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Letter From the Chairman

elcome to the Distribution
Business Management
Associations’ fourth annual Supply
Chain Leaders in Action business forum held
this year in Jacksonville, Florida at Amelia
Island Resort. On behalf of the Board of
Directors of DBMA, the Education Advisory
Board, the Corporate Advisory Board, the
Executive Committee of the SCLA and all the
men and women that have worked hard
putting this program together, we collectively
want to thank you for your support and continued interest in these challenging times. The
SCLA business forum has grown in members
each year since its inception in the fall of
2005, so that we are glad to report at this
2009 forum that we have reached our goal of
fifty corporate members strong. Our membership includes only executives from the nation’s
largest companies that represent approximately one and a half trillion in business. Our goal
was to keep this executive business forum to
approximately 400 attendees each year so
that we would have the optimum size for peer
group sessions, true net working and for
numerous planning purposes. The future of
the SCLA is excellent with new evolving ideas
and associational relationships and projects on
the horizon for 2010. Hopefully by our May
12-14th program we will have some wonderful news to announce for 2010 and new
strength in our educational and business content for each member corporation. We are
working on some highly creative ideas for
2010 to explore the potential of significant
revolutionary Learning Lab concepts to dramatically enhance the educational experience
side of our annual SCLA business forum – stay
tuned for updates to come.
The profession of supply chain & logistics
has come under significant challenges over
the past few years. Leaders in our profession
have worked hard to make their company’s
efficient and effective from source to customer. Often our field does not get the just
credit or recognition it deserves; therefore it is
important that professional groups within our
discipline exist, not only for the substantive
information they provide, but the collective
strong image they present to the business
executive community at large. Without the
leaders in this increasingly complex profession,
world business, as we have come to enjoy,
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would come to a halt. The SCLA is an excellent business forum that embraces the top
supply chain and logistics management from
only the nation’s largest companies, and as
such, is the only business forum that presents
the opportunity for a diverse vertical market
group of top management to get together
and explore great ideas.
Many academics have done a great deal to
support and develop supply chain over the
years such as Dr. Don Bowersox, Ph.D., who
spoke to the SCLA Executive Committee in
January and is speaking Wednesday during
this year’s program. Don helped launch
CSCMP, a very worthwhile organization
which we have enjoyed a good relationship
with over the years. His book, “Start Pulling
Your Chain” has many ideas including the
concept of digitizing, which is a process to
capture new opportunities. The SCLA program is an example of gathering knowledge
and ideas to help a corporation digitize to
meet very challenging times when companies
are being forced to change and reinvent
themselves. Many of the corporate members
in the SCLA are given as good examples in
Don’s book, but you will have to read the
book and find out who you are. Don is here
this year and we have his book – so get him
to sign it.
Finally, I would like to thank Don Ralph, this
years chairman and Amy Thorn our Executive
Director for putting this excellent program
together in these very difficult times.
In addition I want to thank Rose Faus,
Director of Administration for countless positive contributions over the past twelve years.
Sometimes in life you have to just do. I
have often found that action is better then no
action, and going forward is better then sitting still; therefore we want to thank each
and every one of you that are attending this
year and we are exceedingly glad that you
are part of the SCLA family.

Dr. John T. Thorn
Chairman DBMA
Vice Chair, SCLA Membership
Executive Committee
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Letter From the Editorial Director

he DBM Journal and the
2009 Supply Chain
Leaders in Action (SCLA)
business forum are designed to
provide thought leadership and
practical tools to both survive the
current economic storm while
retaining competitive advantage.
After all, downturns can present
strategic opportunities when handled properly. With a practical
action plan that reflects a firm’s
unique position and puts the right
tools to work fast, companies can
emerge from this storm stronger
and bigger than ever. Having the
best supply chain strategy will
make the difference in who wins
and who loses. Kevin Smith's article, “Supply Chain Strategy in a
Rut” provides insight into what to
do to return the supply chain to
health when current strategies
have stalled or failed. Deb Miller’s
article offers some interesting
insights on where to cut costs
when revenue is down and
demand is uncertain.

T

DIfficult Times
Call For
Strength and
Endurance

Leading academics like Doug
Lambert, Michael Knemeyer and
Joel Sutherland offer insight on
how to build high performance
business relations and use collaborative transportation and supply
chain strategies as solutions to
the current economic crisis.
Some industries fare better than
others during recessionary times.
The article “State of the Retail
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Supply Chain” documents how in
many ways the 4.7 trillion dollar
retail sector has led the supply
chain management revolution.
But retail has been particularly
hard hit by the current recession.
Poor consumer confidence and
credit challenges have led to
lower revenues, reduced profits
and bankruptcies.
But instead of sitting back and
waiting for the storm to clear
many companies view the current
economic slow down as an
opportunity to demonstrate the
value of supply chain management to their organizations. As
Don Ralph, this year’s SCLA Chair,
points out in his welcome letter,
“We are living in turbulent times
and the actions we take today will
decide the fate of many businesses and their constituencies.”
Difficult times call for strength
and endurance. Without the
strength to endure a crisis, one
can not see the opportunity that
lies within. This is just such an
opportunity and gathered at SCLA
2009 are the bold leaders who are
uniting together today to shape
supply chain’s destiny tomorrow.

Amy Thorn,
Editorial Director

Special Report:

The State of
the Retail Supply
Chain 2009
By Wesley S. Randall, Ph.D., Assistant Professor, Auburn University
C. Clifford Defee. Ph.D., Assistant Professor, Auburn University
Brian J. Gibson, Ph.D., Professor, Auburn University
Jeremy Davidson, Account Executive, Fortna Inc.
Introduction

O

ver the last ten years, the
retail industry has experienced major transitions.
The introduction and growth of
Internet-based commerce has created both new competition and a new
selling channel for retailers. Big box
retailers such as Wal-Mart and Best
Buy have changed how America
shops for products, customer expectations of retail prices, and the distribution structure of retail trade. Most
importantly, distribution channel
power has shifted from manufacturers, brand marketers, and franchisors
to retailers. Retailers increasingly drive
prices, dictate products, and wield
tremendous negotiating clout.
During the same period of time,
supply chain management (SCM) has
experienced its own renaissance.
SCM has emerged from its costladen, labor-intensive operational
roots to a more integrative discipline
that involves both strategy and activities, influences other functions, and
facilitates cross-organization collaboration. As a result, C-level executives
increasingly view SCM as an essential
tool to compete in ever-changing,
intensely contested markets and
chart their organizations’ future
course.
In many respects, the $4.7 trillion
U.S. retail sector has led the SCM revolution. Collaborative planning, forecasting, and replenishment, vendor
managed inventory, continuous
replenishment, automatic identification, and are just a few supply chain
innovations championed by the retail
industry. They recognize the critical
importance of supply chain optimization for building customer loyalty and
intimacy as well as controlling costs
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during the current period of flat or
declining sales.
Despite the compelling link
between SCM and retailing, supply
chain researchers have not widely
addressed it. Much of today’s SCM
research continues to be general in
nature. The research targeted to a
specific sector tends to be manufacturing-centric. As a result, the retail
industry’s supply chain leadership
role, impact, and trends are largely
under-studied.
A team from Auburn University’s
SCM program undertook a study of
the retail supply chain in mid-2008 to
address this important SCM-retail link.
Goals and Methodology
The goal of this research is to
address the knowledge gap identified by the relative lack of research
in retail SCM and provide insight
into the supply chain capabilities
developed by best-in-class retail
organizations. A slowing economy
suggests this need is more critical
today than ever before. We
address two primary research questions. First, what supply chain challenges are of most concern to the
retail industry? Second, what capabilities must retailers develop and
leverage to attain supply chain
excellence? Neither question has
been explored in great depth by
previous researchers.
Key Findings and Discussion
Information gathered during the
interviews and survey focused on
the role of SCM in retail organizations, supply chain strategy, performance, and industry challenges.
The results are presented below,
followed by a discussion of the sup6

ply chain capabilities needed to
become a best-in-class retailer that
competes effectively and efficiently
in the U.S. marketplace.
Role of SCM
The interviews and survey
responses reveal that retailers are
expanding the role of SCM within
the organization. While they are still
primarily responsible for cost efficient fulfillment of store orders,
retail supply chain managers are
engaging in value-adding, non-traditional roles. A majority of the survey
participants reported that SCM is
responsible for or shares responsibility for vendor collaboration (75
percent), demand forecasting (69
percent), inventory allocation to
stores (68 percent), and inventory
management at stores (58 percent).
Historically, these activities have
been the exclusive domain of merchandising executives and store
managers.
This increase in upstream and
downstream engagement is
achieved by breaking down functional silos and gaining support of
top management. The study participants report that they have created
very strong ties at the store level
and are helping the merchants learn
how to leverage the supply chain
when negotiating purchases. They
also have great access to organizational leadership. In 70 percent of
the respondents’ companies, the
top supply chain executive reports
to the company owner, CEO, or
COO. Additionally, nearly 94 percent
of the survey respondents agreed
or strongly agreed that their CEO
recognizes the key roles of SCM
operations in achieving corporate
success.
Supply Chain Strategy
The rapid downturn of the economy in 2008 has caused retail supply
chain executives to rethink their
strategies. With sales dwindling,
cost control has quickly moved to
the forefront in 2009, supplanting
the goals of customer service and
revenue growth. More than 75 percent of the survey respondents identified either cost control or a balance
(cost control plus customer service)
as their focal strategy for 2009.
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Figure 1 highlights the revised
strategic focus of today’s retail SCM
organization.
As store traffic and sales suffer,
the ability to control costs is one of
the best weapons to preserve profits. The retail supply chain managers are not only looking to manage fuel expenses and inventory
costs, they are looking for ways to
reduce overall company expenses.
This often involves breaking down
functional silos to reduce procurement costs or store operating
expenses, even if it places additional burden on the supply chain
budget. One of the supply chain
executives summed up the sentiment, stating: “Sometimes we
need to incur costs within the supply chain to deliver a benefit of
greater value to the company.”
Supply Chain Performance
Of course, strategies are just concepts unless they are activated and
monitored. The retail companies
engaged in the study monitor both
service and cost aspects of supply
SCM performance through metrics.
The most widely used performance
indicating metrics include on-time
store delivery, in stock availability at
the store, and order fill rates from a
service perspective. Inventory turns
and distribution center expenses as
a percentage of sales are used to
monitor cost performance. Figure 2
provides insight into the performance levels of the survey participants.
While the retailers’ self-reported
performance versus goals is excellent, they realize that success is a
moving target. They must constantly increase service and reduce costs
to support the organization and
seek out new metrics that provide
an accurate portrayal of performance. To that end, the study participants recognize the need to
move beyond functional metrics
and develop cross-company measures of success. One executive
stated: “My experience has taught
me that if you just think about supply chain cost, you are not taking
advantage of optimizing the entire
end to end process from the customer’s customer to the supplier’s
supplier.” The challenge now is to
move from this level of recognition

FIGURE 1 - Strategic Focus Of Supply Chain Team
(Percent of respondents)

and discussion to the implementation of cross-functional metrics.
Industry Challenges
By all accounts, 2009 presents a
number of unique challenges for
retail supply chain executives. Gone,
for now, are the traditional growth
related concerns of distribution facility expansion, transportation capacity constraints, and labor turnover.
Instead, macro-level CEO and CFO
issues are at the forefront. Figure 3
reveals that supply chain executives
are highly concerned about consumer confidence, global credit, and
currency fluctuations and their
impact on supply chain planning and
decision making. Balancing cost
and service in the face of these economic issues is an ongoing battle
for supply chain executives. While
retailers are pushing forward with

significant reductions in inventory
quantity and variety on the cost cutting side, they must not forget customer expectations of availability
and selection. The risk of driving
away buyers must be factored into
any inventory cutback plans. One
executive summed up this challenge, saying: “The real focus is to
lower our net inventory without
compromising the in-stock experience for the customer.” Hence,
improvements in demand forecasting, inventory segmentation, and
seasonal transitions are key priorities for retailers today as they
attempt to balance these conflicting
inventory requirements.
Best in Class Capabilities
Throughout the interviews and
surveys, retail supply chain executives focused on four main themes.

FIGURE 3 - Performance Levels
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FIGURE 3 - Key Issues and Their Impact On
Supply Chain Planning (Average Rating)

These include: leveraging strong distribution networks, creating flexible
capacity, tearing down functional
silos, and developing people. These
ideas and related strategies highlight
best practices in retail SCM. Though
no single retailer could claim excellence in all four areas, the best-inclass retailers are exceptional in at
least one area and are moving forward on the others.
A major advantage of the mature
big box retailers is the existence of
fully-deployed, high-volume distribution networks. Wal-Mart, Target,
Walgreens, Lowes and others have
each built networks with enormous
capacity to flow product to their
widely dispersed store locations.
One of the most frequently mentioned strengths of large retailers
described by the executives was the
cost efficiency advantage gained
from this robust asset. Best-in-class
retailers capitalize on logistics infrastructure investments to drive lower
annual operating costs. This sentiment was effectively captured by a
senior vice president of logistics, who
stated: “As costs go up, we have to
get much better at network utilization. We’re really trying to sweat our
assets.”
Retailers need infrastructures that
are flexible enough to handle peak
demand during holidays and key selling seasons. While most successful
retailers are able to handle these
anticipated fluctuations, the best-inclass retailers are able to adjust
capacity when unexpected demand
changes occur. Flexibility is especially important in a weakening econo-
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my. Multiple respondents suggested
that flexibility allows an organization
to meet multiple goals, even as sales
are declining. “It is critical that we are
able to cost effectively adjust capacity to handle changing demand and
still provide the service stores and
customers want,” said a senior executive, summing up the importance of
flexibility.
Another characteristic of best-inclass retail supply chains is direct
engagement in top level planning and
decision making. By being engaged
in these discussions, supply chain
executives are able to help the organization tear down functional silos
and insular decision making. These
organizations begin to view SCM as a
strategic link between merchandise
procurement and store operations,
manage processes holistically, and
give greater responsibilities to their
supply chain teams. These key
changes are often achieved through
the development of cross-functional
teams that meet frequently to ensure
that everyone maintains common
goals and direction. The key is C-level
engagement according to one supply
chain executive: “Our supply chain
steering committee includes SCM
leadership, the chief merchant, the
CIO, the merchandise planning executive, and the CEO.”
Another foundational strength of
best-in-class retail supply chains is
the team that keeps the product
flowing to stores. Supply chain executives identified high caliber managers and employees as the key to
success. Analysis of the transcripts
revealed two underpinnings of the
8

people strength. First, the best performing retailers have developed a
culture in which the majority of
employees share a core belief in the
mission of the organization, and are
committed to helping the organization fulfill that mission. Second, the
best-in-class retailers have developed formal training programs that
are available to a wide array of people, not just managers and executives. A well-trained, responsive
supply chain team is a key advantage and competitive barrier that
many retailers seek to create. Said
one executive: “We are evolving our
culture, so that our associates are
engaged in helping us identify
where we have process failures, taking waste out, and reducing the
number of defects that we produce”
Summary
2009 has proven to be an economically challenging year for retailers.
Poor consumer confidence and credit challenges have led to lower revenues, reduced profits, and a record
number of retailer bankruptcies. It
would be easy for supply chain executives to circle the wagons and wait
out the onslaught of the economic
downturn. Instead, our interviews
and survey results revealed that
many are taking proactive and creative steps to deal with the situation
at hand. The supply chain executives
see an opportunity to demonstrate
the value of SCM to the organization.
As one executive put it, “this is our
time to shine.”
Our research also highlights the
steps that retail supply chain executives are taking to enhance organizational competitiveness, now and in
the future. Best in class retail supply
chains are working diligently to build
flexible, responsive capabilities to
reduce operating costs and match
inventory with demand in the short
run. They are also developing collaborative relationships and integrated
processes with merchants and
stores to efficiently and effectively
serve customers in the long run.
Clearly, these best in class capabilities place supply chain focused retailers in the best possible position to
protect their turf now and win market
share battles as the economy
improves.

Industry Article:

Revenue down,
demand uncertain.
Where do you cut
costs?
Supply chain performance improvement for
the rest of us
– by Deb Miller, Director of Market Development,Global 360

ompeting on the basis of
your supply chain performance has become more
important than ever in this tough
economy. With revenues down
and demand uncertain, where do
you cut costs? If your company
isn’t the biggest in your market or
the lowest cost provider or the
first to introduce new products,
what kind of results can you
expect to achieve with supply
chain improvements?

C

Four strategies can work for the
rest of us:
1. Stop obsessing over Six Sigma
2. Forget about achieving the
“perfect order”
3. Pay your suppliers better
4. Stop talking and start listening
to customers
Stop obsessing over Six
Sigma.
Leading companies have come
to realize that business process
innovation and improvement – not
just new products or services –
can be major sources of competitive advantage. Companies that
have adopted this mindset employ
a more disciplined approach to
process management. But it’s
important not to obsess over the
myriad methodology choices out
there and instead focus more on
where you apply the methodology.
Whatever your company has chosen to achieve and sustain opera-

tional excellence, the most important thing to do in today’s economy is to leverage that chosen
process lifecycle methodology to
focus on customer-visible process
improvements.
It’s time to move beyond optimizing individual processes to the
nth degree and emphasize
improvements that drive through
your extended supply chain to
your customer’s customer.
Identify those business processes that matter most – and for
manufacturers, distributors and
retailers, surely the customer-facing supply chain processes would
count among them, even if you do
outsource some of them – and
then digitize those processes.
Business Process Management
(BPM) is the leading means for
accomplishing this, as it ties
together all aspects of a process
both from a descriptive and execution perspective, and from a line
of business and IT perspective.
Don’t just digitize those customer-facing processes to
improve how work moves through
them, but consider capabilities
that also improve how that work
gets done. Improving process
with speed alone can only help
you make the same mistakes
faster, and forcing an unfamiliar,
non-intuitive user interface on staff
can hurt productivity more than it
helps. Whether your goals are to
comply with complex business
10

rules for customer disputes or to
gain faster access to customer
correspondence for a “single version of the truth,”
people are your organization’s
most important asset to meet
those goals. Use tools that can
make your extended supply chain
process work for the people, not
the other way around. Think of
how much faster your new and
improved process will be adopted,
whatever methodology you’ve
chosen, and how often it will be
adhered to, if it actually helps your
people get their work done.
Forget about achieving the
“perfect order.”
In supply chain circles, achieving
the “perfect order,” the right product delivered in full, on time, every
time, is considered Nirvana. AMR
Research’s annual look at some of
the world’s best supply chains
found that companies that rank in
its Top 25, like Johnson &
Johnson, Nike, and Publix, carry
less inventory, have shorter cashto-cash cycle times and are more
profitable.
How do companies achieve this
level of performance? Certainly
they are continuously improving
their supply chain processes to
achieve the “perfect order.” To better control costs and meet customer expectations, though, all
companies need to focus more on
better managing the mistakes or
order exceptions when they
inevitably do happen.
Effective exception handling is
one of the most important competencies a company can gain, especially to make significant advances
in demand-driven performance.
The true test of a high performance supply network may well
be what happens in exception handling "when good orders go bad."
Profit margins on customer orders
can suffer via downstream execution problems where excessive
costs are incurred. Shipments
delayed due to data inaccuracies
cause manufacturers to expedite
delivery and sacrifice margin in the

process. This behavior comes
from increasing competitive pressures and the lack of visibility into
what is occurring from the first
point of customer contact to when
the order gets shipped and billed.
It has become critically important then to understand how best
to deal with order exceptions and
how to cost-effectively address
the problem orders. Technology
alone won’t solve all the issues
associated with exception handling; however, there is a class of
process intelligence technology
that can provide the underlying
tools for improved decision making: End-to-end process analytics,
problem history reporting, rootcause analysis, and perhaps most
importantly, real-time exception
handling.
This technology can help, for
example, in the order-to-cash
process to identify and resolve
errors in any step of that cycle.
Exceptions such as a problem
with external communications, an
EDI problem, or data consistency
issue can sideline an order in an
exception queue for long enough
to miss the delivery window or
require expensive efforts to correct the sidelined order in time for
delivery. This can not only bring
financial repercussions, but can
also damage key customer relationships. If missed delivery windows happen repeatedly, the customer may well turn to a more
trusted supplier. Yet, response
should not be achieved at any
cost. A static view of inventory balances is insufficient; technology
for a real-time view of the order-tocash process and increased
automation in critical workflows is
required. When an anomaly is
detected in the order process,
real-time alerts can automatically
be sent, allowing the key business
process owners to deal with the
most critical issues in time.
Pay your suppliers better.
Paying your suppliers better can
save your company money. In a
recent Businessweek article, T.J.
Maxx was highlighted for settling

accounts fast, in 30 days or less.
They pay their suppliers better and
by doing so strengthen vendor
relations, drawing the best merchandize to their stores. This is
critical to its business model.
For the majority of companies,
saving costs is even more critical.
However, there are savings to be
achieved by paying your suppliers
better – not necessarily faster, but
“just in time” according to their
payment terms. Now is the time
to adopt better payment disciplines and processes that can provide accurate payment against
your supplier SLAs. It will save
you money by improving your ability to get agreed discounts.
To be truly effective at meeting
customer demand while maintaining critical margins, how you treat
suppliers may well be your key
first enablement. You will need to
be organizationally responsive:
The ability to see the problem is
important, but then it is necessary
to route the problem to get it
automatically addressed via a
compliant process that includes
human task and workflow
progress.
Companies like Lowe’s use BPM
to improve accounts payable, eliminating errors that cause delays
and unnecessary adjustments,
such as goods being received for
which no invoice has been generated, or vice versa. Companies can
avoid situations where the processor needs to track down the information, delaying the process and
possibly missing time-sensitive
vendor discount terms.
Stop talking and start
listening to customers.
Companies need to stop talking
to customers? Yes. That is, stop
wasting your time and your customers’ time talking about items
like credit disputes. You can automate and streamline your customer dispute resolution and
spend more quality time listening
to your customers. Engage in
dialogs that explore consumer
demand or their product interests
and business process priorities.
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Customer satisfaction is everything. Companies must find ways
to control spending and cut costs
all while keeping pace with their
peers and meeting their customer
SLAs. Suppliers typically don’t
capture enough granular data in
their Order-to-Cash (O2C) cycle to
make headway against deductions
– or they can’t easily and effectively access the data. Further, they
lack the requisite dedicated staff
in operations and systems, have
not measured the extent of the
problem to size the profit leakage
opportunity or they simply don’t
know what steps to take to attack
the problem.
Companies like Adidas Group
use BPM to set and meet KPIs
and cut the time required to turn
around customer claims processing. Further, its choice of a content-aware BPM capability prevents unnecessary losses on
claims simply because documents
cannot be found for verification
and claims substantiation.
Capabilities enable Adidas to organize work, automate the aggregation of records, and simplify interdepartment process hand-off. All
related documents—regardless of
where they are stored—are linked
and consolidated into a single
view, and workflow is optimized
between the claims analysts,
researchers, and other departments involved throughout the
entire claims management
process—from the time the claim
is received, through the resolution
process, and all the way to record
archiving. Manual intervention in
the hand-off has been eliminated,
and customer SLAs are now automatically tracked and managed.
From a process improvement
perspective, the top supply chain
companies may have an advantage that the rest of us can’t duplicate. There are some basic tenants, though, that all of us can
benefit from, especially in today’s
market conditions. The result is
not only improved consistency of
customer response, but close
control of decisions that can affect
profits.

Thought Leadership Editorial:

Is Your Supply
Chain Strategy
in a Rut?
– by Kevin Smith, President & CEO, Sustainable Supply
Chain Consulting
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Varied Reactions
Supply chain strategies evolve
over time through small, incremental adaptations. There are
periods of plateaulike flatness during which the strategy may begin
to degrade due to boredom or
neglect. These cycles are depicted
in the exhibit on page 2, which
serves only as an example since
the timing and duration of the different phases vary from company
to company. Some organizations

might transition from evolution to
revolution without leveling off.
Still, every company runs the risk
of reaching a performance
plateau, even if it is only stuck at
this phase for a brief time.
Enterprises with a robust supply
chain strategy will, eventually, take
the necessary steps to correct a
decline by reinventing themselves
through revolutionary change.
Others may endure a protracted
period of decline before taking
action or continue to ignore the
problem and run the risk of fatally
weakening the organization’s competiveness.
There are a number of reasons
why a supply chain strategy falls
into disrepair, including neglect,
ineptitude, corporate politics, or
resignation that the current state
of affairs is permanent. Here are
some situations that stymie
change.
Cultural Barriers
Managers are aware of the
malaise but are paralyzed by the
company’s change-averse culture.
Every organization has its own

Blissful Ignorance
Making the case for radical
change to fix a limping supply
chain strategy is seldom easy, but
in a situation where the company
is doing well, it can be almost
impossible. Why change a model
that is working perfectly well? The
problem is that leading indicators
such as profitability might look\
impressive but mask fractures
within the supply chain that will
develop into fissures without due
attention.
No White Knight
Efforts to remedy a failing supply chain strategy are frustrated by
the lack of a champion capable of
driving revolutionary change.
Making significant course corrections usually requires someone
with vision and the political clout
to implement the new strategy.
The champion wants to achieve a
quantum leap and not just an
incremental improvement in performance.

Supply Chain Strategy Development
Relative Improvement

ontrary to popular belief
supply chain strategy is
not some static amalgamation of tasks and tactics
designed to make day-to-day operations more efficient; it is a “living” entity that goes through periods of growth, decline, and
rebirth. But many companies are
unaware of which phase their supply chain strategy is in, even when
it is in steep decline.
Failure to take action when a
supply chain strategy has stalled
or is in free fall can have serious
consequences for the viability of
the business. Moreover, the deterioration tends to be insidious
because the situation is often far
from obvious and can take years
to unfold.
The signs are there if you have
the wherewithal to look for them.
And there are some clear remedies for breathing new life into a
moribund supply chain strategy.
Managers who are able to mount
a successful rescue operation will
not only return the supply chain to
health, they will score valuable
points that make the next transformation much easier.

