and Commerce Committee in May. It now awaits further 
debate and voting as the proposal follows a course through other Congressional 
committees.

To share your perspective on cap and trade legislation, please email: 
editor@inboundlogistics.com

For another reader’s opinion, read on…

http://www.inboundlogistics.com/3pl/3pl_rfp.shtml


When your business-critical shipment 
can’t wait until tomorrow, every second of 
today counts. As a leading provider of same 
day domestic air service, we have the 
flexibility to configure our resources to 
match your timetable—not ours. We’ll get 
your freight on the next available flight and 
even coordinate the transportation to and 
from the plane. So you can rely on us for 
flawless exchanges from counter to counter. ©2009 C.H. Robinson Worldwide, Inc. All Rights Reserved.

flight@chrobinson.com  |  800.323.7587
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Optimizing Your Logistics Conference Attendance

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 

STEP-BY-STEP SOLUTIONS

by Deborah Catalano Ruriani

I
f you are spending time and money 
to attend a logistics conference, you 
should get the most out of it. Plenty 

of people and exhibitors will be vying 
for your attention and you need a plan 
of attack. The idea is not just to view, 
but to engage. Kathleen Hedland, direc-
tor of education and research for the 
Council of Supply Chain Management 
Professionals, offers her best tips for opti-
mizing logistics conference attendance.

1 
Plan ahead. Review the conference 
program in advance and choose the 
sessions you want to attend. Plan to 

arrive at each session before it fi lls up.

2 
Pack for your destination, but don’t 
forget the environment inside the 
meeting venue. Make sure you have 

shoes comfortable enough to walk in 
and clothing you can layer, as tempera-
tures in meeting rooms can vary.

3 
Get to the registration desk a little 
earlier than you think you need to on 
the fi rst day. This will give you time 

to get your bearings within the con-
ference facility. Go back to registration 
every time you have a question. They 
are there to help.

4 
Attend any special events for fi rst-
timers. Other first-timers will be 
there, but so will conference and 

industry veterans who can provide 
tips, show you the ropes, and help you 
maximize the value of your conference 
experience. Sessions for fi rst-timers are 
also where you can fi nd out how to get 
involved as an association volunteer.

5 
Talk to everyone. You can often gain 
some of the best information outside 
the sessions – in hallways or in the 

hotel lobby.

6 
Wear your name badge at all times, 
but introduce yourself to others as 
well. Logistics people are extremely 

welcoming. The person standing next 
to you may be dealing with the same 

“burning issue” as you, or may have a 
solution. Not all the experts at the con-
ference are behind a microphone.

7 
Engage with speakers. Ask general 
questions in the session that will 
benefit everyone; follow up with 

speakers later to ask specifi c questions 
that will benefi t you. Take their contact 
information and reach out after the con-
ference – speakers are usually generous 

with their expertise if you’ve partici-
pated in their session.

8 
Visit the exhibition hall. Even if you’re 
not in the market for new products or 
services, the latest and greatest will 

often be on display. You can see what 
the future may look like in the logistics 
segment, explore new services and tech-
nologies for solving your problems, and 
get an idea of what your competition is 
(or is not) doing.

9 
Take advantage of built-in net-
working opportunities. Conference 
organizers understand the bene-

fi ts of networking. If you’ve come with 
a group, split up and meet new people.   
Nowhere else but at a logistics confer-
ence can you be in touch with so many 
peers so quickly and inexpensively.

10 
When you get home, take action. 
Call those people you said you 
would contact, check on the 

products and services that intrigued 
you, and put what you’ve learned into 
action. Share those takeaways with your 
colleagues. Stay connected with industry 
associations to continue learning from 
the best and brightest in your fi eld. ■
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by Merrill Douglas

R E A D E R

PROFILE

What do you do when you’re not at work?
I enjoy gardening, going to the beach, 
traveling, and cheering for the New England 
Patriots and Boston Bruins. When I can work it 
into my schedule, I volunteer as an English as a 
Second Language teacher. 

Ideal dinner companion?
Edward Kennedy, senior senator from 
Massachusetts. I admire the years of 
dedicated service he has given our state, and 
his passion to improve our health care system.

What’s in your carry-all bag?
I usually carry my day planner, a to-do list, the 
Boston Globe, and some snacks. I also carry 
work-related reading materials.

First Web site you check in the morning?
First, I scan my e-mail. I work with people in 
time zones all over the world, so if they’re 
looking for an answer the same day, it’s critical 
that I respond. I also check the U.S. Customs 
and Border Protection site to see what’s 
happening worldwide.

Business motto?
Educate, engage, execute, excel, and then you 
enjoy.

If you didn’t work in supply 
chain management, what would 
be your dream job?
Teaching children.

The Big Questions

Little Goes a Long Way

F
or Elizabeth Little, success lies in the 
details. There’s always a fresh piece of 
legislation moving through Congress, a 

revised rule, or a new security or safety require-
ment that affects the way companies ship goods 
across the border. “As the importer of record, I 
need to know what’s currently happening with 
everything related to shipping,” she says.

Little is senior manager of customs, U.S., 
for Reebok International in Canton, Mass. It’s 
her job to stay on top of all details concerning 
import and export regulations and make sure 
the company applies them correctly.

Part of the Adidas Group, Reebok sells foot-
wear, apparel, and sports gear around the world 
under the Reebok and Rockport brand names. 
Serving both the Reebok and Adidas divisions, 
Little is responsible for four areas.

First is the customs compliance team, which 
ensures that the company reports its merchan-
dise properly for entry into the United States. 
Second, she oversees the export team, which 

prepares documentation for products that 
Reebok and Adidas ship from distribution cen-
ters in the United States to international markets. 
Third, at Foreign Trade Zones (FTZs) in Boston 
and Spartanburg, S.C., Little ensures that the 
company complies with federal rules for import-
ing and re-exporting goods through these 
special facilities. Finally, she oversees Reebok’s 
and Adidas’s participation in the Customs-Trade 
Partnership Against Terrorism program.

Little learned the customs profession from the 

A LITTLE 
BACKGROUND

NAME: Elizabeth Little

TITLE: Senior manager of 
customs, U.S., since 
2007

COMPANY: Reebok 
International (part 
of the Adidas Group)

PREVIOUS
EXPERIENCE:

Director of import 
operations, 
Chadwick-Miller; 
import manager, 
New England Pottery

EDUCATION: B.S., business 
administration, 
Stonehill College, 
2005
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ground up, spending 27 years at Chadwick-
Miller, a family-owned importer of general 
department store merchandise. She honed 
her expertise by reading, networking 
within the industry, and earning her cus-
toms broker’s license.

In a field where the rules change 
constantly, Little continues to rely on 
networking and on reading all kinds 
of materials – newspapers, newsletters, 
Web sites – to keep up with the latest 
information. 

For example, “I read the Federal 
Register notices to stay informed about 
new regulations,” she says. “I have to 

understand the impact to the business 
and the departments they affect.”

That fl ood of information is a chal-
lenge for anyone who works in customs. 
Little faced a more particular test in a 
former job as import manager at New 
England Pottery in Foxboro, Mass. As 
the supplier of pottery and planters grew 
through acquisitions, Little was tasked 
with bringing the import operations of 
four businesses, based in different parts 
of the country, under one umbrella.

“Each business used a separate customs 
broker and ocean forwarder,” Little says. 

“I brought all the companies under one 

service contract, so we had better con-
trols, opportunities to negotiate more 
favorable rates, and more visibility into 
the supply chain.”

Customs compliance requires contin-
uous, painstaking attention, but Little 
says it’s a pleasure to work with her team 
at Reebok. 

“As a member of the Adidas Group, 
I work for a global company in a great 
environment. Adidas offers its employees 
many opportunities to excel, improve 
themselves, and grow with the corpo-
ration,” she says. “I fi nd that rewarding 
and encouraging.”  ■

transport insurance plus innovation

Insurance protection for customer liability and equipment
risks covering errors and omissions, fines, third party risks,
pollution, misdirection and supply chain liabilities such as
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W
ith organizational performance demands at 
an unprecedented high, the C-Suite is scru-
tinizing every cost of doing business and 
looking for places to cut costs while enhanc-
ing customer service. Constantly changing 
corporate goals and the mandate to do more 

with less adds stress to heightened business goals. One thing is 
clear: Changes made to your business function need to yield long-
term value to your organization’s bottom-line.

Outsourcing transportation has proven to be a valuable way for 
companies to secure hard- and soft-cost bottom-line savings. Most 
transportation management providers work in partnership with 
shippers. But, outside of savings, how do you measure the value 
your service delivers? Is realizing percentage savings enough? Does 

“value” have the same meaning to you and your provider?
A true partner will understand your business and use your specifi c 

needs to create a customized approach with key performance indica-
tors. Establishing important benchmarks is the fi rst step to creating 
a mutually agreed upon set of measurements. Overall program goals 
and measurement intervals should be established as a collaborative 
effort between you and your service provider.

Ensuring that you and your transportation management partner 
share the business goals of Senior Management will allow your 
outsourced team to be in synch with organizational objectives. 
With open lines of communication, your transportation manage-
ment team will be able to make improvements to process and 
procedures based on your needs, ultimately addressing the needs 
of your customer.

So with measurable goals in place and open lines of communi-
cation, how are these measurements reported? Are they objective? 
Are results delivered in a controlled environment, and do you have 
access to results on-demand?

Your transportation management partner should be able to pro-
vide real-time metrics on-demand and conduct periodic reviews with 
business analytics to support tactical and strategic decisions.

On-demand reporting allows your internal key players an instant 
view of program strengths and weaknesses. Armed with key 

performance indicator benchmarks and other data, you can make 
fast changes to processes that move you toward the goal of manag-
ing to the expectations of your Senior Management team.

In a true partnership, your provider will continually bring to the 
table data-driven suggestions and even program changes that will 
allow you to surpass your initial goals. Such suggestions should 
be reviewed on at least an annual, if not quarterly, basis to ensure 
cooperation between your internal transportation team and your 
outsourced provider’s strategic goals.

At Echo, the Account Manager of each Enterprise account acts 
as the quarterback of the outsourced dedicated team. The Account 
Manager is responsible for keeping your business goals a top prior-
ity while at the same time evaluating analytics regarding supplier 
performance and overall transportation management program objec-
tives. Keeping a close eye on your business goals allows the Echo 
Account Manager to create appropriate suggestions for the improve-
ment of program effi ciencies.

This transportation management professional has a specifi c skill 
set that ensures that the values of each client are upheld, concerns 
are addressed, and strategic initiatives are implemented. And, as 
always, these changes are defi ned, evaluated, and executed with 
thoughtful attention to your business needs.

Keeping your Account Manager aware of any changing busi-
ness needs is the best way for him or her to remain your champion 
for transportation optimization. This team leader can use your busi-
ness goals to shape optimization opportunities, including strategic 
changes to procurement, data management and tactical approaches 
to achieve your desired results.

When made privy to your business needs, the Echo Account 
Manager takes responsibility of ensuring you have the appropriate 
data and analytics to prove the transportation management pro-
gram is working, or what changes need to be made to demonstrate 
value-driven results to your Senior Management team.

The real benefi t of having a transportation management partner is 
the ability to help you achieve, if not exceed, the results so critical in 
today’s marketplace. Doing more with less is a lot easier with a part-
ner like Echo helping with the heavy lifting. 

By Doug Waggoner 
CEO, Echo Global Logistics

312-676-5795 • info@echo.com 

L O G I S T I C S

Measure Your Way to Exceeding 
C-Suite Expectations

knowledgebase©
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MAGIC WAREHOUSING 
& DISTRIBUTION

PROVIDING LOGISTICS SERVICES FOR 
THE PHARMACEUTICAL INDUSTRY

IN PUERTO RICO

It’s really simple; avoid 
your current or future 

operation expenses by 
letting us manage the 

logistics & distribution
 to your clients at a 

reasonable cost. You 
just have to worry about 

selling and invoicing.

A warehouse and logistics service division of Magic Transport, Inc.

P.O. Box 195551, San Juan, Puerto Rico 00919-5551

   
www.magicwarehousing.com

Transportation, 
warehousing, and 

distribution that 
works like magic!
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NEWS & EVENTS SHAPING THE FUTURE OF LOGISTICS

TRENDS

by Joseph O’Reilly

Roadblock and Tackle

But are “green truck” huckstering legisla-
tors taking too much air out of an industry 
already plodding on threadbare treads?

States have been bandying about vehi-
cle-per-mile tax legislation and toll road 
privatization to complement existing fuel 

tax revenues that fund much-needed infra-
structure development.

Most recently, Jay Rockefeller (D-W.
Va.) and Frank Lautenberg (D-N.J.) pre-
sented Congress with The Federal Surface 
Transportation Policy and Planning Act of 

It has been a tough year for the trucking industry with empty stores, 
trailers, and gas tanks casting their lot against carriers and motor 

freight buyers alike. Shrinking budgets, expanding carbon emissions and 
fuel effi ciency standards, and steady competition from rail/intermodal 
providers have similarly pushed truckers and shippers into a sustainabil-
ity strata that augurs a cleaner and greener road to the future.

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 
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agilitylogistics.com

WESTERN DIGITAL HAS FREDERICK ANTONY. 
Facing a surge in worldwide demand for their hard-drives, Western Digital asked 
Agility’s Frederick Antony to ramp up inventory velocity. With little lead time, 
he planned and executed a substantial expansion of their Malaysian distribution 
center that increased capacity, improved pallet position, and added the effi ciencies 
of advanced tracking software. In doubling their output, Frederick showed the 
high-tech leader that he shares their passion for storage and speed.

WESTERN DIGITAL HAS AGILITY.

Frederick Antony 
Sr. Logistics Manager

Agility, Malaysia
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TRENDS

2009 (S. 1036), which aims to increase 
use of non-highway, intermodal freight 
up to 10 percent by 2020. 

The senators argue the bill would help 
reduce motor vehicle miles traveled, car-
bon dioxide levels, and congestion, 
while also increasing the percentage of 
system-critical surface transportation 
assets in a state of good repair.

Rail advocates laud the legislation as 
a much-needed impetus for crafting a 
national transportation policy. But those 
on the other side of the road perceive a 
myopic agenda that does not account for 
the important role motor freight plays  
in the U.S. supply chain.

“A simple act of Congress cannot over-
turn an entire U.S. distribution and 

supply chain network that depends on 
the trucking industry to move 70 per-
cent of the nation’s freight,” says Tim 

Lynch, senior vice president, American 
Trucking Associations (ATA).

ATA proposes that if Congress wants 
to look at minimizing commercial vehi-
cle miles, it should consider the only 
effective means to do that: increasing 
truck equipment productivity.

“While reducing trucks may seem 
admirable, it’s important to keep in mind 
that almost every mode utilizes a truck 
in some manner,” adds Charles Clowdis, 
managing director of North America 
global commerce and transport for mar-
ket analyst fi rm IHS Global Insight.

Truck-only lanes could come into play, 
as well as other measures that recognize 
the vital role truck transportation plays 
in the U.S. economy, Clowdis adds.

“A simple act of 
Congress cannot overturn 

a U.S. supply 
chain network that 

depends on the 
trucking industry 
to move 70 percent of the 

nation’s freight.”
— Tim Lynch, Senior VP, ATA 
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Do you know who your supplier’s suppliers are? If not, 
you likely have some shared pain and company. A 
majority of shippers do not have access to real-time 

supply chain information, and even more lack automated 
data collection and consolidation systems, according to a 
recent survey by E2open, Redwood City, Calif., a provider of 
on-demand solutions, and Maynard, Mass.-based Gatepoint 
Research, a business-to-business research organization.

Four out of fi ve survey respondents report having partial 
or no visibility into tier-two component suppliers, thus ham-
pering their ability to make informed decisions and manage 
multi-tier supply chains cost effectively. Moreover, it’s not 
just visibility that is lacking, but the ability to trigger action.

Gatepoint Research surveyed more than 
1,100 executives from a broad range of 
industries — including high-end technol-
ogy, telecommunications, equipment 
manufacturers, aerospace and defense, 
and industrial manufacturing — about 
their level of outsourced manufactur-
ing and procurement activity and spend. 
Within the context of international out-
sourced manufacturing, the study reveals 
that as supply chains evolve into sup-
ply networks, brand owners require 
better systems to improve visibility 
and control, data quality, and buy-
ing effi ciency through consolidated 
procurement.

While many companies plan 
to establish an integrated process 

control (IPC) to support “buy-sell” processes (buy directly 
from component suppliers and sell to the contract manufac-
turers/internal divisions), the ability to aggregate spending 
with one or more contract manufacturers and component 
suppliers is limited.

“The result is that operational ineffi ciencies remain ram-
pant at a time when cost savings are critical,” says Desikan 
Madhavnavur, vice president of product management for 
E2open. “Given the multi-tiered, multi-layered nature of 
today’s demand-supply networks, legacy systems are often 
ill-equipped to seize the opportunity of reducing procure-
ment cost and reduced component shortages at contract 

manufacturers.
“As a result, they miss important 

opportunities to improve buying 
effi ciency and/or achieve poten-
tial tax savings from effi ciently 
running buy-sell processes,” he 
says.

While a company’s procure-
ment objective is to reduce costs 
by leveraging spend across con-
tract manufacturers, the lack of 
supply chain visibility for those 
who have not implemented IPC fre-
quently results in loss of control over 

cost management. Those who have 
implemented IPC often fi nd it 
challenging to scale the buy-sell 
process manually to achieve sig-

nifi cant business value.

What You Can’t See Can Hurt You
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Scrap Attack

Efforts at driving 
sustainability are touching 
all points of the supply 

chain as businesses dig up 
innovative ways to reduce and 
recycle waste. By example, the 
Georgia Ports Authority (GPA) 
has been recycling scrap metal 
for more than one decade. In 
2008, it recycled 2.73 million 
pounds of scrap metal waste 
at its Garden City Terminal and 
Ocean Terminal, representing 32 
percent of the port authority’s 
total solid waste generated at 
Savannah last year.

“The GPA’s scrap metal 
recycling efforts follow our 
initiative to recycle and reuse 
material whenever possible,” 
says GPA Executive Director 
Doug J. Marchand. “From 
recycling concrete materials 
in berth upgrades to recycling 
scrap metal, the GPA strives to 
conduct port operations in an 
environmentally sensitive and 
responsible manner.”

Most recently, a liquid bulk 
tank (pictured below) that was 
built in the late 1970s is being 
dismantled and removed from 
GPA’s Garden City Terminal. 
Contractors will recycle scrap 
metal from the 15-million gallon 
tank and reuse concrete from 
the tank’s base in GPA’s terminal 
improvement projects.

In today’s economy, small losses are 
big victories. Warehouse management 

solution vendors might agree. Despite a 
prolonged global recession, the world-
wide market for warehouse management 
systems (WMS) shrank less than one 
percent in 2008, according to a new 
ARC Advisory Group study. 

The Dedham, Mass.-based research 
fi rm forecasts a more substantial down-
turn in 2009, before the WMS market 
begins to grow again in 2010. Because 
of the two-year downturn, the market 
is only projected to grow by a com-
pound annual growth rate of 2.2 percent 
through 2013. The market was $1,247 
million in 2008 and is expected to reach 
$1,388 million in 2013.

While corporate walls are crumbling, 
demand for logistics technology inside 
the four walls remains stable, if slightly 
down.

“Many WMS suppliers told a simi-
lar story of woe about 2008,” says Steve 
Banker, service director for supply chain 

management at ARC Advisory Group, 
and author of Warehouse Management 
Systems Worldwide Outlook: Market 
Analysis and Forecast Through 2013. 

“The year started off strong. Selling 
cycles began to lengthen in the third 
quarter,” he says. “But many suppliers, 
particularly mid-size and small vendors, 
were not able to close any new software 
deals in the fourth quarter.”

WMS Market Holds Steady
Based on the global economic turmoil, 

it is not surprising that the WMS mar-
ket shrank in 2008; what is remarkable is 
just how well the top fi ve suppliers per-
formed last year, reports Banker. All fi ve 
of the top vendors grew, four posted dou-
ble-digit revenue growth (year over year), 
and one reported a 35-percent spike.

“I was surprised the WMS market 
shrank by only one percent in 2008,” 
he notes. “However, when I looked at 
the data and realized that the top fi ve 
suppliers account for slightly more than 
half of the total market based on reve-
nues, that result became understandable. 
Without the strong year the top WMS 
vendors had, the market would have 
contracted far more severely.”  

WMS vendors have historically gained 
market share year over year, but that pro-
gression is bound to stagger. “Eventually, 
the market will reach a point where in 
order for a large supplier to gain market 
share, it will have to take it away from 
another major vendor,” Banker says.

This survival tactic suggests further 
consolidation within the industry as 
top players expand through acquisition. 
Market contraction also raises important 
questions for buyers courting new solu-
tions, placing greater weight on vetting 
the viability of small vendors, and dis-
cerning whether they have the resources 
and means to support and develop their 
products beyond initial rollout. ■

WMS Sales Inch Up ($ Millions)

Despite a languishing global economy, demand for warehouse management 
solutions remains steady, with market sales expected to grow at a rate of 2.2 
percent through 2013.  

©2009 ARC Advisory Group

TRASH TO CASH. 15 
million rusty gallons 
worth of gold.
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Campbell Soup Company • Arch
Insurance Group • Novo Nordisk
National Retail Systems, Inc.
T h e c o m p a n y w e k e e p ,
k e e p s g e t t i n g b e t t e r .
Jaguar Land Rover North America
Critical Links • Celgene Corporation
Merck & Co., Inc. • IDT • Roche
L- 3 C o mmun i c a t i o n s C o r p .

That’s because New Jersey is one of the most advantageous business locations in the U.S. It’s situated at
the center of the Northeast Corridor, easily accessible to over 100 million consumers through an extensive
transportation infrastructure that includes ports, roads, air and rail systems. Our excellent schools and vibrant
communities provide the work/lifestyle balance that your clients demand. Our highly trained, talented workforce
is a magnet for innovative growth industries, like biotechnology, finance and logistics.

To learn more, call 866-534-7789 or visit www.NewJerseyBusiness.gov. We’ll put together a customized
proposal highlighting all the strategic advantages New Jersey offers your clients.

THE STATE OF NEW JERSEY www.NewJerseyBusiness.gov
IL/0609
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GLOBAL

Operation Inbound

Ademand-driven logistics strategy can help companies save considerable time 
and expense fl owing product through the supply chain. It can also save lives.

Wayne, N.J.-based MAQUET Cardiovascular, a newly acquired division of German 
parent company MAQUET Medical Systems, recently expanded its relationship 
with third-party logistics provider Menlo Worldwide Logistics in Europe to manage 
inbound transportation for products manufactured in the United States.

MAQUET Cardiovascular develops and manufactures intra-aortic balloon pumps, 
and vascular grafts and patches, in its Fairfi eld and Mahwah, N.J., facilities. The 

company previously managed its own 
transportation and distribution to 
European customers, but following 
its acquisition, decided to pull U.S.-
manufactured medical devices through 
MAQUET’s European distribution base 
in Eersel, Netherlands.

“Incorporating MAQUET Cardiovascular 
products into our operations at Eersel 
allows us to leverage our existing 
global supply chain, as well as Menlo’s 
expertise and IT platform,” says Rob 
Stoopman, managing director, MAQUET, 
Netherlands. “And we will achieve 
annual outbound transportation cost 
savings of 30 percent.”

Under the expanded relationship with 
MAQUET, San Mateo, Calif.-based Menlo  
manages all inbound airfreight from the 
manufacturer’s New Jersey production 
plants to its multi-client warehouse in 
Eersel. The partnership will ultimately 
include transportation management 
for outbound orders, using parcel deliv-
ery services to customer destinations in 
seven European countries.

By utilizing Menlo’s multi-client ware-
house management solution, MAQUET 
also gains management and labor infra-
structure, requisite equipment and assets, 
a fl exible contract commitment length, 
and an extensive global network of pre-
confi gured warehouse operations.

MAQUET Cardiovascular, a New Jersey-based manufacturer of cardiovascular and 
vascular medical devices, has partnered with Menlo Logistics to drive inbound logistics 
fulfi llment to European customers.  
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Next-Generation 
Messaging

A proof of concept test between Solace 
Systems, a messaging middleware 

and content networking hardware pro-
vider; Japanese telephone carrier Softbank 
Telecom; and the city of Kobe, Japan, is 
making local parcel delivery more reliable. 
The project, funded by Japan’s Ministry 
of Internal Affairs and Communication, 
aims to develop a next-generation logis-
tics platform to increase parcel delivery 
effi ciency.

Softbank Telecom implemented the 

Ottawa, Canada-based company’s mes-
saging appliance as the foundation of 
the system. Identical codes are assigned 
to the sender, the package, and the recip-
ient of a particular delivery. Solace’s 
content routers then enable real-time 
communications among senders, deliv-
ery agents, and recipients, ensuring 
delivery to the appropriate destination.

The experimental system makes it 
possible for senders and/or recipients 
to update the desired place and time of 
delivery. In its pilot phase, the platform 
has signifi cantly reduced the number of 
undeliverable packages.

“Everyone who has received a ‘sorry 
we missed you’ notice when awaiting a 
delivery knows the value of effi ciency 
innovations,” says Crispin Clarke, 
Solace’s senior vice president, Asia and 
Latin America. “The Kobe City deploy-
ment also showed that next-generation 
messaging technologies can create time 
and fuel savings that could lead to sig-
nificant cost reductions for logistics 
providers.”

Solace Systems’ networking hardware 
helps shippers and service providers in 
Japan engineer instant messaging protocol 
to streamline parcel deliveries. 

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 

GLOBALLOGISTICS
‹‹ CONTINUED FROM PAGE 19

Air Cargo Forecast: Cloudy

The global air cargo industry is beginning to show signs of improvement, 
but economic jetlag is likely to keep the industry in a holding pattern 
for the near future, according to recent data from the International Air 

Transport Association (IATA).
Air cargo demand dropped 21.7 percent in April 2009 compared with April 

of last year, but IATA reports that airfreight demand appears to have found 
a solid footing with a fi fth consecutive month at more than 20 percent below 
previous year levels.

“We are not out of the woods yet,” says Giovanni Bisignani, IATA’s director 
general and CEO. “Freight remains at shockingly low levels.”

While the worst may be over, he adds, there are no signs that recovery is 
imminent. Business confi dence is improving, but until current high inventory 
numbers adjust to more normal levels, airfreight volumes will likely bounce 
along the bottom.

With the challenges brought on by the global recession, fl exibility has never 
been more important for the air transportation industry. But there’s not 
enough fl exibility as airlines are still constrained by old rules that restrict basic 
commercial freedoms such as access to markets and capital, Bisignani says.

“Much of the cost base remains out of our control — from volatile fuel prices 
to monopoly infrastructure charges,” he adds. “And many governments simply 
don’t understand the need for urgent change. We need a change in mindset. 
To manage through this ongoing crisis, every player in the air transport value 
chain must be prepared to drive change.”
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CHARTING GLOBAL AIR CARGO
It’s wait and see for the global air cargo industry as the economy drags.

Source: International Air Transport Association

Regional market share  
(% of freight tonne kms)

Decline in demand by 
regional carriers
(April 2009 vs. April 2008)
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Hong Kong to Rotterdam, compared 
with $1,400 one year ago.

This imbalance has left ships high and 
dry and forced steamship lines to reas-
sess sailing schedules and frequencies 
and shift assets to better match capac-
ity with demand.

Nonetheless, the LRF Research report 
predicts an upturn in 2009 toward mod-
est levels. New shipbuilding orders have 
not dropped precipitously, and thus far 
there has yet to be a rush to cancel exist-
ing orders at shipyards.

The global containership fl eet stands at 
4,671 ships with a total capacity of 12.4 
million TEUs. It is expected to grow by 
13 percent in 2009, as new ships ordered 

E ven with over-capacity and under-
valuated shipping rates, the world’s 

ocean cargo fl eet is expected to grow as 
deliveries and new shipbuilding orders 
pick up later this year, according to the 
Shipbuilding Market Forecast for Container 
and Roll-On Roll-Off (Ro-Ro) Ships, 
released by Lloyd’s Register-Fairplay 
Research (LRF), an England-based mari-
time research company.

By any measure, the current picture 
for containership owners and operators 
is grim, with a severe imbalance in sup-
ply and demand exacerbating sluggish 
economic conditions worldwide. Some 
steamship lines are quoting spot rates as 
low as $250 to move a container from 

during the boom years are delivered to 
their owners. The growth rate will slow 
to 9.3 percent annually through 2013.

But what is telling is the size of new 
vessels coming on line. The growth 
rate will be highest for ships larger than 
8,000 TEUs; they will achieve an average 
growth rate of 25 percent through 2013.

Normally, jettisoned ships help keep 
a fl eet in balance as older vessels are 
scrapped to make room for new ones. 
In the case of the current containership 
market, however, a large percentage of 
tonnage is relatively new, and remov-
als are only expected to erase some 
904,000 TEUs from the fl eet over the 
next fi ve years. ■

In spite of shrinking capacity elsewhere in the supply chain, 
the global ocean container fl eet is growing in size and numbers. 

Ships Gain, Despite Economic Pain
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C
anada’s colonial ties to Europe are well entrenched in 
its government and culture, but now that the United 
States’ neighbor to the north has signed a bilateral 
open skies agreement with the European Union, its 

trade allegiance opens up new avenues for North American 
shippers to route cargo. The pact enables European carri-
ers to operate direct fl ights to Canada from any European 
point, thereby deregulating cargo services and gradually 
removing restrictions on foreign investment.

“These agreements make the EU-Canada aviation mar-
ket one of the most open in the world and a milestone 
for EU-Canada relations,” says Antonio Tajani, European 
Commission vice president responsible for transport. “It is 
an important sign in the current economic turmoil that the 
EU and Canada are acting – not to close down their markets, 

but to remove barriers and improve links between people 
and businesses.”

In March, the European Council (EC) unanimously 
endorsed the bilateral air transport agreement with Canada 
to replace a patchwork of separately held agreements with 
European states. The agreement “removes all restrictions 
on routes, prices, or the number of weekly fl ights between 
Canada and the EU. Other traffi c rights will be liberalized 
gradually in parallel with the opening up of investment 
opportunities,” reports the EC.

Moving forward, both governments expect even 
greater opportunities for bi-directional investment, where 
European Union nationals would be able to establish opera-
tions in Canada and “freely invest in Canadian airlines and 
vice versa,” the EC says.

Empires Strike Pact
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Despite shrinking capacity elsewhere in the
supply chain, the global container fl eet is

expected to grow 13 percent in 2009.
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by Joseph Tracy & Scott Cornell

Joseph Tracy (pictured) is president of Travelers Inland 
Marine, (860) 277-1433, jtracy@travelers.com.
Scott Cornell is national program manager for  

Travelers Specialty Investigations Group, scornell@travelers.com

Does Your Cargo Insurance Deliver?

C
argo theft amounts to $25 bil-
lion in direct merchandise losses 
each year, estimates the National 

Cargo Security Council. Full truckload 
theft in 2008 increased 13 percent over 
the prior year, reports FreightWatch 
International. Considering that 675,000 
registered interstate motor carriers move 
65 percent of the freight in the United 
States, the odds are good that many 
businesses may experience cargo theft 
at some point.

Statistics like these signal that cor-
porate logistics managers should make 
thoughtful decisions about their insur-
ance coverage and insist that the carriers 
they use do the same. A smart choice is 
to team up with an insurer based on the 
overall value it delivers, moving beyond 
the basic pledge to make payments when 
losses occur.

WHAT TO SHOP FOR
Someone in the market for a new 

vehicle typically will visit several car lots 
before making a purchase. If two deal-
ers offer competitive pricing, but one 
throws in an extended warranty, road-
side coverage, and undercoating, the 
buyer undoubtedly will take the offer 
that includes the free extras.

When it comes to insurance, how-
ever, decision makers often stop after 
conducting only rudimentary research. 
They may simply compare coverage 
terms, limits, and premiums without 
investigating any of the possible extras 
that an insurance company offers.

That can be a costly mistake. Insur-
ance companies differ greatly in how 
they view and respond to customers. 
Businesses can choose an insurance 
provider who solely collects premiums 
and pays losses, or they can choose to be 
part of an independent agent and insur-
er’s team, where the relationship goes 
beyond paying the claim and focuses 
on reducing risk.

To fi nd an insurance company that 
will go the distance for you, look for:

1. Risk control services. Business man-
agers juggle multiple priorities, but a thief 
has only one focus: stealing valuable 
goods. That puts a business at a disad-
vantage unless it can tap into resources 
that provide expertise to help with theft 
prevention. An insurer that offers risk 
control services gives businesses a trust-
worthy source of information.

Look for an insurer that will send 
cargo specialists to your sites to review 
procedures and training regarding 

cargo loss prevention and mitigation, 
with a specific focus on theft deter-
rence. This expertise means they can 
offer advice tailored to your operations. 
Ask about the insurer’s knowledge of 
companies that specialize in cargo theft 
prevention devices, and confi rm that 
the insurer has lab-tested these devices 
for effectiveness.

2. Specialty investigative units. All 
insurers employ investigators or contract 
with outside vendors for loss investiga-
tion across the broad span of insurance 
claims. A specialist who solely focuses 
on cargo theft, however, has an advan-
tage that provides value to customers. 
These specialists study and understand 
the latest crime trends, and can spot 
patterns in the details of a loss that may 
solve a case or lead to more effective pre-
vention measures. They have developed 
relationships with local law enforcement 
to move cargo theft investigations along 
quickly.

Find an insurer with an investiga-
tive team experienced in cargo theft 
and criminal conduct. They’ll provide 
additional advice regarding the cargo 
industry. The insurer should deliver 
customer updates  on local crime condi-
tions, such as recent thefts, gang activity 
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in the area, new scams, and other tech-
niques being utilized by thieves.

3. Underwriting expertise. Good 
insurance service begins with agents who 
know the expert underwriters for the 
cargo industry. Their knowledge is help-
ful in crafting coverage that addresses 
exposures related to the operations of 
truckers, logistics providers, warehouse-
men, or freight brokers and forwarders. 

Look for an insurer that has expe-
rience with the type of contractual 
liability agreements that are part of a 
logistics manager’s daily life. It’s easier 
to review coverage for potential gaps 
when your agent or broker and the 
underwriter all understand the logistics 
segment and your role in it. Making sure 
there are no coverage gaps is only possi-
ble with knowledgeable assistance from 
your underwriter.

4. Specialized claims handling. An 
insurer’s claims staff may be expert at 
reading the policy’s fi ne print and fi lling 
out the paperwork that starts the pay-
ment on its way. But if they are handling 
workers compensation cases, automo-
tive liability, and personal injury claims 
all on the same day, they may not have 
developed the specifi c knowledge and 
insight necessary to deliver the best ser-
vice when cargo disappears.

Choose an insurer that routes all 
cargo theft claims to specialized claims 
professionals. They understand the com-
plex liability exposures and contracts 
associated with shipping goods. They 
know the right questions to ask when 
a crime occurs and the best resources to 
tap for each claim.

All cargo losses are a hit on the bal-
ance sheet that few businesses can 

afford. Even with insurance coverage 
in place, businesses suffer from deduct-
ibles they must absorb, the unavoidable 
disruption claims cause, the lost good-
will of customers who do not have the 
revenue-generating goods they were 
expecting, and the impact that losses 
may have on insurance premiums in 
the future.

Good agents can help risk managers 
compare coverages and services. They 
can help decide which insurer can make 
a difference. A corporate risk manager 
wants an insurance carrier who is actively 
involved with reviewing risk management 
exposures and offers input as business 
operations and needs change.

This difference is vital, and the payoff 
is real. Getting the most for your insur-
ance dollars can come long before a claim 
is made. ■

The most direct route to world markets. 

With its extensive product portfolio, DB Schenker is a leading provider of innovative air  
freight concepts. We offer a complete spectrum of advanced, customized services for air  
freight products with tight deadlines. DB Schenker can connect markets across the world  
for you quickly and dependably. Try us out at www.dbschenker.com

Delivering solutions.

Contact us on 800-225-5229. Or visit 
our Web site: www.dbschenkerusa.com
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GREEN
LANDSCAPE

by Andrew KinderSUSTAINABILITY
IN THE SUPPLY CHAIN 

Andrew Kinder is director of 
product marketing, supply chain, at Infor.
866-244-5479 • andrew.kinder@infor.com

Sustainable Network Design: 
The Right Tools Make All the Difference

U
ntil recently, supply chains were 
designed to deliver goods on 
time and at the lowest possible 

cost. This is still the focus for many com-
panies, but as consumer pain increases 
due to rising energy costs, and envi-
ronmental concerns such as global 
warming achieve greater awareness, for-
ward-thinking businesses realize green 
issues are here to stay. These organiza-
tions are redesigning their supply chains 
to answer growing customer demand 
for reasonably priced, environmentally 
friendly solutions.

Companies can do more than just 
tap into green demand with supply 
chain design; they can also reduce costs. 
Businesses with best-in-class green sup-
ply chain designs have lowered supply 
costs, as well as overall logistics and 
transport costs, by two percent while 
answering the green challenge, accord-
ing to an Aberdeen Group report.

Most companies, however, “are over-
whelmingly unprepared to reap the 
environmental, social, and economic 
benefits earned by those who craft 
well-planned and well-executed sus-
tainability initiatives,” the report states. 
These businesses underutilize network 
design tools that provide visibility and 

control of supply chain operations and 
their ecological impacts. 

EXAMINING THE OPTIONS
Using network design tools can result 

in improved efficiencies – including 
alternate sourcing, risk management, 
improved service levels, and modal 
shifts – throughout the supply chain. 
These tools allow companies to create 
inbound and outbound transportation 
and distribution networks that mini-
mize carbon emissions by trading off 
sourcing decisions, transportation mode, 
and inventory policy. 

By employing mathematical optimi-
zation and sophisticated cost and carbon 
dioxide emissions models to assess the 
various tradeoffs, the tools can help 
companies design an effi cient, low-car-
bon supply chain.

Companies can realize almost imme-
diate improvements by modeling carbon 
emissions with strategic network design. 
These applications track costs and emis-
sions that can be infl uenced in the short 
to medium term so companies can 
quickly determine the most effective 
number of facility locations, sizes, and 
capacities to meet customer service goals 
while reducing their carbon footprint.

Businesses that use network design 
tools also benefit from dynamically 
planning where and when to make, buy, 
store, and move product given changing 
fuel costs. Through these models, com-
panies quantify the cost, service, and 
carbon implications of each scenario 
and prepare themselves for the impact 
of change. 

By analyzing the travel impact of 
goods on the environment, companies 
can capture big savings from more effi -
cient transport which, in turn, means 
lower fuel expenditures and logistics 
operating costs.

INVENTORY COUNTS
With strategic network design, 

companies can gain from more envi-
ronmentally friendly distribution plans. 
Inventory analysis and stocking calcu-
lations help create the optimal balance 
between service levels, inventory invest-
ment, and the carbon associated with 
different transportation modes and 
replenishment frequency.

Transitioning to a physical supply 
chain designed to reduce emissions takes 
more than a tool. It requires a strategic, 
long-term commitment and the fl exibil-
ity to adapt as the market evolves. ■
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FOR TAKEOFF

Certifi ed Screening and 

e-Freight Initiatives
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D
by Merrill Douglas

WHEN YOU TRAVEL BY AIR, YOU CAN CHOOSE TO PACK LIGHT – 
board the plane with a carry-on, then grab it and go when you land. That’s fi ne 
for passengers, but air cargo doesn’t travel so easily. Thanks to security concerns 
and customs regulations, an air shipment always comes loaded with baggage.

Meeting numerous requirements costs time and money, both for shippers and 
for the forwarders and airlines that serve them. When something goes wrong – an 
agent needs to hand-inspect a pallet of cartons, a customs declaration gets lost, 
a data entry clerk transcribing fi gures from an air waybill makes a typo – goods 
sit idle at the airport.

Luckily for all concerned, the airfreight industry is working on programs such 
as the U.S. Transportation Safety Administration’s (TSA) Certifi ed Cargo Screening 
Program (CCSP) and the International Air Transport Association’s (IATA) e-freight 
initiative to lighten the load for air cargo shippers and their service providers.

100-PERCENT SCREENING
The TSA created the Certifi ed Cargo Screening Program to help the air cargo 

industry meet new security requirements contained in the 9/11 Commission 
Act of 2007, which mandated that by Feb. 3, 2009, 50 percent of all cargo carried 
on passenger aircraft in the United States had to go through a security screen-
ing. Since last October, the TSA has required 100-percent screening for all cargo 
carried on narrow-bodied passenger planes (planes with a single aisle), which 
account for 95 percent of all U.S. fl ights.

In August 2010, the 100-percent screening requirement will apply to all fl ights, 
including U.S.-bound fl ights originating in other countries. The federal gov-
ernment is still working out the partnership agreements required to apply that 
mandate to foreign airlines fl ying into the United States, says Dwayne Baird, a 
TSA spokesman.

Making the February deadline wasn’t a great deal of trouble. “The fi rst 50 
percent was low-hanging fruit,” said Brandon Fried, executive director of the 
Washington, D.C.-based Airforwarders Association, during an audio webinar on 
the new air cargo security mandates.

But many in the air cargo industry worry that the 100-percent screening 

Security and customs requirements 

impose major constraints on airfreigh
t 

shipments. Two new programs aim to 

remove some of the obstacles.
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balance of participation was shifting. 
“Approximately half of CCSF applicants 
are now shippers,” Baird says.

CCSP is especially compelling for 
shippers and forwarders whose cargo 
could be harmed or delayed if it’s 
screened at the airport, notably any 
company that shrink-wraps multiple 
pieces on a pallet.

The 9/11 Commission Act requires 
screening air cargo at the piece level. 
The X-ray and explosives detection 
systems currently available for use at air-
ports were designed to screen passenger 
bags, and this equipment is too small to 
handle loaded pallets. The alternative is 
not pretty.

logistics providers (3PLs), air forward-
ers, and independent screening services 
that want to take part in this program 
can apply to operate Certified Cargo 
Screening Facilities (CCSFs).

Cargo that is screened in these facil-
ities and transported through a secure 
chain of custody doesn’t need to stop 
at the airport for inspection, and 
is more likely to get loaded onto its 
intended fl ight and move promptly to 
its destination.

As of April 2009, TSA had certi-
fied about 282 companies as CCSFs, 
most of them freight forwarders. The 
additional 1,400 applicants on file 
at the time demonstrated that the 

mandate in 2010 could slow the flow 
of goods. The airlines are responsible 
for cargo screening, but they probably 
don’t have enough capacity to handle 
the extra volume on their own.

“It would mean interfering with air-
port operations and potentially adding 
new facilities that might be necessary to 
screen cargo,” says Christopher Bidwell, 
vice president, security and facilitation 
at Airports Council International (ACI)-
North America.

Hoping to avoid space shortages 
and cargo logjams, TSA developed the 
CCSP, a voluntary program designed to 
shift at least some of the screening pro-
cess upstream. Shippers, third-party 

AA Cargo, KLM Cargo, SAS Cargo, and Dragonair 
are among the global airlines participating in IATA’s 
move toward paperless documentation. By the end 
of 2009, the e-freight program will eliminate the 
need to send 16 paper documents with air cargo 
shipments – resulting in streamlined processes, 
improved reliability and speed, and lower costs. 
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When it comes to shipping,
hang tight to your expectations.

When it comes to shipping,
hang tight to your expectations.h i h i

We get it. Your project, your business, and your reputation  

depends on getting your shipment there on-time. So does ours.  

At Alaska Air Cargo, we’ve invested in our equipment to provide 

more reliable and efficient shipping for you. With our enhanced 

fleet of 737s, combined with over 75 destinations nationwide  

and unbeatable frequency to, from, and within the state of 

Alaska, you can count on us.

Alaska Air Cargo: depend on our equipment to move yours.

Shipping equipment.

T M
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from suppliers. Shippers simply need 
to prove that from the time a product is 
manufactured to the time it’s loaded on 
a plane, there is no opportunity to insert 
a terrorist device into the package.

“Shippers have to provide a sterile area 
for preparation of the shipment, and 
ensure that the people who are packing 
the boxes are security threat-assessed by 
the TSA,” Fried says.

While cost fi gures heavily in a 3PL’s 
or forwarder’s business case for CCSF 
certifi cation, shippers focus on a differ-
ent factor: whether or not they want to 
become regulated.

To maintain the chain of custody, a 
shipper that operates a CCSF, then gives 
its freight to a forwarder, won’t be able 
to choose just any partner. It will need 
to work with one that has qualifi ed itself 
with the TSA to handle screened cargo.

THE CAR WASH ALTERNATIVE
For shippers and forwarders who 

want to avoid the airport crunch but 
don’t want to become certifi ed screeners 
themselves, another option is emerging: 
the independent cargo screening facil-
ity (ICSF). Known as a “car wash,” this 
could be a standalone business, a co-op 
formed by several smaller businesses, or 
a division within a larger company.

also are embracing the CCSP. Los 
Angeles-based Commodity Forwarders 
Inc. (CFI), which transports fruit, veg-
etables, fish, meat, flowers, and other 
perishables, has earned certification 
under the program in seven of its 12 
offi ces, with plans to add four more.

“Perishables that get stuck in screen-
ing lines lose their value fast. No one eats 
a bad piece of fi sh,” said Chris Connell, 
CFI’s president, during the webinar. 

While pharmaceutical manufacturers 
want to avoid exposing their products to 
X-ray machines and explosives detection 
technologies, they are the preferred solu-
tions for perishables. These automated 
systems eliminate handling, which 
potentially can damage products.