tribal traditions based on welldefined roles and a clear set of
values. In general, the stronger
the tradition, the harder it is to
effectuate change. When supply
chain beliefs become dogmatic
within that value system, individuals tend to accept the current
practice as the best and beyond
improvement. In other words, it
becomes a tenet of the organization that change—particularly of
the dramatic variety—is to be
resisted at all costs.
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Short Termism
Managers are too engrossed in
firefighting or short-term objectives
to take up the torch of revolutionary change. It can be argued that
taking a three-, five- or 10-year
view of the business is something
of a luxury in these fast-moving
times, and there is some truth in
this assertion. However, supply
chain professionals can have two
horizons: a pragmatic one that is
concerned with daily issues and
performance over the next quarter
and a longer-term, strategic
horizon. The two need not be in
conflict.
Cost Obsession
When supply chain is treated
purely as a cost to the business,
managers will focus on achieving
savings and not identifying the
innovations and value adds that
can take strategy to a new level.
For example, when supply chain is
cast as a component of margin,
managers are encouraged to find
ways to optimize profit, which drives innovation. The difference
between cost and component of
margin may seem minor, but one
tends to preclude capital investment, while the other embraces
investment that breeds innovation.
In short: Organizations that
attempt to save their way to prosperity are fighting a losing battle.
State of Denial
Supply chain is no different than
most other parts of an organization
when it comes to how it reacts to
a drop-off in performance; initially
people tend to deny the problem
or look for external scapegoats. In
the current climate, that could be
volatile materials costs or the loss
of freight carriers in a difficult market. But if attitudes toward supply
chain effectiveness have become
lackadaisical, the issues that need
to be addressed are much closer
to home.
Fear of Humiliation
A major impediment to change
is the fear of failure, a natural aver-

sion to looking foolish when goals
are not reached. When such an
attitude is deeply rooted, the organization becomes highly resistant
to change. Even extremely dynamic individuals can become conservative after being exposed to such
a culture.
Symptoms of the Malaise
How do you know that your supply chain strategy has lost its vitality? The most obvious indicators
such as profitability will not necessarily raise a red flag. As described
above, a company’s performance
can be deceptively positive when
its supply chain is sickly. Signs that
point to a flagging strategy are
more subtle.
Organizations that are not excited
or agitated internally need to do a
supply chain health check.
Creativity tends to be stifled especially when it comes to serving
customers more effectively. In
such a leaden atmosphere, change
is hardly ever discussed and there
has been little attempt to make
step improvements in supply chain
performance. It is important to
emphasize that such a climate can
take years to develop; people gradually wake up after months or
years to the realization that the
company has not been making the
progress it should have been on
the supply chain front.
Another indicator is a lack of
interest in benchmarking. There
are three reasons for benchmarking your organization against
others:
• Validation. Managers want to
reassure themselves that they
are doing the right things and
compare well with their market
peers.
• Inspiration. The opportunity to
discover what other organizations are doing better and to
adopt such best practices.
• Self-flagellation. Managers
appear to know that they are
not getting any better and beat
themselves up by examinin how
well others are performing.
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When supply chain is stagnant,
there tends to be scant interest in
benchmarking or if such exercises
are undertaken, the motivation is
not to improve markedly but to
reaffirm the relative superiority of
the company’s model. Outside
approaches that are different and
perhaps more effective are either
disregarded or discounted. Other
indicators are typically derived
from customer and stakeholder
interactions. In some cases, downstream customers in the supply
chain will come forward with “suggestions” on how processes can
be “improved.” These conversations can be subtle, at first, but
may build in tone and tenor over
time. Supply chain managers
should treat this information as
free focus group input. The trick is
to address the suggestions before
they become demands.
A bit further upstream, attentive
operators also have access to
another voice—that of their sales
force. Customer input in the form
of complaints made to sales reps
should not be dismissed out of
hand. Instead, adept supply chain
operators will incorporate all input
into their strategy development.
Triggers and Actions
An ailing supply chain strategy
can be rejuvenated even when it
has been parked on a plateau for
some time or is in an advanced
state of decay. But there are a
number of prerequisites to reviving the patient.
Either the “tribe” decides that
something has to be done or a
visionary within the company
takes the initiative. There are two
primary reasons for triggering
such an upheaval. First, there is a
cold realization that past and current practices will not support the
business and its growth needs.
Radical change is a matter of survival. Second, the idea of visionary
leadership energizes the organization to a point where individuals
are eager to join the pioneering
effort. When the idea catches fire,
people are willing to take chances

with technology, automation,
and fresh methodologies that
may even be deemed risky or on
the cutting edge.
A common counterargument is
that being the first is a fool’s
game, that pioneers are the
ones who make the early mistakes and pave the way for
those that follow. This may be a
legitimate point of view, but it is
a risky gambit in highly competitive markets. You can pay a high
price for allowing a competitor
to get a jump start on a technology or a strategy such as
automation that raises the efficiency and cost-cutting bar by a
significant order of magnitude.
Laggards may eventually join the
revolution, but as adopters of
“version 2.0,” while more
aggressive innovators are reaping the benefits of “version 4.0.”
The trigger for action is not
some epiphany, but an acceptance that the status quo can no
longer be tolerated. Someone
saying “you know what we really
should be doing” can be the
start of the revolution. It can
take weeks, months, even years
to accomplish, but it has started
once you have implemented a
notable change to routine practice and made a significant
investment.
Having decided that action is
necessary, keep in mind that the
solutions you choose to pull
your supply chain out of a rut
need not be groundbreaking;
there is no need to reinvent the
wheel when tools and strategies
already exist to do the job.
Although revolutionary change
is often needed, what constitutes a dramatic course alteration is relative to the organization concerned. It may mean a
complete revamp of your supply
chain strategy or more modest
steps such as progressing from
manual pick to pick-to-belt in distribution centers.
One particularly noteworthy
change is currently under way in
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the publishing world. The emergence of electronic book technology such as the Amazon
Kindle has the potential to completely alter how and when
books are distributed. Think
about it: Downloading books
electronically onto a reading
tablet for one-half to one-third
the cost of buying a conventional bound book, anytime, virtually
anywhere, may someday completely replace bound book distribution processes. There will
be no storage, no transportation,
and no retail display space
required.
True, it may take years or
decades to complete the transition begin to adapt their supply
chains to accommodate the possibility,
Build a Track Record
The areas of focus will differ
from company to company.
However, if labor represents
most of your supply chain costs,
then how to optimize this component will clearly be one of the
guiding principles of your turnaround plan. Reinvigorating your
supply chain in measured steps
has the advantage of building
your reputation. With each success, you are able to offer more
evidence of the effectiveness of
your new strategy. Not only does
this build momentum and break
down resistance to change, but
it also helps you to construct a
solid platform for continuous
improvement.
Crucial to such a platform is
having the CFO as an ally, and
an effective way to win this individual over is to establish a history of achievement on cost and
quality. Remember: Change, particularly when an extreme shift
in strategy is involved, requires
some form of investment. It is
much easier to make the case
for an expensive revival plan
when you have a record of success.
Another vital component of a
14

supply chain rescue operation is
good communications. When
you have to introduce a major
change, a useful maxim is,
“There is nothing I can tell my
people that is worse than what
they will make up themselves if
I don’t tell them anything.”
People usually dislike change
and are naturally suspicious of
the motives behind it, so make
sure that you clearly communicate your rationale and time line.
Food for Thought
Just like any living thing, supply chain strategies need sustenance to stay healthy and grow.
In this case, the sustenance is
new ideas and vision. The alternative is a debilitated strategy
that stunts the company’s
growth potential in a way that
might not be apparent until the
situation reaches crisis levels. It
is relatively easy to distinguish
between evolutionary progress
and revolutionary change. For
example, there is a level of
excitement that electrifies a
supply chain when people are
pursuing dramatic improvements. It is harder to pinpoint a
time when the organization
ceases to actively or passively
evolve and slips onto a plateau.
Meanwhile, problems can be
perpetuated by a blind acceptance that there is no better
way to operate.
Still, even a comatose supply
chain strategy can be revived
when there is common agreement that something must be
done or a visionary with the
energy and political capital
required to turn the ship around.
And once the remedies have
taken effect, the company can—
indeed, must—move on to the
next step change: While the
supply chain strategy continuum
is repetitive, it may never manifest itself in the same way
twice. Consequently, evolution
recommences until you plateau
again—albeit on a higher plane.
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Refereed Article:

Building High
Performance
Business
Relationships
By Douglas M. Lambert, Professor Marketing & Logistics, The
Ohio State University and A. Michael Knemeyer, Assistant
Professor of Logistics at the Fisher College of Business, The
Ohio State University

ne of the most significant
paradigm shifts of modern
business management is
that individual businesses no
longer compete as solely
autonomous entities, but rather
within supply chains. At the end of
the day, corporate success is about
relationship management. A supply
chain is managed, link-by-link, relationship-by-relationship, and the
organizations that win will be those
that manage these relationships
best. The links in the chain are
formed by the Customer
Relationship Management (CRM)
process of the seller organization
and the Supplier Relationship
Management (SRM) process of the
buyer organization. In this emerging competitive environment, the
ultimate success of the single business will depend on management’s ability to integrate and manage the company’s intricate network of business relationships. [1]
The focus of the remainder of
this article is how CRM and SRM
form the linkages for integrating
companies in the supply chain, and
how a tool known as the partnership model, can be used to structure relationships with key customers and suppliers.

O

Customer Relationship
Management and Supplier
Relationship Management
The customer relationship management process provides the
structure for how the relationships

with customers will be developed
and maintained. At the strategic
level, management identifies key
customers and customer groups to
be targeted as part of the firm’s
business mission. These decisions
are made by the leadership team
of the enterprise and at the strategic level, the process owner is the
CEO. The goal is to segment customers based on their value over
time and increase customer loyalty
by providing customized products
and services. Cross-functional customer teams tailor Product and
Service Agreements (PSA) to meet
the needs of key accounts and for
segments of other customers. The
PSAs specify key relationship deliverables and their associated levels
of performance. The teams work
with key customers to improve
processes and eliminate demand
variability and non-value-added
activities. Performance reports are
designed to measure the profitability of individual customers as well
as the firm’s impact on the financial
performance of the customer [2]
The supplier relationship management process provides the
structure for how relationships with
suppliers will be developed and
maintained. As the name suggests,
this is a mirror image of customer
relationship management. Just as
a company needs to develop relationships with its customers, it also
needs to foster relationships with
its suppliers. As in the case of customer relationship management,

close relationships will be developed with a small subset of suppliers based on the value that they
provide to the organization over
time, and more traditional relationships are maintained with the others. A PSA is negotiated with each
key supplier that defines the terms
of the relationship. For segments
of less critical suppliers, the PSA is
provided and not negotiable.
Supplier relationship management
is about defining and managing
these PSAs. Long-term relationships are developed with a small
core group of suppliers. The
desired outcome is a win-win relationship where both parties benefit.
Customer relationship management and supplier relationship
management provide the critical
linkages throughout the supply
chain (see Figure 1). For each supplier in the supply chain, the ultimate measure of success for the
customer relationship management
process is the positive change in
profitability of an individual customer or segment of customers
over time. For each customer, the
most comprehensive measure of
success for the supplier relationship management process is the
impact that a supplier or supplier
segment has on the firm’s profitability. The goal is to increase the
joint profitability by developing the
relationship. The biggest potential
roadblock is failure to reach agreement on how to split the gains that
are made through joint process
improvement efforts. The overall
performance of the supply chain is
determined by the combined
improvement in profitability of all of
its members from one year to the
next.
Customer relationship management and supplier relationship
management are the key processes for linking firms across the supply chain. The development of customer profitability reports enables
the CRM process teams to track
performance over time. These
reports should reflect all of the
cost and revenue implications of
the relationship. In the case of
retailers and wholesalers, profitabil-

[1] Drucker, Peter F. , “Management’s New Paradigms,” Forbes Magazine, October 5, 1998, pp. 152-177; and, Martin C. Christopher, “Relationships and Alliances:
Embracing the Era of Network Competition,” in Strategic Supply Chain Management, ed. John Gattorna, Hampshire, England: Cower Press, (1998).
[2] Lambert, Douglas M. and Terrance L. Pohlen, “Supply Chain Metrics,” The International Journal of Logistics Management, Vol. 12, No. 1, (2001), pp. 1-19.
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Figure 1 – Customer Relationship Management (CRM)
& Supplier Relationship Management (SRM):
The Critical Supply Chain Management Linkages

Source: Lambert, Douglas M., Supply Chain Management; Processes, Partnerships, Performance, Sarasota,
Florida: Supply Chain Management Institute, 2008, p. 16.

ity reports also can be developed
for each supplier. However, for
manufacturers who purchase
materials, total cost reports are
used to evaluate suppliers. In addition to measuring current performance, these profitability reports
and total cost reports can be used
to track performance of customers
over time and to generate proforma statements that evaluate
potential process improvement
projects. Decision analysis can be
performed to consider “what if”
scenarios such as best, worst and
most likely cases.

Using the Partnership
Model To Structure
Business Relationships
There is a need for a tool that
can be used to structure the CRM
and SRM relationships. This tool is
the partnership model.
A partnership is a tailored business relationship based on mutual
trust, openness, shared risk and
shared rewards that results in business performance greater than
would be achieved by the two
firms working together in the
absence of partnership [3
Partnerships can take multiple
forms and the degree of partnership achieved can reflect tight inte-

gration across the firm boundaries,
or only limited integration across
the boundaries. Since partnership
implementation requires significant managerial time commitments and often other resource
commitments, the goal in building
partnership is to fit the type of
partnership with the business situation and the organizational environment. The types of partnership
are Type I, Type II and Type III.
These are called “types,” not “levels” because there should be no
implication that higher levels are
better than lower levels. The goal
should be to have the correct
amount of partnering in the relationship, where the managerial
resources allocated to the relationship are appropriate for the level
of potential benefits. Figure 2
illustrates the range of possible
relationships.

The model separates the drivers
of partnership, the facilitators of
partnership and the components
of partnership into three major
areas for attention (see Figure 3).
Drivers are the compelling reasons
to partner, and must be examined
first when approaching a potential
partner. Facilitators are characteristics of the two firms that will
help or hinder the partnership
development process.
Components are the managerially
controllable elements that can be
implemented at various levels
depending on the amount of partnership present. There are forms
for assessing drivers and facilitators and a table of component
descriptions for various levels of
implementation
Drivers: Why add managerial
complexity and commit resources
to a supply chain relationship if a
good, long-term contract that is
well specified will do? To the
degree that business as usual will
not get the supply chain efficiencies needed, partnership may be
necessary. By looking for compelling reasons to partner, the drivers of partnership, management
in the two firms may find that they
both have an interest in tailoring
the relationship. The model separates the drivers into four categories: asset/cost efficiencies, customer service improvements, marketing advantage, and profit stability and growth. All businesses are
concerned with these four issues,
and the four can capture the goals
of managers for their relationships.
Facilitators: The nature of the two
firms involved in partnership implementation will determine how easy
or hard it will be to tailor the rela-

Figure 2 – Types of Relationships

Source: Lambert, Douglas M., Supply Chain Management; Processes, Partnerships, Performance, Sarasota, Florida:
Supply Chain Management Institute, 2008, p. 20.

[3] Lambert, Douglas M., and A. Michael Knemeyer, “We’re In This Together,” Harvard Business Review, Vol. 82, No. 12 (2004), pp. 114-122 and Douglas M. Lambert,
Supply Chain Management; Processes, Partnerships, Performance, Sarasota, Florida: Supply Chain Management Institute, (2008), p.20.
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tionship. If the two firms mesh
easily, the managerial effort and
resources devoted to putting the
correct relationship in place will be
lower for the same results. The
elements that make partnership
implementation easy or hard are
called facilitators. They represent
the internal environment of the
partnership, those aspects of the
two firms that will help or hinder
partnership activities.
Management Components:
While drivers and facilitators determine the potential for partnership,
the management components are
the building blocks of partnership.
They are universal across firms and
across business environments and
unlike drivers and facilitators, are
under the direct control of the managers involved. In other words,
they are the activities that managers in the two firms actually perform to implement the partnership.
There are eight components of
partnership, each of which represents a managerial decision or
decisions as to what and how to
implement.
Outcomes: A partnership, if
appropriately established and effectively managed, should improve performance for both parties. Profit
enhancement, process improvements, and increased competitive
advantage are all likely outcomes of
effective partnerships. Specific outcomes will vary depending upon the
drivers which initially motivated the
development of the partnership. It
should be noted, however, that a
partnership is not required to achieve
satisfactory outcomes from a relationship. Typically, organizations will
have multiple arm’s length relationships which meet the needs of and
provide benefits to both parties.
The Partnership Building Session
Overview: Using the partnership
model to tailor a relationship
requires a one and one-half day
session. An appropriate team from
each firm must be identified and
committed to a meeting time.
These teams should include top
managers, middle managers, operations personnel and staff personnel. A broad mix, both in terms of
management level and functional
expertise, is required. As a result,
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Figure 3 – The Partnership Model

Source: Lambert, Douglas M., Supply Chain Management; Processes, Partnerships, Performance, Sarasota, Florida:
Supply Chain Management Institute, 2008, p. 21.

scheduling can be a challenge.
An output of the partnership
building session is a set of action
plans that address the drivers for
each party. Individuals from both
companies are assigned specific
responsibilities and time lines are
established. It is also important to
identify success metrics for each
driver. The action plan is used to
track progress in achieving the
agreed upon goals.
The success of the partnership
building process depends on the
openness and creativity brought to
the session. The process is not
about whether to have a business
relationship; it is about the style of
the relationship. The partnership
building session is only a first step
in a challenging but rewarding longterm effort to tailor your business
relationship for enhanced results.
Applications of the Partnership
Model: The model has been used
to diagnose an existing relationship
that is experiencing challenges, to
strengthen a key relationship by
ensuring appropriate calibration of
resources and as a way to create a
common vision of partnership within an organization. The model has
been shown to be robust across a
diverse set of business situations. It
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was used by Colgate-Palmolive to
help achieve stretch financial goals
by working more closely with key
suppliers. TaylorMade-adidas Golf
Company used it to structure supplier relationships in China. At
International Paper, the model
helped to align expectations
between two divisions that supply
each other and have distinct financial statements. The Coca-Cola
Company has used the model as
part of their implementation of the
supplier relationship management
process with key suppliers such as
Cargill.

Conclusions
Executives are becoming aware
of the emerging paradigm of internetwork competition, and that the
management of relationships with
key customers and suppliers will
determine the ultimate success of
the single enterprise.
Where is your company in terms
of developing successful partnerships with key customers and suppliers? In order to create the most
value for the company’s shareholders management must identify the
customers and suppliers who contribute the most to corporate success and strengthen these relationships. The time for action is now.
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Welcome
Attendees
t is my distinct pleasure to
welcome you to the fourth annual
Supply Chain Leaders in Action
annual conference. Our theme for this
year, Supply Chain Rising: Leadership
in Turbulent Times, befits the
moment.

I

Our economy is deep into a global
recession and businessmen and
women everywhere are looking for
ways to guide their firms to renewed
growth and prosperity. Over the
globe, governments are taking on an
expanded role in commerce and, in
many industries, assuming literal control over large sectors of industry.
Pundits on both sides are having a
field day predicting everything from
economic collapse to a return to
robust growth. From hyperinflation to
price deflation, a cacophony of cognitive dissonance fills our airways and literature.
Amidst this proliferation of advice,
supply chain executives have been
asked in many firms to lead the way.
The stakes are high and each of us
must find a path to choose. Supply
Chain Leaders in Action can help.
Our collaboration of the leading
practitioners, coupled with thought
leaders from academia, provides a
rich environment of intellectual heft
in which ideas are discussed,
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debated and vetted among participants. I can say with certitude that
everyone attending this conference
will find nuggets of wisdom to use in
their own situation.
We have all heard the axiom that “you
will get out of life, what you put into
it”. Our conference is no different.
Come prepared to share ideas that
worked, actions that failed and aspirations yet to be tried. Take time to
expand your network, challenge your
thinking and take note of practical
advice that has worked for others.
We are living in turbulent times and
the actions we take today will decide
the fate of many businesses and their
constituencies. Centuries ago
Shakespeare wrote:
“There is a tide in the affairs of men,
Which, taken at the flood, leads on to
fortune”…
This is just such a time.

Sincerely,

Don Ralph
2009 Chairman,
SCLA Executive Committee

In appreciation of the University of Alabama,
College of Commerce and Business
Administration Department of Information
Systems, Statistics, and Management Science
for awarding the
2009 Certificate of Advanced Education and
continuing education credits.
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General
Information
Conference Hours:

Registration Hours:

Tuesday, May 12, 2009..............7:00 a.m. – 4:45 p.m.
Wednesday, May 13, 2009 ........7:00 a.m. – 4:45 p.m.
Thursday, May 14, 2009 ............7:00 a.m. – 12:45 p.m.

Monday, May 11, 2009 ............1:00
Tuesday, May 12, 2009..............6:30
Wednesday, May 13, 2009 ........6:30
Thursday, May 14, 2009 ............6:30

p.m. – 6:30 p.m.
a.m. – 4:45 p.m.
a.m. – 4:45 p.m.
a.m. – 12:45 p.m.

Conference Meeting Rooms
Keynote sessions will be held in Amelia 1 & 2
Tuesday & Wednesday
How to Think, Lead & Operate in a Volatile Market Super Session will be held in Cumberland A
Managing Talent in Tough Times Super Session will be held in Cumberland B
High Performance Supply Chain Super Session will be held in Cumberland C
Supply Chain Trends, Research & Benchmarking will be held in Amelia 1 & 2
Tuesday, Wednesday & Thursday
Peer Groups will meet in the following areas:
• Demand Planning Responsiveness – Conference Room 1
• Inventory Management & Info Technology - Conference Room 2
• Customer Relationships – Cumberland C
• Order Fulfillment and Distribution – Sapelo A
• Manufacturing – Talbot A
• Procurement Sourcing - Talbot B
• Supplier Collaboration – Ossabaw A
• Transportation & Carrier Management – Cumberland B
• Distribution Design, Material Handling & Support – Cumberland B
• Logistics Strategy - Cumberland A
• Human Resources – Ossabaw B
• Process Improvement – Sapelo B
• Senior Supply Chain Executive – Conference 3
Breakfasts with will be held in Amelia Foyer and Patio
Lunchs will be held in Amelia Foyer and Patio
Registration Desk
The registration desk is located Amelia Foyer
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Floor
Plans
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2009 Lab Partners/
Resource Center

Lab Partners

Spherion Corporation
2050 Spectrum Blvd.
Ft. Lauderdale, FL 33309
Ph: (954) 308-4459
Contact: Deb Dean, SVP Strategic
Accounts & Supplier Diversity
Cell: (586) 295-9792

Accenture
200 Public Square – Suite 1900
Cleveland, OH 44114
Ph: (312) 727-8842
Contact: William F. Read
Managing Director -- North American
Spherion combines unique expertise
Supply Chain Practice
Web: www.accenture.com/supplychain and knowledge with a commitment
to service excellence and a history of
The Accenture Supply Chain
innovation to integrate seamlessly
Management service line works with within any client organization, providclients to develop and execute opera- ing integrated and specialized worktional strategies that enable profitable force solutions that improve business
growth in new and existing markets.
performance and profitability. As an
Committed to helping clients achieve industry pioneer for more than 60
high performance through supply
years, Spherion has sourced,
chain mastery, we combine global
screened and placed millions of job
industry expertise and skills in supply candidates. Spherion’s integrated
chain strategy, sourcing and procure- approach seamlessly blends client
ment, supply chain planning, manuneeds, culture and realities with the
facturing, product design, fulfillment,
right skills, service and technology to
and service management to help
deliver measurable results at both the
organizations transform their supply
local and national level.
chain capabilities.
Global 360, Inc.
One Lincoln Centre
5400 LBJ Freeway, Suite 300
Dallas, TX 75240
Ph: (214) 520-1660
Contact: Deborah Miller, Director of
Market Development
Email:deborah.miller@global360.com
Global 360 helps companies streamline processes, such as procure-topay and order-to-cash, and remove
costs from the supply chain. With
our business process and document
management solutions, companies
can identify and resolve problems
through real-time performance data,
reduce cycle times and improve service levels. Global 360’s BPM software suite is profiled as a leader in
the Gartner Magic Quadrant and
Forrester Wave reports.
Headquartered in Texas with operations in North America, Europe, and
the Pacific Rim, Global 360 serves
more than 2,000 customers in 134
countries. Visit us at
www.Global360.com.

Resource Center
Participants
ATC Logistics & Electronics
5201 Alliance Gateway Freeway
Fort Worth TX 76177
Ph: (817) 837-6641

CHAINalytics
2500 Cumberland Parkway, Suite 550
Atlanta, GA 30339
Ph: (770) 433-1566
Web: www.chainalytics.com
Chainalytics "fact-based decision making" approach improves and innovates
our clients' supply chain strategies
and tactics with emphasis on supply
chain design, transportation strategies, inventory strategies, and product/customer portfolio planning and
profitability analysis. We deliver substantial results via a unique combination of domain expertise, resilient
methodologies, and exclusive
research and content - all supported
by the world's most advanced decision sciences tools and techniques.
Chainalytics serves enterprises with
highly complex supply chains across
a number of industries.
CombineNet
Fifteen 27th Street
Pittsburgh, PA 15222
Ph: (412) 471-8200
Web: www.combinenet.com

CombineNet is the advanced sourcing technology company.
CombineNet's optimization-driven
solutions enable transformational
ATC Logistics & Electronics (ATCLE), is sourcing and supply planning stratea premier provider of third party logis- gies that reduce costs and increase
enterprise-wide value. CombineNet’s
tics (3PL) and supply chain services.
Expressive Bidding and Optimized
The company specializes in forward
Scenario Analysis technologies identilogistics, reverse logistics, asset
fy the optimal balance of cost and
recovery, test & repair, kitting & packvalue, and Optimized Spend
aging and value-added services for
Intelligence solutions help track your
high-velocity, high-tech devices, in
addition to other equipment and com- performance and present actionable
information to improve your sourcing
ponents. Industry focus includes
activities. More than sixty Fortune
wireless, broadband, electronics,
1000 companies have achieved an
medical, industrial and automotive.
average 45x ROI using CombineNet
ATCLE’s knowledge, expertise, IT
across their most strategic spends.
capabilities and 99.5 percent service
and quality levels enable its customers to streamline supply chain
efficiency and enhance growth and
profit. With a customer roster including AT&T, GM, LG, Nokia, Pantech and
TomTom, ATCLE raises the standard
for quality, service and performance.
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The Descartes Systems Group Inc.
120 Randall Drive
Waterloo, Ontario
N2V 1C6
Canada
Ph: (519) 746-8110
Toll Free: (800) 419-8495
Contact: Nicole German Coulter,
VP, Marketing & Communications
Email: ngerman@descartes.com
Web: www.descartes.com
Descartes, a leading provider of software-as-a-service logistics solutions,
is delivering results across the globe
today for organizations that operate
logistics-intensive businesses.
Descartes' multi-modal logistics management solutions provide messaging services between logistics trading
partners, customs and regulatory filing services, purchased transportation
services, and private fleet routing and
GPS tracking services for organizations of all sizes. These services help
Descartes' over 4,000 customers
reduce costs, streamline processes
across logistics trading partners,
meet regulatory requirements, and
improve pick-up and delivery service.
Intelligrated
7901 Innovation Way
Mason, OH 45040
Ph: (866) 936-7300
Web: www.intelligrated.com
Intelligrated® is an American-owned
supplier of integrated material handling systems and services, specializing in high throughput case sortation,
accumulation, merging, controls,
warehouse design consulting and
conveyor management software.
Intelligrated has a 24x7 customer support hotline, 877.315.3400, and an
online parts catalog,
www.ontimeparts.com. Regardless
of where you are in the lifecycle of
your latest material handling project,
our comprehensive offering of products and services are designed to
help you in any and every stage, for
projects both large and small.
Please call today for your personal
consultation.

ProLogis
One Capital Drive
Suite 103
Cranbury, New Jersey 08512
Ph: (609) 409-2120
Contact: Gregory J Arnold,
Senior Vice President
ProLogis is a leading global provider
of distribution facilities, with more
than 475 million square feet of industrial space (44 million square meters)
in markets across North America,
Europe and Asia. The company leases its industrial facilities to more than
4,500 customers, including manufacturers, retailers, transportation companies, third-party logistics providers
and other enterprises with large-scale
distribution needs.
Southwest Energy Solutions
9000 N. Royal Lane
Irving, TX 75063
Ph: (469) 844-2320
Fax: (469) 844-2322
Contact: Dan Yamane, National Sales
Mgr.
Email: dan@sw-es.com
Web: www.sw-es.com
SES is a lighting system retrofitter
focused on helping clients identify
energy and cost saving opportunities.
If Corporate Sustainability, Energy
Conservation and Operating Cost
Reduction are high priorities for you
and your team, SES can provide you
an economically viable program that
will deliver measurable results.
Whether you manage one large facility or a nationwide network, our
turnkey program will help you identify
your opportunities and manage the
retrofit project from audit (Discovery)
to rebate (Incentives).
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TradeBeam, Inc.
Two Waters Park Drive
Suite 100
San Mateo, CA 94403-1148
Ph: (650) 653-4800
Ph: (888) 311-1415 (toll free
US/Canada)
Fax:(650) 653-4801
Email: info@tradebeam.com
Web: www.tradebeam.com
TradeBeam is a Global Trade
Management (GTM) software and
services company providing on
demand solutions that streamline
global trading for enterprises and
their partners. TradeBeam’s solution
provides import and export compliance, visibility solutions including
inventory management, shipment
tracking, and supply chain event management, as well as global trade
finance solutions for open account
and letters of credit. Founded in 1999
and headquartered in the San
Francisco Bay Area, TradeBeam has
operations in the United States,
Europe, China, and India.
Upside Software
Suite 310, 10180-101 street
Edmonton, Alberta
T5J 3S4
Canada
Ph: (780) 702-1432
Contact: Dan Surmon
Web: www.upsidesoft.com
Upside Software develops and markets Contract Lifecycle Management
(CLM) software and related solutions
to customers around the world. Its
software addresses business requirements across industries and geographies, offering multi-language and
multi-currency support. Solutions are
typically deployed within 40 days for
an enterprise-wide implementation, or
within 10 days for a smaller scale
implementation, and ROI is delivered
in less than six months.

Supply Chain Rising: Leadership in Turbulent Times
Pre-Conference Activities – Monday, May 11, 2009
Registration Hours: 1:00 pm – 6:30 pm • Welcome Reception: 6:30 pm – 8:30 pm
SCLA Executive Forum: Day 1 – Tuesday, May 12, 2009
Presiding
Dean

Dr. Jezdimir Knezevic, Dean,
MIRCE Akademy, UK
Room: Cumberland B

Dr. Mike Crum, Dean,
Iowa State University
Room: Cumberland C

Dr. Frances Gaither-Tucker,
Dean, Syracuse University
Room: Cumberland A

Room: Amelia 1 & 2

Super Session:
“Managing Talent in Tough
Times”

Super Session:
“High Performance Supply
Chain”

Super Session:
“How to Think, Lead and
Operate in a Volatile Market”

“Supply Chain Trends, Research
& Benchmarking”

Kevin Smith, Retired, SVP of
Supply Chain & Logistics, CVS

Rodney Freeman, VP Global
Supply Chain Mgmnt., Schering
Plough

Don Ralph, SVP of Supply Chain
& Logistics, Staples, Inc.

Billy Boykins, Dir. NA Product
Supply Operations, Procter &
Gamble
Dr. Chris Caplice, Ph.D., MIT

Dr. Thomas J. Goldsby, Ph.D.,
University of Kentucky
Dr. Terrance L. Pohlen, Ph.D.,
University of North Texas

Dr. O. Keith Helferich, Ph.D.,
Central Michigan University

Dr. Garland Chow, Ph.D.,
University of British Columbia
Dr. Tom DeCarlo, Ph.D., University
of Alabama at Birmingham

Dr. David Closs, Ph.D.,
Michigan State University

Dr. Steven Dunn, Ph.D., University
of Wisconsin at Oshkosh
7:00- 8:00

Breakfast/Resource Center (Talk with an expert Amelia Foyer & Patio)

8:00 –
8:15

Welcome: Amy Thorn, Executive Director, DBMA
Opening Remarks: Don Ralph, Chair SCLA 2009 - Room: Amelia 1 & 2

8:15-9:15

Opening Keynote: “Nonlinear Thinking for a Nonlinear World”, Dr. Jack Bacon, Ph.D., Futurist – Room: Amelia 1 & 2

9:15 9:30

Break
Super Session:
“Managing Talent in Tough
Times”

Super Session:
“High Performance Supply
Chains”

Super Session:
“How to Think, Lead and
Operate in a Volatile Market”

“Opening Remarks”
Kevin Smith, Retired, SVP of
Supply Chain & Logistics, CVS

“Building and Sustaining
Relationships with Trading
Partners in the Supply Chain”
Dr. Michael Knemeyer, Ph.D., The
Ohio State University

Discussion: “Challenges: Driving
Imperative Actions for
Managing Supply Chains in a
Volatile World”

“Overview”
Dr. Chris Caplice, Ph.D., MIT

Don Ralph, SVP of Supply Chain &
Logistics, Staples, Inc.