But such technologies don’t come 
cheap. “It can cost $30,000 to $50,000 
to purchase an explosive trace detec-
tion machine, and up to $500,000 for 
an advanced technology X-ray machine,” 
Fried says. Third parties that become cer-
tifi ed will try to pass those costs along 
to their customers, although that’s not 
always easy. “We’re in a very competi-
tive environment,” he notes.

The good news for shippers who want 
to screen their own products is that they 
probably won’t need those costly systems, 
unless they’re receiving sealed boxes 

“Twenty-four separate boxes might 
have to be broken down, individu-
ally screened, then put back together,” 
Bidwell explains.

CCSP shippers and forwarders can 
screen boxes before they build loads 
for shipping, averting the need to tear 
down pallets.

HARMFUL X-RAYS
Certain industries have more par-

ticular concerns. For example, X-rays 
can damage pharmaceutical products. 
So can improper handling of packages, 
which could occur if airline offi cials not 
familiar with the products inspect boxes 
manually, said Brad Elrod, senior man-
ager, global logistics security for Pfi zer 
Pharmaceuticals during the webinar.

“Because of the sensitivity of our prod-
ucts, and the regulations that surround 
them, we would much rather do the 
inspection ourselves,” he said.

To satisfy the Food and Drug 
Administration’s (FDA) requirements, 
pharmaceutical manufacturers already 
follow strict procedures when handling 
and transporting medications. The indus-
try is working to synchronize FDA and 
TSA requirements so that one set of pro-
cesses will satisfy both organizations.

Companies that transport perishables 

PAX* CARGO

Known Shipper

Freight Forwarder

Air Carrier15%

CARGO
SCREENING

RISK ASSESSMENT

TODAY

Current & Future Air Cargo Supply Chain
Air carriers currently screen the majority of cargo moving on passenger aircraft. In the future, however, screening will take place 
earlier, and at various points. Forwarders and shippers can voluntarily apply to be a CCSF, where cargo is screened before it is 
consolidated and sent to the airport. The CCSF must deliver screened cargo while maintaining a secure chain of custody. 
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rather than luggage.
“I worry about the lack of speed with 

which the technology is being approved 
to screen large shipments,” said Dave 
Brooks, president of American Airlines 
Cargo, during the webinar. “Many tech-
nology applicants have products ready to 
test. The process seems to take forever.”

Because Congress has mainly funded 
technologies for passenger baggage, 

single shipper or forwarder has enough 
volume to justify doing its own screening.

Although shippers, forwarders, and 
others are taking on some of the screen-
ing burden themselves, the airlines also 
hope to boost their own capabilities to 
meet the 100-percent mandate in 2010. 
One important question is how soon the 
industry will see new screening technol-
ogies designed to handle loaded pallets 

In one city where it’s not a CCSF, for 
example, CFI is working with a trans-
portation fi rm that handles hard freight 
and therefore is not a competitor. “It’s 
helping us screen,” Connell explained 
during the webinar. 

Trucking companies that already 
serve multiple forwarders or shippers are 
well-positioned to provide this service, 
especially in smaller markets where no 

UNVERIFIED CHAIN OF CUSTODY

SECURE CHAIN OF CUSTODY

Air Carrier

RISK ASSESSMENT

RISK ASSESSMENT

CARGO
SCREENING

100%
SCREENED

Known Shipper

CCSF:
Shipper, 3PL or
Manufacturer

CCSF:
Freight 
Forwarder

PAX* CARGO 12%

CARGO
SCREENING

FUTURE

By August 2010, the Transportation Safety Administration will mandate 100-percent screening of cargo carried on all passenger aircraft 
fl ights, including U.S. bound fl ights originating in other countries.  

* Cargo moving in 
passenger aircraft
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previously developed a version of elec-
tronic data interchange (EDI) known 
as the Cargo Interchange Message 
Procedures (Cargo-IMP). E-freight builds 
on that earlier effort. “We’re pushing air 
carriers to use that format,” Lott says.

IATA has been modifying some of 
the Cargo-IMP messages – adding new 
fields, for example – to accommodate 
the needs of customs authorities in vari-
ous countries.

Large service providers such as DHL 
Global Forwarding have been using 
electronic formats to transmit certain 
documents to air carriers since the 1990s. 

“We were transmitting a master bill 
level of information, which contained 
all the house bills beneath it,” says Jay 
Brockington, manager, global XM and 
e-tools, for DHL Global Forwarding in 
New York. “That was all sent electroni-
cally as well as on paper.”

But those transmissions represent 
just a fraction of what IATA’s members 
are attempting now. The e-freight pro-
gram seeks to get rid of a much longer 
paper trail – extending from the shipper 
through customs and on to the con-
signee – by replacing invoices, packing 
lists, customs documents, and numerous 

E-freight is part of a larger IATA pro-
gram called Simplifying the Business, 
which previously developed stan-
dards for electronic passenger tickets. 

“Eliminating paper for cargo is a more 
diffi cult task,” Lott says. “Passengers are 
issued one paper ticket, but cargo moves 
with 30 different documents.”

The e-freight program has targeted 
20 of those documents for elimination. 
Currently, IATA has 13 electronic docu-
ments ready, and expects to add three 
more by the end of 2009. (See box above 
for complete list.)

“We’re not looking to eliminate all the 
documents at once,” Lott says. IATA is 
focusing mainly on getting participants 
to use electronic versions of three docu-
ments: the master airway bill, the house 
waybill, and the house manifest.

Nor is IATA targeting all shipments 
initially. “We’ve started with general 
cargo, which is not specialized, doesn’t 
transfer, and is not licensable,” Lott says. 
For example, cargo that fl ies into New 
York from overseas but then is trucked 
in bond for customs clearance in Kansas 
City currently isn’t eligible for e-freight.

Electronic messaging is not a new 
concept in air transportation. IATA 

research and development on cargo 
screening has suffered. “Going forward, 
there’s an opportunity to obtain grants  
specifi cally to develop certifi ed screen-
ing technologies for large, palletized 
shipments,” Bidwell says.

TONS OF PAPER
If security screening requirements 

impose a burden on air shipments, so 
do the piles of paper that usually accom-
pany the freight. A typical air cargo 
shipment travels with as many as 30 
paper documents. Taken together, these 
documents occupy enough space each 
year to fill 80 Boeing 747 freighters, 
according to IATA.

With an eye toward easing that paper 
burden, and moving cargo more effi-
ciently, IATA has been working since 
2004 on an initiative called e-freight. 
The program’s goal is to replace many 
physical documents with electronic 
messages agreed upon globally by ship-
pers, forwarders, carriers, and customs 
authorities. “Airlines around the world 
are trying to cut costs, and that’s why 
they support this initiative,” says Steve 
Lott, head of communications for IATA 
North America.

e-Freight Messages 
to be Defi ned by the 
End of 2009

Invoice1 
Packing List2 
Certifi cate of Origin3 
Letter of Instruction4 
Shipper’s Dangerous Good 5 
Declaration

Export Goods Declaration6 
Customs Release Export7 
House Manifest8 
Master Air Waybill9 
House Waybill10 
Export Cargo Declaration11 
Flight Manifest12 
Transfer Manifest13 
Import Cargo Declaration14 
Import Goods Declaration15 
Customs Release Import16 
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add seven or eight more U.S. airports 
this year, including Los Angeles, San 
Francisco, Seattle, Dallas/Fort Worth, 
Atlanta, Miami, Boston, and possibly 
Washington Dulles.

Shippers who want to participate 
in e-freight by transmitting electronic 
invoices, packing lists, and certifi cates of 
origin need software to create those mes-
sages. They might develop the capability 

in-house or turn to technology vendors.
But until e-freight applies in more 

countries, and to more kinds of ship-
ments, shippers will have to produce 
both paper documents and electronic 

messages. “When you 
run parallel processes, 
you don’t save money,” 
Bilz notes.

In the long run, 
though, all supply 
chain partners benefi t, 
proponents say. IATA 
estimates that e-freight 
will save the airfreight 
industry as a whole 
between $3.1 and $4.9 
billion per year, depend-
ing on how many 
participants adopt the 
system. Transmitting 
documents ahead of 
cargo will cut cycle 
time by an average of 24 
hours. Replacing paper 
with electronic records 
also will increase accu-
racy because data has 
to be entered only once, 
and will help the envi-
ronment by eliminating 
7,800 tons of paper per 
year.

Moreover, “it reduces 
the need for docu-
ment storage and the 
associated costs,” says 
Brockington. Electronic 
records can be stored 
on a hard drive or other 
electronic devices.

Shippers also will 
benefi t by seeing their 
cargo move faster. 

“There’s less possibil-
ity of lost cargo due to 
missing documenta-
tion,” says Lott. “And 
it improves the quality 
of service shippers will 
receive.”

CCSP and e-freight are in their early 
stages. But proponents expect that both 
programs will help relieve air cargo of 
its excess baggage and keep it moving at 
optimum speed. ■     

certificates with electronic messages. 
“This is very different because it starts 
with the shipper,” says Holger Bilz, vice 
president of global airfreight, operations, 
quality, compliance and technology at 
DHL in Bonn, Germany. 
“The crucial point is that 
customs – on the export 
side and, especially, on 
the import side – is will-
ing to clear shipments 
without hard copy 
documents.”  

The big challenge for 
e-freight has been get-
ting customs authorities 
to agree on which paper 
documents they will 
forego, and to accept 
electronic messages 
in the same formats. 
While many customs 
authorities originally 
climbed on board with 
e-freight in principle, 
when they got into 
the details, they didn’t 
agree on standards, Bilz 
says. Some decided they 
couldn’t give up cer-
tain paper documents. 
Others offered to scrap 
several documents but 
wanted to replace them 
with a single new form.

IATA has resolved 
those problems to some 
extent. As of April 2009, 
e-freight was active at 
49 airports in 19 coun-
tries. But as each new 
customs authority joins 
the program, offi cials 
there request special 
provisions until they 
realize the benefits 
of adhering to a sin-
gle standard. “We will 
do e-freight in more 
countries, but it grows 
increasingly more com-
plicated,” says Bilz.

Within the United States, e-freight is 
active at John F. Kennedy International 
Airport in New York and Chicago O’Hare 
International Airport. IATA expects to 

RECEIVE FREE NO OBLIGATION GUIDANCE AND ADVICE  www.inboundlogistics.com/3pl

June 2009 • Inbound Logistics 35

http://www.inboundlogistics.com/3pl/3pl_rfp.shtml


W
hat goes up must come down – and the air cargo 
industry is fl ying circles as it waits for that maxim to 
reverse itself in this current economic lag.

Perspectives

have struck asset-based and non-asset-
based air cargo companies alike. Carriers 
operating their own fleets have been 
pressed to idle aircraft, mix and match 
cargo-specific and combi services to 
achieve higher load utilization factors, 
and concentrate on stronger perform-
ing markets.

Last summer’s fuel surge gave carri-
ers greater cause as they looked to offset 
maintenance expenses with other effi -
ciencies and pass-along surcharges. 
Airfreight forwarders and third-party 
logistics service providers with core air 
cargo capabilities have had their own 
share of challenges fi nding business in 
a contracting, air-expense-averse econ-
omy, and expanding their portfolios 
with new services to counter unassail-
able market constraints.

Air cargo companies responding to IL’s 
market insight survey report a marked 
U-turn in sales growth over the past year. 
On average, companies witnessed sales 
drop 1.5 percent, with more respon-
dents indicating break-even or lost sales 
(53 percent) than growth beyond fi ve 

Demand for expedited airfreight ser-
vices has been muffled by efforts to 
reduce costs as fl uctuating fuel prices 
and scant demand ground assets in 
other areas of the supply chain.

But globalization is a certainty and 
cargo needs to fl y, so airlines, air cargo 
service providers, and airfreight ship-
pers are making sure progress, in spite 
of external turbulence, by investing 
in technology, finding partners, and 
improving logistics and supply chain 
business processes as economic clouds 
slowly dissipate.

Inbound Log i st i cs’  A i r  Cargo 
Perspectives explores the challenges 
and opportunities shippers and service 
providers face in these dynamic times. 
Soliciting feedback from more than 50 
airlines, airfreight forwarders, expedi-
tors, and third-party logistics providers, 
our annual air cargo market overview 

provides an eye-over-the-sky look at 
how the industry is faring and where it 
is fl ying.

In concert with this perspective, IL’s 
Who’s Who in Air Cargo (page 40) pro-
vides snapshots of companies that are 
taking airfreight shippers to new heights 
of innovation and collaboration. We 
present drill-down data on the types 
of services and capabilities these com-
panies bring to the market in an effort 
to help shippers fi nd partners paired to 
their unique needs.

FLYING UNDER THE RADAR
One thing is clear in an otherwise 

murky global forecast: the widespread 
economic malaise has been unequiv-
ocally democratic in its impact on 
airfreight service providers.

Soaring operational costs and slack-
ening demand for airfreight services 

Leading air cargo companies share their perceptions 
on important trends shaping the trajectory of today’s 
global supply chain.

Air Cargo

2009
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percent (47 percent), compared to 87 
percent in 2008.

Profi t margins were equally dire, with 
one in two air cargo companies report-
ing no gains or a loss in profi t. Last year, 
79 percent of survey participants cited 
profi ts above fi ve percent; this year only 
44 percent indicated as much.

Cargo companies overwhelmingly 
point to the global economic downturn 
as the contributing factor for lackluster 
sales and profi tability fi gures. For those 
that notched positive gains, customer 
focus was a common denomina-
tor – good or bad.

“Sales and profi t growth are a result 
of improvements in service and capac-
ity planning,” one respondent reports. 
Another participant gained market share 
as weak suppliers could no longer meet 
service-level expectations.

Survey respondents indicate they are 
looking to counter volume attrition by 
fi nding new business. Collectively, air 
cargo companies grew their client base 
nearly four percent, with 50 percent 
growing their rosters by at least five 

percent; of those, one-quarter reported 
an up-tick of 10 percent or more. 

Still, one-third of survey participants 
acknowledged no change in the number 
of customers and 17 percent lost busi-
ness. “Our customer base experienced a 
slight decline due to industry consolida-
tion and ‘known shipper’ requirements,” 
reports one air cargo company.

Carriers have a captive, if cash-
strapped audience, and are competing 
among themselves for business. This has 

increased pressure to pursue consolida-
tion and alliances as airlines consider 
complementary partnerships in emerg-
ing and existing markets that may make 
them more competitive in the long run.

Meanwhile, third-party logistics ser-
vice providers and airfreight forwarders 
are fl ying under each other’s radars to 
tap growth opportunities with new cus-
tomers. Non-asset-based logistics service 
providers have the “fl exibility of diver-
sity”: 3PLs, with their full slate of service 

IL Exclusive Research

by Joseph O’Reilly
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to reduce paperwork and increase effi ciency.
In terms of services, moving cargo via air is special-

ized regardless of intent or content. Shippers expect proper 
packaging, handling care, customs paperwork, and security 
compliance, warranting a core suite of capabilities to meet 
those demands.

Heavy freight, next-flight-out, charter, and high-value 
shipment services are core airfreight offerings – more than 
90 percent of companies offer these capabilities   – closely fol-
lowed by door-to-door (89 percent) and overnight (86 percent). 
Hazmat and perishable shipments require more specialized 
expertise, and 83 percent and 64 percent of air cargo respon-
dents provide these types of services, respectively.

As is the nature with third-party logistics providers 
and freight forwarders that moonlight beyond their core 
operational pedigrees, many provide a cross-section of non-
airfreight-specifi c services. Eighty-seven percent of surveyed 
companies operate as NVOCCs, 86 percent provide logistics 
and ocean freight forwarding services respectively, 72 per-
cent assume the role of customs broker, and 69 percent act as 
consolidators.

AIR TRAFFIC CONTROLS
For asset-based carriers and expeditors, non-asset-based 

forwarders and 3PLs, core air cargo shippers, and airfreight-by-
exception buyers, challenges are myriad and manifest given 
the nature of shipping by air.

In the post-Sept. 11 era, security remains the overwhelming 
priority for air cargo service providers (see Figure 2). Reducing 
costs (51 percent), regulation (47 percent), technology invest-
ment (40 percent), fi nding customers (37 percent), and making 
a profi t (37 percent) round out other top concerns.

While security and regulatory protocol have gradually 
expanded in the legislative ether following Sept. 11, shippers 
are now beginning to feel the weight of emerging compliance 
requirements. The Transportation Security Administration’s 
(TSA) 100-percent screening mandate for all cargo loaded on 
passenger fl ights is still on target for an August 2010 dead-
line. Its 50-percent screening requirement went into effect in 
February of this year.

To some degree, security, economy, and technology are all 
inherently tied as both government and the private sector 
explore means to secure and expedite freight without creat-
ing supply chain backlogs. Supply chain visibility and security 
go hand in hand, provided that expectations and objectives 
are aligned, and the necessary processes and technologies are 

present to facilitate compliance. Many shippers are just grasp-
ing the importance of these objectives and are relying on their 
supply chain partners to allay any behavioral changes.

Beyond normal expectations, air cargo companies are vol-
untarily taking initiatives to comply with TSA mandates. The 
Certified Cargo Screening Program (CCSP) and Certified 
Cargo Screening Facilities (CCSF) are efforts to push security 

and technology capabilities, are cross-selling through the sup-
ply chain to mine new opportunities. Forwarders, in turn, are 
expanding their operational expertise beyond air cargo han-
dling to offer shippers a more complete solution.

Airlines are looking at ways to improve productivity by 
merging asset and capacity demand across cargo and passen-
ger services. Many have shuffl ed service frequencies and idled 
or downsized aircraft where and when necessary to achieve 
better economies of scale and fuller payloads. To some degree, 
this has made it a more diffi cult sell for forwarders trying to 
match shrinking capacity and soaring rates with discretion-
ary airfreight buyers.

AIRFREIGHT SERVICE: TOUCH AND GO
Simplifying the business and removing touches remain pri-

orities for airfreight service providers, and many are leveraging 
technology to ease shipper apprehensions and cement their 
value proposition beyond cargo handling. Web-based tools 
such as real-time shipment tracking are the norm, with every 
surveyed company reporting these capabilities. 

Online customs and import/export documentation (77 
percent) and rate quote services (75 percent) are gaining in 
popularity as well. Survey respondents also cite increasing 
demand for and availability of purchase order management 
solutions, customized reporting, EDI, and E-mail alerts.

Technology penetration within the air cargo space is likely 
to spike considerably in the next few years with pressure from 
industry to apply green standards and reduce excess paper 
documentation. The International Air Transport Association’s 
landmark e-freight program is still gathering support as it con-
tinues its global pilot phase (see Cleared for Takeoff, pg. 28), but 
many air cargo companies are already engaging online tools 
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compliance deeper in the supply chain, identify and reward 
known shippers, and facilitate risk assessment at point of origin 
rather than point of departure. Shippers and service providers 
have a stake in following these self-imposed guidelines to smooth 
out any wrinkles before these standards become mandatory.

Many air cargo companies are already in compliance with 

priority, followed by managing supply lines (54 percent), reduc-
ing labor costs (51 percent), business process improvement (46 
percent), reducing inventory (43 percent), and vendor manage-
ment (40 percent) (see Figure 3).

Service provider bias is evident in the fact that reducing 
assets and/or infrastructure, IT strategy and implementa-
tion, and security/compliance are lesser concerns. Shippers 
may be leaning on transportation and supply chain partners 
to manage and/or mitigate costly investments in technology 
and assets, or get up to speed with pending regulatory mea-
sures, but some are bringing responsibility for managing costs 
and compliance in-house. The TSA’s CCSP and CCSF programs 
have engendered a great deal of support from the shipper com-
munity, particularly among those that rely heavily on air cargo 
transport.

Squeezing transportation costs is a priority for air-
freight buyers, given economic and consumerism trends. 
Practical cost-cutting considerations necessarily direct 
shippers to explore potential effi ciencies upstream in 
the supply chain, including more effectively manag-
ing vendors and supply lines, and driving business 
process improvements.

For some air cargo service providers, presumably 
those with core capabilities and less-diversifi ed logistics 

services and resources, this presents a double-edged sword: 
empowering shippers and consignees to build more fl exibility, 
responsiveness, and lead time farther back in the supply chain, 
rather than depend on expedited and expensive cargo services 
to manage exceptions, can take business away. If anything, it 
creates a more competitive space for pure-play air cargo com-
panies and more competitive pricing for shippers.

It also opens up opportunities for intermediaries with 
more developed end-to-end solutions that allow customers 
greater latitude in how they strategically manage their sup-
ply chain and mix and match modes to organically expand 
their business.

WHO’S WHO IN AIR CARGO
To give airfreight buyers a more complete listing of lead-

ing air cargo companies in the marketplace, Inbound Logistics 
invited airlines, expeditors, air-centric 3PLs, and forwarders to 
submit their credentials for our annual directory.

Our database provides a surface-level cross-section of air 
cargo service providers with drill-down snapshots of the dif-
ferent services, Web solutions, and value-added offerings these 
companies provide. From smaller non-asset-based forward-
ers with niche operational areas to global, asset-heavy airlines, 
and all breeds in between, IL’s Who’s Who in Air Cargo pres-
ents an informational beacon for shippers to explore solutions 
and solutions providers that meet their unique business 
requirements.

Turn the page and fi nd out what’s what among our Who’s 
Who in Air Cargo. ■

U.S. Customs Border and Protection’s C-TPAT initiative, with 
39 percent of survey respondents meeting this criterion.

That only 17 percent of survey respondents cite modal com-
petition as an industry challenge belies the fact that shippers are 
increasingly looking at cost-competitive transportation alterna-
tives. As with surface-bound rail/intermodal solutions, steamship 
lines and trucking companies are setting the table to capture 
some demand by offering guaranteed ocean-road services. While 
courting such opportunities may warrant sea-changes in how 
businesses account for longer lead times, the promise of lever-
aging ocean and truck or sea-air combinations to manage and 
expedite last-mile moves is beginning to gain credibility.

SHIPPER LINE OF FLIGHT
Just as carriers are looking to squeeze better mileage and 

effi ciency out of their assets, shippers are bound to rational-
izing their use of airfreight services, consolidating orders, 
and using more expensive transport options only as demand 
necessitates.