Billy Boykins, Dir. NA Product
Supply Operations, Procter &
Gamble
Super Session Panel:
“Managing Talent in Tough
Times”

Super Session Panel:
“What makes for a High
Performance Supply Chain”

Presentation & Q & A:
“Take Action: Navigating
through Turbulent Times”

Moderator:
Dr. Steven Dunn, Ph.D.,
University of Wisconsin at Oshkosh

Moderator:
Dr. Thomas Goldsby, Ph.D.,
University of Kentucky

Bill Read, Managing Partner,
Accenture’s Global Supply Chain
Management Service Line

Panelists:
Scott Collen, Director DC
Operations, Blockbuster

Panelists:
Tony Chiarello, COO & EVP, NYK
Logistics (Americas), Inc.

Katy Stone, Director of Logistics,
DuPont

Rodney Freeman, VP Globall Supply
Chain Mgmnt., Schering Plough
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George Duggan, VP Domestic
Intermodal, BNSF

Carol Carrieri, Director Supply
Chain, Henry Schein Inc.

Deb Dean, SVP Strategic Accounts
& Supplier Diversity, Spherion Corp.

D. Deverl Maserang, VP North
America Product Supply &
Logistics, Chiquita Brands
International

“The Emerging Workforce”
Loretta Penn, President, SFN
Commercial Staffing

Panel: “Leveraging Supply Chain
in a Volatile Market”
Moderator:
Dr. David Closs, Ph.D., Michigan
State University
Panelists:
Jim Moore, VP Supply Chain
Mgmnt., Ryder Systems
Waheed Zaman,
SVP Global Product Supply,
Chiquita Brands International
Conor Keane, VP, Global 360

Session Wrap-up:
Dr. Chris Caplice, Ph.D., MIT
Kevin Smith, Retired, SVP of
Supply Chain & Logistics, CVS

Session Wrap-up:
Dr. Thomas J. Goldsby, PhD,
University of Kentucky
Rodney Freeman, VP Global
Supply Chain Mgmnt., Schering
Plough

12:00- 1:30

Networking Lunch - Amelia Foyer & Patio

1:30-2:45

Peer Groups Meet

2:45-3:15

Break

3:15-4:45

“Challenges Industry Faces Now
and in the Future”

“Driving Profits in the Recession:
Supply Chain at the Controls”

Dr. Chris Caplice, Ph.D., MIT

Moderator:
Dr. Chuck Sox, Ph.D., University of
Alabama
Panelists:
Jim Thomas, VP, Supply Mgmnt.,
Darden Restaurants
Steve Holic, Sr. Director of
Logistics, Philips General
Purchasing, Forwarding &
Distribution, Phillips Consumer
Lifestyle
Chuck DeLutis, VP Sales, YRC

Historical Perspective & Wrap-up:
Dr. Keith Helferich, Ph.D., Central
Michigan University
Dr. David Closs, Ph.D., Michigan
State University
Don Ralph, SVP of Supply Chain &
Logistics, Staples, Inc

“Cost Management Tools in a
Dynamic Commodity
Environment”

Overview: Supply Chain Trends,
Research & Benchmarking &
Introductions

Tom Knoll, VP WW Supply
Mgmnt. & Logistics, Deere & Co.

Dr. Tom DeCarlo, Ph.D., University
of Alabama at Birmingham

Paul Orrico, Director of Fuel
Product Development, Ryder

“State of Retail Supply Chains
2009 Interactive Panel”
Moderator:
Dr. Brian Gibson, Ph.D., Auburn
University
Panelists:
Peter Keller, Pres. NYK Line (N.A.)
Tim McAreavey, Director of
Logistics, Cabelas
Ron Berg, SVP Inventory, United
Stationers
Mike Noblot, Director of Retail
Logistics, Furniture Brands
Dan Marous, VP Supply Chain,
Staples, Inc.

Dinner with Senior Executive
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Supply Chain Rising: Leadership in Turbulent Times
SCLA Executive Forum
Day 2 – Wednesday, May 13, 2009
Presiding
Dean

Dr. Jezdimir Knezevic, Dean,
MIRCE Akademy, UK
Room: Cumberland B

Dr. Mike Crum, Dean,
Iowa State University
Room: Cumberland C

Dr. Frances Gaither-Tucker,
Dean, Syracuse University
Room: Cumberland A

Room: Amelia 1 & 2

Super Session:
“Managing Talent in Tough
Times”

Super Session:
“High Performance Supply
Chain”

Super Session:
“How to Think, Lead and
Operate in a Volatile Market”

“Supply Chain Trends, Research
& Benchmarking”

Kevin Smith, Retired, SVP of
Supply Chain & Logistics, CVS

Rodney Freeman, VP Global
Supply Chain Mgmnt., Schering
Plough

Don Ralph, SVP of Supply Chain
& Logistics, Staples, Inc.

Billy Boykins, Dir. NA Product
Supply Operations, Procter &
Gamble
Dr. Chris Caplice, Ph.D., MIT

Dr. Thomas J. Goldsby, Ph.D.,
University of Kentucky
Dr. Terrance L. Pohlen, Ph.D.,
University of North Texas

Dr. O. Keith Helferich, Ph.D.,
Central Michigan University

Dr. Garland Chow, Ph.D.,
University of British Columbia
Dr. Tom DeCarlo, Ph.D., University
of Alabama at Birmingham

Dr. David Closs, Ph.D.,
Michigan State University

Dr. Steven Dunn, Ph.D., University
of Wisconsin at Oshkosh
7:00- 8:00

Breakfast/Resource Center (Talk with an expert Amelia Foyer & Patio)

8:00 –9:00

Keynote: “Leading Responsive Supply Chains”, Dr. Donald J. Bowersox, Ph.D., formerly The John H. McConnell University Professor and
Dean Emeritus, Eli Broad College of Business Michigan State University - Room: Amelia 1 & 2

9:00-9:15

Break
Super Session:
“Managing Talent in Tough
Times”

Super Session:
“High Performance Supply
Chains”

Super Session:
“How to Think, Lead and
Operate in a Volatile Market”

“Opening Remarks”
Kevin Smith, Retired, SVP of
Supply Chain & Logistics, CVS

“Building and Sustaining
Relationships with Trading
Partners in the Supply Chain”
Dr. Michael Knemeyer, Ph.D., The
Ohio State University

Discussion: “Challenges: Driving
Imperative Actions for
Managing Supply Chains in a
Volatile World”

“Overview”
Dr. Chris Caplice, Ph.D., MIT

Don Ralph, SVP of Supply Chain &
Logistics, Staples, Inc.

Billy Boykins, Dir. NA Product
Supply Operations, Procter &
Gamble
Super Session Panel:
“Managing Talent in Tough
Times”

Super Session Panel:
“What makes for a High
Performance Supply Chain”

Presentation & Q & A:
“Take Action: Navigating
through Turbulent Times”

Moderator:
Dr. Steven Dunn, Ph.D.,
University of Wisconsin at Oshkosh

Moderator:
Dr. Thomas Goldsby, Ph.D.,
University of Kentucky

Bill Read, Managing Partner,
Accenture’s Global Supply Chain
Management Service Line

Panelists:
Scott Collen, Director DC
Operations, Blockbuster

Panelists:
Rick Sather, VP Customer Supply
Chain, NA Consumer Products,
Kimberly Clark

Katy Stone, Director of Logistics,
DuPont
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George Duggan, VP Domestic
Intermodal, BNSF
Deb Dean, SVP Strategic Accounts
& Supplier Diversity, Spherion Corp.

Jason Reiman, VP Global Customer
Service, Planning & Logistics, The
Hershey Co.

“The Emerging Workforce”

Rodney Freeman, VP Global
Supply Chain Mgmnt., Schering
Plough

Loretta Penn, President, SFN
Commercial Staffing

Ron Marotta, EVP, NYK Logistics
(Americas) Inc.

Panel: “Leveraging Supply Chain
in a Volatile Market”
Moderator:
Dr. David Closs, Ph.D., Michigan
State University
Panelists:
Terry Gilbert, SVP Chief
Sales/Marketing Officer, YRC
Andrew Houser, VP Supply Chain
Mgmt., Commercial Metals
Company
Conor Keane, VP, Global 360

Session Wrap-up:
Dr. Chris Caplice, Ph.D., MIT
Kevin Smith, Retired, SVP of
Supply Chain & Logistics, CVS

Session Wrap-up:
Dr. Thomas J. Goldsby, PhD,
University of Kentucky

Historical Perspective & Wrap-up:
Dr. Keith Helferich, Ph.D., Central
Michigan University

Rodney Freeman, VP Global
Supply Chain Mgmnt., Schering
Plough

Dr. David Closs, Ph.D., Michigan
State University
Don Ralph, SVP of Supply Chain &
Logistics, Staples, Inc

12:00- 1:30

Circle of Excellence Keynote Luncheon: Manuel Rodriguez, SVP Government & International Affairs & Corporate
Responsibility Officer, Chiquita Brands International - Room: Amelia 1 & 2

1:30-2:45

Peer Groups Meet

2:45-3:00

Break

3:15-4:45

Panel: “HR How to Focus &
Prevail: The Issue of Human
Capital”
Moderator: Dr. Steven Dunn,
Ph.D., University of Wisconsin at
Oshkosh
Panelists:
Anne Miller, Supply Chain Talent
Mgr., Kimberly-Clark
Laura Hall, Sr. Manager of Training
& Development, NYK Line (North
America) Inc.,
Jim Humrichouse, President,
Pinnacle Technical Resources

Panel: “Trends in
Transportation: Coming out of
the Recession to Hit the Ground
Running"
Moderator:
Jeff Brashares, Logistics Services
Group President, Pacer
Panelists:
Jerry Ulm, Global Leader of Carrier
Relations, Owens Corning
Wayne Johnson, Director of
Logistics, American Gypsum
Steve Branscum, Grp. VP
Consumer Products, BNSF Railway
John Rutherford, VP, Global
Transportation, Duty Free Stores
Todd Carter, VP & GM, Global
Transportation Management (TM),
Ryder SCS

6:30-10:30

Executive Committee Dinner
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“Cafe (CASH Flow Excellence)”
Pete Alle, Sr. Dir. Product Supply
COE/CS &L, BPM, Kraft Foods, Inc.

"Mitigating Supply Network
Disruptions in a Globally
Volatile Economy: A Risk-Based
Application Template
Dr. M. Doug Voss, Ph.D., Assistant
Professor of Marketing & Supply
Chain Management, The University
of Central Arkansas
Karen Griggs, Founder & VP,
Marketing/Sale, Jadian Enterprises,
Inc.
Dr. O. Keith Helferich, Ph.D.,
Central Michigan University

Supply Chain Rising: Leadership in Turbulent Times
SCLA Executive Forum
Day 3 – Thursday, May 14, 2009
Presiding
Dean /
Track
Chairs

Dr. Jezdimir Knezevic, Dean,
MIRCE Akademy, UK

Dr. Mike Crum, Dean,
Iowa State University

Dr. Frances Gaither-Tucker,
Dean, Syracuse University

Room: Cumberland B

Room: Cumberland C

Room: Cumberland A

Dr. Garland Chow, University
of British Columbia &
Dr. Tom DeCarlo, University
of Alabama at Birmingham
Room: Amelia 1 & 2

7:00- 8:00

Breakfast/Resource Center (Talk with an expert Amelia Foyer & Patio)

8:00-9:00

“Impact of Logistics
Organization Strategy &
Technological Change on
Company Performance”
Chris Jones, EVP Solutions &
Services, Descartes Systems
Kevin Smith, Retired, SVP of
Supply Chain & Logistics, CVS
Caremark

9:00-9:15

Break

9:15-10:15

“Understanding Your Supply
Chain Costs: From Sourcing to
Fulfillment What is Impacting
the Cost of Supply?”

“Supply Chain Management
Transformation: Best Practices &
Key Success Factors”
Andrew Houser, VP Supply Chain
Mgmnt., Commercial Metals
Robert Rudzki, President,
Greybeard Advisors

“Toyota Production Systems”
Jim Malvaso, President & CEO,
The Raymond Corp.

AMR Research Presentation:
“Surviving Turbulent Times
through Supply Chain
Management”

Dr. Terry Pohlen, Ph.D., University
of North Texas

David Aquino, Research Director,
AMR Research, Inc.

“Can’t We All Just Get Along?
Using Fact-Based Analysis to
Ease Post-Acquisition Tensions”
Rod Van Bebber, SVP Operations,
Unified Grocers

Greg Holt, Director, Combine Net
Inc.

“Managing Supply Chain Cost”

“Benchmarking Canada and US
Logistics Performance”
Dr. Garland Chow, Ph.D.,
University of British Columbia

Jeff Metersky, VP Supply Chain
Strategy Practice, Chainalytics LLC

10:15-10:30 Break
10:30-11:15 Peer Groups
11:30-12:45 Closing Keynote Luncheon: “Lion’s Walk Softly so they can Listen”, John Powers' – Emmy award winning playwright, author and
inspirational speaker on change, leadership, teamwork, and effective communications - Room: Amelia 1 & 2
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Profiles of Excellence

Chiquita Brands
International – 2009 Circle
of Excellence Winner
Chiquita has
been chosen as
this year’s recipient of the 2009
Circle of
Excellence
Award. The
award is being
acknowledged
on May 13,
2009 at the
Amelia Island
Plantation in
Jacksonville
Florida before
an audience of
hundreds of
senior supply
chain executives. Chiquita
received the
honor for
their multiyear collaboration with the MIT Center for
Transportation & Logistics (CTL)
to recognize the challenges of
carbon footprint measurement
and to determine the correct
information and methodology
needed from supply chains to
support ongoing Corporate
Responsibility and
Sustainability efforts.
“At Chiquita our challenge
was to incorporate as much
depth as possible for the measurement of the overall banana
carbon footprint in order to
highlight the main areas of
opportunity in our supply
chain,” said Deverl Maserang,

vice-president, product supply
at Chiquita Fresh North
America. “The work with MIT
has validated all the Green
transportation initiatives that
are currently underway and

focus on reducing carbon
emissions in transportation in
North America.” An article on
the collaborative work Chiquita
did with MIT in this area can
be read on page 80.

NYK Honored With 2008 Circle of Excellence Award
NYK Recognized for Environmental Excellence by International University Panel

NYK was honored with the
2008 Circle of Excellence
Award for their proactive and
long term strategies in the
areas of CSR, Corporate Social
Responsibility and environmental commitment. In the area of
sustainability NYK manages
environmental risk in order to
create the optimal balance

between the environment and
the economy with the goal of
contributing to a sustainable
society. NYK has also named in
2007 and 2008 to the Global
100 most sustainable corporations in the world and also
recently by Forbes Magazine as
one of the world’s most ethical
companies.

John Thorn, Chairman, DBMA, Tom Perdue, COO & EVP, NYK Logistics (Americas), Inc., Amy Thorn,
Executive Director, DBMA, Dr. O. Keith Helferich, Ph.D., Central Michigan University.
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Day One
Tuesday, May 12, 2009
8:15 am – 9:15 am, Tuesday,
Room: Amelia 1 & 2
Opening Keynote: Nonlinear
Thinking for a Nonlinear World

Super Sessions
9:30 am – 12:00 noon, Tuesday
9:30 am – 12:00 noon, Wednesday
Room: Cumberland B
Managing Talent in Tough Times
Super Session
Track Chairs:

Dr. Jack Bacon, Ph.D.

Abstract:
One can always find a human lost in the wilderness by looking
for a straight line. We build along straight lines, we walk along
straight lines,, and we plan along straight lines too. Humans
generally try to reduce all trends to linear plots (resorting to
logarithms if necessary to straighten out a curve), because
that’s the easiest way to pattern our lives and to predict our
future. Almost all our models of human behavior are handled
in what computer analysts call “linear programs”. However,
in our persistent tendency to linearize the world, we lose our
ability to predict the colossal impact of highly nonlinear
changes that Malcolm Gladwell has dubbed “tipping points.”
Futurists and stockbrokers work to understand the first hints of
trends that will take humanity in new directions, and at new
rates. In a world that is changing demonstrably faster than in
previous times, modern leaders must be prepared to jump as
fast or faster than the world does. Those who are ahead of
the curve have the potential to lead, to survive and to thrive
in chaotic times. In this presentation, we will explore how to
spot the nonlinear trends early as they begin to emerge from
the status quo, and we will look at many of the major new
trends that will shape the second decade of the 21st century.

Kevin Smith, SVP of Supply Chain &
Logistics (retired) CVS

Billy Boykins, Director, NA Product Supply
Operations, Procter & Gamble

Dr. Chris Caplice, Ph.D., Executive Director,
Master of Engineering in Logistics, MIT

Dr. Steven Dunn, Ph.D., Chair,
Supply Chain & Operations Management,
University of Wisconsin at Oshkosh

Speaker:
Loretta Penn, President,
SFN Commercial Staffing

Panelists:
Deborah Dean, SVP Strategic Accounts &
Supplier Diversity, Spherion Corporation

George Duggan, VP
Domestic Intermodal, BNSF

Scott Collen, Director DC Operations,
Blockbuster
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Katy Stone, Director of Logistics,
DuPont

Abstract:
Current economic conditions are simultaneously causing concern and presenting unique opportunities for today’s supply
chain professionals. The challenges of operating an enterprise
are complicated by the need to manage people who may be
anxious about careers, personal development and the uncertainty of continued employment. This session will stress effective communication techniques, efficient incentives (both
monetary and non-monetary), innovation and talent development for a diverse workforce.
The session should provide participants with insights, ideas
and methodologies from some of America’s leading supply
chain managers and academic experts that can be implemented immediately within their organizations, at little to no cost.

• How to optimize development efforts in diverse,
multi-cultural organizations
• How to encourage creativity to build a more attractive
workplace
• How to deliver the development and retention “message”
in a cross-generational organization
• Develop a list of specific opportunities and development
ideas that exist as a result of the current economic
environment

9:30 am – 12:00 noon, Tuesday
9:30 am – 12:00 noon, Wednesday
Room: Cumberland C
High Performance Supply Chain
Super Session
Track Chairs:

The format of the session will include a combination of:

Rodney Freeman, VP Global Supply Chain
Management, Schering-Plough

• presentations by leading supply chain practitioners and
academics
• a facilitated discussion of critical topics by a panel of
outstanding subject matter experts
• an interactive exercise designed to provide participants
with specific ideas and opportunities to improve
development and retention in tough economic times

Dr. Thomas Goldsby, Ph.D., Associate
Professor of Supply Chain Management,
University of Kentucky

Topics to be discussed include:
Development Challenges
• Dealing with under-funded development programs
• Investing in skills and competencies
• Diverse, multi-cultural, multi-national organizations
• Encouraging creativity in a supply chain environment
Retention Levers
• Clear and comprehensive communications
• Non-monetary incentives
• Cost effective skills development
• Modeling behavior to build loyalty and trust
New Workforce Challenges and Opportunities
• What is changing in today’s workplace
• Creating an attractive work environment
• Communicating with Gen X and Gen Y associates
• Attracting top talent available due to economic conditions

Dr. Terrance Pohlen, Ph.D., Associate
Professor & Director of Logistics (CLER),
University of North Texas

Speaker:
Dr. Michael Knemeyer, Ph.D., Assistant
Professor of Logistics, The Ohio State
University

Panelists:
Rodney Freeman, VP Global Supply Chain
Management, Schering-Plough

Carol Carrieri, Director, Supply Chain, Henry
Schein, Inc.

Learning Objectives:
• Comprehend what it takes to retain the best talent in
challenging economic times
• Understand that incentives are not always monetary
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Tony Chiarello, COO & EVP, NYK Logistics
(Americas) Inc.

D. Deverl Maserang, VP N.A. Product Supply
& Logistics, Chiquita Brands International

Ron Marotta, EVP, NYK Logistics (Americas)
Inc.

Jason Reiman, Vice President Global
Consumer Service, Planning & Logistics,
The Hershey Company
Rick Sather, Vice President Customer
Supply Chain, NA Consumer Products,
Kimberly-Clark
Abstract:
High performance supply chains require significant integration
and information exchange to rapidly respond to changing
end-user requirements while achieving high levels of product
availability and decreasing inventory, cycle times, and costs.
Three presentations address different aspects of how several
firms have achieved greater performance through integrated
supply chain management. The first session, Building and
Sustaining Relationships with Trading Partners in the Supply
Chain focuses on a critical issue within supply chain management—how to build and sustain effective relationships with
key trading partners. The presentation will describe how firms
have strengthened relationships with new or existing trading
partners, the process used to expand the relationship, the
challenges and approaches taken to overcome these challenges, and the benefits achieved through these relationships.
The second session, The High Performance Supply Chain in a
Volatile World, describes the challenges associated with driving
the supply chain to achieve higher levels of performance, the
imperative actions for managing in an extremely volatile
world, and the results of a study focusing on how firms are
mastering supply chain management. The session includes a
highly interactive element which solicits participants’ responses on key supply chain issues. A panel of senior executives
dealing with these issues comprises the third session,
Developing and Sustaining High Performance Supply Chains.
The panel discussion will address how these executives manage and develop their supply chain relationships, how they
have collaborated within their supply chains to achieve higher
levels of performance, what issues they have confronted, and
which strategies have proven the most effective.

Learning Objectives:
Building and Sustaining Relationships with Trading Partners in
the Supply Chain
• The importance of partnering in supply chain
management
• A detailed discussion of the partnership development
and implementation process
• Techniques for introducing the model to your organization
• Key roles and responsibilities needed for partnering to
succeed
• Lessons learned from leading edge organizations that
have implemented the model
The High Performance Supply Chain in a Volatile World
• Identify the foremost challenges confronting executives
attempting to drive higher levels of performance from
their supply chains
• Understand the key drivers of supply chain performance
• Recognize the management imperatives for managing
relationships in a volatile, global environment
• Examine those elements most critical for achieving high
levels of performance from supply chain management
Developing and Sustaining High Performance Supply Chains
• Identify the key challenges confronting senior logistics
and supply chain executives when seeking to increase the
performance of their supply chains
• Understand how these firms have turned to their supply
chains to achieve higher levels of performance than could
be achieved by an individual firm
• Recognize how these executives have targeted specific
areas in their firms and supply chains as potential sources
of increased performance
• Determine how to measure supply chain performance
Learning Outcomes:
• Understand how to apply the partnership model to
identify the most critical relationships
• Obtain a framework for approaching trading partners and
developing effective partnerships across firms
• Gain insight from the Supply Chain Mastery study
regarding:
o The value drivers that tightly link supply chain and
business performance
o Seven imperatives for reconciling the tension between
the challenges of the multi-polar world
o The management imperative to define the degree of
‘fit’ and ‘ability to execute’ of a supply chain to
effectively support a high performance business
• Learn first-hand regarding the challenges and strategies
being employed by senior executives currently grappling
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with how to obtain higher levels of performance from
their supply chains
• Obtain suggestions regarding how to position the firm
and the supply chain in the wake of the current economic
situation and in an environment likely to confront higher
fuel prices, an even more value-conscious consumer, and
an increased emphasis on sustainability and social
responsibility

Terry Gilbert, SVP Chief Sales/Marketing
Officer, YRC

9:30 am – 12:00 noon, Tuesday
9:30 am – 12:00 noon, Wednesday
Room: Cumberland A
How to Think, Lead and Operate
in a Volatile Market

Conor Keane, SVP, Global 360

Super Session
Track Chairs:
Donald Ralph, SVP of Supply Chain &
Logistics, Staples, Inc.

Dr. Omar Keith Helferich, Ph.D., Professor,
Marketing & Logistics, Central Michigan
University
Dr. David Closs, Ph.D., John H. McConnell
Chaired Professor of Business Admin.,
Dept. of Marketing & Supply Chain
Mgmnt., Michigan State University

Presenters:
Bill Read, Managing Partner, Accenture’s
Global Supply Chain Management Service
Line

Panelists:
Waheed Zaman, SVP Global Product
Supply, Chiquita Brands International

Jim Moore, VP Supply Chain Management,
Ryder Systems

Andrew Houser, Vice President, Supply
Chain Management, Commercial Metals
Company

Abstract:
It is axiomatic that the current economic crisis has created an
unprecedented environment for businesses and supply chain
leaders have been asked in many cases to lead their firms
through these difficult times. “How can we cut costs quickly?”
is a familiar demand heard in many corporations struggling for
survival, while other firms are taking advantage of the volatility
in today’s markets to differentiate themselves by investing in
actions designed to take permanent market share away from
their competition. Leading companies don’t think of these
extremes as choices but instead find ways to do both. In all of
these examples, supply chain leaders play a critical role.
How should we think about the opportunities that lie within
this chaos? Are there historical lessons we should look to
emulate? How do we lead our people who are distracted
with concerns about job security, investments, college tuition,
retirement, and other fears about their future? And, finally,
how do we operate our supply chains? What are the important and critical things that we ought to be doing right now?
This session will attempt to provide attendees with both
thought capital and some practical tools to answer these
questions within the context of their own business.
The session of “How to think, lead and operate in a volatile
environment” will be structured as follows:
• An introduction and overview of the topic by the
session Chair.
• A presentation and Q&A session led by our lab partners
on the actions leading firms are taking to navigate
through these turbulent times:
oThis dialogue will depict how the supply chain challenges of rising customer expectations, complexity,
stretched footprint, sustainability requirements, accelerated costs and unprecedented volatility - intersect with
the value drivers of cost effectiveness, capital efficiency,
tax optimization, market differentiation, growth enablement and resilience.
oNote: For those executive committee members who
were present in our January session, this material will
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focus on actions to prioritize in turbulent times.
• A panel of 3-4 industry leaders discussing the critical
actions they have initiated to guide their organizations
through the current recession followed by an interactive
Q&A period.
• A discussion by our academic thought leaders on the
historical context of the current recession; actions that
were successfully deployed during past economic
disruptions; and their thoughts and recommendations for
today’s leaders.

• Understanding where challenges and opportunities lie
• Understanding how people, processes, and technology
impact logistics success
Learning Outcomes:
• Understanding how logistics has changed
• Understanding where challenges and opportunities lie
• Understanding how people, processes, and technology
impact logistics success

3:15 pm – 4:45 pm, Tuesday
Presiding Dean: Dr. Michael Crum, Dean,
Iowa State University
Room: Cumberland C
Panel: Driving Profits in the Recession:
Supply Chain at the Controls

Learning Objectives:
• Discuss the challenges and opportunities for supply chain
leaders during a volatile market economy.
• Provide some perspectives for operating in a volatile world
– for a range of organizations.
• Discuss selected options- strategic and tactical, short and
long-term to achieve performance success, as well as
supply chain actions to meet corporate targets during
these difficult times.

Moderator:
Dr. Chuck Sox, Ph.D., Professor &
University Chair of Manufacturing
Management, University of Alabama

Breakout Sessions
3:15 pm – 4:45 pm, Tuesday
Presiding Dean: Dr. Jezdimir Knezevic,
Dean, MIRCE Akademy
Room: Cumberland B
Challenges Industry Faces Now & in the
Future

Speakers:
Jim Thomas, VP, Supply
Management, Darden Restaurants

Speaker:

Steve Holic, Sr. Director Logistics, Philips
General Purchasing, Forwarding &
Distribution, Philips Consumer Lifestyle

Dr. Chris Caplice, Ph.D.,
Executive Director,
Master of Engineering in Logistics, MIT

Chuck DeLutis, Vice President Sales, YRC
Abstract:
Over the last 15 plus years, most companies have recognized
logistics as a critical function. Interestingly, the role of logistics
has changed dramatically over this same period. What was
once an internal facing, efficiency-focused function is now primarily concerned with dealing with factors and conditions
that are outside of a company’s own control. Supply chains
have essentially become the shock absorbers for a company;
insulating the core operations from disruptions in flows or
changes in input prices. As the role of logistics has changed,
so must the types of professionals and skill sets needed. This
talk focuses on how the evolving nature of logistics, distribution, and supply chain management in general is driving companies to re-evaluate how and where they acquire and train
their supply chain talent.

Abstract:
The unpredictability and rapid decline in the global economy
has created a new and unfamiliar environment for business
managers increasing focus on cash preservation and cost control. In a growth economy, sales and marketing efforts take
the front seat and supply chain operates in the back as a key
enabler for the growth engines. With projections of a level or
shrinking demand outlook, the supply chain can now step
into the driver’s seat. Supply Chain leaders have many profit
driving controls to push and pull; including financial levers,
risk tolerance, and operational performance fundamentals.
Experts across the supply chain from retailers to transport
managers to manufacturers are looking at the supply chain in
new ways to deliver to the bottom line.

Learning Objectives:
• Understanding how logistics has changed
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Panel speakers can discuss how this environment has impacted the business management of the supply chain in three
main sub-topics:

Learning Objectives:
Participants will gain an understanding of the following:
• A subset of tools to manage cost changes in a dynamic
environment.
• Ways to track ongoing price changes and trigger future
changes.
• Tools that help forecast changes to the products as
commodities change.
• Understanding of when a hedge should be considered.

Financial Levers: eg: Cash is King – inventory reductions –
increased tolerance for stock outs to protect margin erosion
Risk Tolerance: eg: new product launches – used to be Time
to Market with new innovation regardless of channel inventory, scrap or excess costs. Some new launches are delayed or
scrapped if the business case is positive enough
Operational Excellence: Scrap, Shrink and Labor efficiency have
always been important metrics but in today’s world there can
be no tolerance for poor performance. Business processes must
be sound and error proof. Decisions need to be made carefully
and prudently and Performance must be better than ever

Learning Outcomes:
Participants will receive information that should assist in the
following:
• Identifying tools that they may want to develop or change
within their organization.
• A method to determine if a hedging strategy should be
put in place.