Among perceived shipper challenges, 89 percent of survey 
respondents identify cutting transport costs as customers’ top 
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Who’s Who
in Air Cargo

To get your search for an 
air cargo provider off the 
ground, check out this list 
of leading players.
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A.N. Deringer 
www.anderinger.com

888-612-6239 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Agility Logistics
www.agilitylogistics.com

714-513-3000 B 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

AIT Worldwide Logistics
www.aitworldwide.com

800-323-6649 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Alaska Airlines Air Cargo
www.alaskaair.com/cargo

800-252-2752 A 0 0 0 0 0 0 0 0 0 0 0

Argents Express Group
www.argents.com

843-216-8301 B 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

BDP International
www.bdpinternational.com

732-572-2248 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Bellair Expediting
www.bellair.com

847-928-2500 N 0 0 0 0 0 0 0 0 0 0

Concert Group Logistics
www.cglship.com

630-795-1300 N 0 0 0 0 0 0 0 0 0 0 0 0

Continental Airlines Cargo
www.cocargo.com

800-421-2456 A 0 0 0 0 0 0 0

Damco
www.damco.com

973-514-5126 N 0 0 0 0 0 0 0 0 0 0

DB Schenker
www.dbschenkerusa.com

800-225-5229 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Delta Cargo
www.deltacargo.com

800-DL-CARGO A 0 0 0 0 0 0 0 0

DHL Global Forwarding
www.dhl-dgf.com

800-426-5962 N 0 0 0 0 0 0 0 0 0 0 0 0

Distribution By Air
www.dbaco.com

800-272-1379 N 0 0 0 0 0 0 0 0 0 0 0 0

Expeditors
www.expeditors.com

206-674-3400 N 0 0 0 0 0 0 0 0 0 0 0 0

FedEx
www.fedex.com

800-463-3339 B 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Hassett Air Express
www.hassettair.com

800-323-9422 B 0 0 0 0 0 0 0 0 0 0

IJS Global
www.ijsglobal.com

203-504-9760 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0
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* KEY:
Asset- or Non-Asset-Based: 
A = Asset-based; N = Non-asset-based; 
B=Both

Compliance: 
Shipments comply with government, 
security, and trade regulations

Documents: 
Shippers can book/create customs or 
import/export documents online
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OTHER WEB SERVICES CERTIFICATIONS

Purchase order management 0 0 Purchase order management C-TPAT, IATA, Hazmat

Chemicals, project logistics, fairs & events 0 0 e-government solutions, 
origin cargo management

In-home, pharmaceuticals, government, automotive, energy, oil & gas 0 0 0 EDI, PO and inventory management IATA, TAPA, C-TPAT

Live animal shipment services 0 0 0 Booking requests Cool chain certifi cation

Domestic/international trucking & brokerage, warehousing, 
project cargo, ocean, global DDP, AES, consulting 0 0 FMC, NVOCC, IATA, C-TPAT, DOT

All services relating to international air freight 0 0 0 Global reporting system ISO 9001:2000, C-TPAT, DGAC, Six 
Sigma, ACC Responsible Care

Hand carry, deferred 0 0 0 POD tracking

Time-critical, hotshot, LTL, FTL, asset recovery, trade show 0 0 0 Shipper's letter of instruction

ClimateSecure, PetSafe, human remains 0 Carbon footprint calculator, 
shipment booking

Supply chain development, consulting 0 E-mail alerts, GPS tracking ISO, C-TPAT, IATA

Logistics management, warehousing, European rail, ground 0 0 0 Shipment scheduling and booking ISO 9001, SmartWay  

Live animals, human remains, pharmaceuticals 0 Shipment booking, e-Billing

Free trade zone, project cargo, border crossing, ground freight, 
transload/crossdock, defense/government, consolidation & distribution  0 Customized reporting, EDI ISO 9001:2000, C-TPAT, 

Cargo 2000 Phase 2

Trade show & conventions, vehicles, fi lm and broadcast industry 0 0 e-Billing

Distribution, insurance, order management, project cargo 0 0 Quote monitor, shipment booking ISO 9000

Time-defi nite, expedited services 0 0 0 Pickup scheduling, POD 
capture, claims, reporting

Full ground options 0 0 Online pick up requests, custom 
tracking and report detail, EDI ISO 9001

Trade consulting services, project cargo & management 0 0 0 Online reporting, purchase 
order management IS0 9000:2000
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Who’s Who
in Air Cargo

To get your search for an 
air cargo provider off the 
ground, check out this list 
of leading players.

AIR FREIGHT SERVICES OTHER SERVICES
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Kuehne + Nagel
www.kuehne-nagel.com

201-413-5500 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Lynden
www.lynden.com

888-596-3361 B 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Mach 1 Global Services
www.mach1global.com

480-921-3900 N 0 0 0 0 0 0 0 0 0 0 0

OIA Global Logistics
www.oiaglobal.com

800-938-3109 N 0 0 0 0 0 0 0 0 0 0 0 0 0

Panalpina
www.panalpina.com

973-683-9000 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Panther Expedited Services
www.pantherexpedite.com

866-347-2101 N 0 0 0 0 0 0 0 0 0 0 0

Pegasus Logistics Group
www.plg.cc 

469-671-0300 N 0 0 0 0 0 0 0 0 0 0 0 0 0

Phoenix International Freight Services
www.phoenixintl.com

800-959-9590 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Pilot Freight Services
www.pilotdelivers.com

610-891-8100 N 0 0 0 0 0 0 0 0 0 0 0 0 0

Priority Worldwide Services
www.priorityworldwide.com

800-727-1085 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Radiant Logistics†

www.radiant-logistics.com
425-462-1094 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0

SDV International
www.sdvusa.com

718-525-8100 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

SEKO
www.sekoworldwide.com

630-919-4800 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Service By Air
www.servicebyair.com

888-GO-MY-SBA A 0 0 0 0 0 0 0 0 0 0 0 0 0

Team Worldwide
www.teamww.com

800-527-1168 B 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TransGroup Worldwide Logistics
www.transgroup.com

800-444-0294 N 0 0 0 0 0 0 0 0 0 0 0 0 0 0

UPS
www.ups.com

800-443-6379 B 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

US Express Freight Systems
www.usexpressfreight.com

800-328-8000 N 0 0 0 0 0 0 0 0 0
† Airgroup and Adcom Worldwide
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* KEY:
Asset- or Non-Asset-Based: 
A = Asset-based; N = Non-asset-based; 
B=Both

Compliance: 
Shipments comply with government, 
security, and trade regulations

Documents: 
Shippers can book/create customs or 
import/export documents online
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OTHER WEB SERVICES CERTIFICATIONS

Insurance solutions 0 0 0 Order management integration Cargo 2000 Phase 2  

Supply chain management, scheduled Alaska 
service, trade show, home delivery 0 0 0 Reporting, invoicing, EDI

Same-day, hand carry, FCL, LCL, hotshot, LTL, truckload, 
warehousing, distribution management 0 EDI ISO 9001-2000, C-TPAT, BASC, SmartWay  

Warehousing & distribution, pick/pack, kitting, labeling, 
assembly, returns, order & inventory management 0 0  ISO 9001:2000, C-TPAT, IMDG/

CFR49 Hazmat, IATA Certifi ed

End-to-end supply chain management solutions 
and intercontinental air/ocean freight 0 ISO 9001:2008, ISO 14001:2004, OHSAS 18001

Expedited ground, elite services 0 0 Order entry ISO 9001:2000

Warehousing, white glove service, global routing center 0 EDI, handheld POD ISO9001:2000

Cargo insurance 0 0 Shipment status information, 
printable forms

Warehouse management, government & 
automotive services, home delivery 0 0 0 E-mail alerts, EDI ISO 9001:2000, C-TPAT,TAPA, SmartWay  

Export licensing, packing, crating, bonded warehousing, purchasing 0 0 0 Online invoices, statements, 
inventory services

Warehousing and distribution, transborder 
services, fi nished goods distribution 0 0 0 Purchase order management ISO, IATA, C-TPAT, TAPA

AOG 24/7, aerospace, oil and gas, healthcare, cosmetics, wines and spirits 0 Project and purchase order 
management, WMS

ISO 9001-2000, ISO 14001-2004, ISO 18001-
2004, C-TPAT, Hazmat, IATA, FMC, Cargo 2000

Supplier PO management, Customs audit review, U.S. home 
delivery, trade show, aviation/aerospace, fashion/retail, pharma  0 0 0 MySEKO booking, interactive 

shipment calendar
ISO 9001:2000, C-TPAT, TSA, PDMA 
and Hazmat, IATA,  ITAR

Ground shipping services, trade show, health care, furniture, CPG 0 0 0 Shipment booking, 
management reports IATA, C-TPAT

Letters of credit, warehousing, distribution, packing, 
crating, white glove, trade show services 0 Customs reports ISO 9001:2000, C-TPAT, SmartWay  

Full-service logistics provider 0 0 0 Purchase order management, reports

Consolidation, transload/crossdock, DC bypass, 
hand carry, rail intermodal, ground freight 0 0 0 Pickup scheduling, e-Billing, reports ISO, C-TPAT

Medical equipment, trade shows 0 0 0 Automatic e-mail updates
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W
hile much of the news 

about the current reces-

sion has been focused on 

Wall Street, the housing 

market, and the automobile business, 

the chemical industry has not been 

spared. Chemical companies are also 

suff ering – facing rising costs, lower 

profi ts, and the need to cut jobs and 

close plants.

“Th e chemical industry’s decline 

was driven by the collapse of domes-

tic demand, the disappearance of 

export markets – which experienced 

their worst decline since 1952 – and 

severe inventory de-stocking,” says 

Kevin Swift, senior economist for the 

American Chemistry Council (ACC).

And it is not just American chemi-

cal companies that are in trouble; the 

industry is feeling the pinch around 

the globe. “Th e chemical industry 

downturn is global and synchro-

nized,” Swift notes. “Nations that 

depend on manufactured goods 

exports have been aff ected the most.”

Chemical shipment volumes are 

down signifi cantly across the board, 

but because chemical manufactur-

ers supply products to a large variety 

of vertical industries, some compa-

nies are faring better than others. 

“Volumes in the chemical industry 

have declined on average from fi ve 

percent to 30 percent since last year, 

depending on the sector the com-

pany is serving. Chemical producers 

serving the auto industry, for exam-

ple, are worse off  than companies 

selling product to food manufactur-

ers,” says Steve Hamilton, CEO of 

ChemLogix, a Blue Bell, Pa.-based 

third-party logistics provider (3PL) 

for the chemical industry.

Th e fact that chemical producers 

are so well-diversifi ed is one advan-

tage during this recession. Profi ts 

from more successful units can make 

up for the loss of business in other 

units, helping companies weather the 

storm until the economy picks up.

Philadelphia-based chemical pro-

ducer Arkema, for example, credits 

a global mix of customers and busi-

ness units for keeping its balance 

sheet fairly stable. One of its major 

products is plexiglass, which is used 

in tail light assembly for most vehi-

cles produced in the United States. 

With demand for vehicles way down, 

demand for plexiglass has dropped 

off , too.

Arkema’s plexiglass business – as 

well as other units that rest heav-

ily on the auto and construction 

industries – is hurting. “But we have 

enough global exposure to other 

market segments that, across the 

board, we are doing well,” says Ron 

Volumes Down, Spirits Up
Th e chemical industry copes with an uncertain economic climate.
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Keegan, director, IS&T business management for Arkema.

Th e company is in the midst of a “reinvent Arkema” 

project, with a goal of insulating against recession by 

thoroughly examining overall operations and improving 

processes wherever possible. Logistics heads the list.

“Logistics is an important area to focus on because we 

spend a good deal of money on it, particularly for trans-

portation,” Keegan explains. Contracts for inbound 

logistics, for example, are getting a second look.

“In the past, we didn’t pay much attention to inbound 

logistics; we just took the product price from our suppliers 

with freight and transport costs included,” he says. “Now, 

we are breaking out transportation from the actual prod-

uct cost to see if we can improve our rates – perhaps even 

by bringing transportation in-house.”

Technology will play a big role in helping Arkema 

improve supply chain effi  ciency during the recession, and 

beyond. While budgets for new technology are slim this 

year, the company plans to boost its logistics technolo-

gy spending in the not-too-distant future. For example, 

Arkema currently uses its transportation management 

system in the United States only, but plans to roll it out to 

units in Mexico and Canada as well, to improve and unify 

its North American transportation strategy.

Global chemical giant BASF shares a similar tale of 

recession impacts and intentions. “Chemicals are an 

essential cross-sector industry, and we supply virtual-

ly all the other industries, so we were naturally impacted 

by their declines,” says BASF spokesperson Betsy Arnone. 

“But over the past few years, we have adopted measures 

that equip us to face the diffi  cult situation: a long-term 

strategy for value-adding growth, solid fi nancing, and a 

more robust and competitive product portfolio.”

BASF is taking steps to tailor production to refl ect 

worldwide demand, and is working to reduce inventory, 

actively manage costs, and reduce expenses wherever pos-

sible. “If necessary, we will implement further measures 

to improve the performance of individual businesses and 

assets,” Arnone notes.

One area where BASF has not cut back is research and 

development. Th e company believes that a high level of 

R&D spending is essential for maintaining a leading posi-

tion in the chemical industry, and to continue to shape 

the industry’s future when the economy recovers.

Providers Feel the Pinch
Producers are not the only companies in the chemi-

cal business impacted by the recession; service providers 

catering to the chemical industry are taking a hit, too. 

Carriers and third-party logistics providers that focus on 

chemical companies have watched volumes fall precipi-

tously and have had to adjust business plans accordingly.

Asset-based providers – those who own the trucks that 

products are shipped in or the warehouses where chem-

icals are stored – are particularly vulnerable because so 

much capital is tied up in those assets. “Volumes on the 

asset side of our business have dropped between 15 and 

20 percent,” says ChemLogix’s Hamilton.

In some cases, asset providers have had to furlough 

employees, and park trucks or take rail engines offl  ine to 

cut costs and reduce the amount of available capacity.
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Last summer, oil was ringing up 

at $140 per barrel and rising – today’s 

prices fall in the $60-per-barrel range. 

What a diff erence a year makes. But 

to think that chemical producers and 

transportation providers are not still 

worried about oil is incorrect.

“Th e oil pricing situation will 

remain for the foreseeable future 

and will be volatile,” predicts Steve 

Hamilton, CEO of ChemLogix, a 3PL 

based in Blue Bell, Pa. “Oil price spikes 

are a big concern in any economy – but 

especially now.”

Th ough he’s admittedly not an 

oil-pricing expert, Hamilton doesn’t 

expect prices to return to last year’s 

record triple-digit numbers because 

the current market would not sustain 

those levels. “When demand is down 

as much as it is now, it’s hard to see 

how fuel prices could spike that much 

again,” he says.

Th e fuel wildcard also comes into 

play for chemical companies in the 

raw materials arena. Because so many 

chemicals are petroleum-based or 

contain petroleum in some form, 

increases in oil prices mean increases 

in material costs.

“When raw material prices go 

up, companies often have to accept 

less margin or walk away from busi-

ness,” says Carl Neverman, vice 

president, client solutions for Weber 

Distribution, a 3PL based in Los 

Angeles, Calif.

So, in addition to hoping for a 

fast turnaround in the economy, the 

chemical industry has its eyes on oil 

prices, hoping they don’t spike the 

way they did last year.

Th e Oil Factor
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Carriers and 3PLs that serve 
chemical companies have watched 

volumes fall precipitously and 
adjusted business plans accordingly.  
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Asset-based warehousing and 

transportation company Weber 

Distribution has also seen its chem-

ical shippers’ volumes drop, and is 

adjusting its business according-

ly. “We are trying to work smarter 

and be more effi  cient internally. We 

also need to be more fl exible with 

customers,” says Carl W. Neverman, 

vice president, client solutions for 

Los Angeles-based Weber.

Th e focus today is on specifi c 

services that make sense when vol-

umes tumble. “We are doing more 

just-in-time deliveries and trying to 

consolidate shipments from diff er-

ent chemical companies moving to 

the same consignee,” Neverman notes. 

“Companies can gain an advantage by 

combining orders going to one desti-

nation into a larger LTL shipment or 

truckload, as opposed to sending them 

individually as smaller LTL shipments.”  

Chemical companies are also 

paying more attention to their ware-

housing and distribution strategy, 

which works to Weber’s advantage. 

Where companies targeting West 

Coast customers might previous-

ly have expanded an existing DC or 

opened a new one, today’s econom-

ic climate has largely stalled those 

eff orts. Instead, to avoid the over-

head of operating their own facility, 

many chemical companies are turn-

ing to an outsourced provider such as 

Weber to handle warehousing needs.

Cash is King Rules
Another recession-driven shift 

occurring in chemical logistics is 

an increased focus on inventory 

optimization – companies are shed-

ding inventory to free up budgets 

and increase cash fl ow. “Th e cash-

is-king theory is now taking hold in 

most industries,” explains Hamilton. 

“Companies are looking closely at 

obsolete inventory, and analyzing 

how much product customers are 

ordering to ensure they maintain the 

right inventory levels.”

Some chemical producers have 

turned to technology solutions such 

as transportation management sys-

tems (TMS) as a way to cut costs, 

fi ne-tune inventory, and improve 

transportation processes during 

the downturn. Producers have been 

hard-pressed to wrestle any further 

effi  ciencies out of logistics staff s 

that are already pared down to bare-

bones levels, so technology is an 

obvious next step.

“Chemical companies have been 

slower than other industries to adopt 

technology, but now they are embrac-

ing it as they look to cut costs every 

way they can,” explains Hamilton, 

who notes that because of this 

increased need for technology systems, 

ChemLogix’s business is growing.

ChemLogix also reports an 

increase in its freight payment busi-

ness. Due to the problems in the U.S. 

fi nancial sector, some chemical pro-

ducers are not comfortable having a 

bank handle freight payment. “Th ere 

is an underlying fear of banks going 

belly up,” Hamilton explains. As a 

result, many companies are seeking 

out 3PLs with solid fi nancing to han-

dle freight payment needs.

One interesting impact of the 

recession is that the drop in chemi-

cal producers’ shipping volumes has 

brought with it a drop in freight rates. 

Where ever-increasing transportation 

costs were the norm for years, rates 

have been on a steep decline since the 

economic contraction began.

“When the economy was cooking, 

certain transport modes were very 

expensive,” says Arkema’s Keegan. 

“Now we’ve had some relief. From a 

transport buyer’s perspective, the 

good news is that plenty of capaci-

ty is available and transportation is 

generally less expensive than it was 

six months or one year ago.”

While Keegan is certainly not 

hoping for the current econom-

ic environment to last too long, the 

drop in freight rates has eased some 

cost pressure, and provides some 

short-term relief. “During the next 

year, as volumes increase and mar-

kets start to recover, we’ll be able to 

take advantage of the low transpor-

tation rates and perhaps increase our 

profi t margin,” he notes.

stop and smell the roses
For “glass-half-full” types, the 

recession-driven lull in demand also 

creates time to complete the logistics 

version of stopping to smell the roses. 

“During a normal business cli-

mate, the pace of work is so busy that 

you focus on getting product out the 

door, and don’t have time to think 

about business process improve-

ment,” says Keegan. “Th e hidden 

blessing of this recession is that 

we’ve been able to stop and analyze 

our business and put in place plans 

that will make us stronger when we 

come out of the downturn.”

When will that be? ACC econo-

mist Swift is looking to next year. 

“Leading indicators suggest a 

near-term trough is approaching, 

but it is recovery of fi nal demand 

and inventory swing that will 

engender a sustained upturn,” he 

says. “We will see signs of industrial 

recovery in 2010.”  CL

To cut overhead, many chemical 
companies are turning to 3PLs such 
as Weber Distribution to provide 
warehousing solutions.
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J.J. Keller & Associates Inc. off ers programs to help companies conduct required 
general-awareness hazmat training, as well as address function-specifi c and 
safety training needs.

Training Day
Th e need to comply with regulations and mandates makes training a top priority for the 
chemical industry.

T
o protect against accidents and spills, and to ensure workplace safety, 

chemical producers and their supply chain partners are subject to a 

litany of regulations and mandates. Complying with these regulations is 

not always easy – and often requires extensive training. “To avoid costly 

penalties, companies need to commit resources, including training, to assure 

that they meet all their regulatory obligations,” says Scott Dunsmore, vice 

president of business resources for Lion Technology, a training company that 

specializes in environmental, hazardous waste, hazmat transportation, and 

health and safety regulations.

Areas of Risk
Regulations come from three main sources and cover three major areas of 

risk for the chemical industry:

1. Workplace safety. Th e Occupational Safety and Health Administration 

(OSHA) developed its Hazard Communication Standard (HazCom) to make 

sure that the hazards of all chemicals imported into, produced, or used in U.S. 

workplaces are evaluated, and that this information is transmitted to employ-

ers and employees.

Typically, HazCom safety training introduces employees to the regulations, 

off ers information on the various types of chemicals found in workplace envi-

ronments, and trains them to handle the chemicals appropriately.

“HazCom is one of the standards 

most often cited by OSHA; employ-

ees must be trained to read labels 

properly, and know the location of 

materials safety data sheets,” says 

Robert Ernst, associate editor, work-

place safety for Wisconsin-based J.J. 

Keller & Associates, which provides 

safety and regulatory compliance 

products and services.

2. Transportation safety. Th e 

U.S. Department of Transportation’s 

(DOT) Hazardous Materials 

Regulations (HMR) govern the 

transportation of hazardous 

materials by highway, rail, vessel, 

and air. Th ese regulations also 

address hazardous materials 

classifi cation, packaging, hazard 

communication, and emergency 

response information.

“Training employees to meet 

HMR standards includes general 

awareness, as well as function-spe-

cifi c, safety, and security training,” 

explains Randy Skoog, J.J. Keller’s 

associate editor for transportation.

Because of the multimodal nature 

of chemicals transportation, DOT 

has built into its rules that diff er-

ent risks and hazards may be present 

through various transport modes.

“For example, highly magnetized 

materials that impact navigation 

systems pose risks in air transpor-

tation that aren’t critical in other 

modes,” notes Dunsmore. Th is 

makes sense – but also means that 

multimodal shipments require more 

training.

“For companies that transport 

by various modes, training con-

tent will increase,” Dunsmore 

says. International hazmat ship-

ments – usually those sent via air or 

ocean – are also tricky to train for 

because employees must be mindful 

of other countries’ regulations.
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3. Hazardous waste safety. Th e 

Environmental Protection Agency 

(EPA) takes hazardous waste seri-

ously, and has developed regulations 

for the generation; transportation; 

and treatment, storage, and disposal 

of any such waste. “EPA regulations 

include specifi c training require-

ments for managers and operations 

personnel, and they require ini-

tial training mandates as well as 

recurrent training,” Dunsmore 

explains.

A reporting component 

to the EPA’s roster of regu-

lations adds to the training 

burden – employees must 

understand what, when, and 

how to report hazardous waste 

information.

“If a company holds certain 

toxic chemicals in excess of specif-

ic thresholds, it is required to report 

those chemicals to the EPA, prepare 

emergency response plans in case of 

any incident with those chemicals, 

and be able to provide information 

to emergency response personnel,” 

notes Pete McLaughlin, editorial 

manager, workplace safety, with J.J. 

Keller.

Safety and security training is 

one additional area that many com-

panies in the chemical supply chain 

are investing in. After Sept. 11, the 

United States enacted various securi-

ty regulations that are driving much 

of the demand for this type of train-

ing. Th e DOT is taking a lead role in 

this arena.

“Th e DOT has added security 

awareness to its requirements for 

training, meaning every hazmat 

employee should be aware of 

security risks associated with 

transporting hazardous mate-

rials,” Skoog explains.

But can all this regulato-

ry activity result in training 

overload for chemical com-

panies and their partners? 

“Th ere’s no such thing as too 

much training when you’re 

dealing with hazardous materials,” 

Skoog says.  CL
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Th e chemical industry spends more 
than $2 billion per year improving 
worker health and safety.

Responsible Care: 
20 Years and Going Strong
Th e American Chemistry Council’s standards program 
combines industry knowledge and regulatory expertise to 
ensure chemicals safety.

T
hough there was no cake or candles, last year marked the 20th birthday of 

the American Chemistry Council’s (ACC) Responsible Care (RC) program. 

Started in 1988, RC is a framework adopted by ACC member companies 

and partners to improve the chemical industry’s environmental, health, 

safety, and security (EHSS) performance. RC has grown into a global initiative 

practiced in 53 countries, and consists of responsibilities such as implementing a 

stringent code of security practices, measuring and publicly reporting safety per-

formance, and committing to continuous EHSS improvements.

Th rough RC, chemical manufacturers and their global supply chain partners 

can share and leverage best practices. “Th is enables the industry to not only 

maintain a safety performance four times better than the U.S. manufactur-

ing industry in general, but to continually improve it,” explains Dan Roczniak, 

senior director of Responsible Care for ACC.

Safety is serious business in the chemical industry. Handling, storing, and 

transporting chemicals all present possible safety hazards to workers, compa-

nies, and communities surrounding the chemical industry. RC seeks to help 

protect all chemical production, distribution, and transportation touchpoints. 

“Understanding the hazard and risk potential of each chemical process opera-

tion helps ensure the safety of all stakeholders,” Roczniak says.

Th ough RC’s mission has remained 

the same, the program has evolved 

during the past 20 years. Th e origi-

nal set of six Codes of Management 

Practices has been replaced by the 

comprehensive Responsible Care 

Management System (RCMS), which 

incorporates concepts from the origi-

nal codes, and combines the practices 

of leading private sector compa-

nies, the International Standards 

Organization, and federal regulatory 

requirements.

In addition, while members 

previously conducted annual self-

evaluations of code implementation, 

ACC now uses a mandatory third-

party certifi cation process. “To 

demonstrate our industry’s commit-

ment to responding to stakeholders’ 

performance expectations, ACC 

members and partners report their 

EHSS measures on a public Web site,” 

Roczniak explains. Additionally, ACC 

has recently adopted a set of fi ve-

year performance goals and targets 

around worker safety, product stew-

ardship, and greenhouse gases.

One big change to RC occurred 

in the early 1990s, when member-

ship was extended beyond chemical 

manufacturers to include other com-

panies involved in the chemical 

supply chain, such as distributors 

and transportation providers. Th is 

change enabled the adoption of com-

mon practices throughout the supply 

chain and allowed chemical produc-

ers and their partners to interface on 

a common basis.

“As a liquid bulk hauler of chemi-

cals, we have common interests and 

issues that need to be addressed with 

our chemical shippers. ACC’s Partner 

Program gives us a connection and a 

platform to work with the industry 

on safe handling and transporta-

tion of chemicals,” explains George 

Peirce, vice president of market-

ing for Transport Service Co., a bulk 
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Desperately Seeking 
Seamless Logistics
Elemica’s technology helps chemical manufacturer 
BASF seamlessly collaborate and connect with carriers.

transportation and logistics provider 

and Responsible Care Partner since 

1997.

In order to be certifi ed as an 

RC partner, companies such as 

Transport Service Co. must maintain 

a sound management system cov-

ering EHSS processes. “We have to 

meet and comply with specifi c per-

formance standards in the areas 

of policy and leadership; planning; 

implementation, operation, and 

accountability; performance mea-

surement; corrective and preventive 

action; and management review,” 

explains Peirce.

Th e company is also audited by 

an  independent fi rm to assure that 

its procedures are in place and being 

followed. Th e eff ort pays off  because 

being an RC partner “gives us credibil-

ity in working with chemical shippers 

and, in some cases, a competitive 

advantage over carriers who are not 

certifi ed partners,” says Peirce.

So what will the next 20 years 

bring for RC members and partners? 

ACC will soon embark on a strate-

gic review of the Responsible Care 

initiative, inviting industry represen-

tatives and external stakeholders to 

make recommendations on how to 

improve Responsible Care. Look for 

these eff orts to begin later this year, 

with recommendations forwarded to 

ACC in late 2010 or early 2011. CL

T
he chemical industry is based on science. Th e art of chemical logistics, 

however, is increasingly based on technology. Chemical manufactur-

ers and their logistics partners – trucking, rail, and ocean carriers, as well 

as third-party logistics providers – have begun to rely on technology for 

everything from processing orders and managing warehousing and transporta-

tion needs, to connecting electronically with trading partners.

Communicating with trading partners is often done through Exton, Pa.-

based Elemica, which off ers a global system of manufacturers and distributors 

who collaborate and integrate supply chain processes through a unifi ed elec-

tronic network. Th e company’s “single supply chain execution solution” helps 

some 1,800 business partners integrate their business systems – such as trans-

portation management, warehouse management, inventory management, and 

enterprise resource planning (ERP) systems – with the corresponding systems 

of business and trade partners. Th rough Elemica, a chemical company’s ERP 

system can “talk” to the systems of any of its carriers.

Global chemical giant BASF, one of 22 companies that partnered to form 

Elemica, uses the company for a number of business functions including pro-

curement, order creation and management, and vendor managed inventory. 

When BASF recently decided it needed a better way to collaborate with its more 

than 100 North American motor freight carriers, it turned to Elemica once 

again, implementing its Logistics Road solution. Th e solution helps BASF seam-

lessly connect, standardize, and automate logistics processes with its carriers, 

a set-up that “gave us built-in effi  ciencies before we even started conducting 

transactions,” says Tom Warner, manager of e-commerce systems integration, 

BASF.

By streamlining connection to its North American road carriers – who trans-

port several hundred thousand shipments annually – BASF expects to yield 

benefi ts including reduced freight costs, faster shipment turnaround times, 

improved visibility into transportation processes, lower administration costs, 

and fewer errors. Th e Elemica network integrates completely with BASF’s ERP 

system, improving invoice and shipment accuracy. In turn, carriers can view 

the loads and bookings that BASF has tendered to them, respond to tender 

off ers, set pickup and delivery appointments, communicate shipment status 

information, and submit freight invoices.

Call, Fax, Repeat
Before implementing the Logistics Road solution, BASF used a typical manual 

process to correspond with its carriers. “We used to fax or call carriers with a load 

tender, then fax or call again if we needed to make changes, and hope the carri-

er would answer the phone or send another fax to confi rm our changes,” Warner 

explains. “Now, we don’t need a customer care rep or a warehouse employee to 

babysit the process. We can automate the backend procedures because we’ve 

automated communication and connectivity with carriers.”

Th is full automation and connectivity between BASF and its carriers is 

exactly what Elemica aims to achieve. “We see ourselves as a collaboration 

“ Understanding the 
hazard and risk 
potential of each 
chemical process 
operation helps 
ensure the safety of all 
stakeholders.”

 — Dan Roczniak, 
senior director of Responsible Care, 

American Chemistry Council
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Chemical Handler Affiliate

module,” explains Rick Bushnell, vice president of sales, 

Americas for Elemica. “Th e same way SAP off ers a module 

that handles procurement, for example, our goal is to be 

the module that handles the collaboration space between 

external trading partners and their business systems.”

But as any experienced logistics manager knows, trad-

ing partners are not always on the same playing fi eld when 

it comes to technology. BASF 

sometimes worked with large, 

national carriers who were able to 

adopt the latest technology; other 

loads were tendered to small, 

local carriers with no technolo-

gy background. For this reason, 

Elemica off ers BASF a way to con-

nect with both types of business 

partners, essentially remov-

ing technology as an obstacle so 

BASF could focus on getting busi-

ness transactions done.

Th e ideal approach for BASF 

is to integrate with carriers in a 

system-to-system fashion. “But 

if carriers aren’t able to move fast 

enough on technology, we can set 

them up through our Web portal 

capability,” Bushnell explains.

“Th e advantage for us is that 

the traffi  c we get in and out of 

Elemica looks the same whether 

the carrier uses the Web site or has a fully integrated back-

end solution,” Warner says. “And carriers don’t have to 

make a big investment to connect with Elemica if they opt 

out of full integration.”

Getting Carrier Commitment
BASF also worked closely with carriers before getting 

to the implementation point to ensure that their ser-

vice providers were on board with the process changes. 

Th e company conducted workshops with carriers to show 

them how the Elemica system would function and to gar-

ner feedback. “We reached out to carriers early and often 

during this process so we didn’t get too far without mak-

ing sure they were along for the ride,” Warner notes.

Th e company also did in-depth preparation and testing 

for about six to eight months before launching. Th e roll-

out was done on a scheduled basis, a few business units at 

a time. Now BASF merely onboards new carriers using the 

same process each time.

While they are still getting various business units up 

and running and do not have specifi c results to share yet, 

BASF is pleased with the system and the benefi ts it brings. 

Warner’s European counterparts are also looking into 

using the Logistics Road solution for their business units.

“Th is used to be a ‘gee whiz, how cool!’ solution,” says 

Warner. “Now it’s just water from the tap, and we com-

pletely depend on it.” CL

To better collaborate with its North American road 

carriers, BASF turned to Elemica’s Logistics Road solution.
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A&R Logistics • www.artransport.com
A&R Logistics’ expertise is in the transportation, packaging, distribution, and logistics of bulk 

commodities such as chemicals. A&R Logistics off ers a full complement of services to ensure timely, 

safe, and accurate delivery of dry bulk commodities.

BNSF Logistics • www.bnsfl ogistics.com
With BNSF Logistics, you gain access to a network of transportation experts who possess the ability to 

create a chemical logistics solution that combines the economies of rail with the reliability of trucks. 

BNSF Logistics works with all major railroads to fi nd the optimal rail route and equipment type to 

meet your expectations. 

Dupré Logistics • www.dupretransport.com
With specifi c emphasis in the chemical, consumer products, and beverage industries, Dupré’s unique 

solutions provide expertise in dedicated fl eets, transportation management/brokerage, materials 

handling, and reverse logistics. Dupré works to understand your business and measure how our 

system meets your expectations. 

Fresh Warehousing • www.freshwarehousing.com
The chemical warehouse designed and built by Fresh Warehousing, Centreville, Ill., uses the most 

current hazardous materials storage methods to provide a well-managed hazmat warehousing 

solution. Fresh Warehousing is certifi ed by FedEx and UPS for small package chemical shipping and 

fulfi llment.

LeSaint Logistics • www.lesaint.com
LeSaint Logistics off ers a full range of third-party logistics and value-added fulfi llment services 

including hazardous materials management, contract and public warehousing, transportation 

management, pick/pack and ship, repack, labeling, subassembly, kitting, and returns management. 

LeSaint is fl exible to meet customer requirements.  

Odyssey Logistics & Technology • www.odysseylogistics.com
Odyssey Logistics & Technology combines deeply skilled industry professionals with a leading 

technology solution to provide multimodal logistics management services to the chemical industry 

and other process manufacturers. They achieve savings through reduced transportation and 

infrastructure costs, measurable customer service and process improvements, and improved data 

quality and management.

Weber Distribution • www.weberdistribution.com
As a full-service, complete logistics provider, Weber Distribution specializes in working with chemical 

and paper manufacturers, importers, retailers, food, beverage, and CPG companies. Weber excels at 

non-asset freight management; asset-based LTL and TL services; dedicated and shared warehousing; 

distribution; transloading; materials handling; supply chain management; and more.  

Chemical Logistics on the Web
Check out these online resources to help you manage your chemical logistics challenges.
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AACargo.com

Choose the wrong carrier to ship your 
newspapers and they’ll be lining his cage.

When you need your time-sensitive shipments to arrive on schedule, there’s no need to get your feathers ruffl ed. 

Simply choose Expeditefs. Your shipment will fly as booked—guaranteed—or your money back. To learn more, 

visit www.AACargo.com and read all about it.
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SOUTH
SMART STRATEGY

OF THE BORDER

Companies that source and manufacture products 

in Mexico gain opportunities to cut transportation 

costs, hold less inventory, and provide faster 

service to customers. But to reap logistics benefi ts 

in Mexico, you have to know your way around. 
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in 2008, up 32 percent from 2005. Seventy percent of the 

autos built in Mexico are shipped to the United States. The 

country exported $13.8 billion worth of electronics in 2007, and 

Mexico has set a goal to become one of the world’s top-fi ve 

electronics exporters by 2010. Analysts predict that exports 

of high-tech goods made in Mexico will continue to grow at fi ve 

percent per year.

Part of what’s driving Mexico’s expansion in autos, electron-

ics, and other sectors is the changing world economic picture, 

starting with energy. The price of oil, of course, makes a major 

impact on a company’s supply chain strategy. Although prices 

fell in late 2008, the oil spike just before that period made many 

companies question the wisdom of transporting materials and 

products halfway around the world.

As economies recover from the current slump, growing 

demand for oil will likely cause prices to surge again. World 

demand for oil will reach 98 million barrels per day by 2015, up 

from 85 million barrels per day in 2008, according to the U.S. 

Energy Administration. Transportation comprises one-third of 

So it’s no surprise that many U.S. fi rms have made Mexico a key 

node in their supply chain networks. Today, as the quickly evolv-

ing global economy drives many corporations to rethink logistics 

strategies, more and more of them are fi nding solutions south 

of the border.

Mexico is the United States’ third-largest trading partner 

after Canada and China. Trade between the United States 

and Mexico grew at an annual average rate of 25 percent from 

1993 to 2007. In 2008, trade between the two nations reached 

$367.45 billion, according to media company WorldCity, Coral 

Gables, Fla.

The volume of goods transported across the border in both 

directions continues to grow. In 2008, imports from Mexico 

to the United States totaled $216 billion, an increase of 2.3 

percent over 2007, according to WorldCity’s analysis of U.S. 

Census data. U.S. exports to Mexico in 2008 totaled $151.5 

billion, a rise of 10.6 percent over 2007.

Mexico plays an especially crucial role in the automotive and 

electronics sectors. Its factories produced 2.1 million vehicles 

It’s right next door, it offers relatively inexpensive labor, and it boasts 
infrastructure and technology perfectly suited to a wide range of needs.
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YOU NAME IT

S U P P L Y C H A I N , W A R E H O U S I N G & T R A N S P O R T A T I O N S O L U T I O N S

©2009 Ryder System, Inc. All rights reserved.

We’ll Customize A Supply Chain Solution For It
Whatever you manufacture or wherever you store and distribute your products, Ryder’s end-to-end

supply chain solutions are designed to fit perfectly with your company’s unique needs. Unmatched

experience, flexibility and innovative thinking. This is what we offer to hundreds of companies, from

electronics and car makers to consumer product and aircraft manufacturers. We can do the same

for you. Call 1-888-88-RYDER or visit www.ryder.com.
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sense. Mexico can play a key role in all these supply chains.

Reducing miles traveled to gain shorter lead times becomes 

especially critical for companies that manufacture customized 

products. A customer, for example, would much rather receive 

an order for 100 computers in a specifi c confi guration in fi ve 

days from Mexico than in four to six weeks from Asia.

Near-sourcing in Mexico is also good for the environment. 

Shorter transportation routes translate into a smaller carbon 

footprint, a major consideration for many businesses today.

Even for companies that source goods in Asia, Mexico may 

offer an advantage as part of a distribution route. “It costs no 

more to import goods to the United States through a Mexican 

port than through a western U.S. port,” Sevilla-Sacasa notes.

But with much less congestion in Mexican ports, those goods 

will make it to the distribution center several days sooner.

Challenges in Mexico
While Mexico offers vast opportunities, business leaders 

who want to explore this terrain should carefully study the map 

before they rush in. For all its very real advantages, Mexico also 

all energy, and 20 percent of that energy is consumed in truck 

and rail movements, explained Marc Wulfraat, director of sup-

ply chain strategy for TranSystems/Esync, at a Supply Chain and 

Logistics Association meeting in Canada in February 2009.

But it’s more than oil prices that drive a company’s decision 

to site manufacturing and distribution in Mexico. Another 

compelling reason is Mexico’s skilled, experienced workforce, 

including many capable managers with years of experience 

handling exports to the United States.

Also, Mexico’s proximity to the United States translates into 

substantial savings. With a less complex supply chain, and a 

shorter distance to market, a company can hold less inventory.

“If a company has to hold six weeks of inventory because it 

sources in Asia, and every week is worth $1 million, that’s a 

$6-million investment,” says Gene Sevilla-Sacasa, vice presi-

dent, Latin America at Ryder System, Inc. “But, if a company 

sources from Mexico, it needs to hold only a week of inventory, 

and has only $1 million invested.”

To reduce the number of miles that products must travel 

through their networks, many manufacturers are deploying a 

more fl exible, multi-product-line production network. Consumer 

packaged goods manufacturers are moving facilities closer to 

large markets to better serve customers and cut transportation 

costs. Importers are moving facilities closer to major ports, and 

retailers are reducing direct store delivery volume when it makes 

Ryder’s organized warehouse at a client facility in Mexico. Ryder 
combines local market knowledge with an intensive analysis of 
each customer’s business.
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poses substantial challenges to foreign companies that man-

ufacture there or use Mexican sites for distribution. Here’s a 

detailed look at some of the greatest challenges.

THEFT AND SMUGGLING

“Security issues play a signifi cant role in Mexico today,” says 

Jorge Salas, director of cross-border and automotive operations 

at Ryder. “The farther you go into the interior, the longer your 

loads are traveling through Mexico, and the more attention you 

have to pay to those details.”

On average, one in 300 shipments traveling into or out of 

Mexico experiences some sort of security breach. In some cases, 

thieves steal items or hijack entire loads; in others, 

smugglers hide drugs or other contraband, including 

illegal immigrants, on trailers, hoping to sneak them 

across the border. Shipments become vulnerable at 

many points, including truck stops, which tend to be 

less secure than their U.S. counterparts.

Compromised loads also pose a major hazard 

because they jeopardize a company’s ability to 

cross the border quickly. If a fi rm doesn’t maintain 

a clean record and the right credentials, its trucks 

might sit at the border for as long as 30 hours 

while customs agents inspect the loads.

Allowing smuggled goods into a trailer carries 

especially dire consequences if a company partic-

ipates in the Customs-Trade Partnership Against 

Terrorism (C-TPAT) program, which allows trusted 

companies to use the Free and Secure Trade 

(FAST) lane for expedited crossings from Mexico 

into the United States.

“If contraband is discovered on one of those ship-

ments, then all the supply chain partners involved 

in that shipment immediately lose their privi-

leges to cross the border in an expedited manner,” 

explains Bill Anderson, group director, international 

safety, health and security at Ryder.

That penalty can disrupt business for a whole 

network of suppliers, manufacturers, third-party logistics pro-

viders (3PLs), carriers and retailers for weeks, months or 

indefi nitely. It plays havoc with just-in-time (JIT) manufacturing 

and derails a shipper’s commitments to its customers. With so 

much at stake, any company involved in transportation across 

the U.S.-Mexican border not only must have a strong security 

strategy, but must execute it fl awlessly.

TIME LOST AT THE BORDER

Beyond security concerns, border crossings create other 

challenges as well. If a company works with carriers, brokers, or 

other partners that aren’t certifi ed to move goods into and out 

of Mexico quickly and consistently, transit times grow long and 

Letter-Perfect Service 
for Pilot Pen

While many U.S. companies source goods in Mexico or 

use it to distribute to the United States, a great deal of 

traffi c also fl ows in the other direction. Mexico is a major 

market for U.S.-produced goods. A company that sells 

into Mexico is just as interested in speed, economy, reli-

ability and security as one that ships products from south 

to north across the border.

Since 2003, Pilot Corporation of America has worked 

closely with Ryder to deliver writing instruments manu-

factured in Jacksonville, Fla., to customers throughout 

Mexico, especially in Mexico City, Guadalajara, and 

Monterrey. Ryder processes customer orders, 

handles customer service, manages and 

stores inventory, handles motor carrier selec-

tion and billing, and monitors shipments for 

Pilot Pen Mexico.

Ryder’s expertise in managing ground trans-

portation is especially crucial to Pilot Pen, 

which counts on motor carriers to deliver ship-

ments within a specifi c time frame. Ryder also 

works with Pilot Pen’s import customs broker 

to keep goods fl owing into Mexico on sched-

ule, making sure all required documents are 

provided and import duties are paid promptly. 

When the product reaches Mexico, it passes 

through Ryder’s multi-client warehouse and 

distribution facility in Guadalajara, where tight 

security measures ensure theft prevention.

It takes a well-tuned process of this kind 

to please a demanding customer like Offi ce 

Depot, one of Pilot Pen’s largest in Mexico. 

“Offi ce Depot does not accept back orders,” 

says Juan Estrella, director of supply chain for 

Pilot Corporation of America.

Ryder has practically become Pilot Pen’s 

Mexico representative, making it unneces-

sary for the manufacturer to have a physical 

presence in Mexico to handle its logistics and sales, says 

Ernesto Donnadieu, Ryder Mexico Director of Operations. 

“The greatest value we bring to Pilot Pen is the confi -

dence they have in Ryder to execute operations according 

to plan, the satisfaction of their customers, and an effi -

cient supply chain,” he says.

Ryder and Pilot Corporation of America are currently 

working on several strategies for making the operation in 

Mexico even more effi cient and cost effective.

Thanks to its partnership with Ryder, without invest-

ing major corporate assets in Mexico, Pilot Pen has been 

able to grow and prosper while meeting strict retailer 

requirements.

A worker prepares 
to move Pilot Pen 
inventory from 
a Ryder-owned 
warehouse in Mexico. 
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impossible to predict. “Some partners may cite a 12-hour transit 

time, but delivery will actually take 12 days,” Sevilla-Sacasa says.

“Some brokers tell their customers, ‘I only work from 8 a.m. to 5 

p.m., and I don’t work Saturday and Sunday,’” says Salas. That sort 

of half-hearted commitment leaves freight needlessly stranded.

Most often, delays occur at the border because a company 

makes paperwork errors, or because an agent selects a ship-

ment at random for additional inspection. Loads also languish 

at the border when transportation equipment fails an inspection 

due to broken lights, insecure seals, or other problems.

Border delays increase cycle times, undermining efforts 

to implement just-in-time or lean delivery strategies. And if a 

company lacks the technology to gain full supply chain visibil-

ity, managers don’t always know why delays occur or when their 

loads will be released.