3:15 pm – 4:45 pm, Tuesday
Presiding Dean: Dr. Frances GaitherTucker, Dean, Syracuse University
Room: Cumberland A
Cost Management Tools in a Dynamic
Commodity Environment

3:15 pm – 4:45 pm, Tuesday
Track Chairs: Dr. Garland Chow, Ph.D.,
University of British Columbia &
Dr. Tom DeCarlo, Ph.D., University of
Alabama at Birmingham
Room: Amelia 1 & 2
State of Retail Supply Chain 2009 Interactive
Panel

Speakers:
Tom Knoll, Vice President WW Supply
Management & Logistics, Deere &
Company

Moderator:
Paul Orrico, Director Fuel Product
Development, Ryder Energy Distribution
Corp.

Dr. Brian Gibson, Ph.D., Professor Supply
Chain, Auburn University

Abstract:
Over the last 5-6 years commodity changes have been very
dynamic with swings of 100% or more not uncommon
depending on the commodity.

Panelists:
Peter Keller, President, NYK Line (North
America)

Our Strategic Sourcing Specialists cannot control the price of
steel, oil, resins, natural rubber, etc. However, we can give
them the best tools possible to manage these swings.

Dan Marous, V.P. of Supply Chain, Staples,
Inc.

This session will focus on some of the global web based tools
we have developed on indexing, contract management, automatic triggers, price change management, and total cost solutions to enable our Strategic Sourcing teams to manage these
changes competitively.

Tim McAreavey, Director of Logistics,
Cabelas

Hedging is not “speculation”. We will discuss why some companies choose to hedge and others choose to ride the volatile
market place. Additionally we will discuss the reasons to look
at hedging as a tool to manage costs related to the companies overall Sourcing Strategy to determine and predict costs.

41

Session
Abstracts
Day Two
Wednesday, May 13, 2009

Mike Noblot, Director of Retail Logistics,
Furniture Brands

Abstract:
In many respects, the $4.7 trillion U.S. retail sector has led the
SCM revolution. Collaborative planning, forecasting, and
replenishment, vendor managed inventory, continuous replenishment, automatic identification, and are just a few supply
chain innovations championed by the retail industry. They recognize the critical importance of supply chain optimization for
building customer loyalty and intimacy as well as controlling
costs during the current period of flat or declining sales.
Despite the compelling link between SCM and retailing, supply chain researchers have not widely addressed it. Much of
today’s SCM research continues to be general in nature. The
research targeted to a specific sector tends to be manufacturing-centric. As a result, the retail industry’s supply chain leadership role, impact, and trends are largely under-studied.

8:00 am – 9:00 am, Wednesday
Room: Amelia 1 & 2
Keynote: Embracing Responsive
Supply Chain Transformation
Keynote Speaker:
Dr. Donald J. Bowersox, University
Distinguished Professor & Dean Emeritus,
Michigan State University

Abstract:
This keynote session elaborates on the unprecedented opportunity and challenges related to implementing and sustaining
a Responsive Supply Chain Business Model. Given the current
depressed state of the global economy it is easy for senior
leadership to place supply chain re-design initiatives on the
back burner while placing emphasis on traditional or proven
best practices. While such a “back to basics strategy” may
appear to make good sense—the reality of what constitutes
best practice is dramatically changing. Rapidly emerging
Information Technology is offering Supply Chain Leaders
unprecedented opportunities to reinvent key supply chain
processes. Basically Senior Leaders have two alternatives. First,
they can make day-to-day decisions for short term improvements that in final analysis will marginalize the favorable
impact available from disruptive technology. Or, they can
embark upon comprehensive supply chain transformation
designed to reinvent how their organization collaboratively
embraces customers and suppliers while enabling responsive
operations. Dr Bowersox will speak to the opportunity by outlining a transformation process designed to exploit 21st
Century Information Age Technology.

A team from Auburn University’s SCM program undertook a
study of the retail supply chain in mid-2008 to address this
important SCM-retail link. Funding and research assistance for
the project was provided by Fortna and the Auburn University
College of Business, while the Retail Industry Leaders
Association contributed administrative assistance and promotional support.
This session will present our findings from the first annual
State of the Retail Supply Chain study conducted during
2008-2009. We will present insights from senior executive
interviews and a national survey of retailers regarding supply
chain trends, challenges, and strategies. It will be an insightful
look at the issues facing the retailers, consumer goods companies, and other supply chain participants in this difficult economy. The research initiative identified five best in class capabilities of retail supply chains - leveraging strong distribution networks, creating flexible capacity, managing inventory velocity
and variety, tearing down functional silos, and developing
people - that will be discussed in detail during the session.

Learning Objectives:
• Expand awareness and understand the potential to
dramatically improve the responsiveness of existing
supply chain processes.
• Highlight the dangers of relying on traditional business
practices.
• Outline a plan to guide supply chain transformation
• Speculate concerning emerging 21st Century
opportunities.

Learning Objectives:
• Address the gap in retail SCM knowledge
• Describe the key challenges and issues in retail SCM
• Identify best in class retail SCM capabilities
Learning Outcomes:
• Develop a greater understanding of retail SCM strategies
for success
• Gain an awareness of critical capabilities of leading edge
retail supply chains
• Gain insight into retail SCM performance on key metrics

Learning Outcomes:
• Expand understanding of how current and emerging
information technology will impact future business
operations.
• Provide a framework for enabling leading meaningful
transformation.
• Understand an impelling leadership model
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12:00 noon – 1:30 pm, Wednesday
Room: Amelia 1 & 2
Keynote Luncheon: Chiquita Brands
International - 2009 Circle of
Excellence Winner

millennial worker, who often has roots in another culture, is
replacing this workforce. They also view the workplace in a
significantly different manner than their predecessors. Join our
distinguished panel of HR experts as they give specific case
examples of programs that can enable your firm to utilize this
transitional period as an opportunity to generate momentum
with your people.

Keynote Speaker:

3:15 pm – 4:45 pm, Wednesday
Presiding Dean: Dr. Michael Crum,
Dean, Iowa State University
Room: Cumberland C
Panel - Trends in Transportation:
Coming out of the Recession to Hit the
Ground Running

Manuel Rodriguez, SVP Government &
International Affairs & Corp. Responsibility
Officer, Chiquita Brands International

Breakout Sessions
3:15 pm – 4:45 pm, Wednesday
Presiding Dean: Dr. Jezdimir
Knezevic, Dean, MIRCE Akademy
Room: Cumberland B
Panel: HR How to Focus & Prevail:
The Issue of Human Capital

Moderator:
Jeff Brashares, Logistics Services Group
President, Pacer International

Moderator:

Panelists:

Dr. Steven Dunn, Ph.D., Chair,
Supply Chain & Operations Management,
University of Wisconsin at Oshkosh

Jerry Ulm, Global Leader of Carrier
Relations, Owens Corning

Panelists:

Wayne Johnson, Director of Logistics,
American Gypsum

Anne Miller, Supply Chain Talent Mgr.,
Kimberly-Clark

Steve Branscum, Group Vice President
Consumer Products, BNSF

Laura Hall, Sr. Manager of Training &
Development, NYK Line (North America)
Inc.

John Rutherford, Vice President Global
Transportation, Duty Free Stores

Jim Humrichouse, President, Pinnacle
Technical Resources

Todd Carter, Vice President & General
Manager, Ryder Global Transportation
Management

Abstract:
Every firm claims that ‘people are our greatest asset. This core
belief is being challenged today by both the economic climate
and fundamental demographic change. Managers are being
asked to get more efficiency out of an already stressed workforce that is witnessing the worst economic downturn in their
lifetime. At the same time, the aging workforce has been
retiring, taking with them a vast warehouse of knowledge. A

Abstract:
This Town Hall will focus on the current issues and obstacles
facing the Logistics and Transportation Industry. While fuel has
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fallen, drivers are plentiful; Green is Clean, and the infrastructure
is NOT currently “stressed”, these and other concerns face our
Logistics Leaders and have not been solved; only postponed.
How we work together, shippers, carriers, government and
academia, will determine our success in our future years.

trum of examples of opportunities will be shared: in receivables, payables, portfolio management, manufacturing
strategies, inventory management and others. This part of
the session is intended to serve as a thought starter for session participants entering the second part of the session.
• Part 2 – Ample time will be permitted for session participants to share their experiences, their successes, their techniques in improving cash flow performance. This portion
of the session will utilize smaller breakout teams to
exchange ideas and experiences, then report back to the
larger group. Discussions will be facilitated to encourage
an open exchange of ideas and experiences.

Learning Objectives:
• Provide an open forum for candid discussion with and
between the panel members and the audience on current
Logistics events.
• Update the attendees on the “State of the State”
in Transportation.
• Present new ideas that can be nurtured and grown for
the attendees.
• Provide and update on Regulatory issues facing industry
professionals.

Learning Objectives:
• Grounding in Cash Flow – what it is, how it is calculated,
what impacts cash flow.
• Understanding of the opportunity areas and levers across
multiple functions and multiple disciplines that can
beneficially impact cash flow.
• Participants learn from each other through sharing of
experiences, ideas on cash flow improvement.

Learning Outcomes:
• Benchmark your company’s focus and activities against
others during this downturn.
• Stimulate “can do” thinking for over coming
transportation obstacles.
• Provide an action forum for new ideas.

Learning Outcomes:
• Specific ideas of how my company can realize cash flow
improvement opportunities

3:15 pm – 4:45 pm, Wednesday
Presiding Dean: Dr. Frances GaitherTucker, Dean, Syracuse University
Room: Cumberland A
Café (CASH Flow Excellence)

3:15 pm – 4:45 pm, Wednesday
Track Chairs: Dr. Garland Chow,
Ph.D., University of British Columbia &
Dr. Tom DeCarlo, Ph.D., University of
Alabama at Birmingham
Room: Amelia 1 & 2
Leading Supply Chain Responsive
Transformation-Part 2: "Mitigating
Supply Network Disruptions in a
Globally Volatile Economy: A RiskBased Application Template

Speakers:
Pete Alle, Sr. Director, Product Supply,
COE/CS&L, BPM, Kraft Foods, Inc.

Abstract:
“Cash is King” has been repeatedly cited in many newspaper
articles, business publications, and increasingly so since the
financial crisis took hold late in 2008. Kraft improved cash flow
during 2008, generating $2.8 billion in discretionary cash flow
during 2008, representing an increase of 19 percent compared
to 2007. This session will be conducted in two parts:

Speakers:
Dr. M. Douglas Voss Assistant Professor of
Marketing & Supply Chain Management,
University of Central Arkansas

• Part 1 -Learning about Kraft Foods’ experience in identifying cash flow improvement opportunities, and examples
of opportunity areas. This part of the session will describe
the approach taken by Kraft – deploying multi-functional,
multi-discipline workshops across business units, followed
by a concrete series of initiatives designed to harvest the
opportunities identified by the workshops. A broad spec-

Karen Lynn Griggs, VP Marketing/Sales &
Founder, Jadian Enterprises, Inc.
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Day Three
Thursday, May 14, 2009

Dr. Omar Keith Helferich, Ph.D., Professor,
Supply Chain Faculty, Central Michigan
University

Abstract:
This session continues the Keynote theme on achieving supply
chain responsive transformation. The session consists of a live
demonstration of proven web-based technology that illustrates the attributes of a responsive supply chain business
model to contribute to supply chain high performance and
risk mitigation. The session will demonstrate supply chain
member connectivity, real time responsiveness, leveraging networks, and synergism possible through supply network member connectivity and collaboration. The session will illustrate
the value of responsive supply chain characteristics through
demonstration of collection and monitoring of supply network
member operations results. Web-based monitoring enables
member performance assessment as well as providing knowledge to develop risk mitigation programs. Sharing of assessment and ongoing operations information for selected members allows the supply network to achieve improved performance by being more responsive to changes in normal operations as well as by improving resiliency for major alerts and
disruptions. The monitoring with risk assessment capabilities
adds value through facilitation of tomorrows’ differentiators
such as responsiveness, agility, speed, flexibility, postponement, customization and acceleration. The web based technology, demonstrated in a multiple year Michigan State
University and private sector research sponsored by the U.S.
Department of Homeland Security, is currently in use within
and outside the US. The research led to outcomes that can
help industry address the role of supply chain risk management as a means of mitigating the impact of global supply
chain disruptions as well as supporting the responsive business
model in times of volatile economy.
(*) Start Pulling Your Chain! “Leading Responsive Supply
Chain Transformation”, Dr. Donald J. Bowersox and Nicholas J.
Lahowchic, OGI Enterprises LLC, Port St. Lucie, Florida, 2008.

Breakout Sessions
8:00 am – 9:00 am, Thursday
Presiding Dean: Dr. Jezdimir
Knezevic, Dean, MIRCE Akademy
Room: Cumberland B
Impact of Logistics Organization
Strategy & Technological Change on
Company Performance
Speakers:
Chris Jones, EVP Solutions & Services,
Descartes Systems

Kevin Smith, SVP of Supply Chain &
Logistics (retired) CVS
Abstract:
When your business is facing a contracting economy yet more
demanding customers, focusing on reducing costs and meeting delivery and service commitments is more important than
ever. But how do you know that you got every “dime” out
of your operations and could more value be delivered through
logistics to the enterprise beyond the transportation department? The rapid evolution of logistics strategies and supporting technology has created a wide gap in the value that logistics organizations bringing to their enterprises. Most large
enterprises are a continuum of logistics strategies and technologies that span from the 1970s to today. Yet after 3
decades of applied logistics principles and solutions, most
organizations have little understanding of how enabling or
inhibiting their logistics organizational strategies and processes
affect their enterprise. When it comes to technology, there is a
constant struggle to understand how current generation logistics solutions help establish new levels of business performance. This session will focus on the thinking behind high
performing logistics organization and the strategies and technologies they use to achieve their lofty goals.
Learning Objectives:
Assess how current and planned logistics strategies have the
potential to impact overall business performance
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• Be able to assess organizational and cross-organizational
opportunities to reduce costs, improve profits, revenue
and return-in-invested-capital
• Identify how logistics can create competitively
differentiated customer service
• Evaluate the impact of logistics beyond the logistics
organization

Robert Rudzki, President, Greybeard
Advisors

Abstract:
Given the enormous pressure on today’s senior executives to
build competitive advantage and improve bottom-line performance continuously, leading companies are incorporating
procurement and supply management strategy into their core
corporate strategy. But most companies have not seized this
opportunity, and most do not know how to begin the transformation process. Leveraging their extensive experience
leading and advising successful procurement transformations,
the presenters will describe how to get the attention of senior
management, and how to create a world-class procurement
organization.

Assess how advances in logistics technologies enable new levels of business performance
• Understand how technology is redefining the role and
scope of transportation management solutions
• How to apply the combination of real-time decision
support and wireless devices for enhanced customer s
ervice
• Evaluate the impact of internet and web services enabled
technology on inter-enterprise logistics
Learning Outcomes:
• Understand the impact logistics can have your company’s
total financial picture
• Understand how to determine the opportunity that
logistics has to establish competitively differentiated
customer service
• Understand how advances is logistics technology are
redefining logistics organization roles and structures
• Understand how to use advances in logistics technology
to impact the overall company performance and leverage
trading partners more effectively.
• Understand how to identify and assess non-traditional
logistics opportunities in your company.

Learning Objectives:
Understanding how to build the business case for supply management transformation, which includes the following components:
• Speaking the language of the CEO and CFO
• Assessing the current state
• Explaining the strategic nature of the opportunity
• Quantifying the size of the opportunity
• Identifying the areas of opportunity
• Selecting the processes to use to capture the opportunity
• Determining the actions procurement and senior management need to take to seize the opportunity
Understanding the critical elements for building a transformation roadmap, and the key success factors for implementing
that transformation plan.

8:00 am – 9:00 am, Thursday
Presiding Dean: Dr. Mike Crum,
Dean, Iowa State University
Room: Cumberland C
Supply Chain Management
Transformation: Best Practices & Key
Success Factors

Identifying common pitfalls encountered in supply management transformation and how to overcome them
Learning Outcomes:
• How can supply management and procurement make a
significant contribution to corporate objectives (both
top-line growth and bottom-line performance)?
• How can supply management and procurement enhance
our firm’s competitive advantage?
• What is the best way to begin the transformation effort?
• What does the transformation roadmap look like?
• What are the pitfalls to avoid?
• What processes and tools will be critical for success?
• How to get senior executives (i.e., the CEO, COO, CFO)
to help?

Speakers:
Andrew Houser, Vice President,
SupplyChain Management, Commercial
Metals Company
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8:00 am – 9:00 am, Thursday
Presiding Dean: Dr. Frances GaitherTucker, Syracuse University
Room: Cumberland A
Surviving Turbulent Times through
Supply Chain Management

greater visibility and how they have used this information to
restructure their supply chains, redistribute functions among
trading partners, and achieve cost reductions. The results
obtained from a study of over 20 companies and their use of
costing tools to work more effectively with their external trading partners constitute the content of this presentation.
Learning Objectives:
• Recognize the need for gaining greater visibility over
supply chain costs
• Learn a framework for increasing visibility over supply
chain costs
• Identify the different techniques used for supply chain
costing and when they are most appropriate to employ
• Translate supply chain cost information into a balanced
set of performance measures and value creation for the
firm and its trading partners
• Understand the challenges associated with exchanging
cost information across trading partners and the strategies
employed by several firms to overcome these challenges

Speaker:
David Aquino, Research Director, AMR
Research, Inc.

Abstract:
Surviving Turbulent Times through Supply Chain
Management, explores how a firm and its trading partners
have collaborated to survive the economic downturn. The
session would identify the strategies employed with trading
partners to reduce costs, streamline inventories, and re-optimize the supply chain network. A key focus of this session
would be on how the firms have collaborated to avoid shifting
costs from one firm to another while also ensuring that the
end-customer is being supported.

Learning Outcomes:
• Obtain a greater understanding of the issues associated
with supply chain costing
• Gain insight into the techniques used for improving
visibility over supply chain costs
• Acquire new tools for measuring supply chain cost and
performance, both within the firm and across key trading
partners

8:00 am – 9:00 am, Thursday
Presiding Dean: Dr. Garland Chow,
Ph.D., University of British
Columbia & Dr. Tom DeCarlo, Ph.D.,
University of Alabama at
Birmingham
Room: Amelia 1 & 2
Managing Supply Chain Cost

9:15 am – 10:15 am, Thursday
Presiding Dean: Dr. Jezdimir
Knezevic, Dean, MIRCE Akademy
Room: Cumberland B
Understanding Your Supply Chain
Costs: From Sourcing to Fulfillment:
What is Impacting the Cost of Supply?

Speaker:

Speaker:

Dr. Terrance Pohlen, Ph.D., Associate
Professor & Director of Logistics (CLER),
University of North Texas

Greg Holt, Director, CombineNet, Inc.
Abstract:
Strategic sourcing and spend management is a supply chain
activity on which many businesses have focused considerable
resources. Thought by many to be a mature competency
within leading companies, there are still considerable challenges with aligning the initiatives of sourcing and procurement organizations with the broader strategies of the company, and tracking the outcomes of their efforts alongside the
actual results achieved by the enterprise as a whole.

Abstract:
Supply chain executives need to expand their visibility over
their trading partners’ cost and performance to determine
how to structure the supply chain to best meet the needs of
the end-user or target markets. This session will focus on how
firms have attempted to expand their line-of-sight to obtain
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Session
Abstracts
9:15 am – 10:15 am, Thursday
Presiding Dean: Dr. Mike Crum,
Dean, Iowa State University
Room: Cumberland C
Toyota Production Systems

There are many internal factors that are affecting the bottom
line results of your organization’s sourcing strategies, including
the nature of those strategies, the skill sets of your sourcing
team members, the tools at their disposal, and the markets in
which you compete. Furthermore, there are many external
forces at play, which pose additional, and often misunderstood challenges in delivering real, expected results at the end
of the day. Variations between forecasted and actual demand,
global shifts in supply capacity and efficiency, commodity
price volatility, currency changes and other financial issues,
non-compliant purchasing or contracting, and broader elements of market and supply risk, all have an impact on the
value and cost of your organization’s supply chain. The challenge lies in understanding these forces, measuring their
impact, and creating strategies and action plans in response.

Speaker:
Jim Malvaso, President & CEO, The
Raymond Corporation

This session aims to discuss, in detail, the elements outside of
supplier pricing and transportation costs that impact the total
enterprise-wide value of the goods and services your organization buys, and where savings leakage is occurring. We will
provide guidance on how companies can create a more thorough understanding of the elements affecting their costs, and
how they can more efficiently and accurately evaluate the
impact of market and supply chain variables to understand
the deltas between forecasted and actual results. We will also
walk through a number of techniques that organizations
should consider when formulating transformational sourcing
strategies for reducing costs and driving value across their supply chains.
Learning Objectives:
• Understanding what elements (outside of price and
freight) affect the total cost of the materials, items and
services companies buy
• Translating the data from spend, contract and accounts
payables systems into actionable plans for improving
future performance
• Understanding options for working with suppliers,
colleagues and business stakeholders to reduce costs
across all facets of the supply chain

Abstract:
Especially in these economic times, successful companies will
better leverage their invested assets to improve performance.
This session will define the Toyota Production System, what it
is and what it is not. The presentation will outline the basic
principles and philosophies that are fundamental to creating a
TPS culture. The steps of implementation will be reviewed
with a focus on the cultural pitfalls that might impede success.
Examples of the benefits of TPS in the areas of productivity,
quality and continuous improvement will be highlighted.
Learning Objectives:
• TPS defined
• Steps to implement

• Expected results
• Pitfalls to avoid

Learning Outcomes:
• Reasonable understanding of the benefits of a successful
TPS initiative

9:15 am – 10:15 am, Thursday
Presiding Dean: Dr. Frances GaitherTucker, Syracuse University
Room: Cumberland A
Can’t We All Just Get Along? Using
Fact-Based Analysis to Ease PostAcquisition Tensions

Learning Outcomes:
• Create an action plan for measuring the impact of
enterprise-wide variables on supply costs
• Develop the ability to analyze the deltas between what
was planned and what actually happened, and plan your
response
• Lead a transformational strategy to pursue enterprise-wide
value sourcing

Speakers:
Rod Van Bebber, SVP of Operations,
Unified Grocers

Jeff Metersky, Vice President Supply Chain
Strategy Practice, Chainalytics LLC
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Abstract:
Post-acquisition companies must embark on the daunting task
of consolidating operations. But often, legacy, pride, and
uncertainty are obstacles that inhibit post-acquisition decisionmaking. Faced with differing points of view and resistance to
change, firms often struggle to develop a cohesive plan for
product groups, distribution locations, and service assignments. This session will outline a process for using fact-based
analysis to create a common point of view and set post-acquisition company direction. As part of this session, we will
explore how companies can use data-driven analysis to develop network plans, service levels, and customer policies that
are grounded in fact – not opinion or intuition. As an example, Unified Grocers will illustrate how they were able to dispel
pre-existing conclusions about their post-acquisition supply
network and develop an optimal market-forward approach
across newly combined operations.

Abstract:
In today’s complex business environment, the extent to which
firms are integrated into global value chains, the efficiency and
effectiveness of their product distribution and associated services
are key determinants of competitiveness. Supply Chain &
Logistics Association Canada (SCL) and Canadian Manufacturers
and Exporters (CME) partnered with Industry Canada to identify
key performance indicators intended to help Canadian supply
chain managers and decision-makers understand current and
future trends, their competitive position in relation to leading
firms within their own sector, and the steps that can be taken to
become more competitive. This presentation reviews what the
report says on the areas of inventory management, global
sourcing, logistics outsourcing, energy costs, skills shortages,
and technology and how they are key competitiveness factors
for logistics and supply chain management (SCM) in Canada.
This information is not only critical to Canadian firms in their
ability to maintain a competitive edge and benchmark but also
for U.S. firms as the benchmarking compares performance
between industry sectors in both countries.

Learning Objectives:
• Explain the concepts of fact-based analysis in merger and
acquisition consolidation.
• Demonstrate the importance of fact-based decisionmaking in network analysis.
• Provide tips for using a neutral party to create a common
point of view during post-merger consolidation.

Learning Objectives:
• Identify key factors leading to improved competitive
`position in logistics and supply chain competency
• Learn about a new source of benchmarking information
• How to interpret benchmarking statistics and metrics

Learning Outcomes:
Companies that attend this session will take away strategies
to help them:
• Dispel pre-existing conclusions about network or distribution decisions.
• Uncover areas where fact-based decision-making can better align operations.
• Align disparate teams to a common mission.

Learning Outcomes:
• Improve logistics and supply chain benchmarking process
in your firm

11:30 am – 12:45 pm, Thursday
Room: Amelia 1 & 2
Closing Keynote Luncheon:
Lions Walk Softly So They Can Listen

9:15 am – 10:15 am, Thursday
Track Chairs: Dr. Garland Chow,
Ph.D., University of British
Columbia & Dr. Tom DeCarlo, Ph.D.,
University of Alabama at
Birmingham
Room: Amelia 1 & 2
Benchmarking Canada & US Logistics
Performance

Keynote Speaker:
John Powers, Emmy award winning playwright, author and inspirational speaker
on change, leadership, teamwork & effective communications

Speaker:
Dr. Garland Chow, Ph.D., Associate
Professor of Operations & Logistics,
University of British
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Dr. Chris Caplice, Ph.D., Executive Director,
Master of Engineering in Logistics, MIT

Dr. O. Keith Helferich, Professor, Marketing
& Logistics, Central Michigan University

Dr. Garland Chow, Associate Professor of
Operations & Logistics, University of
British Columbia

Dr. Donald Klock, Ph.D., Professor, Supply
Chain Management, Rutgers University
School of Business

Dr. David J. Closs, John H. McConnell
Chaired Professor of Business
Administration, Department Marketing
/Supply Chain Management at Michigan
State University.

Dr. Michael Knemeyer, Ph.D., Assistant
Professor of Logistics, The Ohio State
University

Dr. Mike Crum, Associate Dean,
Iowa State University

Dr. Jezdimir Knezevic, Professor, MIRCE
Akademy, UK

Dr. Thomas DeCarlo, Professor& Ben S.
Weil Endowed Chair of Industrial
Distribution, University of Alabama at
Birmingham

Dr. David Menachof, Professor & Senior
Lecturer in Transport Economics,
International Logistics & Distribution , City
University, London

Dr. Steve Dunn, Professor Chair of Supply
Chain & Operations Management,
University of Wisconsin at Oshkosh

Dr. Terry Pohlen, Ph.D., Associate Professor
of Logistics, University of North Texas

Dr. Frances Gaither-Tucker, Dean &
Professor, Supply Chain, Syracuse
University

Dr. Charles Sox, Professor & University
Chair of Manufacturing Management,
University of Alabama

Dr. Brian J. Gibson. Ph.D., Professor &
Program Coordinator, Supply Chain.
Management, Auburn University

Joel L. Sutherland, Managing Director,
Center for Value Chain Research, Lehigh
University, Rauch Business Center

Dr. Thomas Goldsby, Ph.D., Associate
Professor of Supply Chain Management,
University of Kentucky

Dr. John ‘Jack’ G. Wacker, Ph. D., Research
Professor. Supply Chain Management,
Arizona State University
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Pete Alle, Sr. Dir. Product Supply COE/CS
&L, BPM, Kraft Foods, Inc.

Dr. Jack Bacon Ph.D.,
Jack Bacon has often been called "A New Carl
Sagan." He is an internationally-known motivational speaker, a distinguished lecturer (emeritus) of the
American Institute of Aeronautics and Astronautics (AIAA), and
one of the most requested speakers in the world for topics
concerning technology and the factors that shape human
society. A noted futurist and a technological historian, he has
written three popular books entitled "My Grandfathers' Clock,"
"My Stepdaughter's Watch," and “The Parallel Bang,” with
many thousands of copies sold of each. A fourth: “Killer Apps
for the Green Global Village” is in the works. His lectures have
captivated tens of thousands of all ages in thirty-eight countries on six continents, and he has appeared on numerous
radio and television broadcasts.

Pete joined Kraft Foods in1984 and has worked in
several functional areas including manufacturing, engineering,
distribution, transportation, supply chain and strategy. As Sr.
Director Product Supply Center of Excellence, Pete is responsible for Business Process Improvement across a variety of
processes that range from supplier-facing to customer-facing.
Pete is currently leading the Cash Flow Excellence initiative
that includes broad participation and engagement across the
company. Prior to joining Kraft Foods, Pete was a consultant
with Booz-Allen & Hamilton.
Pete has been actively involved in Food Banking, having
recently served as Board President and Board member of the
Northern Illinois Food Bank. Northern Illinois Food Bank is
one of over 200 Food Banks across the United States that are
affiliated with Feeding America, the Nation’s Food Bank
Network.

A graduate of Caltech (B.S. '76) and the University of
Rochester (Ph.D. '84) his extensive career includes roles in the
development of many cutting edge topics, including controlled thermonuclear fusion, the development of the electronic office, factory automation, the human conquest of
space, third world agricultural enhancements, and the globalization of business. He pioneered the deployment of several
artificial intelligence systems, learning his craft at the famed
Xerox Palo Alto Research Center.

Pete received a BS degree in Engineering from Rensselaer
Polytechnic Institute and a MS degree in Engineering from
Princeton University. Pete and his wife Sarma have two sons.
They reside in the Chicago area.
David Aquino, Research Director
AMR Research, Inc.