Delays make it hard to maintain customer service levels. A 

shipment that spends extra hours at the border, for example, 

might miss the customer’s delivery window, incurring penal-

ties for the shipper. Delays also can disrupt manufacturing 

schedules. To protect against the consequences of unexpected 

delays, companies might have to keep more inventory on hand, 

increasing their carrying costs. In all, poor management at the 

border may add 10 to 40 percent to the cost of a shipment.

CONSOLIDATION CHALLENGES

The cost of trucking in Mexico might also surprise shippers 

who lack a sound strategy for optimizing transportation. Not 

every company ships enough volume in or out of the country to 

make up full truckloads. But less-than-truckload (LTL) shipments 

are more diffi cult to manage, particularly in Mexico.

“The LTL network in Mexico is basically non-existent, and 

very expensive,” Salas says. Even when it’s feasible to use 

LTL shipments, irregular carrier schedules can complicate bor-

der crossings, and shippers don’t enjoy the same economies of 

scale as moving full truckloads.

The Value of a 
Trusted Partner

For companies that want to make Mexico a link in their sup-

ply chains, the most effective plan is to team with a capable 

partner. A service provider with solid experience, top-of-the-line 

facilities, sophisticated technology, a network of excellent carri-

ers, and strong expertise helps customers fi nd their way through 

Mexico, overcoming the country’s many challenges while profi t-

ing from its extensive opportunities.

Ryder System has been bringing these advantages to custom-

ers in Mexico since 1994. Companies that partner with Ryder 

enjoy highly optimized supply chain networks with full visibility to 

enhance control of their shipments. They gain opportunities for 

End-to-End Solutions 
for Manufacturers

Among the companies that benefi t from a partnership 

with Ryder in Mexico is a U.S. manufacturer that oper-

ates three assembly plants and a distribution center in the 

Monterrey area. Taking responsibility for all of the custom-

er’s logistics activities, Ryder handles product that comes 

from suppliers, receives them in Ryder’s storage and cross-

docks and later transports them to the assembly plants, 

where it feeds them to the production lines.

As workers assemble fi nished goods, Ryder receives 

them, stores them, releases them and ships them to their 

fi nal destinations. Ryder’s transportation management 

responsibilities for this customer include management 

of customs brokers for exports and freight bill audit and 

payment.

To accomplish all these tasks and meet specifi c deliv-

ery windows, Ryder dedicates management to the job, 

both at the customer’s sites and in its own offi ces. “Such 

enclosed working conditions create the environment to 

monitor for continuous improvement, quality performance 

on all related processes and, most importantly, the fl exibil-

ity to manage any volume variation, production changes, 

new line installations, etc.,” says David Contreras, director 

of operations, Ryder, Mexico.

Ryder also provides end-to-end service to an original 

equipment manufacturer (OEM) that sources parts in 

Mexico. Ryder runs regular collection routes from each of 

the company’s suppliers to Ryder’s crossdock facility in 

Monterrey. There, it builds full truckloads for two plants in 

the U.S. and hauls them to Ryder’s facility in Nuevo Laredo.

From that location, a dedicated drayage carrier takes 

the trailers across the border to Laredo, Texas and turns 

them over to a U.S. linehaul carrier. Ryder oversees the 

customs transaction. It also monitors the goods from 

origin to destination through its Control Tower, Ryder’s 

centralized operations center that provides coordination, 

visibility and event tracking for all activities along the 

supply chain. In addition, Ryder continuously uses that 

information system to optimize routes for greater effi ciency.

The transportation management center in Nuevo Laredo 

provides a complete view of the entire supply chain. This 

helps Ryder to ensure that every partner in the network 

performs its job to the highest standards, and that they all 

pull together to deliver outstanding service.

The OEM benefi ts from this partnership in several ways. 

“We reduce the lead time, we improve the visibility and they 

have one person to go to,” says Jorge Salas, Ryder’s direc-

tor of cross-border and automotive operations.

By managing the logistics solution from pickup to deliv-

ery, Ryder ensures that no detail, no matter how small, ever 

slips between the cracks. Due in large part to this inte-

grated service, the customer has seen its lead times shrink 

since it started working with Ryder several years ago.
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the whole chain would break,” says Sevilla-

Sacasa. “We offer our customers a 

disciplined process with great people who 

execute fl awlessly with every shipment.”

Customers that work with Ryder fl our-

ish in Mexico. Here’s how they do it.

SAFER LOADS

For more than one dozen years, Ryder 

has been moving large numbers of high-

value shipments through Mexico while 

maintaining an outstanding security 

record. Ryder and its partner carri-

ers transport approximately 420 loads 

across the border each day; that’s an 

average of one every six minutes. Ryder 

upholds these standards by developing a 

bulletproof security plan, then taking full 

responsibility for following through.

Consider, for example, its freight yards 

on the Mexican side of the border. “We 

either use drug-sniffi ng dogs, or contract 

with a service provider to run our cross-

border loads through a canine inspection 

point,” says Anderson.

Many of the trucks that move loads for 

Ryder’s customers travel with satellite 

location units, so managers can monitor 

their movements and respond if anything 

seems to go awry. Managers also make 

sure that drivers visit only approved truck 

stops. Radio communications and, in 

some cases, security escorts help to 

freight consolidation while working with a 

single provider that takes full responsibility 

for the shipment from end to end. Ryder’s 

reputation for security, service and effi -

ciency ensures that loads cross the border 

quickly, reaching their destinations on time 

and incident-free. Customers who work 

with Ryder see lower transportation costs 

and shorter cycle times. As a result, they 

invest less money in inventory while contin-

ually improving service to their customers.

To achieve these kinds of results, a 

company needs the right infrastructure, 

the right service providers, and the right 

technology. But those resources make up 

only half the story.

“If one person fails to execute properly, 

Ryder’s Presence 
in Mexico
OPERATIONS IN MEXICO SINCE: 1994

CUSTOMER ACCOUNTS: 56

HEADQUARTERS IN MEXICO: Mexico City

REGIONAL OFFICES: Guadalajara, 

Monterrey, Saltillo

LOCATIONS: 26

DC SPACE MANAGED: 1.7 million sq. ft.

DC AND YARD SPACE MANAGED: 4.3 million 

sq. ft.

CARRIERS UNDER CONTRACT: 141+

RYDER DEDICATED VEHICLES: 566

CROSSDOCK FACILITIES: A total of nine 

facilities in Tijuana/San Diego, El Paso/

Juarez and Laredo/Nuevo Laredo

BORDER CROSSINGS MANAGED PER YEAR: 

130,000 (approx.)

CERTIFICATIONS, STANDARDS AND 

PROCESSES: C-TPAT (Customs-Trade 

Partnership Against Terrorism) 

operations; Customs BASC (Business 

Alliance for Secure Commerce) 

certifi ed; ACE (Automated Commercial 

Environment )-compliant Mexican 

carriers; FAST (Free and Secure Trade)-

certifi ed dedicated Mexican carriers

At the Guadalajara facility, Ryder 
employees work hard to execute every 
shipment fl awlessly.

 Employees at one of 
the 26 locations Ryder 

operates in Mexico. 
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(FAST), and Business Alliance for Secure 

Commerce (BASC) – ensure that the loads it 

handles move through customs as quickly 

as regulations permit. By interfacing with its 

customers’ brokerage systems, Ryder gains 

immediate access to all data required for cus-

toms processing.

Ryder works with dedicated customs bro-

kers in the United States and Mexico to 

provide full brokerage services on a schedule that suits the 

shipper. “We work with providers who know our expectations 

and are willing to work long hours to keep the supply chain mov-

ing,” Salas says.

Ryder also harnesses sophisticated information technology 

to ensure swift, trouble-free transportation. For each shipment, 

Ryder establishes a plan to control all the events that will occur 

from origin to destination. In some cases, these plans are spe-

cifi c enough to track multiple logistics attributes for individual 

items, such as a part used in manufacturing.

Ryder’s centralized Control Tower operations in the United 

States and Mexico monitor and coordinate the progress of each 

shipment end to end, in real time, to see that they are moving 

according to plan and, if not, to make the necessary adjust-

ments. The goal is to ensure that all shipments reach their 

destinations as effi ciently as possible.

ensure that loads get where they’re going without trouble.

“We monitor expected times of arrival (ETAs),” Anderson says. 

“We know how long it should take for a truck to move from Point A 

to Point B. If a truck falls outside that acceptable window, it raises 

a fl ag for us to investigate, talk to the driver, and maybe inspect 

the load if we’re not satisfi ed with the causes for the delay.”

The rules of security apply both to Ryder’s own equipment 

and drivers and to the operations of its Mexican carriers. “We 

work with partners that run excellent security programs them-

selves, but we work together to manage them,” Anderson says.

SHORTER TRANSIT TIMES

With its outstanding partner network in Mexico, its certifi ca-

tions for moving goods across the border, and its fi nely tuned 

logistics processes, Ryder can move loads from Mexico to U.S. 

destinations faster than other service providers. Although the 

industry average time to cross the border is 18 to 20 hours, 

Ryder – in concert with its customers – delivers border crossings 

in an average of two to four hours.

Effi cient crossings allow remarkably fast end-to-end deliver-

ies. For example, 99.9 percent of all shipments Ryder moves 

from Guadalajara to Miami reach their destinations within 69 

hours.

Ryder’s extensive certifi cations – including Customs-Trade 

Partnership Against Terrorism (C-TPAT), Free and Secure Trade 

Workers follow strict safety measures at all Ryder client facilities in Mexico. 
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turning to a logistics partner that offers extensive crossdock-

ing facilities and advanced technology for optimizing shipments, 

money-saving opportunities abound.

Ryder operates a total of nine crossdock facilities on both 

sides of the border, in Tijuana, San Diego, El Paso, Juarez, Laredo, 

and Nuevo Laredo. So when, for example, a U.S. manufacturer 

needs to deliver spare parts to dealers throughout Mexico, Ryder 

moves truckloads of those parts from the factory to Monterrey, 

where it crossdocks the load into separate delivery routes for the 

northern part of the country. The rest of the goods travel in truck-

loads from Monterrey to Mexico City, where Ryder breaks up the 

loads and makes deliveries to dealers in southern Mexico.

“That’s a very effective use of our crossdock for southbound 

transportation,” Sevilla-Sacasa notes.

LOWER COSTS

A network of top-notch service providers, prompt border 

crossings, reliable equipment, solid security, and state-of-the-

art facilities and technology add up to signifi cant savings. By 

cutting transit times, reducing the need for buffer inventory, and 

preventing theft, Ryder makes sure customers get the maximum 

possible value from their supply chain operations.

A case in point: One company was fl ying high-value fi nished 

products from its manufacturing plant in Mexico to a U.S. port, 

then shipping the products by ocean carrier to markets over-

seas. It took about 60 hours to get the goods from factory to 

port and the cost of using air freight was high.

When the company inquired about a less-expensive option, 

Ryder suggested moving the goods by truck. “We offered a 

solution of 72 hours,” Sevilla-Sacasa says. At just one half day 

longer than the air-based route, this alternative cost a good deal 

less. Yet Ryder’s door-to-door solution included all the activities 

involved with transporting the goods across Mexico and across 

the border. “The company saved about 85 percent by using 

truck instead of air,” he adds.

Ryder’s solution only made sense, however, if the goods 

moved as promised. “The customer had to trust that Ryder could 

move a truck across the border in a reliable time,” Sevilla-Sacasa 

says. The customer decided to make the change, and Ryder deliv-

ered, hitting the 72-hour target 99.9 percent of the time.

VAST OPPORTUNITY

In a volatile economy, a growing number of U.S. fi rms seek-

ing tighter, more effective supply chains will turn to Mexico for 

solutions. While Mexico is not without its pitfalls, it does pro-

vide effi cient access to markets throughout North America and 

offers many opportunities to save money and time. Working 

with a trusted partner – one that has the expertise, infrastruc-

ture, and commitment needed to gain maximum value from a 

Mexican operation – a U.S. company doing business south of the 

border can expect to thrive. ■

MEXICAN ROADS, U.S. STANDARDS

Just as Ryder enforces high standards 

for its customs brokers, it insists that 

carrier partners in Mexico deliver the high 

service quality customers demand.

“We fully control the management of 

trucking operations with very specifi c, ded-

icated partners that fully understand our 

requirements,” Salas says. “We have a 

strong say in how we want them to operate.”

That excellence also extends to the 

transportation assets that Ryder and its 

carrier partners operate in Mexico. “We run some of the best 

equipment on the roads in Mexico,” Anderson says. Ryder pro-

vides the same equipment maintenance programs in Mexico that 

it does in the United States.

Ryder also insists that its carriers in Mexico follow a safety pro-

gram based on U.S. rules, including hours-of-service regulations. 

Not all carriers in Mexico adhere to such standards. Salas recalls 

one trucker in Mexico that was competing for the business of a 

U.S. shipper. It was involved in six accidents per month and lost 

customers’ loads in the process. “The carrier was running drivers 

for days without sleep, and was involved in many safety and secu-

rity breaches that we would not allow,” he says.

CONSOLIDATION OPPORTUNITIES

A company that works on its own can struggle to realize the 

benefi ts of load consolidation in Mexico. But for a company 

Ryder provides a full range of services, 
including warehousing and distribution 
solutions, to customers in Mexico. 
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FIGURE 1. The Logistics Brain. The portion of a business or 
organization that constitutes the organ of thought and supply chain 
coordination, including all the management centers that control the 
procurement and transportation of raw materials and product.

THE 
DISTRIBUTION
LOBE

THE
ENVIRONMENTAL
LOBE

Cross-border cortex

Just-in-time gland

Mobility

Capacity neurons

Sustainability receptors

Recycling center

Site selection center

THE BEST 
PRACTICES 
LOBE

Forecasting sensors

ROI receptors

Cost awareness

Productivity center

Optimization sensors

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 

70 Inbound Logistics • June 2009

http://www.inboundlogistics.com/3pl/3pl_rfp.shtml


Brain
Trust

IN THE THREE DECADES SINCE HE FIRST BEGAN CONDUCTING LOGISTICS RESEARCH, 
John T. “Tom” Mentzer, one of the nation’s leading marketing and logistics strategy 
experts, has seen academic inquiry take on a new shape and personality. 

“When I started, logistics research was operations focused,” Mentzer says. “That ele-
ment is still there, but universities are increasingly exploring the role logistics plays in 
the larger arena.” 

Today, cutting-edge logistics researchers are asking questions that might have seemed 
outsized – perhaps even esoteric – to their counterparts from earlier eras. Where research-
ers once tackled basic challenges – how do you move products from Point A to Point 

Supply Chain Research Labs

Relevant, rigorous, 
and wide-ranging, 

university studies of 
supply chain issues 
focus on real-world 

challenges.

by Tamara 
Chapman

CAREER SOLUTIONS
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information for future projects. 
Just as important, the information 

would help educate tomorrow’s busi-
ness and academic leaders, many of 
whom work side-by-side with faculty 
to crunch the numbers and interpret 
the data. 

The initial research consortium 
consisted of 10 private and non-
profi t organizations, including the 
National Electronic Distributors 
Association. The fi rst topic they took 
on involved just-in-time inventory 
strategy.

“The early just-in-time (JIT) move-
ment in the United States was 
handled sloppily,” Lawrence recalls. 

As retailers sought to cut inventory 
and manufacturers sought to move goods, “the distributors 
got buried in inventory,” he says. 

“The trouble was, distributors hadn’t been confronted with 
being inventory specialists. With JIT, they had to learn to get 
inventory under control,” Lawrence adds. 

This dilemma spawned as many as 100 research projects on 
inventory stratifi cation – projects that resulted in the develop-
ment of tools distributors could deploy for immediate benefi t. 
The initial projects, in turn, led to intensive research into net-
work optimization and best-practice methodologies. 

A Proactive Approach
After several years of conducting studies based on indus-

try challenges, Lawrence and his team decided they wanted 
to shift focus, continuing their work on current issues but 
addressing those peeking over the horizon as well. 

“We wanted to change the dialogue a bit,” Lawrence explains. 
Rather than having the distribution sector present his team 
with questions, he wanted to approach them and propose work 
that would help them anticipate issues. The big challenge, he 
knew, would be securing funding for work with long-term, 
rather than immediate, applications. What one entity could, 
or would, underwrite work of this scope? 

With that in mind, Texas A&M researchers identifi ed sev-
eral topics – including optimizing sales and marketing, and 
enhancing distributor profi tability – likely to affect distributors 
in the near future, then created a series of research consor-
tiums. These consortiums consist of two or more companies, 
trade associations, universities, or government agencies will-
ing to collaborate and pool resources to develop knowledge 
and tools that numerous entities can use. 

Looking ahead, Lawrence explains, “We knew there would 
be research solutions, but that they would be hard to achieve.” 
The goal of the research was to present consortium members 
with a best-practices approach that they could implement 
ahead of challenges, rather than in reaction to them. 

For 2009, SCSL researchers are examining issues associ-
ated with the Mexico-Texas trade corridor. The project brings 

B cost effectively? – today’s schol-
ars are taking on grander queries: 
What happens in logistics that 
delights the customer? What effect 
does knowledge management have 
on the supply chain? What hap-
pens if one fi rm knows more than 
its competition? What role do 
leadership and “transformational 
followership” play in the supply 
chain? What makes retailers stay 
loyal to manufacturers?

“Today’s researchers are still oper-
ational, but we are more strategic,” 
Mentzer says.

And, he adds, more relevant. Even 
in these pragmatic times, profes-
sors still debate the age-old question: 
Should logistics research be rigorous or relevant? Mentzer 
answers the question succinctly: “Why choose?”  

Relevance is defi ned differently by various scholars. As you’ll 
see in the following examples, at some institutions, the link 
between industry’s immediate needs and the research interests 
of the faculty remains tenuous. At others, it drives the agenda.

In a Logistics State of Mind
TEXAS A&M UNIVERSITY

IN THE LONE STAR STATE, THE SUPPLY CHAIN SYSTEMS 
Laboratory (SCSL), part of the industrial distribution program 
at Texas A&M University, aims to generate information that 
can serve industry, the economy, and students and faculty 
eager to put textbook, classroom, and laboratory knowledge 
to work. 

The lab got its start in response to market developments 
affecting distributors. “In 1999, we built a consortium of fi rms 
and associations to study the dot-com issue, and we quickly 
found that the dot-coms would fail,” says Laboratory Director 
Barry Lawrence, noting that distributors found themselves 
increasingly responsible for managing information, functions 
that the dot-coms were, theoretically, working to enhance. 

The lab was created, in part, to conduct the research that dis-
tributors would need to make a smooth, productive transition 
into the digital world and to measure their supply chain perfor-
mance. Under Lawrence’s guidance, the lab brought together 
businesses and associations to present researchers with a 
mix of questions, some particular to a specifi c fi rm, others 
germane to the industry as a whole. Under this model, busi-
nesses would fund the research and supply the data. The Texas 
A&M researchers, meanwhile, would analyze the information 
and present it for industry’s benefi t, all the while adding to 
the knowledge base and developing a considerable pool of 
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work of 10 full-time industrial distribution faculty and their 
graduate students. “Beyond that, we have alliances with other 
departments that grow the footprint to 100 faculty members,” 
Lawrence says. 

The lab is aided by a board of industry advisers, comprised 
of 19 CEOs. “Those companies provide constant feedback,” he 
says, noting that they insist on rigor and relevance. 

together manufacturers, distributors, logistics providers, and 
government offices to develop solutions for global supply 
chain throughput. “That’s one consortium without an end,” 
Lawrence says, adding that political and economic events will 
continually transform the playing fi eld.  

To conduct its many projects, the Supply Chain Systems 
Laboratory employs 10 full-time researchers and draws on the 

While living and working in New Zealand, Diane Mollenkopf, 

associate professor of logistics at the University of Tennessee 

at Knoxville, got a sneak preview of how environmental con-

sciousness can shape the supply chain and the marketplace. 

 “New Zealand has a reputation for being clean and green,” 

she says, noting that green business practices and supply 

chains have been at the top of the nation’s agenda for years. 

That’s driven, in part, by necessity.

“The country has to import consumer products,” Mollenkopf 

adds, which makes many goods expensive. As a result, 

“People make do, reuse, keep their cars for 20 years. 

“When I returned to the United States, nobody here was 

talking about green issues,” she recalls. In fact, in the logistics 

fi eld, environmental topics were regarded as a niche interest, 

something of scant importance in the land of plenty. 

People are talking about green issues now, of course, and 

Mollenkopf is leading some of the discussion. In fact, she’s con-

ducting–or, as director of the institution’s logistics PhD program, 

encouraging and supporting–some of the green research that 

may well help industries prepare for climate change, diminish-

ing resources, and new government regulations.  

One topic that particularly interests her is returns manage-

ment. So much of logistics focuses on getting the product 

to the consumer. But marketing, Mollenkopf 

explains, concentrates on convincing con-

sumers that their purchases are risk-free, 

that if any given item doesn’t meet their 

needs, it can always be returned.

What happens when that prod-

uct comes back? Can it be recycled? 

Stripped of its metals and toxic mate-

rials before being discarded? How 

can a company effi ciently manage its 

reverse fl ow? Can it convert a returned 

product into an asset?  

“In terms of legislation, Europe is well 

ahead of America,” she says, pointing to 

laws that task producers with responsibility 

for the disposal of their products. Europe is also 

leading the way in legislating the reduction of hazardous sub-

stances in products. 

“Moving to green manufacturing and distribution is catch-

ing on now in the United States, particularly with global fi rms,” 

she says.  

Still another research project–a partnership with some uni-

versity colleagues–kicks off this summer. The project team 

aims to investigate the relationship among three key supply 

chain issues facing industry: globalization, lean processes, 

and the green movement.  

“How do fi rms balance these three complementary and 

sometimes contradictory strategies?” Mollenkopf asks. 

“There are no easy answers.” 

Perhaps not, but the project team expects to uncover 

some useful practices. They’ll begin by conducting focus 

groups with representatives from different companies. After 

analyzing the data they collect, researchers will embark on 

phase two of their project. “From there, we want to move 

into an in-depth study of some fi rms that seem to be leading 

edge,” she says. 

That will involve talking with representatives from these 

fi rms, as well as with their suppliers and customers. 

“Where it will lead, we’re not sure,” Mollenkopf says. 

She does expect to identify several practices 

that companies can adopt to create synergies 

across the three issue areas. 

Work like this may well help companies 

rethink their business models in chang-

ing times. Mollenkopf expects to see the 

most resourceful develop environmental 

strategies that ensure their sustainability. 

Some may discard planned obsoles-

cence in favor of service and product 

upgrades that continue their relation-

ship with the customer. Still others will 

re-examine their distribution networks 

and warehouse management systems. 

Whatever they pursue, she says, “there is a lot of opportu-

nity to raise environmental consciousness.”

Innovative Research Examines 
the Green Supply Chain
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construction industry and the development of RFID. 
Some of Jones’ work has direct applications not just for 

industries, but for geographic regions. For example, his research 
on network models is aimed at helping U.S.-friendly interna-
tional companies make intelligent decisions about establishing 
a Midwestern distribution base. 

It may not show such firms precisely where to build a 
warehouse, but it will provide information about which trans-
portation networks interface, what costs are associated with 
various transportation options, and which offer best access 
to markets. “If we want to import jobs,” Jones says, “work like 
this is crucial.”  

So crucial that he strives to ensure that his projects fi lter 
down to industry within an accelerated time frame. Traditional 
science and engineering research often takes 10 years to reach  
the development stage. “My research goals are to be usable 
with industry within three to fi ve years,” he says. 

Discovering Solutions
UNIVERSITY OF NEBRASKA–LINCOLN

ERICK JONES, DIRECTOR of the RFID and Supply Chain 
Logistics Lab at the University of Nebraska-Lincoln (UNL), 
believes supply chain research should either offer solutions, 
or the fodder for solutions, to industry challenges.

Before pursuing his doctorate, Jones worked in industry 
for 14 years, including a stint with Arthur Andersen. When 
that fi rm’s fate was sealed by the 2001 Enron fi nancial scan-
dal, the out-of-work Jones decided to complete his engineering 
studies. That led to a faculty appointment in UNL’s College of 
Engineering. 

Jones’ RFID and Supply Chain Logistics Lab partners with 
a host of corporations and government agencies – from UPS to 
NASA – to facilitate the use of RFID in diverse operations. One 
project, for example, looks at embedding RFID tags into the 
license plates of commercial vehicles. Another project featured 
a collaboration with the Mechanical Contractors Education 
Research Fund and the Waldinger Corporation, one of the 
nation’s largest mechanical, electrical, and sheet metal contrac-
tors. Waldinger supported the project by giving the research 
team access to its managers and job sites. 

The objective of the research was to prove the usability and 
fl exibility of RFID technology in the mechanical construc-
tion industry. The fi ndings have ramifi cations for both the 
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As many as 70 companies take advantage of the opportu-
nity. At some point during the forum, Mentzer asks company 
participants to name the pressing issues that face them. “One 
year later,” he says, “that information is the subject of conver-
sation at a forum.” 

Companies pay to participate in the forums – in fact, they 
fund some of the research. That occasionally creates a misun-

derstanding about the purpose of 
the work, Mentzer explains, noting 
that executives have been known 
to press for research covering a 
challenge particular to their oper-
ations. When that happens, other 
members of the forum are quick to 
police the self-absorbed, reminding 
them that “we’re here to talk about 
bigger issues,” Mentzer says. 

Student Background
At UT Knoxville, the emphasis 

on big issues and their relevance 
to business is reinforced by the 
PhD program’s recruiting policies. 
Diane Mollenkopf, associate profes-
sor of logistics and director of the 
logistics doctoral program, prefers 
PhD candidates well-versed in the 
ups and downs of business life and 
the culture of academe. 

“One of our prerequisites is 
that the PhD students we bring 

in come from industry,” she says. 
The ideal student has a foot in both 
worlds – committed to contributing 

to the discipline but also eager to generate knowledge that can 
be put to use. 

This approach results in work that offers far different 
information from a report generated by a consultant or trou-
bleshooter analyzing a single company’s operations. “We ask 
more ‘why’ questions,” Mollenkopf says. “Why is this happen-
ing in the business world?” 

Jones agrees, noting that university research provides the 
business community with unbiased information from a repu-
table and independent source – information that isn’t tailored 
to please or shaped to complement the views of a client. “When 
we’re doing research,” he says, “the answer is the answer.” ■

ALTHOUGH CONTROVERSIAL IN SOME PURIST CIRCLES 
(many critics see little difference between industry-academia 
collaborations and consulting), the give and take between 
researcher and industry is increasingly common and increas-
ingly crucial to businesses. From Tom Mentzer’s vantage point 
at the University of Tennessee at Knoxville, relevant research 
needs to draw on the business world for its data. In exchange, it 
provides the business community 
with information that enhances 
the development of best practices. 

“Companies are my laboratory,” 
he explains. His research does not 
provide information that is spe-
cifi c to any one fi rm – a roadmap, 
say, for Company X to address its 
problems. Rather, it provides “gen-
eralizable” information applicable 
to a vast number of settings. 

For example, an examination 
of the risk factors associated with 
relocating operations to Asia might 
look at everything from port capac-
ity to the incidence of container 
loss at sea. What it won’t do is zero 
in on the company-specifi c supply 
chain questions that a fi rm might 
need to ask before embarking on 
an overseas venture. 

Open Communication
In the course of conducting this 

research, Mentzer and his colleagues 
often develop tools that businesses 
can use to assess and improve their 
operations. For example, the logistics team at the school 
developed a cutting-edge tutorial that provides a means for 
evaluating the capabilities of forecasting software. Rather than 
treat this as a proprietary product, Mentzer saw a chance to 
share useful information with the business community. He 
opted to offer unfettered access to the tutorial. 

To ensure that industry leaders can tap into the new ideas 
percolating at UT Knoxville, the logistics and supply chain 
faculty introduced a series of forums that showcase the latest 
research. The supply chain forums were designed “as a vehicle 
where students, faculty, and business leaders can get together 
to talk about issues,” says Mentzer.

 Give and Take
UNIVERSITY OF TENNESSEE, KNOXVILLE
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Transportation and logistics 
professionals need strategic, 
critical thinking skills to navigate 
multiple disciplines. With APU’s 
online undergraduate and 
graduate degree programs in:

• Transportation and  
Logistics Management

• Homeland Security
• Information Technology
• Management
• And more!

We help you succeed regard-
less of where life takes you.

APU. Affordable education  
for a complex world.

APU is a member of the regionally accredited 
American Public University System

studyatAPU.com
LEARN MORE AT OR CALL

877.777.9081
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Choose the program that works best for you:

Education, Research, Outreach

California State University, Long Beach
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When faced 
with  
Lemons...

Logistics. The driving force  
of human achievement.

www.loginstitute.ca 
1-877-363-3005

do  
you have  
what it takes  
to make GOOD lemonade?
 A P.Log. is a competent logistics professional 
who leads corporate success in internation-
ally competitive markets through well managed  
supply chains. 
 The Logistics Institute supports your career 
with 8 certification pathways: from entry, frontline 
and supervisor to manager, director and executive. 

10% off quote InB-0609-10 *conditions apply

 Given the right skills, you can make the sound  
business decisions needed to make in a fast-
paced economy or even in crisis situations.  
 That is why logistics practitioners come to the  
Logistics Institute.

Summer is a great time to  
enhance your career in logistics 

and save 10%*

Facilitated - Online  SUMMER TRAINING
• Process Diagnostics  -  Aug 24 - Sept 18, 2009
Online - On demand - ANY TIME  AT THE COTTAGE 
• Supply Management • Logistics Essentials Series 
• Frontline Logistics Series • Lean SCM or Healthcare 
• Integrated Logistics Networks
EXECUTIVE: 6 day intensive TRAIN YOUR BRAIN 
• Sept 13 - 18, 2009 - QC. Mont Gabriel - Reserve NOW
• Nov 15 - 20, 2009 - AB. Banff Centre 

University of Wisconsin-Madison

Executive Education Center

When something’s not 
there, people notice.

exed.wisc.edu/sc

Don’t follow today’s leaders 
trying to “do more with less.” 
If a knowledge or skill gap is 
preventing you from confidently 
tackling the challenges of 2009, it’s 

time to do more with MORE—
more shared knowledge, 

best practices, industry 
contacts, tools and 

frameworks. How? 
See what you’re 

missing at... 

®

For More Information Contact
American Society of Transportation & Logistics

(202) 580-7270
www.astl.org
info@astl.org

Certify with AST&L
Because Your Career is Worth It

In Transportation and Logistics
What Separates You From the Pack?

● Industry Knowledge

● Speaking the Language of Your Customer

● Valuable Contacts

● Top-Notch Credentials

● Relevant Experience

● Professional Certification from AST&L
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Educational excellence 

at the heart of the Global Supply Chain

department of

Are you ready to compete in the new job market?
Enroll in our Fall 2009 classes and prepare to advance 
your career.

Expertise in this fi eld at the operation and managerial  ■

levels is essential to the “bottom line” of any 
business – even more so in a tight economy.

Middle managers in this fi eld in the Northwest U.S.  ■

earn $70K-$130K per year (according to Tyler Search 
Consultants).

Economic recovery will begin with increases in purchasing,  ■

transportation and inventory, and with increased hiring in 
these areas.

For more information, please contact: 
College of Business & Public Policy

University of Alaska Anchorage
Edward & Cathryn Rasmuson Hall, Room 203E

TEL. (907) 786-4171
FAX (907) 786-4860

http://logistics.alaska.edu

LOGISTICS AND SUPPLY CHAIN

OPERATIONS AND MANAGEMENT

UAA’s Department of Logistics offers a full range of 
career enhancing certifi cates and degree programs:
For experienced managers in transportation, purchasing, 
information technology, inventory control, marketing and 
human resources

Master of Science in Global Supply Chain Management ■

Graduate Certifi cate in Supply Chain Management  ■

(entirely online)

For individuals preparing for entry level management, and 
career advancement.

Bachelor of Business Administration in Global Logistics  ■

and Supply Chain Management

For individuals seeking a short program focused on operations 
in purchasing, warehousing, transportation or customer service.

Associate of Applied Science in Logistics and  ■

Supply Chain Operations

Certifi cate in Logistics and Supply Chain Operations  ■

(30 credits)

Occupational Endorsement Certifi cate (15 credits) ■
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Wright State University
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Wright State University 

Institute of Defense 

Studies and Education

The Wright State University 
Institute of Defense Studies and 
Education (IDSE) is dedicated to 
providing high-value educational 
programs using best practices 
relevant to the United States 
Department of Defense.

IDSE meets your transformation 
needs, whether you are corpo-
rate, Department of Defense,  
or seeking best practices:

 

 
for leaders

The effi cient fl ow of people and materials in the global and domestic 
economy plays a vital role in today’s business environment. Understanding 
transportation and logistics is key to gaining the competitive edge in the 
global marketplace.

The Transportation and 
Logistics Management 
Major is one of a limited 
number of American 
Society of Transportation 
and Logistics accredited 
programs in the United 
States, and the only 
transportation and logistics 
undergraduate major in 
Wisconsin. Students enjoy the benefi ts of 
UW-Superior’s personal attention and its 
quality business programs, as well as 
Superior-Duluth’s role as a Midwest 
transportation hub.

Transportation and Logistics Management Major

Russia
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Honduras
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Program Highlights:
■ Highly successful placement program
■ Starting salary from $30,000 to $50,000
■ Nationally accredited program
■ Internationally focused program
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■ Extensive scholarship opportunities
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TransGroup Worldwide Logistics • www.transgroup.com

Staying on top of the competition means you need a strong transporta-
tion/logistics partner that can guarantee bigger, better, faster, plus provide 

personalized service and solutions for success. TransGroup’s access to all 
commercial/cargo fl ights and surface options provides more fl exibility than 

you ever thought possible. TransGroup is also a forerunner in logistics IT, 
with systems and tools that allow goods and information to fl ow effi ciently. In 

today’s business environment, your customers demand on-time service and 
fl exible scheduling. TransGroup understands, and delivers your success.

Ryder • www.ryder.com

Ryder provides end-to-end supply chain, warehousing, and transportation 
solutions including: third-party logistics (3PL), fl eet management, RFID 
operations, reverse logistics, supply chain management, transportation 
management/freight management, truck rental, truck leasing, warehousing, 
lead logistics provider, lead logistics manager, service parts operations, and 
distribution center management.

Moulton Logistics Management • www.moultonlogistics.com 

Los Angeles, Calif.-based Moulton Logistics Management is one of the leading 
providers of state-of-the-art order fulfi llment, call center, and integrated 
logistics services to direct response, retail and multi-channel merchants. 

For more than 40 years, Moulton has been delivering turnkey, technology-
optimized services and solutions. It now offers its award-winning SaaS, 

Web-based platform, DRTV Marketer Pro software suite, which provides 
Moulton clients with real-time visibility, integrated reporting and decision 

support tools for managing sales campaign activity, fulfi llment and call center 
services, and supply chain and inventory pipelines.

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.
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Northeast Wisconsin Technical College • www.nwtc.edu

Looking for high-quality, life-long learning opportunities that are what you 
want, when you want, where you want, and how you want them? Look at 
Northeast Wisconsin Technical College. This  two-year technical college  

serves Northeast Wisconsin by providing education, training, and life-
long learning opportunities for individuals and businesses leading to the 

development of a skilled workforce. Online courses include global business 
management, logistics, supply chain management, and more.

MIT Sloan School of Management • mitsloan.mit.edu/execed

The MIT Sloan School of Management, based in Cambridge, Mass., is one of 
the world’s leading business schools — conducting cutting-edge research and 
providing management education to top students from more than 60 countries. 
What makes the MIT Sloan community so dynamic is the absence of boundaries. 
Invention is cross-cultural, multi-disciplinary, inter-generational, and a result of 
one key common denominator: excellence. Members of this community believe 
strongly that there’s no point in striving for anything else. 

Elemica • www.elemica.com

As the global leader in supply chain process integration and collaboration, 
Elemica enables companies to achieve operational excellence by replacing 
complex approaches with automated systems and intelligent business pro-

cesses. Utilizing leading-edge technology and in-depth process expertise, 
Elemica integrates disparate enterprise business systems and processes into 

one unifi ed network across all customers, suppliers, and third-party service 
providers irrespective of company size or industry.

Southwest Airlines Cargo • www.swacargo.com

Excellence is our goal at Southwest Airlines. We seek to deliver the most reliable 
customer service in the industry at the best value. With more than 3,400 daily 
fl ights to 64 cities in 32 states, Southwest Airlines Cargo gets your package to 
its destination with plenty of fl ight options to choose from. Our mission is to give 
you the exceptional treatment you deserve.

AIR/EXPEDITED

CHEMICAL LOGISTICS

EDUCATION
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Wright State University’s Raj Soin School of Business
www.wright.edu/business

An MBA from Wright State University’s (WSU) Raj Soin College of Business lets 
you connect with more than 4,000 alumni in infl uential positions both locally 

and worldwide. As the fi rst accredited MBA program offered in the greater 
Dayton, Ohio, area, WSU’s MBA program has gained the respect of the region’s 
business community. They know the program develops not only managers, but 

also leaders who understand their entire organization and its environment.

University of Denver (ITI) • www.du.edu/transportation

The Intermodal Transportation Institute (ITI) was established in 1991 as the 
University of Denver’s Center for Transportation Studies to promote the 
vision of sustainable transportation systems worldwide. ITI’s mission is to 
promote a global, ethical, seamless intermodal transportation system through 
educational programs, research projects, and outreach activities; to serve 
as a “think and do tank” in collaboration with other units at the University 
of Denver and in partnership with industry, government, academia, and the 
public; and to support the mission and goals of the University of Denver.

University of Arkansas – Walton COB – Graduate School of Business
http://gsb.uark.edu

The Sam M. Walton College of Business is a nationally competitive business 
school that combines excellent student learning experiences with quality 

research serving Arkansas and the world. The school has a three-fold mission: 
to educate a diverse population of students to be tomorrow’s business leaders; 

to discover and disseminate knowledge through research; and to share business 
expertise in support of Arkansas and the business and academic community.

Riverside Community College
www.academic.rcc.edu/logisticsmanagement

The Logistics Management Program at Riverside Community College (RCC) 
Norco Campus includes both certifi cate and Associate of Science degree  
options. Courses within RCC’s Logistics Management Program include: Principles 
of Logistics, Purchasing Management, Freight Claims, Logistics Contracts, 
Transportation and Traffi c Management, Warehouse Management, Inventory 
Management, Computerized Logistics, and International Logistics. The academic 
Logistics Management Program is part of an array of services offered by the RCC 
District designed to support the logistics business community. 
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CombineNet • www.combinenet.com

CombineNet is the leading provider of advanced sourcing and optimization 
technologies, helping companies achieve the absolute best value and lowest 
total cost of ownership. CombineNet’s Advanced Sourcing Application Platform 
(ASAP) is changing the way organizations source a variety of strategic spend 
categories by providing the ability to quickly analyze innovative, expressive 
supplier proposals within their business constraints, goals, and preferences.

Shippers Commonwealth • www.shipperscommonwealth.com

Shippers Commonwealth (ShipComm) is the premiere provider of advanced 
transportation planning and management systems for shippers or receivers 
of any and all sizes. We offer world-class Load Control Center programs with 
a full range of tools to optimize shipment scheduling and executions. Choose 
from our pay-as-you-go subscription programs hosted by us or the perpetual 
license programs (with easy conversion from SaaS to license) for the acquisi-

tion model that best suits your needs.

American Expediting Company • www.amexpediting.com

In a rush? Call American Expediting Company, the premiere provider of rush 
and same-day, time-critical package delivery services. From bicycle mes-
senger to straight truck to Next Flight Out air service, American Expediting 
is your solutions provider. American Expediting Company’s services span the 
continental United States, and are conducted with professionalism, integrity, 
and superior customer service. Visit the Web site to discover how American 
Expediting Company can solve any and all of your time-critical delivery needs.  

Aljex Software, Inc. • www.aljex.com

Aljex has amazingly innovative Web-based software for carriers and freight 
brokers. If you see a demo of our software, you will want it. Why? You will 

see how Aljex can easily double the number of shipments you can handle. It’s 
so easy to learn that we include unlimited training and support. With Aljex, 

there is no long, painful switchover. In 24 hours we can have you trained, 
linked into the load-boards, have your logo on your forms, your users set up, 

your carriers and customers imported, and ready to work.

EXPEDITED GROUND

LOGISTICS IT

SOURCING/NEGOTIATIONS

TMS
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UPS Freight
WHAT’S NEW: Added direct routes to 
and from northeast Kansas.
THE VALUE: Expedited transit times 
allow next-day service from Manhattan, 
Salina, and Marysville, Kansas, to 
Kansas City, St. Louis, Wichita, Tulsa, 
and Des Moines. As a result of the 
direct routing, Houston, Nashville, and 
New Orleans fall into an expanded 
two-day window from the three north-
east Kansas locales. In addition, freight 

earmarked for the area from Los Angeles 
and San Diego in the west and Norfolk 
and Richmond in the east arrives 
within three business days.
u www.ltl.upsfreight.com ✆ 800-333-7400

XTRA Lease
WHAT’S NEW: The 2009 version of the 
Size & Weight Guide.
THE VALUE: XTRA Lease’s free annual 
guide provides up-to-date resource 
material for managing size and weight 

SAS Cargo
WHAT’S NEW: EuropeXpress 

airfreight service.
THE VALUE: Intended to speed transfer in 
handling terminals, EuropeXpress is available 

for shipments weighing up to 175 pounds 
with no special handling requirements. 

Dedicated flights prevent peak-hour 
bottlenecks, and shipments are forwarded 

as e-freight without physical paperwork.
u www.sascargo.com

✆ 973-849-3300
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THE VALUE: The DHL Fashion 
Competency Center, based in the 
new 120,000-square-foot DHL Global 
Forwarding office in Hong Kong’s 
Kowloon Commerce Centre, develops 
customized logistics products and 
solutions for the fashion and apparel 
sector, and houses a core team of 
industry experts providing consultancy 
services to apparel customers in North 
Asia Pacific.
u www.dhl.com ✆ 800-CALL-DHL

Fleet Locks Inc.
WHAT’S NEW: A fuel cap lock.
THE VALUE: The heavy-duty aluminum 
lock secures truck fleets by preventing 
fuel siphoning, tank contamination, 
and fuel cap theft. The tamper-proof 
door hinge cannot be removed, and 
the edge of the door fits into the 
housing for added security.
u www.fl eetlocks.com ✆ 866-995-2458

5 Horizons Group
WHAT’S NEW: An offi ce in Asia.
THE VALUE: Located in Dongguan, 
China, the new 5 Horizons Group 
office provides U.S. companies with 
sourcing, quality control, production, 
and logistics management services.
u www.5horizonsgroup.com ✆ 314-272-4366

Dynamics’ Zurich office supports 
shippers in the region and meets the 
growing demand in Europe for inter-
national logistics and trade compliance 
software solutions.

u www.managementdynamics.com
✆ 201-935-8588

Estes Express Lines
WHAT’S NEW: A terminal in Hope, Ark.
THE VALUE: Located on Highway 29, 
the new terminal, which provides 
direct service to the Texarkana area, 
has nine employees and a 12-door 
capacity to manage incoming and out-
going freight.
u www.estes-express.com ✆ 804-353-1900

Aspen
WHAT’S NEW: A warehousing facility in 
Ontario, Calif.
THE VALUE: The ambient and 
refrigerated warehouse serves the 
southwestern United States and acts 
as a transfer location for eastbound 
products coming through Southern 
California’s ports.
u www.aspenlogistics.com ✆ 800-741-7360

DHL
WHAT’S NEW: An apparel-focused facil-
ity in Hong Kong.

legal limitations. It contains state-
by-state listings of size and weight 
regulations, as well as details on where 
to register for hazardous materials/
waste and overweight, oversize permits.
u www.xtralease.com ✆ 800-367-9872

TransGroup Worldwide Logistics
WHAT’S NEW: A logistics center in 
Nogales, Ariz.
THE VALUE: The new facility provides 
transportation, warehousing, and dis-
tribution services, with specialization 
in transborder operations, working 
with the maquiladora industry and 
U.S./Mexico customs.
u www.transgroup.com ✆ 520-761-3910

American Airlines Cargo
WHAT’S NEW: Service from Dallas to 
Madrid.
THE VALUE: Daily nonstop Boeing 767-
300 service from Dallas-Fort Worth 
International Airport to Madrid Barajas 
International Airport complements 
existing service between New York and 
Barcelona, and between Miami and 
Madrid.
u www.aacargo.com ✆ 800-CARGO-AA

TNT Express
WHAT’S NEW: A consolidation and dis-
tribution center in Milan, Italy.
THE VALUE: Located beside the run-
way of the Milano Linate city airport, 
TNT’s 430,000-square-foot Milano 
Mega facility boasts 188 loading docks 
and operates 24/7 to sort international 
import/export traffic throughout Italy.
u www.tnt.com ✆ 800-558-5555

Management Dynamics
WHAT’S NEW: An offi ce in Zurich, 
Switzerland.
THE VALUE: Serving the German, Swiss, 
and Austrian markets, Management 

Sweed
WHAT’S NEW: A heavy-duty scrap 
chopper.
THE VALUE: Suitable for use on loading 
docks and in warehouses, the Model 
300 scrap chopper slices steel banding 
and recyclable plastic/PET straps into 
2.25-inch pieces at a rate of 109 feet per 
minute for easy clean-up and disposal.
u www.sweed.com ✆ 800-888-1352
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TECH UPDATE
THE LATEST  IN LOGISTICS TECHNOLOGY

partnerships
OATSystems and SAP
WHAT’S NEW: The integration of OAT 
Foundation Suite’s RFID data man-
agement platform and SAP enterprise 
business solutions.
THE VALUE: The solution enriches 
supply chain, logistics, and manufac-
turing processes with up-to-the minute 
detail on product movement to reduce 

operational errors and excess inven-
tory. Users in multiple industries can 
take advantage of RFID technology 
across their SAP applications, including 
OAT industry applications for reusable 
container tracking, tool tracking, seri-
alization, work-in-process, shipping 
and receiving, and item-level inventory 
management.
u www.oatsystems.com ✆ 800-257-5540

u www.sap.com  ✆ 800-872-1727

MercuryGate International Inc. 
and Transwide
WHAT’S NEW: A global on-demand 
transportation management system.
THE VALUE: The alliance gives 
North American and European ship-
pers Software-as-a-Service access to 
MercuryGate’s TMS and Transwide’s 
electronic transport execution suite.
u www.mercurygate.com ✆ 919-469-8057

u www.transwide.com ✆ 617-531-5890

web
ChemLogix LLC
WHAT’S NEW: A chemical transporta-
tion and logistics blog.
THE VALUE: The blog provides insights 
on topics related to chemical transpor-
tation and logistics services, and invites 
commentary from the chemical logis-
tics community.

u http://blog.chemlogix.com
 ✆ 630-579-8200

The Warehousing Education and 
Research Council (WERC)
WHAT’S NEW: A facility benchmark-
ing tool.
THE VALUE: Warehousing and distribu-
tion professionals can compare their 
company data to WERC’s annual ware-
house metrics survey results, viewing 

Tharo Systems Inc.
WHAT’S NEW: A series of label printers.