Jack is a fellow of the Explorer's Club, a member of the AIAA,
the National Speakers Association, the International Federation
of Professional Speakers, Engineers Without Borders, and
Rotary International. He was a founding member of the
board of directors of the Science National Honor Society
(www.ScienceNHS.org), and is a recipient of the US
Government’s Exceptional Achievement Medal. He routinely
advises numerous academic programs and institutions, and he
is a champion of education throughout the world.

David Aquino is a research director in AMR
Research’s Cross Industry and Human Capital Management
Service. He is responsible for the research and analysis of market trends and developments in organizational design, talent
management, and organizational performance management
with a focus on the broad spectrum of enabling technology
that supports Supply Chain, IT, and HR leadership. David also
conducts research on supply chain research focused on the
apparel and footwear industry.

Ronald C. Berg, SVP Inventory
Management, United Stationers

Before joining AMR Research, David was the vice president of
supply chain at Aramark Uniform and Career Apparel, where
he was responsible for developing the process, organization,
and proprietary supply chain technology to support the direct
sale apparel organization and several key integration efforts
between the three operating divisions.

Ronald C. Berg is the Senior Vice President,
Inventory Management, of the Company, since
Inventory Management May 2006. From May 2005 to May
2006 he served as Senior Vice President, Business
Transformation. He previously served as Senior Vice President,
Inventory Management and Facility Support from October,
2001 until May 2005. He also served as the Company's Vice
President, Inventory Management, since 1997, and as a
Director, Inventory Management, since 1994. He began his
career with the Company in 1987 as an Inventory Rebuyer,
and spent several years thereafter in various product and furniture or general inventory management positions. Prior to joining the Company, Mr. Berg managed Solar Cine Products,
Inc., a family owned, photographic equipment business

Prior to Aramark, David was the vice president of supply chain
at AAi. Foster Grant, Inc.
David earned his BS in marketing from Syracuse University
and his MBA from Fordham University. He is certified in production and inventory management from the Association for
Operations Management (APICS).
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Dr. Donald J. Bowersox, Ph.D., University
Distinguished Professor & Dean Emeritus,
Michigan State University

Billy Boykins, Dir. NA Product Supply
Operations, Procter & Gamble

Dr. Bowersox is a University Distinguished Professor and Dean
Emeritus of The Eli Broad Graduate School of Management at
Michigan State University. Dr Bowersox is retired from full
time teaching at MSU. He currently teaches Executive
Education at the Broad School. During his career, Dr.
Bowersox served as an air force pilot and in various business
and corporate board capacities.
Dr. Bowersox has over four decades of experience as a consultant to business and government. He is a frequent presenter
at professional, trade and corporate meetings.
He has lectured and taught in over twenty nations.
Dr. Bowersox has authored over 250 articles on marketing,
transportation, logistics and supply chain management. He is
author or co-author of seventeen books with fourteen foreign
language translations. He was a co-author of the first logistics
textbook published in 1961. He received a special commendation from the Society of Logistical Engineers (SOLE) for the
publication of Logistical Management. In 2005, he received
the society’s prestigious Armitage Medal for contribution to
the logistics literature. His most recent book co-authored with
Nick LaHowchic entitled “Start Pulling Your Chain! Leading
Responsive Supply Chain Transformation” was published in
January 2008. Information is available at www.ogillc.com He
serves on the editorial review board of the Supply Chain
Management Review as well as several academic journals. A
founding member and second president of the Council of
Supply Chain Management Professionals, Dr. Bowersox is the
recipient of the Council’s Distinguished Service Award and
Founder’s Award. He has been recognized by Michigan State
University as a Distinguished Alumni, and University
Distinguished Faculty Member. The Broad School of Business
at MSU designated Dr. Bowersox as a Distinguished Alumni.
He was the initial recipient of the Broad School Alumni
Lifetime Achievement Award. He was the recipient of the
Harry E. Salzberg Honorary Medallion presented by Syracuse
University.

Director – NA Market Development Product
Supply Operations for Procter & Gamble. He is a 31-year
employee and has held numerous positions in Customer
Service/Logistics and Manufacturing. He has extensive experience working internationally and spent 3 years living in
Mexico leading the Latin America Laundry and Cleaning
Product Supply organization. In his current position, he is
responsible for the Finish Product Transportation,
Customization, Order to Cash and Coupon Promotion
Operations within US, Canada and Puerto Rico. He is a graduate of Carnegie Mellon University and holds BS Degrees in
Industrial Engineering and Economics. He also holds Degrees
from the University of Tennessee and University of Michigan in
Total Quality and Manufacturing Management, respectively.
He is the father of two daughters, Camille (26) and Victoria
(Tori – 19). Billy resides in Cincinnati, Ohio, Procter and
Gamble’s World Wide Headquarters.
Steve Branscum, Group Vice President
Consumer Products, BNSF Railway
Steve Branscum assumed his current position of
group vice president, Consumer Products, in June 1999 after
serving as BNSF’s vice president, Intermodal Marketing, from
July 1996.
He began his career with the former Santa Fe in 1980 in the
industrial engineering department where he held various positions in Cleburne, Texas as well as Kansas City and Topeka,
Kansas. In 1989, he was named general director, Intermodal
Planning and Control, at Chicago, Illinois, when the Intermodal
Business Unit was formed. He moved to the position of general
director, Intermodal Equipment, in 1991; and was appointed
assistant vice president, Intermodal Equipment and Hub
Operations, in 1992; and assistant vice president, Intermodal
Hub Operations, for BNSF Railway in January 1996.
Jeff Brashares, Logistics Services Group
President, Pacer International

Don and his wife Terry enjoy nine children and six grandchildren. They reside in Lady Lake FL. and enjoy a summer residence in Traverse City, MI

Jeffrey was born the son of two schoolteachers in
Mansfield, Ohio, on June 11, 1952. He was graduated from
Malabar High School in 1970 as a Member of the National
Honor Society and received the Michigan Honor Trophy for
Outstanding Senior Boy.
In 1972, Jeff was graduated from the University of Akron with
an Associates Degree in Transportation with Distinction.
During his time at Akron University, he was awarded a mem-
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bership in Phi Eta Sigma, a National honors fraternity, and
played in the university band.

appeared in the Journal of Business Logistics, the International
Journal of Logistics Management, and Transportation
Research. He obtained a Master of Science in Civil Engineering
from the University of Texas at Austin and a Bachelor of
Science in Civil Engineering from the Virginia Military Institute
(VMI).

With railroads in his blood, Jeff spent the next four years with
the Erie Lackawanna Railway first as a Chief Clerk in the
Cincinnati Sales office and then moved on to Cleveland in the
same position. Before leaving the Erie, Jeff held the position of
Sales Representative and then Assistant Division Sales
Manager, in Cleveland.

Carol Carrieri, Director of Supply Chain
Management Henry Schein Corporation.
Carol Carrieri is the Director of Supply Chain
Management for the Henry Schein Corporation.
She is responsible for developing and implementing supply chain solutions for Schein's Distribution Centers in
North America.Prior to joining the Schein Corporation, Carol
spent ten years in Medical Distribution with the McKesson
Medical Corporation.She was the subject of a feature article in
Life Support Logistics for her quick and effective response to
the 911 tragedy in New York City.She spent fifteen years in
senior positions in Hospital Materials Management.Carol also
worked for the New Jersey Hospital Association creating contracts for Group Purchasing. Carol attended Ryder College and
Rowan University and has a BA in Education. She is a certified
teacher in New Jersey.

As the Erie Lackawanna was being merged in to Conrail, Jeff
left for a position as Sales Representative for Rail Van, Inc., in
Cleveland, Ohio. In 1978, Jeff moved to Columbus and
opened up Rail-Van of Columbus, Inc., and, in 1984, he and
two partners, Bill Lee and Denis Bruncak, purchased the $18
million intermodal transportation company.
The owners expanded the company into a full logistics
provider and in 1998, took on an additional partner, KDR,
consisting of the late Dave Thomas, son Ken Thomas and Rick
Richards. This followed closely with a joint venture with
Maersk Logistics, a Division of A. P. Moeller.
In 2000, the $550 million company was purchased by Pacer
International and the company was renamed Pacer Global
Logistics, a $1 billion provider of Supply Chain Services. Jeff
remains as Vice Chairman-Commercial Sales.

Todd Carter, VP & GM, Global
Transportation Management, Ryder SC

Charitable activities include: The Arthritis Foundation of
Central Ohio; The Buick Club of America; Akron University;
Children’s Hospital and Epworth United Methodist Church.

Todd Carter is Vice President and General
Manager of Global Transportation Management (TM) for
Ryder SCS. Reporting to Vicki O’Meara, President Supply
Chain Services, Mr. Carter is responsible for the service offering, strategy, and profit and loss for this $3 billion freight
under management (FUM) business line. Mr. Carter coordinates the international aspect of Ryder’s FM business with
David Bouchard, President of Ryder’s International Division.

Jeff has three children: Margrit, Melissa, and Jeffrey.
Dr. Chris Caplice, Ph.D., Director of the
Master of Engineering in Logistics (MLOG)
Program, MIT
Dr. Caplice runs the Master of Engineering in Logistics
(MLOG) Program through the Center for Transportation and
Logistics. Prior to joining MIT, Dr. Caplice held senior management positions in supply chain consulting, product development, and professional services at several companies including Chainalytics LLC, Logistics.com, and SABRE.

Before joining Ryder, Mr. Carter was Director, Global Supply
Chain for Celanese Chemicals, a $6 billion global hybrid
chemical manufacturer and marketer. Joining Celanese in
2002, he was responsible for managing the order-to-cash,
production planning and scheduling, quality/ISO, and supply
chain six sigma teams and processes for the $4 billion Basic
Chemicals division. In this role, Mr. Carter managed four OTC
teams globally and had complete and direct accountability for
the inventory asset, order fill rates, transportation and storage
(internally and by third parties), and customer service levels.
He managed the production planning and scheduling function for the division’s fourteen plants. In addition, Mr. Carter
managed four black belts globally, and is himself a certified
green belt since 2003.

Dr. Caplice received a Ph.D. from MIT in 1996 in
Transportation and Logistics Systems. His dissertation, An
Optimization Based Bidding Process: A New Framework for
Shipper-Carrier Relationships, was selected as the winner of
the Council of Logistics Management (CLM) Doctoral
Dissertation Award. It also received an Honorable Mention in
the 1996 Dissertation Award sponsored by the Transportation
Science Section of the Institute for Operations Research and
the Management Sciences (INFORMS).

Prior to working for Celanese, Mr. Carter was Senior Vice
President, Global Business Development for APL Logistics.
Prior to its purchase by APLL, GATX Logistics employed Mr.

Dr. Caplice also served five years in the Army Corps of
Engineers, achieving the rank of Captain. His writing has
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Carter as its SVP Customer Solutions. Mr. Carter worked for
GATXL and APLL for a total of nine years, progressing from VP
Business Development into the senior roles listed above, both
of which were members of the respective Executive
Committees. Mr. Carter began his career at Andersen
Consulting (now Accenture) and also worked for J. B. Hunt
Transport Services, Inc. for two years.

Dr. Garland Chow, Ph.D., Associate
Professor, Logistics & Supply Chain
Management, University of British
Columbia
Associate Professor of Logistics and Supply Chain
Management in the Sauder School of Business at the
University of British Columbia and Director of the Bureau of
Intelligent Transportation Systems and Freight Security.

Mr. Carter holds a master of business administration degree
from Auburn University, and bachelor and master degrees in
industrial engineering and operations research from Virginia
Tech. He has taught numerous APICS and CLM courses and
has presented multiple times at both organizations’ global
conferences.

Dr. Chow teaches and writes in the fields of supply chain,
business logistics and freight transport management. He has
taught in the U.S., Canada, Australia, Brazil, China, Hong
Kong, Japan, Mexico, and Poland and is a frequent speaker
before professional associations and executive programs

Anthony Chiarello, Chief Operating Officer
& Executive Vice President , NYK Logistics
(Americas), Inc.
Anthony (Tony) Chiarello joined NYK Logistics
(Americas), Inc. as Chief Operating Officer and
Executive Vice President in January 2009. Mr. Chiarello’s
background in transportation and logistics spans some 30
years. Prior to his current position with NYK he was Senior
Vice President, Global Customer Development for AMB
Property Corporation. Chiarello most recently served as
chairman and president of Hudd Distribution Services, Inc., a
Maersk Logistics company. Previously, he served as president
of Maersk Logistics USA Inc; chairman of Maersk Customs
Services; member of the board of directors for Bridge Terminal
Transport (BTT); president of Maersk Equipment Service
Company, Inc.; and vice president for Universal Maritime
Service Corporation, a stevedoring and terminal subsidiary of
Maersk Sealand. Tony also held the position of Deputy
Executive Director of the Maryland Port Administration.

He is an internationally known authority on motor carrier
transportation having conducted research or consulting on
economic, regulatory and managerial issues of the trucking
industry. Dr. Chow's logistics research interests include transportation collaboration, modeling the outsourcing decision for
TPLs and the impact of e commerce on supply chain management. A frequent visitor and lecturer in Asia, he recently
authored “The Transportation and Warehousing Challenge for
Multi-National Corporations in China”. His current research
includes: the growth of the logistics services sector in China,
the role of Canada in Asia Pacific supply chains, Pacific
Gateway productivity, and how to improve security and efficiency of cross border freight movement.
Garland Chow earned his BS and MBA degrees from the
University of Maryland and doctorate from Indiana University.
Dr. David Closs, Ph.D., John H. McConnell
Chaired Professor Business Administration,
Dept. of Marketing & Supply Chain
Management
Dr. David J. Closs is the John H. McConnell
Chaired Professor of Business Administration in the
Department of Marketing and Supply Chain Management at
Michigan State University. Dr. Closs completed his MBA and
Ph.D. at Michigan State in 1978 focusing on the topics of
marketing, logistics and management science.

Chiarello serves on the Board of Visitors for the Northeastern
University School of Business, the university’s advisory board
for its undergraduate and graduate business school programs.
Other industry involvement includes leadership participation
with the Retail Industry Leaders Association; the Board of
Advisors for the United States Merchant Marine Academy;
past facilitator for the annual Terminal Management Training
Program, jointly sponsored by the Association of American
Port Authorities, The United States Federal Maritime
Administration and the National Association of the Waterfront
Employers. Tony is also an active member of the Council of
Supply Chain Management Professionals (CSCMP).

Dr. Closs has been extensively involved in the development
and application of computer models and information systems
for logistics operations and planning. The computer models
have included applications for location analysis, inventory
management, forecasting and routing. The information systems development focuses on inventory management, forecasting and transportation applications. His experience has
focused on the logistics related issues in the consumer products, medical and pharmaceutical products and parts industries. Dr. Closs actively participates in logistics executive development seminars and has presented sessions in North
America, South America, Asia, Australia and Eastern Europe.

Chiarello holds a Bachelor Degree from Villanova University
and is an alumnus of Insead Business Institute of
Fontainebleau, France.
He is domiciled at NYK (North America) headquarters in
Secaucus, NJ.
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Dr. Closs’s primary research interests include supply chain
strategy, information systems, security and planning techniques. He was one of the principle researchers in two studies
completed by Michigan State University investigating worldclass logistics and supply chain capabilities.

During the technology boom of 2000, Scott worked as a
logistics technology consultant, assisting companies such as
Frito-Lay, Calvin Klein Cosmetics and Menasha Services in
improving their operating efficiencies thru the application of
logistics execution tools (Warehouse and Transportation
Management Systems).

Dr. Closs has authored and co-authored numerous articles and
made presentations regarding world-class logistics and supply
chain capabilities and logistics information systems applications.

Scott returned home to Texas in the spring of 2002 as
Director of Operations with former Reverse Logistics provider
USF Processors. In this capacity, Scott provided leadership to
ten (10) reverse logistics sites in the western US.

Dr. Closs is an active member in the Council of Logistics
Management and was Editor of the Journal of Business
Logistics. He is Executive Editor of Logistics Quarterly.

Dr. Mike Crum, Associate Dean, Academic
Programs, Professor of Logistics & Supply
Chain Management & John & Ruth DeVries
Endowed Chair in Business, Iowa State
University

Scott Collen, Director of DC Operations,
Blockbuster, Inc.
Scott Collen is currently the Director of
Distribution Operations at the national distribution center for
Blockbuster in McKinney, Texas. In this role, he oversees activities in the 1 million square foot DC which are required to
receive, pick, process and ship over 135 million units per year
to over 4,000 plus retail locations. The DC operates 24 hours
per day, six days per week with a full time staff of around 900
associates. Prior to his assignment in McKinney, Scott helped
the company build the distribution network required to start
Blockbuster Online, the rent-by-mail division of Blockbuster.
Scott planned and opened new sites, developed and implemented critical quality assurance processes and was instrumental in improving the process flow within the fulfillment
sites.

Dr. Crum is the Associate Dean, Academic Programs, Professor
of Logistics & Supply Chain Management and the John and
Ruth DeVries Endowed Chair in Business.
Dr. Crum teaches carrier management, business logistics, and
supply chain management at both the graduate and undergraduate levels. He has authored or co-authored more than
seventy research publications including three books, and he
has been a principal investigator on three research grants from
the U.S. Department of Transportation.

Scott attended Texas Tech University in Lubbock. While at
Tech, Scott was a member of the Swimming & Diving Team
and active in the student government and various honor and
professional organizations. He received his BS in Industrial
Engineering from Texas Tech in the spring of 1989.
His early career included various positions in consumer goods
production, both dry and frozen food distribution and supply
chain management. In 1993, Scott left The Pillsbury
Company to join Ozburn-Hessey Storage Company in
Nashville, Tenn. While with the company, Scott managed several distribution operations. As the company changed its
focus from warehousing to logistics, Scott became the first
new business engineer for the newly created Ozburn-Hessey
Logistics (OHL).
In 1998, Scott became General Manager for the Memphis
operations of OHL. In this capacity, Scott oversaw all activities
related to the company’s public warehousing, contract distribution, and fulfillment services located in the Memphis metropolitan area. While in Memphis, OHL was successful in securing an implementing a variety of major contracts including
Hewlett Packard’s highly successful subsidiary
hpshopping.com and a regional distribution operation for
Sony Electronics.
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His research appears in several of the top academic publications in his field, including The Journal of Business Logistics,
Transportation Journal, Transportation Research: Logistics and
Transportation Review, International Journal of Logistics
Management, International Journal of Physical Distribution
and Logistics Management, International Journal of Transport
Economics, and Transportation Research: Practice and Policy.
Dr. Crum has conducted seminars, research, and consulting
with several professional organizations including the American
Trucking Associations, Barr-Nunn Transportation, C.H.
Robinson Worldwide, Inc., Compaq Computers, CSX
Transportation, Deloitte & Touche LLP, Des Moines
International Airport, IBM, Iowa Department of Transportation,
LOT Polish Airlines, Union Pacific Railroad, and the U.S.
Department of Transportation Federal Motor Carrier Safety
Administration.
He is the recipient of the College of Business dean's Advisory
Council awards for overall excellence (1988), teaching (1996,
2003, 2005) and research (1998). He was a Fulbright Scholar
in Transportation Economics at the Warsaw School of
Economics during 1988-89. He is currently co-editor of the
International Journal of Physical Distribution and Logistics
Management.
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Deb Dean, SVP Strategic Accounts &
Supplier Diversity, Spherion Corporation

International Business Studies, among others. He is co-author
of Sales Management, a top-selling sales management textbook. Dr. DeCarlo has had professional relationships with a
number of Fortune 500 organizations in areas of market analysis and customer segmentation, sales force management,
brand management, and new product development. He
earned his Ph.D. from the University of Georgia.

Deb Dean is vice president of strategic accounts
for Spherion Corporation. She has responsibility for sales and
service excellence for a portfolio of approximately 60 of
Spherion’s largest account relationships.

Chuck DeLutis, VP Sales, YRC

Dean joined Spherion two years ago from Spring Group,
where she served as VP global sales and strategic marketing.
Having had responsibility for the launch of that company’s
vendor management solution, she has a unique understanding of supply chain logistics in the recruiting and staffing environment as well as the unique requirements of Fortune 500
employers.

As vice president–field sales for YRC, Charles R.
(Chuck) DeLutis is responsible for developing and
implementing strategies for new business opportunities and
profitable growth. This responsibility includes the executive
management of all aspects of field sales, an organization of
nearly a thousand sales professionals throughout North
America. He was transitioned to vice president–field sales for
YRC in March 2009 when the Yellow Transportation and
Roadway networks were combined. He had served as vice
president-sales for Roadway since January 2007.

Dean was previously VP of sales for TRS Staffing Solutions and
director of new business development for GRI PeopleNet, a
subsidiary of Ford Motor Company. She began her career as a
recruiter, following her graduation from Alma College in
Michigan. Her career has placed her in numerous international
assignments, and she has supported clients in Canada,
Mexico, the U.K., France, Holland, Denmark, Switzerland,
Norway, Australia and New Zealand.

Prior to leading the company’s sales function, DeLutis was vice
president-special services and new business development. He
was responsible for market growth and research and development as well as growing expedited and exhibit transportation
offerings. In this role, he also led a team of seven directors
accountable for business segment growth in their respective
vertical markets.

With more than 20 years of experience in the staffing industry and a keen understanding of the U.S. workforce and the
issues that drive performance, Dean is a compelling and articulate speaker. She has shared the findings and implications of
the Spherion Emerging Workforce® Study with numerous
business groups. Conducted by Harris Interactive on behalf of
Spherion and reflecting a decade of research, the Study provides a comprehensive look at changes in the American workforce in the context of ongoing social and economic events.

DeLutis joined Roadway in 1972 after graduating from college. He has experience in all phases of the business, including
operations, sales, and sales management. DeLutis has led
Roadway sales teams in the southern and eastern regions of
the U.S. He also was a member of the team that reinvented
the company’s sales organization in 2004 and 2009.

Dr. Tom DeCarlo, Ph.D., Ben S. Weil
Endowed Chair, Industrial Distribution &
Professor, Marketing & Industrial
Distribution University of Alabama at
Birmingham
Thomas E. DeCarlo is the Ben S. Weil Endowed Chair of
Industrial Distribution and Professor of Marketing and
Industrial Distribution at the University of Alabama at
Birmingham. He was most recently on the faculty at Iowa
State University as Associate Professor. While at Iowa State,
Dr. DeCarlo served as the Faculty Scholar in the ISU Business
Analysis Laboratory. The Laboratory, staffed by ISU faculty and
students, performed various marketing research projects for
companies such as 3M, Lockheed Martin, Andersen Windows
and others. Dr. DeCarlo's primary research interests deal with
strategic issues in sales force management, customer relationship management, and marketing communications.

George Duggan was appointed to the position of
vice president, Domestic Intermodal, in November
2005. In this capacity, he is responsible for BNSF's Sales and
Marketing activities for the $2.5 billion Domestic Intermodal
business unit, including truckload, less-than-truckload, parcel,
intermodal marketing companies, and beneficial owners.

Dr. DeCarlo's research has been published in journals such as,
Journal of Marketing, Journal of Consumer Psychology, Journal
of Personal Selling and Sales Management, Journal of

He began his career in the railroad industry with the MissouriKansas-Texas Railroad Company in 1978 in the management
training program. From there, he worked in various positions

56

DeLutis holds a B.A. in psychology from West Chester State
University. He has completed executive education programs
at the Weatherhead School of Management at Case Western
Reserve University and the Darden School of Business at the
University of Virginia. He and Marilyn, his wife of 34 years,
have a daughter, Tiffany, who is attending medical school.
George Duggan, VP Domestic Intermodal,
BNSF
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and locations in the operating department, including trainmaster and terminal superintendent.

Freeman joined Schering-Plough in 1992 as a management
associate and held supervisory /management roles in the
Manufacturing & Packaging operations for the first five years
of his career. Rodney then moved into Sales & Marketing
management for over three years, where he held the position
of CLARITIN product manager. For the last nine years, Rodney
has held positions of increasing responsibility in Global Supply
Chain Management.

Duggan began working for the Burlington Northern Railroad
Company as a grain specialist in 1990. He then assumed roles
with increasing responsibilities in Equipment Management,
Customer Service and Finance.
After Burlington Northern merged with Santa Fe in 1996,
Duggan served in a variety of leadership roles in the Field
Marketing, Minerals and Chemicals business units. In 1998,
Duggan was appointed vice president, Chemicals, then vice
president sales, Industrial Products in March 2001.

Freeman holds a B.S. in Civil Engineering and an M.B.A. from
Duke University in Durham, N.C.
Rodney is happily married and has four children. When he is
not at work, he loves to spend time with his family and is very
active in his church.

Duggan received his Bachelor of Science in Economics from
the University of Missouri – St. Louis. In 2004, he completed
the Harvard University Advanced Management Program.

Dr. Brian Gibson, Ph.D., Professor Supply
Chain Management, Auburn University

Dr. Steven Dunn, Ph.D., Professor & Chair,
Supply Chain and Operations Management
Dept., University of Wisconsin at Oshkosh
A leader in the field of sustainability management for over fifteen years, Steve is the co-founder of ISO, Inc. (Innovative
Strategies for Operations), a consulting firm specializing in the
‘triple bottom line’ approach to accountability and strategy.
He is also a co-founder of Ecolution, a not-for-profit that provides education and coursework in sustainability principles. His
partner in both ventures is Paul Linzmeyer. He also is Chair of
the Supply Chain and Operations Management Department
at the University of Wisconsin in Oshkosh, which has an innovative program that requires a course in sustainability.
Steve received his Ph.D. in business from The Pennsylvania
State University. He has an MBA from Boise State University
and a BS in Zoology from California State University Long
Beach. Dunn has worked overseas with the US Agency for
International Development, where he developed a series on
‘Greening the Supply Chain’, and the World Resources
Institute, where he participated in their Business Environment
Learning and Leadership program. He held various managerial positions at Labatt and HJ Heinz including plant manager.
His consulting clients have included Con Agra, Hunt Wesson,
Lever, Nabisco, Ecolab, Aramark, G&K, Kraft Foods to name a
few. In other words, his work on sustainability combines a rigorous, academic knowledge of business trends with a nuts
and bolts understanding of how a company can best put
them into practice.
Rodney Freeman, VP Global Supply Chain
Management, Schering-Plough
Rodney is Vice President, Global Supply Chain
Management for Schering-Plough Corporation. In
this role, he is responsible for the planning and
logistics of the company's Global Pharmaceutical Business and
Consumer Health Care divisions.
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Brian J. Gibson. Ph.D. is Professor and Program
Coordinator for the Supply Chain Management
program at Auburn University. Previously, he served for five
years on the faculty of Georgia Southern University as Director
of the Southern Center for Logistics and Intermodal
Transportation. Dr. Gibson also has 10 years of experience as a
logistics manager for two major retailers. He is an accomplished faculty member who has received multiple awards for
outstanding teaching, research, and outreach, most notably
the Auburn University Alumni Association Undergraduate
Teaching Excellence Award in 2006. Dr. Gibson has coauthored more than 50 refereed and invited articles in the
Journal of Business Logistics, Supply Chain Management
Review, International Journal of Logistics Management,
International Journal of Physical Distribution and Logistics
Management, and other leading publications. He is actively
engaged in executive education, seminar development, and
consulting with leading organizations. Dr. Gibson currently
serves in leadership roles for the Council of Supply Chain
Management Professionals, the Distribution Business
Management Association, and the Retail Industry Leaders
Association. Dr. Gibson earned a B.S.B.A. from Central
Michigan University, an M.B.A. from Wayne State University,
and a Ph.D. in Logistics and Transportation from the University
of Tennessee. He is Professor and Program Coordinator for the
Supply Chain Management program at Auburn University.
Previously, he served for five years on the faculty of Georgia
Southern University as Director of the Southern Center for
Logistics and Intermodal Transportation. Dr. Gibson also has
10 years of experience as a logistics manager for two major
retailers. He is an accomplished faculty member who has
received multiple awards for outstanding teaching, research,
and outreach, most notably the Auburn University Alumni
Association Undergraduate Teaching Excellence Award in
2006. Dr. Gibson has co-authored more than 50 refereed and
invited articles in the Journal of Business Logistics, Supply
Chain Management Review, International Journal of Logistics
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Management, International Journal of Physical Distribution
and Logistics Management, and other leading publications.
He is actively engaged in executive education, seminar development, and consulting with leading organizations. Dr.
Gibson currently serves in leadership roles for the Council of
Supply Chain Management Professionals, the Distribution
Business Management Association, and the Retail Industry
Leaders Association. Dr. Gibson earned a B.S.B.A. from Central
Michigan University, an M.B.A. from Wayne State University,
and a Ph.D. in Logistics and Transportation from the University
of Tennessee.
Terry Gilbert, Senior Vice President and
Chief Sales & Marketing Officer-YRC
As senior vice president and chief sales & marketing officer for YRC, Terrence M. Gilbert is responsible for business development, marketing and sales strategies, as well as tactics and results for sales, exhibit and associations, special services
and customer service operations. He was appointed to the position in March 2009 following the combination of Yellow
Transportation and Roadway. Previously, he served as president
of Roadway since January 2007,

Dr. Thomas J. Goldsby, Ph.D., Associate
Professor of Supply Chain Management,
University of Kentucky
Dr. Thomas J. Goldsby is Associate Professor of
Supply Chain Management at the University of
Kentucky. He has held previous faculty appointments at The
Ohio State University and Iowa State University. Dr. Goldsby
holds a B.S. in Business Administration from the University of
Evansville, M.B.A. from the University of Kentucky, and Ph.D.
in Marketing and Logistics from Michigan State University.
Prior to entering academe, Dr. Goldsby was a Logistics Analyst
for the Valvoline Company. He previously worked for the
Transportation Research Board of the National Academy of
Sciences in Washington, D.C. and as a research fellow at the
University of Kentucky Transportation Research Center. He has
also served as a consultant to manufacturers, retailers, and
logistics service providers.
Dr. Goldsby’s research interests focus on logistics customer service and supply chain integration. He also has interest in the
theory and practice of lean and agile supply chain strategies.
He has published several articles in academic and professional
journals and serves as a frequent speaker at academic conferences, executive education seminars, and professional meetings. He is co-author of Lean Six Sigma Logistics: Strategic
Development to Operational Success (J. Ross Publishing,
2005). Dr. Goldsby has twice received the Accenture Award
for best paper published each year in the International Journal
of Logistics Management (1998 and 2002) and has received
recognitions for excellence in teaching at Iowa State University
and The Ohio State University. He was recently recognized as
one of the fifty most productive researchers all-time in the
field of logistics management.

As president of Roadway, Gilbert was responsible for the direction and executive management of Roadway in the United
States and Reimer Express Lines, a wholly owned subsidiary of
Roadway, in Canada. Both companies provided domestic and
global supply chain services for North American businesses shipping industrial, commercial, and retail goods.
From 2004 until 2007, Gilbert served as executive vice president–sales and marketing. In this position, he was responsible
for functions aimed at growing revenues, yield and market
share for Roadway and Reimer Express Lines.
Gilbert joined Roadway in 1979 in Peoria, Ill. He worked in a
variety of sales and operations positions until 1985. Between
1985 and 1990, Gilbert managed Roadway service centers in
Danville, Ky., and Akron, Ohio. In 1990, he was named to the
position of district manager, with assignments in Springfield,
Mo., Rock Island, Ill., and Boston, Mass. The Boston assignment
included responsibility for operations in eastern Canada. From
1998 to 2004, Gilbert was vice president of the company’s
Eastern Division, responsible for the efficient operation of the
Roadway network in the eastern United States.
Gilbert serves on the board of directors of Christina’s Smile
Children’s Dental Clinic, which provides charitable dental care
to youngsters. Roadway transports the clinic, which travels in
two 48-foot trailers with the PGA TOUR and Champions Tour,
at no charge. Gilbert holds a bachelor of business degree in
business administration from Western Illinois University.
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Karen Lynn Griggs, VP Marketing/Sales &
Founder, Jadian Enterprises, Inc.
Karen Griggs is a Founder of and the Vice
President of Marketing and Sales for jadian enterprises, inc. Karen has an extensive consulting and
practical marketing experience. For the past 15 years, she has
been involved in strategy development, market research, program and channel development, new product launch planning, marketing executive, proposal writing and sales support
across a variety of technology-related industries. Karen maintains a close watch on customer needs and the latest technology developments by participating in selected client projects
in a management capacity. Karen holds a Bachelor's degree in
Biology from Northwestern University (1988) and an MBA in
Marketing from Michigan State University (1993), where she
was elected to the Beta Gamma Sigma honor society.
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Laura Hall, Sr. Manager of Training &
Development, NYK Line
(North America) Inc.,

Steve Holic, Sr. Director Logistics, Philips
General Purchasing, Forwarding &
Distribution, Phillips Consumer Lifestyle
Steven Holic, a 24 year Philips employee, joined Philips back in
1985. In his current position Steven ensures the benefits of
transportation synergy, economies of scale & leveraging of
warehouse and transportation for Philips NAM and also oversees logistics process improvements and Supply Chain
enhancements projects. Steve is also responsible for integration of 3PL’s, 4PL's and LLP including Distribution &
Outsourcing analyze and regional logistics focal point or M&A
and new venture integration. Finally he assures fully compliant
customs, supply chain security, Business Controls &
Sustainability.

Laura began her career at NYK as a generalist and became a
corporate Human Resources manager. In her current role,
Laura manages an executive leadership development program
and provides executive coaching at several NYK group companies in the United States and Canada. She also is responsible for career development, delivering management training
and providing staff development.
Prior to NYK, Laura was employed in corporate Human
Resources at Federal Paper Board and had been a high school
business teacher.
Laura has a Masters in Organizational Behavior from Fairleigh
Dickinson University, a BA in Business Education from
Montclair State University, and PHR certification. Currently, she
is a Mentor/Faculty Advisor at Fairleigh Dickinson University
and is a member of SHRM and ASTD.

Greg Holt, Director, CombineNet, Inc.
As CombineNet’s Director of Marketing, Greg Holt is responsible for recognizing, analyzing, and anticipating the challenges
facing supply chain and sourcing professionals; and translating
these trends into marketing strategy for the advanced sourcing technology provider. Mr. Holt works with clients, technology partners, industry analysts and internal resources to help
drive product vision and services offerings that ensure
CombineNet customers reach their key business objectives
and maximize their return on investment for optimized sourcing and transportation procurement solutions.

Dr. Omar Keith Helferich, Ph.D., Professor,
Supply Chain, Central Michigan University
Dr. Omar Keith Helferich is a consultant and university faculty member with industry and teaching experience
in environmental engineering, environmentally responsible
supply chain, process reengineering, decision support systems,
six sigma tools, incident management, supply chain resilience
design and collaboration and continuity planning. Dr.
Helferich received a BS and MS in Environmental/Sanitary
Engineering and an MBA from the University of Michigan and
doctorate in business administration with concentrations in
operations, logistics and information management from
Michigan State University. Dr. Helferich experience includes
public and private sector environmental engineering design
and operations; nuclear, biological and chemical safety/environmental engineering for Atomic Energy Laboratories,
nuclear power plants, and nuclear weapons testing in the
Pacific and United States. During the past fifteen years Dr.
Helferich has been a senior disaster logistics volunteer for the
American Red Cross (ARC) providing on site support as a
DSHR and Critical Response Team member. Keith has over
twenty five years experience in supply chain consulting included positions as a Vice President with Integrated Strategies, as a
partner with Cleveland Consulting Associates and as CoFounder and Managing Director of the Dialog Systems
Business Division of AT Kearney. Dr. Helferich was Director of
the Supply Chain Management Outreach Program at
Michigan State University from 1992 through 1999.

Andrew Houser, VP Supply Chain Mgmt.,
Commercial Metals Company
Andrew J. Houser is Vice President, Supply Chain
Management, Commercial Metals Company, a Fortune 400
company headquartered in Irving, TX. He is responsible for
Logistics and Transportation, Procurement, Supply Chain integration for SAP implementation, Global Master Data, and
Sales & Operations Planning. Prior to joining CMC, he held
executive positions in a variety of areas within the Telecom
(AT&T) and IT (EDS) industries including: high dollar pursuits,
installation and repair, product marketing, network design,
sales and sales operations, and proposal development. He has
expertise in contract negotiation and mediation, business
application development, strategic planning, account management, sales, and organization/process design. Houser has
a Bachelor in Communications from Baylor University and a
Master of Organizational Management from Dallas Baptist
University. He is a certified mediator in the State of Texas. He
has completed executive certifications from Southern
Methodist University and the Garvin School of International
Management. He has served on numerous curriculum and
executive Boards with Baylor University, University of Texas at
Dallas, Women’s Business Council, Distribution Business
Management Association, Supply Chain Leaders in Action,
and MAPI.
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Jim Humrichouse, President,
Pinnacle Technical Resources

Wayne is the Chairman of the National Industrial
Transportation League (NITL) Highway Committee and also
serves on its Board of Directors and an active member of
the Rail Committee and Select Security Committee. He is on
the Board of Governors of

Jim Humrichouse joined Pinnacle in 2001 and has
played a critical role in establishing and building all aspects of
Pinnacle’s service delivery model, including Pinnacle’s
Managed Services practice and numerous aspects of
Progata™, Pinnacle’s proprietary, web-based vendor management solution. Mr. Humrichouse was promoted to Vice
President in 2003 and to President in 2004.
Mr. Humrichouse’s background in corporate finance and strategy has enabled him to impact Pinnacle’s growth significantly
through the establishment of strong financial controls, operating practices, information technology infrastructure and internal
organizational structuring. As a result, Pinnacle has been able to
grow its revenue base more than 100 times since mid-2002 and
significantly increase its client portfolio and industry penetration.
Most recently, Mr. Humrichouse’s efforts have been focused
on the development and promotion of Progata™. During the
past year, Pinnacle’s internal implementation of this tool has
been a key factor in the firm’s ability to grow exponentially
while maintaining the highest levels of customer service.
Progata™ is now being provided to Pinnacle’s clientele and
has established itself as one of the key contributors to
Pinnacle’s growth trajectory.
Prior to joining Pinnacle, Mr. Humrichouse served as a strategic adviser with McKinsey & Company, a globally recognized
leader in the field of strategy consulting. Mr. Humrichouse also
held positions with two leading investment banks – Barclays
de Zoete Wedd and Kidder, Peabody & Co., where he focused
on mergers and acquisitions, bankruptcies, corporate reorganizations, and a variety of capital structuring transactions. Mr.
Humrichouse has an MBA from Harvard and a Bachelor’s
degree in Finance from the Honors Business Program at The
University of Texas at Austin.
Wayne Johnson, Director of Logistics,
American Gypsum
Wayne is a native of Illinois where he was raised on
a farm near Pittsfield along with his two brothers
and one sister. After graduating from Pittsfield High Wayne
joined the U.S. Navy served for 4 years where he was promoted
to an E-5 Radioman prior to receiving his honorable discharge.
He received his BA from Iowa Wesleyan College with majors in
Business, Transportation and Accounting.

the Southwest Association of Railroad Shippers (SWARS), he is
on the Executive Board and Treasurer for Americans for Safe &
Efficient Transportation (ASET) and a member of Saving Our
Service Association (SOS). Wayne is presently the Director of
Logistics for American Gypsum Company headquartered in
Dallas, TX and he presently resides in McKinney, TX with his
wife Lorraine of 39 years.
Chris Jones, EVP Solutions & Services,
Descartes Systems
As Executive Vice President, Solutions & Services,
Chris Jones is primarily responsible for product
development, and for customer and professional services for
Descartes’ solutions.
With over 20 years of experience in the supply chain market,
Chris has held a variety of senior management positions
including: Senior Vice President at The Aberdeen Group's
Value Chain Research division, Executive Vice President of
Marketing and Corporate Development for SynQuest and Vice
President and Research Director for Enterprise Resource
Planning Solutions at The Gartner Group.
Conor Keane, SVP, Global 360, Inc.
Conor Keane is responsible for Global 360
Professional Services, Education, and Systems
Engineering operations worldwide. Mr. Keane has
more than 20 years of strategic operational and process strategy
experience. Most recently, he served as CEO of Slipstream-BPM,
a consulting firm focused on the implementation of business
process improvement projects with emphasis on process design
and analysis. Prior to that, Mr. Keane was the Senior VP of
Global Services for webMethods. He previously served as partner in KPMG Consulting and held positions at KPMG and Price
Waterhouse, managing financial audits, due diligence and valuation work. Mr. Keane holds a Bachelor of Business Studies
degree from Trinity College in Dublin, Ireland, and is a chartered accountant in England and Wales.
Peter I. Keller, President, NYK Line
(North America)

For over 34 years Wayne has worked in the field of Logistics as a
shipper, carrier and educator. He has over 29 years in management responsibility with Fortune 100 companies in the United
States and Mexico. Wayne worked with the sixth largest LTL and
TL carrier in Philadelphia for 5 years. He has 8 years of teaching
experience in the field of transportation and accounting.

Peter Keller is President of NYK Line (North
America). On April 1, 2007 he was also elected
to the Governing Board of NYK in Tokyo. He is only the second non Japanese nominated to the Governing Board in the
120 year history of NYK and the first to be named President of
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NYK Line (North America). .

organization from an organization, customers, people and
processes, suppliers, and systems perspective.

He spent 14 years with Sea-Land Service where he held positions of increasing responsibility in operations and sales in
both Europe and North America. He was also Vice President
of Information Resources.

In 2008, Don completed an 11- year career at Colgate Palmolive
where most recently he was Vice President-Chief Procurement
Officer. He recently completed a 3-year global procurement
transformation, achieving saving in excess of $1 billion.

In 1983 Mr. Keller was named President of CAST North
America in Montreal, Canada and later became Chief
Executive Officer of The CAST Group.
Mr. Keller has also acted as a Consultant to many leading
Container Carriers as well as Ports, Terminal Operators and
Intermodal service providers.
Mr. Keller is a member of the Board of Directors of the Pacific
Maritime Association (PMA), the Pacific Maritime Shipping
Association, the United States Maritime Exchange (USMX),
and the Intermodal Transportation Institute of the University of
Denver. He is also the current Chairman of OCEMA, the
Ocean Carriers Equipment and Maintenance Association. Mr.
Keller was inducted into the International Maritime Hall of
Fame in 2006 at the United Nations in New York.
He is also a Past Member of “The Box Club” and has served
on the Boards of the New York Shipping Association, The
Shipping Federation of Canada and the Maritime Employers
Association of Canada.

Prior to joining Colgate Palmolive, from 1979 to 1997, Don
held a variety of leadership positions in Mars, Inc. From 1994
to 1997, Don was Vice President/General Manager of their
logistics shared service organization, which was focused on
improving customer service with its trade partners and driving
out non-value costs in North and South America. He leveraged
global best practices and implemented “best-of-breed” supply
chain systems, resulting in over $42 million savings per year.
Don holds an MBA from University of Rochester in Operations
Management and BS from Clarkson University in Engineering
and Management. He resides with his wife in New York City.
Dr. Michael Knemeyer, Ph.D., Assistant
Professor of Logistics at the Fisher College
of Business, The Ohio State University
Michael Knemeyer is an Assistant Professor of
Logistics at the Fisher College of Business, The Ohio State
University. Michael received a BSBA in Business Logistics and
Marketing from John Carroll University, where he was named
the Outstanding Logistics Student in his graduating class. His
Ph.D. is from the University of Maryland, where he majored in
Business Logistics, and minored in Marketing and Research
Methods. Michael’s research focuses is on supply chain relationships. His work has been published in Harvard Business
Review, Transportation Journal, Journal of Business Logistics,
and International Journal of Physical Distribution and Logistics
Management.

Dr. Donald Klock, Ph.D., Professor, Supply
Chain Management, Rutgers University
School of Business
Don Klock is a senior global procurement and
supply chain executive with over 30 years of international and
domestic experience with major multinational consumer products corporations. After retiring from Colgate Palmolive, he
decided to pursue a second career in teaching. He currently is
a professor of Supply Chain Management at the Rutgers
University Business School. He teaches 50% of the time and
the other 50% of the time, he works with the school to develop Rutgers’ newly formed Supply Chain Management
Program into a nationally recognized, top tier school. One of
his focus areas is to bring business best practices into the academic classroom.

Dr. Jezdimir Knezevic, Dean, MIRCE
Akademy, UK
Dr. Knezevic, is a world class researcher, educator
and entrepreneur. Over 300 publications disseminated world-wide through books, papers, monographs and
reports are attributed to his name. In addition, he has delivered numerous technical presentations, key note addresses
and speeches; has been congress, conference, symposium
chairman, track leader, workshop presenter, round table moderator on many hundreds international events which took part
in all six continents in over 40 countries. He has been elected
as a Fellow, Member or Official of many leading Professional
Societies and Institutions worldwide, and has been actively
involved in editorial work with the world’s leading and prestigious referred journals and publishing houses. Dr. Knezevic
has received several international awards for his contribution

During his business career, Don has had a proven track record
of aligning business partners and customers to deliver both
top and bottom-line results. His expertise includes: customer
service improvement, cost saving identification, global sourcing, supplier innovation, change management & supply chain
systems & processes
Don has the unique ability to look at a situation from a strategic
perspective, and then leverage global best practices to achieve
the necessary desired results. He has led two major global transformations that required major change management for the
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to research and education in the field of Logistics Engineering
including the prestigious Armitage Medal (1993) and Eccles
Medal (1996) from the Society of Logistics Engineers in USA.

Tom Knoll, VP WW Supply Management &
Logistics, Deere & Co.
Thomas E. Knoll is Vice President, Worldwide
Supply Management and Logistics, a position he
has held since August 2007. Knoll is responsible
for the leadership of all global supply management and logistics activities for the company.

At Exeter University, encouraged by the excellent response
from industry to his research and educational activities, in
1988 Dr. Knezevic established a self-financing Centre for
Management of Industrial Reliability, Cost and Effectiveness,
MIRCE. Together with his colleagues, he has developed and
delivered over 100 vocational courses and 12 international
summer schools for practitioners from industry. Under his
leadership, the Centre has attracted over 3000 professional
engineers and managers and generated an income in excess
of 3 million US dollars. In 1991, Dr. Knezevic developed and
introduced the first Master of Science Degree in Logistics
Engineering in the United Kingdom. This was followed by the
first Master Programme in Reliability and Maintainability
Engineering, in 1996, and finally, in 1997 the first Master
Programme in System Operational Effectiveness. Through
these programmes he has directed and supervised over 150
postgraduate students, holding senior positions in leading
global giants including Lockheed Martin, Rolls Royce, British
Aerospace, Thomson Training & Simulation, GKN Westland
Helicopters, Short Brothers, Martin- Baker, RACAL, United
Defense, Kongsberg Defense, Alvis Vehicles (GKN Defence),
EDS, Siemens Plessey, Lucas, Chelton Electro-Statics, Royal Air
Force, NAMSA, South African Navy, Vickers, GEC Marconi,
British Army, Yarrow Shipbuilders, Taiwan Air Force, Royal
Norwegian Air Force, University of Singapore, Sentient
Systems, Vickers Shipbuilding and Engineering.

Since joining the company in 1980 as an engineer at John
Deere Harvester Works, Knoll has held positions of increasing
responsibility in supply management throughout the company, including John Deere Waterloo Works. In 1998, he was
appointed Director, Supply Management, Worldwide
Construction & Forestry Division at John Deere Dubuque
Works. In 2000, he relocated to Deere & Company’s
European Headquarters in Mannheim, Germany, as Director,
Supply Management. In November 2002, Knoll was named
Director, Worldwide Supply Management Operations, Deere
& Company, and shaped global strategic sourcing strategies.
Prior to his current position, Knoll was Operations Manager,
John Deere Harvester Works.
A native of Mandan, North Dakota, Knoll received a bachelor
of science degree in industrial engineering from North Dakota
State University in 1980. He received his MBA from Clarke
College in 1999.
Jim Malvaso, President & CEO, The
Raymond Corporation
James J. Malvaso is president and CEO of The
Raymond Corporation and Chairman of the
Board of G.N. Johnston, the wholly owned Raymond
Distributor in Canada. He has held these positions since July
1997. Mr. Malvaso is also a member of the Management
Committee for the Toyota Material Handling Group, a business segment within Toyota Industries Corporation.

In 1999 Dr. Knezevic formulated the concept of the MirceMechanics©, science of the motion of failure phenomena
through the life of a machine. To fully focus on the further
development, application, dissemination and recognition of
the Mirce-Mechanics©, he left Exeter University to establish
the MIRCE Akademy, at the Woodbury Park, Exeter, UK. Under
his leadership, the Akademy has educated large number of
professional students coming from Industry, Government and
Military Organisations world-wide. Over twenty of them completed the full Mater Programme received internationally
recognised Master Diploma. Over 100 professionals, from all
continents, were recognised by the Akademy for their practical achievements and awarded the Fellowship of the
Akademy.

The Raymond Corporation Board of Directors elected Mr.
Malvaso president and COO in August 1995. In this position,
he had operations responsibility for Raymond, including facilities in Greene, NY, Syracuse, NY and Brantford, Ontario,
Canada. Further, he was responsible for National Accounts,
Sales Administration and the Dealer Network.
Mr. Malvaso joined the company as vice president of Greene
Operations in July of 1993, focusing on modernizing the
Greene manufacturing plant and bringing new information
technology infrastructures to the company. Process improvements at all facilities have led to world-class quality and manufacturing standards in a period of significant growth for
Raymond.

Dr. Knezevic regularly provides services to private and public
sector organisations regarding their short and long term reliability, logistics, maintenance, system engineering, cost and
effectiveness needs.
Dr. Knezevic holds Bachelor, Master and Doctoral degree from
the University of Belgrade, Yugoslavia. He shares life with
Lynn, is passionate about motorsport, is challenged by rusty,
but beautiful Lancia cars, and enjoys a thatched house in tranquil Devon, England.

Mr. Malvaso holds an MBA from the University of Rochester’s
Simon School, and a Bachelor's degree from LeMoyne College
in Syracuse.
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Mr. Malvaso is Chairman of the Board for eleven of Raymond's
Dealerships. He is a member of the Board of Directors for
Graham Corporation of Batavia, NY, holding positions on the
Audit Committee, Chairman of the Compensation Committee
and the Nominating Committee, and is a member of the
Advisory Board for JP Morgan Chase in Rochester. Mr. Malvaso
is also a member of the Board of Trustees for LeMoyne
College.

party delivery operations team, overseeing furniture delivery
and installation operations, managing the PMO and deploying
the lean six sigma program.
While at Staples, Mr. Marous held a variety of positions including VP General Merchandising Manager, VP of Inventory
Management and Director of Logistics’ Planning and
Engineering. Prior to Staples, Mr. Marous spent 5 years in the
Financial Development program at Proctor & Gamble.

Active in the Material Handling Industry, Mr. Malvaso is a member of the Board of Directors for the Industrial Truck Association
(ITA) and served as its president from 2004 to 2007.

Mr. Marous holds a MBA from Harvard University and a BS in
Finance from Miami University, Oxford Ohio. He has been a
guest lecturer at Harvard, Wharton and the University of
Chicago’s Graduate School of Business. Mr. Marous is a member of the Council of Supply Chain Management Professionals,
the Supply Chain Executive Board and the Distribution
Business Management Association.

Ronald M. Marotta, EVP, NYK Logistics
(Americas) Inc.
Ronald M. Marotta is the Executive Vice President
of NYK Logistics (Americas) Inc., International
Network Solutions Division based in Secaucus, NJ.

D. Deverl Maserang, VP North America
Product Supply & Logistics

Ron began his career in the Shipping Industry in 1981, and
started his involvement in logistics in 1989, at Direct Line
Cargo Management Services. Ron joined NYK in 1991 as
General Manager of NYK's origin cargo management company, and he has worked with a solid team of logistics professionals to expand the global reach and scope of services for
NYK Logistics network business. NYK provides the top retailers and importers in each market, with industry leading service and systems in all areas they operate in.

D. Deverl Maserang is currently Vice President,
North America Product Supply and Logistics for
Chiquita Brands International, headquartered in Cincinnati,
Ohio. Previously, he held a number of increasingly responsible
positions at United Parcel Service, Pepsi Bottling Group, and
various start-ups in the area of Industrial Engineering,
Operations, and Supply Chain Management. A native of
Texas, he joined Chiquita in 2003 post restructuring to assist
in the transformation of the business. Mr. Maserang holds a
degree from Texas Tech University, Lubbock, in Industrial
Engineering.

Since the fall of 2001, NYK Logistics has been involved in various supply chain security initiatives and efforts. Ron is a
member of several industry supply chain security committees,
the International Cargo Security Council, The National
Industrial Transportation League, Supply Chain Leaders in
Action, Society for Corporate Compliance and Ethics, ASIS
International, and Retail Industry Leaders Association. Ron is a
frequent industry speaker on Supply Chain Logistics topics,
and in particular the current security issues that apply to our
industry.

Tim McAreavey, Director of Logistics,
Cabelas
Timothy D. McAreavey joined the Cabela’s team
in April 2002 as Corporate Logistics Manager. He
is currently the Director of Logistics for Cabela’s where his primary role is insuring the development, implementation and
effective execution of worldwide logistics, supply chain services and vendor compliance/outreach strategies that support
Cabela’s business model, supply chain strategies and customer
requirements.

Ron lives in Cranford, NJ with his wife and three daughters.
He is very active in his community serving various community
organizations, including the Cranford Senior Housing Board,
local Zoning Board of Adjustment and has been serving his
Township of Cranford Fire Department for more than 30 years
holding the position of lieutenant.

Tim is a member of CSCMP and serves on the CSCMP
Membership Committee. Prior to joining Cabela’s, Tim
worked for United Parcel Service, Inc., where he spent 19
years. His most recent capacity with United Parcel Service was
serving as Strategic Accounts Manager, developing and selling
supply chain strategies to Fortune 500 companies in support
of their supply chain goals.

Daniel Marous, VP Supply Chain, Staples,
Inc.
Mr. Marous is Vice President, Supply Chain for
Staples, the world’s largest office products company and is based in the firm’s headquarters in
Framingham, MA. Staples conducts retail and B2B operations
in 22 countries in North and South America, Europe and Asia.
Mr. Marous’s areas of responsibility include leading the third
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Dr. David Menachof, Ph.D.
City University, London

Anne Miller, Supply Chain Talent Mgr.,
Kimberly-Clark

Dr. Menachof is a Senior Lecturer in International
Logistics and Distribution and Director of the MSc
in Logistics, Trade and Finance degree at City University’s Cass
Business School in London, England. Dr. Menachof received
his doctorate from the University of Tennessee, and was the
recipient of the Council of Logistics Management's Doctoral
Dissertation Award in 1993. He has previously taught at the
University of Charleston, South Carolina, and the University of
Plymouth, England. In addition, he is a Fulbright Scholar, having spent an academic year in Odessa, Ukraine as part of the
grant and is currently on the roster of the Fulbright Senior
Specialist Candidates list, as an expert in Logistics and
Distribution. Dr. Menachof's work has been published and
presented in journals and conference around the world. His
current research interests include ERP and IT (including e-commerce) issues related to logistics, global supply chain issues,
reverse logistics, liner shipping and containerisation, and financial techniques applicable to logistics.
Jeff Metersky, VP Supply Chain Strategy
Practice, CHAINalytics LLC

Anne Miller is Supply Chain Talent Manager for
Kimberly-Clark Corporation. Her role includes
strategy development for training, recruiting and career development serving approximately 1000 Supply Chain team
members. She chairs the succession planning teams for the
first two of three tiers of the Supply Chain organization.
Anne’s team recently identified functional competencies and is
currently aligning training to those functional/technical skills.
She serves in an advisory capacity to the corporate Talent
Acquisition and Organizational Development teams.
In a prior assignment, she was part of the Corporate Talent
Management organization as a Consultant in the corporate
Learning and Development group. With this team, she is
supported global, enterprise-wide projects and developed
training offerings to build overall performance capability.
With a Bachelor’s degree in Industrial Technology from
University of Wisconsin – Stout, she began at Kimberly-Clark as
a Packaging Engineer and advanced in responsibilities assumed
supporting all of Kimberly-Clark’s consumer businesses.
Deb Miller, Director, Global 360

Jeff Metersky has over 20+ years of global consulting
experience directing, managing and delivering on
over 80 supply chain strategy and inventory planning engagements. Typically high in complexity and spanning a variety of
industries, these engagements have included distribution network
rationalization, green-field supply chain design and inventory policy and deployment strategy development.

Deb Miller is the Director of Market Development
for Global 360. She specializes in document and
business process management solutions for the
supply chain. Her career includes more than 20 years of global
industry experience with GE. Since 2002, she has been a
study group contributor to the President’s National
Infrastructure Advisory Council. Ms. Miller is a Phi Beta Kappa
graduate of Syracuse University with a degree in Mathematics
and a dual Masters in Education and Mathematics. She has
attended GE’s Management Development Institute and is a
Six Sigma Green Belt.

Prior to co-founding CHAINalytics, Jeff Metersky served as
Senior Program Manager at i2 Technologies where he was
responsible for all business development, practice development,
and services delivery for i2’s strategic planning practice. As Vice
President of Consulting at InterTrans Logistics Solutions, Jeff was
responsible for all delivery activities associated with the
InterTrans’ decision science suite and was the second product
manager of the Supply Chain Strategist network optimization
software. Jeff also served as Vice President of Strategic Planning
Consulting at Synquest – BENDER Management Consultants,
where he was responsible for product management and services delivery for BENDER’s network optimization offering and
other client engagements. Jeff has worked for International
Business Machines in their corporate logistics and transportation
organization, where he was responsible for network design and
EDI/Automatic identification strategies. Additionally, Jeff has
served as a Senior Industrial Engineer for General Motors focusing on supply chain management improvement initiatives.

Jim Moore, VP Supply Chain Management,
Ryder System
Mr. Moore is the Vice President, Supply Chain
Solution for Ryder. Mr. Moore, Ryder’s corporate
sponsor for Supply Chain Leaders in Action, is responsible for
sales and business development for Ryder’s Supply Chain business unit. He has more than thirty years experience in supply
chain operations, sales and consulting. This experience
includes executive positions with Leaseway and US
Freightways and strategy consulting experience with
Accenture. Mr. Moore has a Masters in Applied Mathematics
and has been a frequent speaker at many global supply chain
conferences.

Jeff holds a Bachelor of Science in Industrial Engineering from
The University of Illinois, and a Masters of Business
Administration in Materials and Logistics Management from
Michigan State University.
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Michael Noblot is Director of Retail
Logistics, Furniture Brands International

Loretta A. Penn, President, Spherion
Staffing Services,
Spherion Corporation

In this position he oversees all required logistics,
fulfillment, and distribution functions necessary to
support company owned/branded stores, independent retailers, national accounts and direct e-commerce channels. These
responsibilities include the selection and ongoing management of third party final mile providers, as well as the company’s retail service center distribution network.
Mike has more than 20 years of experience in the area of
home furnishings retail business ownership, distribution, logistics, operations management, financial controls, budgeting,
and information systems. He brings a unique and diverse
background of experience from the retail perspective integrated with operations and distribution strategies to improve retail
logistics, build bottom line results, and improve customer service. Mike holds a Bachelor of Science degree in Engineering
from Missouri University of Science & Technology as well as a
MBA from St. Louis University.