THE VALUE: After downloading label 
formats from a computer, the H-Series 

thermal/thermal transfer label printers 
operate remotely and perform many 

software functions, such as inputting data, 
specifying the number of labels to print, 

and merging database information, using 
only a keyboard. This portability makes the 

printers suitable for use in warehousing and 
distribution applications.

u www.tharo.com
✆ 800-878-6833
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ADVERTISEMENT

PRODUCT SHOWCASE

FULLY NETWORK-MANAGEABLE 
RFID-READY PRINTER
SATO unveils the new GL4e series for medium-
duty industrial applications. The GL4e series 
is SATO’s most significant release of printing 
technology to date. Versatility and value are the 
cornerstones of the new GL4e series with features 
that surpass the competition. As an RFID-ready 
printer, it is fi eld-upgradeable, offering fl exibility 
and scalability to meet end users’ RFID printing 
requirements any time.

HIGH-THROUGHPUT 
PRINT ENGINE, AROUND THE CLOCK
The S84 Series OEM Print Engines from SATO 
are specifically designed for use in high-
volume, automated print/apply labeling 
applications demanding unparalleled 
reliability and around the clock operation. 
This 4” wide family of print engines offers 
print speeds up to 16 ips and print resolution 
up to 609 dpi. The S84 Series represents the 
next generation of leading edge print/apply 
print engines from the world’s OEM print 
engine leaders.

MAXIMUM 
MOBILE BARCODING EFFICIENCY
SATO’s mobile MB Series Portable Printers are 
the ideal solution for portable print applications. 
Their compact size, rugged design and light 
weight make them ideal for mobile, on-demand 
printing needs. It’s one of the industry’s fi rst to 
implement both Peel & Present and Linerless 
material handling capabilities built into the 
standard unit.

SATO America, Inc.
888-871-8741 • satosales@satoamerica.com
www.satoamerica.com
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benchmarks such as firm size, revenue, 
and operation and industry type.
u www.werc.org ✆ 630-990-0001

software
Quantum Retail Technology
WHAT’S NEW: Enhancements to the Q 
inventory management and optimiza-
tion solution.
THE VALUE: Available in both on-prem-
ise and on-demand formats, Q offers 
retailers long-range forecasting and 
real-time processing capabilities.
u www.quantumretail.com ✆ 888-801-8198

ShipNomics Corporation
WHAT’S NEW: A Software-as-a-Service 
version of its transportation manage-
ment system.
THE VALUE: Designed for domestic and 
international shippers, Transportation 
Manager Pro provides visibility to air, 
ocean, rail, and truck shipments to 
help reduce operating expenses.
u www.shipnomics.com ✆ 801-231-3536

TAKE Supply Chain
WHAT’S NEW: An automated asset 
tracking and maintenance system.
THE VALUE: The Asset Tracking and 

Maintenance solution automates asset 
data collection and improves the track-
ing, visibility, and reporting of fixed, 
capital, and physical assets.
u www.takesupplychain.com ✆ 800-324-5143

Robocom Systems International
WHAT’S NEW: An outbound load 
optimization planning tool.
THE VALUE: R-Load Optimizer is 
designed to help warehouse and dis-
tribution center managers maximize 
load sizes and cut costs by reducing the 
number of loads required to fill orders.
u www.robocom.com ✆ 631-753-2180
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INBOUNDCLASSIFIED

FLORIDA

Retail Store/Mall Deliveries  Liftgate  2 Man 
Night Delivery  Deconsolidation Container Stuffing  

Airports and Piers  Motor Carrier Cartage 

nromani@sunlogistics.com
www.sunlogistics.com

 

Globe Guard green, stock and custom packaging products include 
100 percent recycled (PCW) content boxes, mailer envelopes,  
box sealing tapes, packaging papers, and Globe Guard 100 percent  
recycled labels. More than 50 years of packaging industry  
experience with a nationally recognized commitment to  
helping clients reduce costs while protecting the environment.

12351 South Industrial Drive East
Plainfield, IL 60585

info@globeguardproducts.com
www.globeguardproducts.com

815-609-3600

ECO-FRIENDLY 
PACKAGING PRODUCTS

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 
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POSITIONSWANTED

Robin Koricanek

Safety Professional with 20 years experience

Manufacturing, logistics, and distribution.

Email me for a complete resume.

336-499-6330
RKoricanek@aol.com

Charles H. Kerr

Global Logistics & Transportation

Global supply chain professional executive with expertise in: 

Ocean Transportation, Third Party Logistics And Freight  

Forwarding.  

Strategic planner, results oriented, team player with a  

collaborative management style record within a cross cultural 

working environment.  

Demonstrated track record of operational excellence achieved 

by the implementation of creative solutions and leadership.  

562-431-7130    
protransla@aol.com

Darrin L. Brooks

Supply Chain Management 

Looking for employment in the Supply Chain  

Management field in the Metro Detroit area.

airbrooks@palmloyal.com

Craig Tripp

Business Development Specialist 

Business Development Expert

734-765-3531
craigtripp@netscape.net

Douglas Christensen 

President/Ceo In Transportation/Logistics

Dynamic and results-driven executive with extensive  

expertise in the transportation and logistics industry. 

Proven ability to restructure and grow businesses through  

acquisition and organic growth.

High-integrity, energetic leader known for his ability to  

envision and create successful outcomes to complex situations.  

In-depth logistics industry and diverse functional capability, 

with a tenacious commitment to driving sales, profit and 

market-share growth.

 

E-mail: doug@christensenemail.com

847-540-8170

Robert Ellis

Warehousing & Distribution Professional for Hire

Results oriented team leader with multiple years of warehousing  

and distribution experience and a history of improving operations 

and increasing profitability. 

Experienced in evaluation and review of operational processes  

that drive continual improvement.  

Experienced in large box facility start up, engineered standards,  

and value add services. 

909-237-6953
ellibob@gmail.com

Lai Teck Chong

Project Manager with Supply Chain Domain

Certified PMP with experience in warehousing, transportation 

and supply chain. Have working experience in China, Malaysia, 

and India.

+65 90291944
laiteckchong@gmail.com

Marco Lambert

Senior Logistic Manager In Quebec

Bilingual, who has held positions in many sectors of activity, 

particularly manufacturing, consumption, recycling, services 

and energy. 

Worked in the public sector. Recognized for expertise in  

supply chain management and for project management skills. 

An experienced leader in material management, human 

resources, business development, customer service, training, 

expert advisory role and crisis management.

514-792-7525
MarcoLambert@videotron.ca

Paul Ingebrigtson

Distribution or Warehouse Management 

I have over 20 years experence in managing warehouses  

and distribution centers. 

Training in Lean Manufacturing and improving the process  

has been extensive.

608-219-4849
pauling10@wildblue.net

Anand Khisti

Engineer MBA with over 5 years in Logistics & Supply Chain 

Management. 

Expertise in distribution and inventory control for Durables 

and Retail Merchandise. Manage Imports from China and other 

countries, forecasting, demand planning for SKUs along with 

trend analysis.

91-983-3055-815
anand_khisti@yahoo.com
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INBOUND LOGISTICS WORKS FOR YOU!

For a specifi c 
response, contact 
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directly. Please tell 
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the card between 
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For faster service, 
go online: 

inboundlogistics.com/rfp

3PLs

■ Agility pg. 15
Agility offers a portfolio of global integrated 
supply chain solutions that includes international 
freight forwarding, warehousing, distribution, and 
special logistics services. 

www.agilitylogistics.com 714-513-3000

■ C.H. Robinson Worldwide pg. 7
When your business-critical shipment can’t wait 
until tomorrow, every second of today counts. 
As a leading provider of same-day domestic 
air service, C.H. Robinson has the fl exibility to 
confi gure its resources to match your timetable.

www.chrobinson.com 800-323-7587

■ Echo Global Logistics pg. 12
Unless you’re working with Echo, you’re probably 
spending too much on transportation services. 
Echo delivers the cost savings you need.

www.echo.com 866-845-3909

■ Ryder pg. 5, 63
Unmatched experience, fl exibility, and expertise 
make Ryder the one to turn to all over the globe.

www.ryder.com 888-88-RYDER

■ TransGroup Worldwide Logistics pg. 35
It’s easy to lose track of shipments when you’re 
managing the supply chain by yourself. Why not 
try TransGroup Worldwide Logistics, one of the 
big guns in the logistics business? Let a profes-
sional do the dirty work for you.

www.transgroup.com 800-244-0294

Air Cargo

■ Alaska Air Cargo pg. 31
With an enhanced fl eet of 737s, combined with 
more than 75 destinations nationwide and 
unbeatable frequency to, from, and within the 
state of Alaska, you can count on Alaska Air 
Cargo for reliable and effi cient shipping.

www.alaskacargo.com 800-225-2752

■ American Airlines Cargo pg. 60
Select your service level. Tender your shipment. 
Fasten your seatbelt and prepare for a great 

experience. American Airlines Cargo’s destination 
is your satisfaction.

www.aacargo.com 800-CARGO-AA

■ DB Schenker pg. 24
DB Schenker paves the way for customers 
to access markets - with innovative logistics 
solutions and transportation concepts tailored to 
the needs of specifi c sectors.

www.dbschenker.com 800-225-5229

Career Development/Education

■ American Public University (APU) pg. 78
APU offers bachelor’s and master’s degrees in 
transportation and logistics management entirely 
online, designed to fi t the busy schedule of 
logistics professionals.

www.studyatapu.com 877-777-9081

■ American Society of Transportation 
and Logistics Inc. (AST&L) pg. 80
AST&L’s Transportation and Logistics 
Certifi cation gives you the industry knowledge 
and contacts to separate yourself from the pack. 

www.astl.org 202-580-7270

■ California State University, Long Beach pg. 79
For a Master of Arts or a professional designa-
tion in global logistics, check out California State 
University, Long Beach.

www.uces.csulb.edu/citt 562-296-1170

■ Crusader Staffi ng Associates (CSA) pg. 78
CSA provides professional, screened, and trained 
site management and associates.

www.csapride.com 423-400-3930

■ Lion Technology pg. 79
For more than 25 years, Lion Technology has 
been the leader in regulatory compliance 
training. 

www.lion.com 888-546-6511

■ Logistics Institute of Canada pg. 80
Offering eight certifi cation pathways from entry, 
frontline, and supervisor to manager, director, 
and executive, the Logistics Institute of Canada 
supports career growth.

www.loginstitute.ca 877-363-3005

FACING LOGISTICS CHALLENGES? USE IL’S 3PL EXPERTS AND 
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Use our Resource Center and let the information you need fi nd you.

For a specifi c 
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 24-25 and 

pages 74-75.

For faster service, 
go online: 

inboundlogistics.com/rfp

■ LOGTECH MBA pg. 75
A LOGTECH MBA from the Center of Excellence 
in Logistics and Technology supplies you with a 
fl exible program from two top-ranked schools, 
the University of North Carolina’s Kenan-Flagler 
Business School and Indiana University’s Kelley 
School of Business, allowing you to leverage your 
real-world experience. 

www.logtechmba.unc.edu 919-969-8008

■ Northeast Wisconsin 
Technical College (NWTC) pg. 78
For more than 40 years, NWTC has provided 
educational excellence in supply chain manage-
ment and international documentation. NWTC’s 
Global Business Certifi cate and Supply Chain 
Management Associate Degree equip students 
for a future in logistics.

www.nwtc.edu 800-422-NWTC, ext. 6306

■ Syracuse University, 
Whitman School of Management pg. 79
Whitman is supply chain – it runs the oldest 
supply chain management program in the nation.

www.whitman.syr.edu/scm 315-443-3751

■ University of Alaska-Anchorage (UAA) pg. 81
UAA’s Department of Logistics, part of the 
College of Business and Public Policy, offers logis-
tics education ranging from a certifi cate in logis-
tics and supply chain operations to a master’s 
degree in global supply chain management.

http://logistics.alaska.edu 907-786-4171

■ University of Wisconsin pg. 80
The Transportation and Logistics Management 
Major at UW-Superior is the only transportation 
and logistics undergraduate major in Wisconsin. 
Students enjoy the benefi ts of UW-Superior’s per-
sonal attention and its quality business programs, 
as well as Superior-Duluth’s role as a Midwest 
transportation hub.

www.uwsuper.edu/acaddept/dbe/trans 715-394-8230

■ Wright State University pg. 80
The Institute of Defense Studies and Education 
at Ohio’s Wright State University provides high-
value educational programs using best practices 
relevant to the U.S. Department of Defense.

www.wright.edu/idse 937-775-4565

Chemical Logistics

■ A&R Logistics Inc. pg. 47
A&R Logistics, an asset-based provider of bulk 
and van trucking, warehousing, and Web-based 
transportation solutions, has been servicing the 
bulk industry for 40 years and counting, provid-
ing shippers with best-in-class service at every 
level of the supply chain.

www.artransport.com 800-542-8058

■ BNSF Logistics pg. 51
BNSF Logistics knows how important opera-
tional fl exibility and effi ciency are to profi tability. 
Let the BNSF team build a program to solve your 
toughest transportation challenges.

www.bnsfl ogistics.com 877-853-4756

■ Dupré Logistics pg. 49
Dupré Logistics looks for better ways of doing 
things at every turn and can signifi cantly improve 
supply chain predictability and cut costs.

www.duprelogistics.com 800-356-3659

■ Fresh Warehousing & Fulfi llment pg. 57
Equipped with foam and high-density sprinklers, 
plus primary and secondary containment, Fresh 
Warehousing & Fulfi llment offers chemical ship-
pers climate control and fulfi llment services, as 
well as drayage, storage, and trucking services.

www.freshwarehousing.com 618-271-5500

■ LeSaint Logistics pg. 55
LeSaint Logistics is a nationally recognized 3PL 
provider, specializing in the chemical industry. It 
can hit the ground running with the knowledge, 
fl exibility, and service performance levels that will 
improve your bottom line.

www.lesaint.com 877-KNOW-3PL

■ Odyssey Logistics & Technology pg. 58
Eliminate risky technology upgrades with the 
Odyssey Global Logistics Platform, a leading 
transportation management system and services 
provider. With Odyssey’s secure, hosted appli-
cations, you’ll never need to invest in software 
licenses, hardware, or ongoing maintenance.

www.odysseylogistics.com 203-448-3900
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■ Weber Distribution pg. 53
Weber Distribution specializes in providing 
warehousing, distribution, and transportation 
services to the chemical industry. Weber‘s 
team of highly trained hazardous materials 
professionals ensures that your product is 
warehoused and distributed accurately, on time, 
and in full compliance. 

www.weberdistribution.com 877-624-2700

Events

■ MATTECH 2009 pg. 44
Held August 5-6, 2009, in Miami Beach, Fla., the 
International Material Handling, Manufacturing, 
and Packaging Technology, Logistics and Supply 
Chain Expo offers manufacturers a one-stop 
shopping marketplace for every step in the 
supply chain. 

www.mattech.us 941-320-3216

Expedited Air/Ground

■ Pilot Freight Services Cover 2
Pilot Freight Services offers shipping to 190 
countries, customs clearance and import/export 
capabilities, plus convenient online service that 
lets you get quick quotes, book, ship, and track 
cargo 24/7. 

www.pilotdelivers.com 800-HI-PILOT

Freight Forwarding

■ Lynden pg. 23
Lynden International offers affordable and 
reliable shipping to Alaska, Hawaii, Guam/
Saipan, and Puerto Rico. A full-service freight 
forwarder, including air, ocean, and customs 
brokerage, Lynden connects you with hard-to-
reach locations.

www.lynden.com 888-596-3361

Insurance

■ TT Club pg. 11
TT Club offers transport insurance plus innova-
tive services for transport and logistics operators, 

ports and terminals, cargo handling facilities, and 
ship operators.

www.ttclub.com 201-557-7300

Mobile Communications

■ Sprint pg. 9
Nextel Direct Connect helps keep your entire 
fl eet on schedule and in touch so you can deliver 
the goods. Nextel Direct Connect is available only 
on Sprint’s Now Network.

www.sprint.com/nextel 800-NEXTEL-9

■ Verizon Wireless pg. 3
Switch to Verizon Wireless, owner of the nation’s 
largest Push to Talk Network coverage area, plus 
get America’s most reliable voice network. Make 
your business more productive at the push of a 
button.

www.verizonwireless.com/pushtotalk 800-VZW-4BIZ

Printing Solutions/Auto ID

■ SATO pg. 89
For reliable and versatile industrial printers, look 
no further than SATO’s GL4e, S84, and MB series 
printers.

www.satoamerica.com 888-871-8741

Real Estate Logistics/Site Selection

■ Netherlands Foreign Investment Agency 
(NFIA) Insert (pgs. 16-17)
The NFIA facilitates North American companies’ 
direct investments in The Netherlands. 
Companies can obtain information, strategic 
perspective, and practical assistance from NFIA’s 
business consultants.

www.nfi a.com 212-246-1434

■ State of New Jersey pg. 18
Situated at the center of the Northeast Corridor, 
New Jersey is easily accessible to more than 100 
million consumers through an extensive transpor-
tation infrastructure that includes ports, roads, 
air, and rail systems.

www.newjerseybusiness.gov 866-534-7789
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Use our Resource Center and let the information you need fi nd you.
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Trucking

■ CEVA Ground pg. 27
CEVA Ground’s portfolio of products and services 
is designed to create a competitive advantage 
for your business. Its experienced professionals 
use their thorough industry knowledge to design, 
implement, and operate the most competitive 
ground transportation solutions for your 
company.

www.cevalogistics.com 888-618-3350

■ J.B. Hunt Transport Inc. Cover 4
J.B. Hunt Transport Inc. is an industry leader in 
ground transportation, and LTL is no different. 
Leverage its strength and experience to bring 

added value to your customers, regardless of the 
size of your shipment.

www.jbhunt.com 866-516-7305

Warehousing

■ Magic Warehousing and Distribution pg. 13
Magic Warehousing and Distribution Inc. is a full-
service warehouse and distribution center conve-
niently located in Pepsi Industrial Park, near road 
#2 and De Diego Expressway, in Toa Baja, Puerto 
Rico. It has the resources to custom tailor your 
warehousing and distribution programs according 
to your specifi c needs.

www.magicwarehousing.com 787-251-9070
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European scientists are 
engineering the next 

generation of robotic fi sh 
to help port authorities 
monitor water pollution. 

THE

MILE
LAST

THE SUPPLY CHAIN IN BRIEF
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A Real Fish Tale

Roboticists at England’s University of Essex 
have captured the essence of fi sh – hook, line, 
and sinker. In turn, schools of fi ve-foot-long 

mechanized fi sh will be patrolling the Port of Gijon in 
Spain to help researchers monitor water pollution and 
other vital data.

The $28,000 battery-operated robots work by 
mimicking the movements of a fi sh’s tail. They 
are equipped with sensors to keep track of oxygen 
levels in the water and detect oil slicks spilled from 
ships or contaminants pumped into the water from 
underground pipes.

The harbor-swimming fl eet, which is sponsored by 
a $3.6-million grant from the European Union, will 
gather and transmit information to the port’s control 
center and help create a three-dimensional pollution 
map of the area.

The fi sh roam without remote guidance thanks to 
sensors that help them avoid obstacles such as rocks 
or moving ships. They can also swap navigational 
information with each other using a form of sonar. 

At the end of an eight-hour shift these fi sh part the 
company of their marine denizens and head back to 
port – to recharge their batteries, of course.

European scientists are

http://www.inboundlogistics.com/3pl/3pl_rfp.shtml


For more information on the Logistics Satisfaction Survey or AGI’s services, 

contact 

Knowledge is Power.

Don’t let that happen to you.

Actionable Global Intelligence (AGI) 
is a professional services fi rm that provides 
business solutions to best-in-class companies 
that want to improve their long-term competitive 
positioning. By combining strategic business 
insight with technical, international marketing, 
and operational implementation skills, AGI can 
help you successfully develop and execute market 
and profi tability growth initiatives.

AGI’s highly experienced management 
team off ers Fortune 500-quality services at a 
price that creates value for both AGI and its 
clients. President and CEO Marcio Stewart is 
an international marketing specialist with 15 
years of market development and consulting 
experience. 

At latinamericanlogistics.org, you’ll fi nd 
the news, whitepapers, and in-depth market 
reports to help you manage your supply chain 
for the long term.

NEW! Logistics Satisfaction Survey

How satisfi ed are shippers 
with their top carriers? 

To order the full results of this survey, visit 

latinamericanlogistics.org

OTHER REPORTS INCLUDE: 

Brazilian Freight Market Report ◆

Mexican Logistics  ◆
Infrastructure Report
Mexico Logistics Report ◆

Central American Logistics  ◆
Infrastructure Report
The Latin American Express  ◆
Services Report

Actionable
Global Intelligence

latinamericanlogistics.org
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41 Pallets
11 Destinations

1 Phone Call

LTL at J.B. Hunt
Now you can manage all your LTL shipments with 
just one phone call.  Our professionals, experience, 
and online tools streamline your supply chain and 
allow you to focus on your business, not your 
shipments.

J.B. Hunt Transport, Inc. is an industry leader in 
ground transportation, and LTL is no different. 
Leverage our strength and experience to bring 
added value to your customers, regardless of the 
size of your shipment.

3PL CHALLENGES? FREE EXPERT SOLUTIONS www.inboundlogistics.com/3pl
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