Loretta Penn is president of Spherion Staffing
Services, a division of Spherion Corporation (NYSE:SFN).
Founded in 1946, Spherion® is the leading recruiting and
staffing company that provides seamless, integrated solutions
to meet the evolving needs of companies and job candidates
through a strong commitment to service excellence.
Employing 230,000 people annually through its network of
approximately 650 offices, Spherion is one of North America’s
largest employers. Penn was promoted to her current role in
December 2008.
As president of Spherion Staffing Services, Penn leads the company’s largest business and is responsible for service delivery,
sales and operations across hundreds of company-owned,
licensed and franchised offices across the U.S. With 1,200+
recruiters, Spherion Staffing Services focuses on addressing
client needs for direct hire and flexible workforce solutions for
administrative, clerical, light industrial and call center positions.

Paul Orrico, Director of Fuel Product
Development, Ryder
Paul Orrico is Director of Fuel Product
Development for Ryder Energy Distribution
Corporation (REDCO), an operating entity of Ryder System,
Inc., located in Miami, Florida.
Mr. Orrico has been with Ryder for 35 years in various field
locations on the East coast and at the Headquarters in Miami.
He has been in the petroleum purchasing field for 30 years.
REDCO is a petroleum products distributor with an annual volume of 400 million gallons. REDCO provides their products to
all divisions and customers of Ryder System, Inc.
Mr. Orrico’s responsibilities include all price related activities
pertaining to fuel, lube oil, and the management of the transportation companies that haul the products to Ryder’s field
locations. He also works with oil company suppliers in tracking
contract volume, prices, and setting up new terminals. His daily
activities include the management of 2,500 price changes,
products supply and distribution at 170 cities, and consultative
sales assistance to the various marketing groups in Ryder.
Mr. Orrico began his career at Ryder in the daily rental operations in 1973 in Massachusetts. He has worked with REDCO
for the past 30 years at the field level and came to headquarters in 1991 to supervise Ryder’s corporate energy strategy. He
is a graduate of Nova Southeastern University in Davie, FL
with a bachelor of science degree in management.

Penn most recently served in an innovative role as Spherion’s
chief service excellence officer, directly responsible to the CEO
for advancing a culture of service excellence throughout the
enterprise. Key elements included measuring and leading the
drive to ensure high customer satisfaction; promoting best
practices across the company; leading initiatives focused on
candidate and client retention; ensuring Spherion’s position
through effective marketing and public relations; and effectively communicating Spherion’s service excellence differentiation to clients and candidates.
Previously, Penn was vice president of national accounts where
she managed some of Spherion’s largest client relationships.
During her 18 years with the organization, she has also held
field leadership positions in the commercial staffing business
and was the executive in charge of Spherion’s legal staffing
division.
Prior to joining Spherion, Penn spent nine years in the recruiting and staffing industry with Olsten Services and with
Temporaries, Incorporated, where she served as vice president
of East Coast operations. Penn was previously associated with
IBM for 10 years in sales and marketing and regional executive management.
Penn holds a Bachelor of Science degree from North Texas
University and a Certificate of Studies from Harvard University.
She currently serves on the Board of Directors for TECO
Energy and the Institute for a Competitive Workforce, a division of the U.S. Chamber of Commerce.
With 25 years of experience in the staffing industry and a keen
understanding of the U.S. workforce and the issues that drive
performance, Penn is a compelling and articulate speaker. She
has shared the findings and implications of the Spherion
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Emerging Workforce® Study with numerous business groups.
Conducted by Harris Interactive on behalf of Spherion and
reflecting a decade of research, the Study provides a comprehensive look at changes in the American workforce in the context of ongoing social and economic events.

Reflect Up?" which is presently playing in over a dozen cities.
He is the author of four best selling books, including the Junk
Drawer, Corner Store, Front Porch Blues." His most recent
book, Odditude, (Finding the passion for who you are and
what you do) has been published by HCI Press, which has also
published the Chicken Soup For The Soul Series.

Dr. Terrance L. Pohlen, Ph.D., Associate
Professor Logistics & the Director, Center
for Logistics Education and Research
(CLER), University of North Texas

John Powers earned a Ph.D. degree in Communications from
Northwestern University and was a professor of Speech &
Performing Arts at Northeastern Illinois University. He has created and hosted a PBS series on how to be an effective public
speaker and has hosted several interview specials for PBS. He
has been a guest on hundreds of radio and television shows
including Oprah and Today. John has received two Emmy
awards for his work in television.

Terrance L. Pohlen is currently an associate professor of logistics and the director, Center for Logistics Education and
Research (CLER) at the University of North Texas. Prior to
accepting his faculty position, he completed twenty years of
military service in logistics management with the U.S. Air
Force. In his last position in the Air Force, Dr. Pohlen was the
deputy comptroller for the Defense Supply Center, Columbus
managing an annual budget exceeding $1.8 billion, affecting
over 1.8 million items, and controlling the activities performed
by over 2,500 personnel.
Dr. Pohlen's research interests include the application of activity-based costing to logistics, supply chain metrics, the distribution and processing of recycled material, inventory management, forecasting and logistics planning. His dissertation
research specifically examined the effect of activity-based costing on logistics decision-making. The research examined
applications in nine major corporations and two defense distribution centers with annual sales ranging from $800 million to
$2.5 billion. The results provide insights into how firms
should implement an ABC system, the considerations required
for determining customer and supply channel profitability, and
the development of activity-based management.
His current research focuses on supply chain costing. The
research began in July 2007 and will be completed in latesummer/early fall of 2008.
He received a Bachelor of Science in Marketing from
Moorhead State University in 1979, a Masters of Science in
Logistics Management from the Air Force Institute of
Technology in 1983 (Distinguished Graduate), and a Master of
Arts in 1992 and a Doctorate in Business Administration in
1993 from The Ohio State University. He has authored many
logistics related articles. He authored a white paper on supply
chain metrics and his articles have been quoted in all of the
major logistics textbooks and periodicals.
John Powers, Author, Speaker
John Powers stands out as one of the best in the
business. His entire career has been one of effectively communicating with audiences.

John's business background includes producing his own musical
for four years, raising capital of over a million dollars and coordinating the daily efforts of over two hundred artistic, financial,
sales and marketing people. In 1988, he founded the Powers of
Motivation Institute and since then has worked with over a
thousand major corporations and national associations to provide programs on how to succeed in a changing world.
Don Ralph, SVP of Supply Chain &
Logistics, Staples, Inc.
Mr. Ralph is Senior Vice President of Supply Chain
& Logistics for Staples, the world’s largest office
products company and is based in the firm’s headquarters in
Framingham, MA. Staples conducts retail and B2B operations in
27 countries in North and South America, Europe, Asia and
Australia.
Mr. Ralph’s responsibilities include providing the thought leadership and execution of Staples’ Supply Chain and Logistics operations including its Fulfillment, Delivery, Transportation, Inventory
Management, Wholesaler, International Logistics and
Merchandising Operations areas, as well as, its Planning &
Engineering, Logistics Strategy and Project Management Office.
Staples logistics network currently comprises over 29 million
square feet of infrastructure.
At Staples, Mr. Ralph has restructured both the Delivery and
Retail logistics networks and developed a supply chain team that
many consider best in the office products industry.
Prior to joining Staples, Mr. Ralph developed an extensive supply
chain and operating background while spending 27 years in the
Department Store business, sixteen (16) with Federated
Department Stores and eleven (11) with The May Department
Stores Company. His positions included Vice President of
Logistics and Senior Vice President of Operations.
Mr. Ralph is a member of the Council of Supply Chain
Management Professionals and 2009 Chairman of the Executive
Committee of the Supply Chain Leaders in Action program. He

Prior to his speaking career, John created and produced the
Broadway musical, "Do Black Patent Leather Shoes Really
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is also a member of Northeastern University’s College of Business
Administration’s Board of Advisors and its Supply Chain advisory
board. He is a former Director of Filene’s Federal Credit Union
and the Massachusetts Bay Community College Foundation.
Mr. Ralph holds a BLS in Economics from Boston University. He
has been a guest lecturer at Dartmouth’s Amos Tuck School of
Business, Boston University and Northeastern University.

Manuel Rodriguez, SVP Government &
International Affairs & Corporate
Responsibility Officer
Manuel Rodriguez is senior vice president of government and international affairs and corporate responsibility
officer of Chiquita Brands International, Inc., where he is
responsible for Chiquita’s adherence to leading environmental,
social and ethical standards and the measurement, verification
and reporting of the company's performance in those areas.
He is also responsible for Chiquita’s relationships with governmental and regulatory agencies worldwide, including directing the company’s strategy with regard to the banana import
policies of the European Union. In addition, Rodriguez manages the company’s international labor relations.

Bill Read, Managing Partner, Accenture’s
Global Supply Chain Management Service
Line
Bill is a Managing Partner within Accenture’s
Global Supply Chain Management Service Line
and leader of the North American Supply Chain team. Bill
specializes in bringing innovative thought leadership in the
form of supply chain transformation to businesses with difficult operational and technology challenges. With over 25
years of consulting and outsourcing experience to draw on,
Bill is known for his effective consulting style, deep process
expertise, and ability to work with all levels of client management to achieve radical improvement to business operations.
Bill has gained extensive expertise in consulting to manufacturers, distributors and retailers regarding supply chain excellence. Bill and his wife Cathy reside in Charleston, SC and
have two children, Clark and Emily.

Rodriguez has been a driving force behind the development
and implementation of the labor rights framework agreement
signed in 2001 with the International Union of Foodworkers
and COLSIBA, the affiliation of banana workers unions in Latin
America. This landmark agreement has been widely recognized as a model for agricultural workers' rights.
Prior to joining Chiquita, Rodriguez served as legal counsel for
Migration Division of Government of Puerto Rico; director of
agricultural program and deputy national director of Office of
Puerto Rico and as the director of "Plan Médico de Seguro
No-Ocupacional Para Trabajadores Agrícolas Puertorriqueños".

Jason Reiman, Vice President Global
Customer Service, Planning and Logistics,
The Hershey Co.
Jason Reiman, Vice President, Global Customer
Service, Planning and Logistics, is responsible for all transportation, distribution, warehousing, supply chain collaboration and
customer service as well as supply and demand
planning.
In his most recent position, Senior Director, Sales and Operations
Planning, Jason was responsible for demand and supply planning
activities which include collaborative planning, vendor managed
inventory (VMI), forecasting, production planning, and finished
goods inventory management. Additionally, Jason led the implementation of the Integrated Business Management process at
The Hershey Company. Over the last several years Jason was
Director of the Customer Service and Demand Planning groups
and has held a variety of planning positions in the areas of
demand planning, production planning, and inventory management. Prior to joining Hershey in 1996, Jason worked as a
Supply Chain Consultant with Manugistics, Inc.
Jason holds a Bachelor’s degree in Business Logistics from The
Pennsylvania State University. Jason resides in Elizabethtown,
PA with his wife and three children.
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Rodriguez has received several awards including Award in
Recognition for Welfare and Protection of Puerto Rican
Agricultural Workers, presented by Board of Trustees of Group
Insurance Fund, New York (May 1982); Outstanding Hispanic
Achiever Award for outstanding contributions to the economic
development of the Hispanic Business Community by the
International Hispanic Corporate Achiever's Scholarship Funds,
Inc., New York (April 1988), President*s Award for
Outstanding Individual Contribution by Chiquita Brands
International (April 1992); Award for Outstanding Service in
Connecting Cultures by the Ohio commission on Hispanic and
Latino Affairs (September 2006); and Resolution for Support
and Dedication to Human and Civil Rights of Hispanic workers
throughout Latin America, by the Ohio Civil Rights
Commission (October 2006).
Rodriguez began his career with the company in 1980, having
served in various senior legal and labor relations positions.
Rodriguez earned his master of laws degree from Columbia
University and his J.D. degree from the University of Puerto
Rico. He received a Bachelor of Science degree in psychology
and a certificate in Latin American Studies from St. Joseph’s
College.
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Robert Rudzki, President,
Greybeard Advisors

Rick Sather, VP Customer Supply Chain, NA
Consumer Products, Kimberly Clark
Rick Sather is Vice President – Customer Supply
Chain for North America Consumer Products. In
this role Rick is responsible for Customer Service,
Distribution Operations, Supply Chain Analysis, and Customer
Supply Chain Strategy.

Robert A. Rudzki is the former Senior Vice
President, Materials Management and Chief
Procurement Officer of Bayer Corporation, and former Vice
President and CPO of Bethlehem Steel Corporation. Prior to
becoming a CPO, Bob spent 17 years in the financial office of
a major corporation, making him uniquely able to combine
the perspectives of the executive suite and the CPO office.
Now, as President of advisory firm Greybeard Advisors LLC, he
works with companies that are seeking to improve their corporate performance through transforming their supply management practices. He is also a frequent speaker at professional conferences and corporate management meetings. Bob
graduated summa cum laude from Lehigh University with a
B.S. in industrial engineering, and from The Wharton School
with an MBA. He is co-author of two best-selling supply management books: Straight to the Bottom Line®, and OnDemand Supply Management. He is also a regular columnistblogger on the website of Supply Chain Management Review
(www.scmr.com).

Rick joined Kimberly-Clark in 1985 and he has held a variety
of supply chain positions in distribution, planning, manufacturing and supply chain leadership.
Rick is originally from Wisconsin, and received a Bachelor of
Science degree in Manufacturing Engineering from the
University Wisconsin – Stout.
Rick lives in Appleton, Wisconsin and is based at KimberlyClark’s operations headquarters in Neenah. He and his wife,
Kris, have two children.
Kevin Smith, Retired, SVP of Supply Chain
& Logistics, CVS
Kevin Smith is a career supply chain practitioner
and the President and CEO of Sustainable Supply
Chain Consulting, headquartered in North Kingstown, RI.

John Rutherford, VP, Global
Transportation, Duty Free Stores

In December 2008, Kevin retired as Senior Vice President and
Corporate Sustainability Officer for CVS Caremark, Americans
#1 pharmacy and healthcare services provider. CVS Caremark
generates in excess of $80B in revenue and dispenses over 1
billion prescriptions by mail and in more than 6300 stores in
44 states. As Corporate Sustainability Officer, he was responsible for developing and implementing a program of environmental sustainability for the entire enterprise.

John Rutherford is the Vice President Global
Logistics for DFS Group LP. Over the past 10
years John has developed and deployed a logistics and supply
chain model for DFS, a $2.5 billion high-end global fashion
retailer with sourcing and retail outlets in North America, Asia,
Australia, New Zealand, and United Emirates.
Prior to joining DFS John had a 32 year carrier with Kmart in
the U.S., Asia and Latin America developing and deploying
global supply chains between Kmart suppliers and Kmart
stores world wide.

For the eight years prior to assuming his current position,
Kevin was Senior Vice President of Supply Chain & Logistics
for CVS/pharmacy, the retail arm of CVS Caremark. Kevin’s
role at CVS had been to facilitate changes in the overall
Supply Chain and create a highly responsive end-to-end fulfillment process for the drug class of trade. This became increasingly important as CVS/pharmacy expands rapidly throughout
the United States over the past decade.

John holds an under graduate degree in business and a
Masters in Management and Marketing and is a Doctoral
Candidate in Management & international Business. He has
taught graduate courses in international business, marketing
and logistics for several universities in Michigan and California.

Prior to joining CVS Caremark, Kevin, a University of
Massachusetts graduate, spent 27 years in the CPG food manufacturing arena; most notably as Vice President of Logistics
and Customer Support at H.J. Heinz; and at Kraft Foods where
he held numerous positions, including Director of Network
Design and Implementation.

Today the major focus of John’s effort is developing mutually
profitable business relationships between DFS and their logistics service providers. By creating models that operate on
variable rather than fixed costs, which are scaleable and transferable, DFS and their logistics partners have fashioned world
class systems and processes to meet the business needs of all
participants in the logistics team.

Kevin has been a longtime member and contributor to the
Council of Supply Chain Management Professionals (CSCMP),
Supply Chain 50 and the Retail Industry Leaders Association
(RILA). He is past Chairman of the Board of Directors for
Agentrics, an international retail consortium based in
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Alexandria, VA. He is on the Board of Directors for the
American Red Cross of Rhode Island. Kevin is also a member
of the Executive Board for the University of Rhode Island
Transportation Center, and is past Chairman of the Supply
Chain & Logistics Committee of the National Association of
Chain Drug Stores (NACDS).

Katy Stone, Director of Logistics,
DuPont

Additionally, Kevin is the past Industry co-chair of the
Distribution Business Management Association (DBMA) Supply
Chain Leaders in Action program. He has been a frequent
contributor to the MIT Center for Transportation & Logistics, a
participant in the MIT Efficient Healthcare Delivery Research
Group (MEHD) and a guest lecturer in the MIT Masters in
Engineering & Logistics program.
Kevin and his wife Janet live in North Kingstown, RI.

Kathryn H. Stone is the Director of Logistics for
DuPont in Wilmington, Delaware. The scope of her
responsibilities includes global logistics leadership and management.
Katy received a Bachelors of Science degree in Chemical
Engineering at Tulane University in New Orleans, Louisiana and
started her career with Conoco Oil Company in 1982. Katy
relocated to Wilmington, Delaware and transferred from
Conoco to DuPont in 1987. She received a Masters of Business
Administration at Drexel University in Philadelphia in 2002.
During more than 26 years of DuPont service, Katy has held
positions in manufacturing, technical and customer service,
business management, six sigma project leadership, sourcing
and logistics. Her experience spans several industries, including
oil and gas, environmental, basic chemicals and agriculture.
Katy’s previous responsibilities include international logistics with
specific focus in Europe. Katy assumed her current role effective
January 2007.

Dr. Charles Sox, Professor & University
Chair of Manufacturing Management,
University of Alabama
Dr. Charles R. Sox is Professor and Director of
Operations Management, Co-Director of the Supply Chain
Institute, and holds the University Chair of Manufacturing
Management at The University of Alabama. He completed his
Ph.D. degree at Cornell University in the School of Operations
Research and Industrial Engineering in 1992, where he also
earned an M.S. degree in 1991. He graduated summa cum
laude with a B.S. degree in mathematics from Furman
University in 1988. He taught industrial & systems engineering at Auburn University from 1992 until 2002 when he
moved to the College of Commerce & Business
Administration at The University of Alabama. His current areas
of research and teaching are in supply chain management,
planning and scheduling, inventory control, and logistics. His
papers have appeared in Management Science, IIE
Transactions, Operations Research Letters, and the
International Journal of Production Economics. His research
has been supported by two grants from the National Science
Foundation and a grant from the Department of
Transportation. In addition to referee work for numerous journals, he has served on the editorial board of Manufacturing &
Service Operations Management since 1996, as an associate
editor for Management Science since 1998, and as an associate editor for IIE Transactions since 1996. Chuck was twice
selected as the outstanding Auburn ISE professor in 1997 and
1999, and one of his papers, co-authored with Jack Muckstadt
at Cornell University, received the 1997 IIE Transactions Best
Paper in Scheduling and Logistics Award. He has worked as a
consultant for several companies including Hyundai Motor
Manufacturing of Alabama, Engelhard Corporation, and
Milliken. He is a member of APICS, CSCMP, INFORMS, and
M&SOM.

Joel L. Sutherland, Managing Director,
Center for Value Chain Research, Lehigh
University
Mr. Sutherland has over thirty years of experience
as a logistics/supply chain professional working for manufacturers, wholesale distributors, and third party service providers
in various industries, including automotive (Denso-a Toyota
Group company), paper (International Paper), and pharmaceuticals (Bergen Brunswig). Joel has worked and lived abroad,
starting and managing a pan-European 3PL based in Germany
(Frans Maas/Sealand Logistics). Mr. Sutherland was most
recently the President and COO of Air-Road Express, a third
party logistics services company providing ground transportation, warehousing, international freight forwarding, and a variety of value-add logistics services.
Mr. Sutherland received his BS degree from the University of
Southern California with a focus in logistics and transportation
management, and an MBA from Pepperdine University. He
has taught logistics at the University of Southern California
and is a frequent speaker at professional groups and universities around the world. He has a number of published papers
and has authored numerous logistics articles for various trade
publications, receiving the Professional Achievement Award
from Logistics Management magazine and recognized as one
of the Top 20 Logistics Executives by CLO magazine and the
Logistics & Supply Chain Forum.
Mr. Sutherland is a past Board Chair of the Council of Supply
Chain Management Professionals (CSCMP), a professional association with more than 10,000 members worldwide. Earlier in his
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career, Joel served as president of the CSCMP’s Southern
California Roundtable as well as founder and president of the
Southern California chapter of the Warehousing Education and
Research Council (WERC). In 1991, he was asked by the CSCMP
to participate in a research project Reconfiguring European
Logistics Systems. In 1997, Joel was responsible for producing a
novel on logistics for the CSCMP entitled Precipice. From 20022005 he chaired the Collaborative Transportation Management
(CTM) committee for the Voluntary Interindustry Commerce
Standards Association (VICS), an industry association focused on
improving the efficiency and effectiveness of the retail supply
chain through the development and adoption of worldwide
industry standards.

businesses, and not-for-profit organizations.
Dr. Tucker received her Ph.D. (logistics), from The Ohio State
University
Jerry Ulm, Global Leader of Carrier
Relations, Owens Corning
Jerry Ulm has been in the transportation industry
for over 30 years at Owens Corning during which
time he has owned three asset base carriers
which provided over the road transportation, warehousing
and managed freight. After selling his last carrier, he joined
Owens Corning – a worldwide manufacturer of building products and composite products.

In May 2006, Mr. Sutherland joined Lehigh University’s Center
for Value Chain Research (CVCR), a joint venture between the
Rossin College of Engineering and Applied Sciences and the
College of Business and Economics. Joel's focus is on building the
Center by connecting with and providing value to corporate
partners. Joel also continues to provide consulting services
through his firm Envoy Inc.

His assignment has been to develop a world class transportation and logistics group that will deliver best in class service,
costs, and process plus training and developing talent that will
support this effort for years to come. Owens Corning Supply
Chain has been called out as World Class by customers and
suppliers alike. It has become a competitive weapon for
Owens Corning and its customers.

Jim Thomas, V.P., Supply Management,
Darden Restaurants
Mr. Thomas is the Vice President, Supply
Management. Hired as director of Restaurant
Distribution in 2001, Jim Thomas has spent seven years with
Darden Restaurants and currently serves as senior director of
Supply Management. In this role, he leads a team of professionals that effectively manage Darden’s North American foodservice distribution, durable logistics, corporate transportation
programs, global importation and logistics. Darden’s global
supply chain provides food products--including its extensive
offering of seafood and beef, along with capital equipment
and smallwares in support of over 1700 company owned Red
Lobster, Olive Garden, LongHorn, The Capital Grille, Bahama
Breeze, and Seasons 52 restaurants. His excellent organizational leadership at Darden was recognized in 2003, when he
received the company’s top honor, a Brilliance Award.
Jim’s prior experience includes a variety of leadership positions in
manufacturing and supply chain management for Oberweis
Dairy, McCain Foods and Frito Lay. He holds a MBA from the
University of Chicago and a Bachelor of Science degree in
Operations Management from The Pennsylvania State University.

Since Owens Corning was founded in 1938, the company has
continued to grow as a market leading innovator of glass fiber
technology. Owens Corning has been a Fortune 500 company for more than 50 years. Owens Corning is a $6 billion
global, industry leader with 20,000 employees around the
world and with manufacturing, sales and research facilities
including joint venture and licensee relationships in more than
30 countries on six continents.
Rod Van Bebber, SVP of Operations,
Unified Grocers
Rod Van Bebber is Senior Vice President of
Operations for Unified Grocers. In this capacity,
Rod is responsible for all logistics and customer care activities
at the company’s seven distribution centers in California,
Oregon, and Washington, as well as bakery and dairy operations in Los Angeles.
With more than 30 years of logistics and supply chain management, Rod has a unique blend of experience, having
served in positions ranging from operations to industrial engineering with some of the nation’s leading common carriers
and food distributors. He holds a Bachelor of Science degree
in Business Administration from the University of Phoenix.

Dr. Frances Gaither-Tucker,
Dean & Professor, Supply Chain,
Syracuse University

Rod is an active participant in several professional associations
and civic organizations, including the Food Marketing
Institute, the California Grocers Association, and the Los
Angeles Area Chamber of Commerce. He also serves on the
Board of Managers for the Fullerton branch of the North
Orange County YMCA.

Most of Professor Tucker’s research has investigated how the logistics function contributes to corporate and
marketing strategies and profits. She has extensively
researched the use of benchmarking to improve corporate
profitability and quality. Her consulting has been both in customer satisfaction measurement and logistics strategy. Clients
have included: AT&T, Xerox, GE, DuPont, numerous small

Rod resides with his wife Judy in Fullerton, California. They
have five grown children and eight grandchildren.
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Dr. M. Douglas Voss , Ph.D., Assistant
Professor of Marketing & Supply Chain
Management, The University of Central
Arkansas
M. Douglas “Doug” Voss is an Assistant Professor of Marketing
& Supply Chain Management at The University of Central
Arkansas. Doug received his Ph.D. in logistics and marketing
from Michigan State University and an M.S. and B.S. in
Transportation and Logistics Management from the University
of Arkansas. Before beginning his position at The University of
Central Arkansas, Doug was a post-doctoral research associate
at Michigan State University and also worked in the truckload
motor carrier industry. His research has been accepted or
appeared in the Journal of Business Logistics, Transportation
Journal, the International Journal of Physical Distribution and
Logistics Management, and Supply Chain Management Review.
Doug received the E. Grosvenor Plowman award for the best
paper submitted to the 2006 Council of Supply Chain
Management Professionals Educators Conference, a grant for
the study of food, nutrition, and chronic disease, and a scholarship from the U.S. Department of Homeland Security for the
study of supply chain security best practices. His research interests include product and service provider choice criteria, supply
chain security, and logistics human resource issues
John ‘Jack’ G. Wacker, Ph. D., Research
Professor, Arizona State University
He has been a frequent consultant for international companies in the areas of international
manufacturing planning and control systems including forecasting systems, supply chain information systems of manufacturing resource planning (MRPII), enterprise resource planning
(ERP), and in manufacturing strategy. He has a hands-on
experience in implementing these information systems with
and on-going operation including over 7 years consulting during implementations.
He has published 45 journal articles in Journal of Operations
Management, Decision Science, International Journal of
Production Research, International Journal of Production
Research, Journal of Marketing Research, International Journal
of Production Economics and numerous other journals plus
many more proceedings. His research has covered a wide variety of topics such as the use of theory for statistical methods,
manufacturing implementation and forecasting. He remains
on the Editorial Review Board for Journal of Operations
Management for the last twenty years. He has been, an
Associate Editor for the Decision Sciences Journal. He acted as
President of the Global Manufacturing Research Group
(www.gmrg.org) (2004-2006) and has numerous international
academic friends through GMRG. He is past chairman of the
Iowa State University Management department where he is
professor emeritus. Currently, he is a research professor in
Supply Chain Management at Arizona State University.
He has participated in USAID grants to the Czech and Slovak
Republics, Russia and Albania. He recently has been participat-
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ed in Construction Industry Institute (CII) grant for
Engineering Productivity and a co-principal investigator for the
CII Value versus Commodity Engineering research project. He
has taught in over 16 international MBA programs for operations and supply chain management including Chinese
University of Hong Kong (one year) and Troy State Europe
program (one year), University of Melbourne, MacQuarie
University (Australia), University of Tirana (Albania) Tatung
Institute of Technology (Taiwan), Hangzhou Institute of
Electrical Engineering (Peoples Republic of China), National
Economics University (Hanoi, Vietnam).
Waheed Zaman, SVP Global Product
Supply, Chiquita Brands International
Waheed Zaman is the Senior Vice President
Global Supply Chain & Procurement and joined
Chiquita Brands International in February 2004 as
chief information officer, later assuming increased responsibilities for global procurement and supply chain functions. He
reports to CEO Fernando Aguirre and is a member of the
Chiquita Management Committee.
In November 2004 Zaman added responsibility for global procurement with the challenge of expanding the reach and
impact of the procurement function across all of Chiquita’s
business units. In December 2005, Zaman assumed additional responsibilities for Chiquita’s global supply chain, including
logistics and commercial back-haul services. When the company announced its new vision and mission and objectives in
September 2006, superior cold-chain management was cited
as critical to the company’s success, and Zaman was asked to
focus totally on leading Chiquita’s global supply chain operations and procurement activities. His responsibilities include inmarket transportation and logistics; network capacity and
planning in both North America and Europe; and leading a
co-manufacturing network.
In October 2007, Zaman added global product supply to
responsibilities. In this expanded role, Zaman is also responsible for manufacturing, banana production and sourcing
(including Chiquita's Central American farms) and raw product sourcing for salads.
Before joining Chiquita, Zaman held a variety of senior-level
information technology positions during his 15 years with
Procter & Gamble. Among his achievements were: setting up
the information technology department in the Arabian
Peninsula; leading the manufacturing resource planning program and implementing a fully integrated enterprise resource
planning system for a $600 million business; heading the IT
program of a $1 billion business in Mexico and Central
America; leading P&G's worldwide IT knowledge management program; serving as IT architect for e-business in the
North America and supply chain business units; and leading
the IT supply chain implementation and service management
organization across North America and Latin America.
Zaman is a graduate of Dartmouth College with majors in
policy studies and computer science.

Industry Article:

Logistics Insight:
How the Electronics
Industry Can Benefit
from 3PL Variable
Cost Platforms and
Specialized Services
by Antony Francis, President, ATC Logistics & Electronics
and Irv Grossman, Partner, Chainnovations
ike most industries, electronics is being severely
impacted by the current
economic downturn. According to
the Consumer Electronics
Association, shipment revenues
are expected to be flat in 2009,
decreasing .06 percent to $171 billion. Considering the 5.4 percent
increase from 2007 ($163 billion)
to 2008 ($172 billion), this is a significant drop.
With this volatile economy, a
manufacturer’s concentration
should be on improving core capabilities including research & development, managing sales channels
and maximizing customer loyalty.
The pressing need is to identify
those operations that should be
managed internally, and which can
be shifted outside the organization.
Through an effective outsourcing
relationship with a well-matched
third-party logistics (3PL) provider,
a manufacturer can focus investments on what customers value
most, while considerably reducing
capital expenditure (CAPEX) in
areas where a capable partnership
can be formed.
As a result, costs that were once
fixed can be “variablized,” including workforce, real estate, material
handling equipment and IT sys-
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tems. In addition, a 3PL can offer
specialized services that can
increase market share, but are difficult, and usually cost prohibitive,
to manage internally.
Anatomy of Variabilizing
Long implementation cycles and
an extensive timeframe to achieve
ROI are not optimal during an
erratic economic climate. A “buy
over build” strategy should be
adopted to shift the burden of
infrastructure investment, and
maximize the benefit from the
resources
offered by a 3PL.
A 3PL should
have better capabilities in facility,
equipment,
workforce and
technology that
can be leveraged
by an OEM
almost immediately, to preserve
CAPEX.
The illustration
at the right
shows two executions of the
same project.
One is variablized to leverage a 3PL, along
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with its skills, experience and
resources. The other depicts an
investment strategy conducted inhouse. The “invest” project
requires more time to recoup
costs and become cash flow positive. The “variablize” approach
demonstrates how a 3PL can
deliver payback on the project dramatically sooner to benefit the
business.
This is the essence of why a 3PL
partnership makes sense. Benefit
is gained, without a large investment, to preserve cash flow.
Specialized services are additional
benefits that can help increase
sales, improve customer relationships, decrease costs and reduce
environmental impact.
Specialized Services
A 3PL partner should be expected to offer a higher level of service
to manage complex product offerings such as electronics. These
services should go beyond the
baseline benefits of variablizing
fixed cost and reducing CAPEX.
Deep Serialization
Serialization is a unique and specialized form of inventory visibility
that tracks items to the individual
level. It can be used to manage
complex electronics devices,
including medical equipment, com-
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munications equipment, avionics,
etc. Without serialization, it may be
understood that a product has
been shipped, but the exact unit
cannot be pinpointed.
“Deep serialization” goes further
by aligning customer-specific manufacturer specifications and
instructions on both the unit and
component level. A 3PL provider
can manage this data and execute
against it on behalf of the OEM.
This is significant for an OEM that
needs to conduct post-sale activity
on a device and contact a customer for corrective action.
The information is also critical
between the supplier and the OEM
for specific parts. If there is a sub
component failure identified after
manufacturing, deep serialization
can inform the 3PL that this part
must be replaced to avoid compromises in quality.
Deep serialization is valuable in
the returns process as well. The
3PL will have a repository of information for each product and component that can be applied on a
returned device. It can reveal if the
device can be quickly repaired, or
more extensive action is needed.
If the same product is returned
with the exact same problem
reported, it may seem logical to
apply the same standards to facilitate repair. However, deep serialization can instruct the 3PL that any
product manufactured before a
certain date should have software
reflashed, afterwards, it should be
sent to the OEM. This streamlines
the test & repair process, preserving labor and material expense.
Kitting & Packaging
OEMs typically manufacture and
package units overseas, but this
results in higher transportation
costs with no opportunity for flexible customized packaging, or last
minute software upgrades.
By working with a 3PL with specialized kitting & packaging services, devices can be shipped in
bulk and packaged at the point of
distribution. This allows more product to be shipped per pallet from

manufacturing facilities, which
reduces costs. It also facilitates
customized packaging for specific
retailers and special promotions.
This helps improve sales and
strengthens relationships with
retailers.
“Postponement” strategy
Another level to innovative kitting
& packaging is a “postponement”
strategy, involving devices being
shipped in “vanilla” condition to be
customized at the last minute.
As an example, a cell phone
manufacturer can work with a 3PL
to order a large shipment of
devices without understanding
specific quantities that will be sold.
Postponement eliminates guesswork, because devices can be
packaged as orders are made. This
prevents being left with too many
phones that are packaged, but no
longer needed.
Reverse Logistics
For warranty and non-warranty
fulfillment, advanced reverse logistics services, including returns &
triage and testing & repair, are powerful value adds. This can dramatically reduce the cycle time to
return a unit to the customer, or if
necessary to the OEM.
• Returns & Triage: Some organizations unwisely attempt to repair
devices regardless of condition. A
3PL with triage services will closely
examine and diagnose the unit.
This process identifies not only if
repair is viable, but also if they can
be facilitated by the 3PL, or if a
return to the OEM is necessary.
If a major overhaul is needed,
and it is likely that the unit is unusable, it can be deemed “beyond
economic repair” and designated
for disposal or recycling. The
process of specialized triage saves
an extensive amount of time and
money.
• Testing & Repair: A 3PL can conduct test & repair services including remanufacturing at the board
and component level, as well as
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cosmetic maintenance, or complete refurbishment, to exacting
OEM standards. The units can
then be tested for return to the
supply chain.
These services allow devices to
be rapidly returned to a current customer or sold through secondary
market opportunities, which can
generate additional revenue. This
helps to minimize costs and maximize asset recovery on a per device
basis. When factored exponentially,
the impact of these specialized services is significant.
Going Green
When a unit ceases functioning,
the material must be properly managed. Industries such as electronics face a greater challenge,
because devices can contain toxic
materials and components, which
are strictly prohibited from conventional disposal.
Recycling is the most effective
and responsible method to gain
value from discarded materials. A
3PL should have mechanisms and
processes in place to manage end
of life units. Devices can then be
sorted, including circuit boards,
plastics, glass and heavy metals,
for either spares or recycling.
The 3PL can also determine the
viability of the material and
whether or not it can be repurposed. They will have relationships
in place with specialists that can
transfer the material in bulk to processing facilities to maximize usefulness.
Conclusion
Current economic conditions
mandate cash preservation and
reduced CAPEX top to bottom.
Aligning with a quality 3PL partner
can provide efficient access to
infrastructure, technology and
workforce to maximize spend,
without compromising services
levels. With this burden lifted, an
OEM can concentrate on core
competencies while improving
product offerings, refining customer service and cultivating new
business.

Refereed Article:

Collaborative
Transportation
Management:
A Solution to
the Current
Economic Crisis
By: Joel L. Sutherland, Managing Director, Center for
Value Chain Research, Lehigh University
A Challenging Economic
Landscape
The continuing onslaught of
negative economic news in such
areas as the housing market,
unemployment, and business failures has seriously disrupted the
U.S. supply chain. Specifically, the
U.S. is already experiencing its
worst recession since 1982.
Unemployment rates are increasing and could hit, or surpass, 8%
by this summer. Layoffs and plant
closures have increased dramatically as domestic demand softens. In response to lower consumer demand, businesses have
scaled back their plans for 2009
and as a result many in the industrial sector are now focused on
conserving cash and lowering
their risk. What started as a slowdown in construction in 2007 has
worked its way through retail,
manufacturing, and other sectors
as well.
This softening economy has
impacted the U.S. supply chain in
significant ways. With less products being produced and consumed, there is less product
being shipped. As a result, shippers are being challenged to fill
trucks and carriers are finding
their assets underutilized. If this
trend is not addressed, consumer
prices will increase and customer
service levels will fall as shippers
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and carriers look for ways to
shave costs.
What to do?
It is clear that while there
remains serious concerns over
such issues as control, trust, and
the potential risks of entering into
collaborative relationships, the
potential benefits are too compelling to ignore.
The process of collaborating in

the transportation area, particularly full truckload transportation, is
called Collaborative Transportation
Management (CTM). CTM is a
process that brings shippers,
receivers, and transportation service providers together for the
sake of “win-win-win” outcomes
among all parties. While CTM has
been around since the mid-90’s
it’s been like the weather:
Everyone talks about it, but no
one does anything about it. That
is, until recently. As the current
economic crisis makes it more difficult for companies to keep their
costs in line more trading partners
are taking real steps towards serious collaborative transportation
relationships.
This article describes what collaborative transportation is and
what the benefits are, and provides a compelling business case
for taking action.
Defining Collaborative
Transportation
Management\
Collaborative Transportation
Management (CTM) is a holistic
process that brings together supply chain partners and service

Figure 1. CTM Value Continuum
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providers to drive inefficiencies
out of the transport planning and
execution process. The objective
of CTM is to improve the operating performance of all parties
involved in the relationship by
eliminating inefficiencies in the
transportation component of the
supply chain through collaboration.
CTM focuses on enhancing the
interaction between three principle parties -- a shipper, a carrier,
and a receiver, as well as secondary participants such as thirdparty logistics (3PL) service
providers. Participants collaborate
by sharing information about
demand and supply (e.g., forecasts, event plans, and expected
capacity), ideas and capabilities to
improve the performance of the
overall transport planning and execution process, and assets, where
feasible (e.g., trucks). The process
begins with an order/shipment
forecast, and includes capacity
planning and scheduling, order
generation, load tender, delivery
execution, and carrier payment.
Why Collaborate on
Transportation?
The 19th Annual State of
Logistics Report® showed that
transportation costs consumed
6.2% of the U.S. gross domestic
product in 2007. This percentage
has remained in the 6% area for
much of the last two decades.
While many efficiency improvements have been made, there still
remain significant opportunities
for improvement.
Therefore, it is important for
companies to work together to
eliminate inefficiencies, reduce
cost, and ensure reliability in the
movement of goods. In most
instances, there is only so much
that a single member of the supply chain can do to resolve the
problems noted above.
CTM Value-Add
CTM adds value by eliminating
transportation inefficiencies inherent in most order fulfillment
processes. First, it reduces the

amount of dwell time carriers
experience waiting to load or
unload shipments. Second, it optimizes the weight and/or volume
utilization of transportation assets.
Third, it reduces deadhead miles
by better sequencing and routing
transportation assets within a
transportation network. Fourth, it
reduces process errors which can
lead to inefficiency. Finally, it
reduces billing errors and inaccurate communications.
The opportunities to add value
increase as multiple shipper networks are integrated, connecting
a broader sphere of shippers,
receivers and carriers and
enabling enhanced opportunities
for communication and improved
execution. Central to the effort to
connect a network of collaborating parties is the development of
a common information hub. In
general, the level of information
sharing increases with the level of
collaboration. Figure 1 below portrays the extension of value contribution as the collaborative network expands and information
sharing increases.
Key Transaction Areas
There are three transaction areas
that represent key opportunities
for CTM. These are: 1) capacity
procurement, 2) inbound management, and 3) integrated movements. Each area is described
along with potential benefits.
1. Capacity Procurement:
Capacity procurement represents
the interaction between the shipper and carrier to arrange transportation capaity.
2. Inbound Management:
Inbound management refers to
the proactive control of inbound
goods flow and management of
transportation by the receiver of
the freight.
3. Integrated Movements:
Integrated movements, or continuous moves, involve aggregated
volumes for multiple locations
within a company, across divisions or even across companies.
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Reported Performance
Benefits
CTM pilot initiatives have been
implemented in various companies and settings in the U.S. starting in 1999. These pilot projects
have demonstrated that the benefits of CTM are very real and substantial. Shippers and receivers
have documented gains such as:
• On-time service improvements
by 35%
• Lead-time reductions of more
than 75%
• Inventory reductions of 50%
• Sales improvements of 23%
(through improved service to
customers)
• Premium freight cost reductions of greater than 20%
• Administrative cost reductions
of 20%
Carriers have recorded equally
dramatic benefits from CTM pilot
projects, including:
• Deadhead mile reductions
of 15%
• Dwell time reductions of 15%
• Fleet utilization improvements
of 33%
• Driver turnover reductions
of 15%
Key Enablers and
Roadblocks to
Collaboration
In order for collaborative initiatives to succeed, key enablers
must be in place. These enablers
support best practices in critical
activity areas and help overcome
the roadblocks to success that
inevitably surround collaboration.
One critical enabler of CTM success is establishment and mastery of transportation best practices. Such practices are separate
from CTM but create the needed
foundation for success. The following list summarizes transportation best practices that facilitate
CTM success:
• Increase operational control
and centralize transportation
management

• Establish a core carrier
program; rationalization and
reduction of carrier base
• Institute proper contract terms
and conditions
• Optimize daily transportation
plan: Consolidation and
selecting lowest cost carrier
• Implement electronic tendering
• Implement shipment status
reporting and visibility for
orders, shipments, and
inventory
• In-source freight payment;
implement self-billing
• Eliminate freight bills for
contract carriers; pay on agreed
milestone/timeframe
• Establish concise KPIs and
metrics; ensure compliance
• Implement trading partner
report cards and quality reviews
• Establish Continuous
Improvement programs
• Implement accurate freight
cost allocation and cost/unit
reporting
• Implement transportation
financial analysis
While developing best practice
transportation is central to CTM
success, other key enablers are
equally important. Successful collaboration is a function of how
well people work together both
internally and with collaboration
partners. The following enablers
are related to the human side of
CTM:
1. Common Interest - All parties
need to have a stake in the collaboration's outcome to ensure their
ongoing commitment.
2. Openness - For a relationship
to work, the partners must openly
discuss their practices and
processes. Sometimes this
means sharing information traditionally considered proprietary
(though adherence to anti-trust
guidelines remains prerequisite).
3. Recognizing who and what is
important - Not all prospective collaborators and supply chain activities are created equal. Choose

those that will deliver the greatest
benefits.
4. Clear expectations - All parties
need to understand what is
expected of them and others in
the relationship.
5. Leadership - Without a champion to move collaboration forward, nothing significant will ever
be accomplished.
6. Cooperation, not punishment When things go wrong in a relationship, punitive actions seldom
make them better. The right
approach is to solve the problem
jointly.
7. Trust - This basic human quality must be evident throughout the
organization -- at every management level and functional area.
8. Benefit Sharing - In a true relationship, the partners need to
share both the pain and the gain -use of a shared modular supply
chain scorecard can help.
9. Advanced information technology (IT) – IT is essential to
enabling collaborative relations
across the supply chain.
Communication and process
automation achieved through IT
enables CTM by facilitating realtime, accurate data transfer.
In addition to enablers, firms
seeking to implement CTM
should recognize and avoid roadblocks to CTM success. Many of
these roadblocks stem from
behaviors, attitudes, and practices
associated with traditional business operations. The following list
summarizes primary potential
roadblocks to successful collaboration:
1. Control and Trust – How is
knowledge shared in such relationships? Who owns and controls the intellectual property
gained in such relationships and
how is this shared?
2. Sharing of proprietary information – How is information protected from getting into the hands of
competitors?
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3. Ethical issues – The very
nature of collaborative relationships has not yet been clearly
ironed out.
4. Integration of systems and
technology – When sharing information and integrating systems,
each company within the relationship must have accurate data to
share.
5. Going global – Due to the size
and scope of many businesses
today, the complexity of global
collaboration is something that
has not yet been demonstrated.
6. Measuring and documenting
benefits – While there are a number of different metrics in use
today, there is no easy way to
document total CTM benefits.
7.. Structure – Establishing effective and implementable “standards” will be needed before such
relationships can be successful
and sustainable.
While outside parties such as
third-party logistics providers are
not required of CTM, they can
serve as facilitators of communication or execution. This is particularly true when potential for
gains are found among trading
partners but capabilities are lacking. The presence of an unbiased, capable intermediary can
sometimes make collaboration
possible when it might not exist
otherwise.
Conclusion
It is important to recognize that
there must be a driving motive for
all parties in the collaborative relationship to work together to
achieve something greater during
these difficult economic times
than any individual company acting in isolation could achieve on
its own. To that end, participants
become a committee of “equals”
– there is no room for “lesser
members”. While the magnitude
of each partner’s “win” will vary,
everyone must find value in the
collaboration to ensure its longterm success.

Industry Article:

Shocks And Longer
Term Effects of
100% Air Cargo
Screening
By Dr. David Menachof, Cass Business School,
City University, London and
Dr. Giles Russell Cargo, Security International
INTRODUCTION
The implied projected cumulative
loss in national income through the
end of 2003 as a result of 9/11
amounted to 5 percentage points of
annual GDP, or half a trillion dollars.
The US government has stated
that by July 2010, all air cargo on
passenger aircraft will have to move
to 100% screening, with an intermediate goal of 50% screening by early
2009. This seems logical, but the
concern of many organizations is
that 100% screening will have a
considerable negative impact on
domestic and international commercial transactions. The US government will press ahead with 100%
screening of cargo unless an alternative solution can be found.
The full provision for 100%
screening is on target and on schedule to be implemented soon,
according to the TSA. The impact
on both freight transport generally
and the airline industry in particular
will be significant. As it currently
stands, the 50% target has been
missed, but the TSA is still pressing
forward, with aims to catch up.
In preparing these calculations,
models were created in a similar
fashion to estimating the costs of
9/11 and the costs of the WEST
COAST PORTS LOCKOUT in the
Autumn of 2002. Economic models
predicting the extent of the impact
have been published . Both 9/11
and the lockout event had short
term and long term impacts. Both
caused severe disruptions to the
supply chains of many US companies. Both were avoidable. As
mentioned in the first paragraph, the
economic impact of 9/11 was nearly
half a trillion dollars. In the case of

the West Coast Port strike, the estimates for the potential impact on
the US economy of a 5, 10 and 20
day strike were $4.7 billion, $19.4
billion and $48.6 billion respectively.
The estimates grow exponentially as
firms with different inventory levels
deplete their stocks and cease production. With this type of impact
modeling in mind, we look at the
potential impact of full implementation of Public Law 110-53 (resulting
from Senate Bill S.509 and House of
Representatives Bill HR1).
IMPACT ON TSA, AIRLINES
AND AIRFORWARDERS
The General Accounting Office
has estimated that inspecting all
cargo would cost the Federal

Government and airlines over $3.6
billion dollars over ten years (in discounted 2001 dollars). On February
2, 2008, the Congressional Budget
Office scored HR 1 and found that
the aviation security provisions of
that bill would cost $13.1 billion
from 2007 to 2012 (see below).
However, this is only the direct costs
to the government and airlines. A
statement attributed to David
Wirsing, Executive Director of the
Airforwarders Association, asserted
that implementing this proposal
would cost “over $700 million in the
first year alone” to airforwarders in
the US.
Air freight has been the fastest
growing segment of the American
cargo industry according to a recently released report from the U.S.
Department of Transportation's
Bureau of Transportation Statistics .
The report, entitled Freight
Shipments in America, shows that
the total value of air freight moved in
the United States doubled from
1993 to 2002 and totaled $2.7 billion
a day, growth that was faster than
any other segment of the cargo
industry.
In 2002, the goods U.S. businesses shipped by air had higher value
per ton ($75,000) than in 1993
($56,000) and this partially reflected
the evolving role that air cargo was
having in transporting imports and
exports.

Table 1. The Congressional Budget Office estimate to implement S.509 (from
2008 to 2018) is $3.6 Billion or $360 M per year. The estimate for HR.1 (from 2008
to 2012) is $13.1B or $2.62B per year. The table shows the monthly On-Flight
Market Freight enplaned (pounds) by Class for 2006 (Domestic + Export)
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Average international express shipment size grew from 2.7 kg in 1992 to
four kg in 2003.
According to Larry Coyne, President
of The International Air Cargo
Association (TIACA), on average, cargo
accounts for around 15% of a combination carrier’s income. It is estimated,
however, that only 5% of passenger
routes would be profitable without
cargo. It is not hard to imagine the
impact on passenger fares if cargo’s
Figure 1.
US Air Freight Carried on
Passenger Flights in 2006

contribution to operating costs was
removed.
Impact of the Overall Supply
Chain in the U.S.
The true costs go much, much further.
All sectors of the supply chain will feel
the impact, even those who do not currently use air freight and it is a decision
with Global implications.
Obviously, the first impact will be in
the form of higher air freight rates.
Depending upon how costs are allocated, direct costs of between 8
cents/pound up to 60.6 cents/pound can
be expected using GAO or
Congressional Budget Office figures .
This is only the additional charges for air
freight.
One of the biggest fears of implementing PL110-53 is the impact on the
shipments themselves. “Given the
sheer volume of cargo that must be
expediently processed and loaded on aircraft, it has been generally argued that
full electronic screening of all air cargo,
as is now required of checked passenger baggage, is likely to present significant logistic and operational challenges.
In 2002, it was reported that TSA computer models estimated that if full physical screening were implemented, only
4% of the daily volume of freight at airports could be processed due to the

time that would be required to breakdown shipments, inspect them, and
reassemble them for transport.”
The clear implication is that 96% of air
cargo will be subject to delay given the
present capacity to electronically screen
cargo. Right now, with only a fraction of
the air cargo actually screened, shippers
must still make delivery deadlines at the
airport of departure generally 2 hours
before scheduled departure. If using a
freight forwarder, the lead time would be
expected to increase. However, with
100% hardware screening, current
capacity will be overwhelmed, and
delays will set in that will become worse
until the capacity to inspect is expanded
accordingly. In the initial phases of the
law, lack of hardware capacity will result
in delays to the system. If we very conservatively estimate that 50% of air
cargo will be delayed by at least a day as
a result of scanning congestion (as
opposed to the TSA’s model which indicates 96%), the impact on company
inventory levels will be enormous. A
30% inventory carrying cost might be
considered reasonable to use in this
instance since air freight tends to be
more time sensitive and subject to
greater costs due to obsolescence and
deterioration.
Using 2010 estimates of the value of
air cargo shipments, an average one day
delay for half of all shipments will result
in an industry-wide inventory carrying
cost of $537million for just US domestic
shipments. If international air cargo
shipments are included, this cost to the
supply chain increases to $1billion. If
delays are longer than one day, which is
a distinct possibility at some of the
major airports, these costs estimates will
increase in direct proportion to the
amount of the delay. Much of the reasons for the costs are the need for the

supply chain to absorb the extra inventory needed to maintain on-time delivery. The resultant lengthening of the
supply chain will be felt acutely in the
high valued goods industries, where
technological obsolescence is a critical
concern. Note that these costs will
occur even if freight is shifted from air
to road transport which might end up
being faster than the “delayed air shipment” but slower than the original air
shipment transit time.
The inability to radically increase electronic screening is not a short term
problem. Firstly there is limited supply
of the equipment and a limited immediate capacity to produce new units
among manufacturers. Secondly and
much more importantly is the ability to
recruit the right staff with appropriate
security checks and then to train them
to an approved standard. This is not
just a matter of weeks but may take
months. Thirdly the whole economic
model by which many airlines and
freight forwarders are currently able to
operate may no longer be tenable.
Most vulnerable will be those at the
spoke rather than hub routes. Hub
based freight will become much more
competitive while spoke freight may
simply have to find alternatives such as
rail and road.

Global Impact of U.S.
Restrictions
We may consider two parts to this
impact – outbound and inbound.

Outbound
The outward impact may be seen in
terms of how the US impositions will
affect world trade. This can further be
looked at in the short term and then in
the long term.
In the short term the availability of

Table 2 Base Scenario Supply Chain Costs – inventory carrying
costs if we take 50% of goods delayed and a cost rate of 30%
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Figure 2 The estimated annual inventory carrying cost per day
of delay ($M) in 2010 for various percentages of shipments
delayed (both domestic and export).

NON-US CARRIERS: On key routes
across the Atlantic the competitive margins are already slim and will make some
carriers uncompetitive. The pure freight
providers will probably be the only ones
to benefit, however, they also have limited capacity to expand in the short term,
so delays are inevitable.

Conclusions

critical components in many JIT manufacturing systems may seriously affect
the short term availability of many
high technology items from computers to even X-Ray screening machines.
The longer term impact will be the
natural consequence of supply restrictions and that will be to seek alternatives. This may both be in terms of
alternative manufacturing suppliers
but also the supply via slower transportation – principally sea if not North
America- and stockpiling in Europe
and elsewhere.
The overall effect will be to make
goods that depend on US components more expensive and less competitive.

Inbound
The current proposal is for 100%
screening at US airports. While there
is no immediate call for imports to the
US being screened at the point of origin this may be demanded in the
future. Indeed it is glaringly apparent
that the requirements of S.509 do not
address the major terrorist threat –
which is inward flights to US airports.
While imports are not directly
screened, any delays to onward transport due to screening will cause
delays and so backlogs which may
slow down imports. The short term
impact of such a slowdown of critical
items will be much the same as for
the outward case except that the
choice of alternatives will be much
more restricted. Faced with rapidly
dwindling stocks of OEM components, we may see a number of companies facing unexpected difficulties.

Other Factors
AIRCRAFT VOLUMES: Record new aircraft orders were placed by the airline
industry in 2005 and 2006. The large
numbers of new orders represented
strong confidence in the future prospects
of the global airline industry. However,
they also increased the risk of excess
capacity in some areas or routes, as the
new capacity was delivered over the past
few years, and with the subsequent
world recession, attempts to delay or
even cancel new deliveries while pulling
older aircraft out of service. Naturally
companies such as Boeing and Airbus
are now pushing very hard for new aircraft purchases over retrofitting old aircraft, but are not finding it easy.
FUEL: As of 30 September 2008, jet fuel
prices had surged 66% when compared
to the same date in 2007. This means
that for every dollar increase per barrel
the U.S. airline industry faces an increase
in fuel expenses of an additional $445M .
The price paid for jet fuel is a function of
long-term contracts, spot market prices
and point of sale, among other factors .
The high price of oil is re-shaping the
industry. The major shifts in traffic flows
experienced during May [2008] reflect
this,” said Giovanni Bisignani, IATA’s
Director General and CEO .
Higher flight costs are likely to be
imposed on passengers and this will
affect the tourist trade – particularly the
East Coast but also to destinations such
as Los Angeles San Francisco and Hawaii.
In the longer term the added cost and
uncertainty of air freight will drive
importers to seriously consider the option
of sending goods by sea and then rail.
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The implementation of 50% and
100% screening on Global trade will be
yet another shock to an already very
fragile economy. The powerhouse that
actually adds wealth rather than shifting it around is manufacturing. High
value added manufacturing that
depends on air cargo is the most efficient in terms of resources and energy
is what advanced industrialized countries are actually depending on to pull
them out of the recession. Added to
this is a dependency on efficient and
extensive air transportation to keep
industries alive that are not in major
industrial centers. In the US the knock
on effects are clear. In Europe and
other centers for trade dependent on
and supplying US industries the overall
economic impact is not so clear but the
recent measures by the EC to harmonize screening procedures with the US
are a clear sign that their impact is recognized, is significant and needs to be
anticipated.
Just as the world needs the US’s
manufacturing capacity and markets
these in turn are highly dependent on its
air transport system. The requirement
for screening air cargo will become generally adopted around the world and will
be compliant with the standards established by the US government.
The solution to minimizing the impact
of this on world trade is not a simple
one and not one that most individual
countries and economic zones will be
able to or want to develop themselves
should a Globally applicable solution
become apparent. A risk management
system designed to tackle the requirements of PL110-53 will actually
become more effective the larger the
network serving it and being served by
it grows. What is critical now is timing.
Delay in implementing such a system
may lead to severe shocks and to radical changes in the airline industry for
the worse.
Authors note: This research was
sponsored by CargoSecurity-Int and
Oracle, who are currently developing
a comprehensive global supply chain
security solution.
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Chiquita & MIT
Center for
Transportation &
Logistics Aim
High on Defining
Carbon Footprint
Measurement
Edgar Blanco, MIT Center for Transportation & Logistics
Deverl Maserang, V.P., Product Supply, Chiquita Fresh N.A.
Anthony J. Craig, Research Assistant, MIT/CTL
Ana Lucia Alonzo, Director of Planning for Product Supply,
Chiquita Fresh N.A.
hiquita and the MIT
Center for Transportation
& Logistics (CTL) recognized the challenges on carbon
footprint measurement and started a multi-year collaboration to
determine the correct information and methodology needed
from supply chains to support
ongoing Corporate Responsibility
and Sustainability efforts.
Another application of the correct carbon footprint measurement is product labeling.
Product label allows customers
and consumers to make better
purchasing decisions, and in the
case of environmental labels, it
also helps companies to measure and reduce their products’
environmental impact. Over the
last few years, carbon labels
measuring greenhouse gases in
products have mushroomed
throughout the world. However,
due to the complexity of the
product supply chain, self-reported labels are susceptible to
“green washing,” where compa-
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nies claim lower carbon footprints than is really the case.
Dr. Edgar Blanco, a research
director at MIT CTL., says that
MIT CTL evaluates the three supply chain dimensions for carbon
footprint measurement: depth,
breadth and precision. “Depth is
how far back or forward in the
supply chain the analysis
extends,” says Dr. Blanco.
“Breadth refers to the type of
information recorded at each
supply chain stage. And precision is the degree of accuracy
used to estimate the carbon
emissions.” Through a systematic collaboration, MIT CTL and
Chiquita mapped the various
sources of emissions of a
banana throughout its supply
chain and evaluated the tradeoffs
of these dimensions.
Depth
Choosing a depth of the system creates tradeoffs between
cost, completeness, and complexity. As the system is expand80

ed upstream or downstream in
the supply chain, its scale can
quickly expand. This expansion
may greatly increase the effort
and cost required to collect the
measurements. Further,
although the closest trading partners in the supply chain may be
clearly visible, the level of visibility may diminish as the measurement system moves further up
and down the supply chain. Such
induced myopia may decrease
the ability to gather the necessary measurements or trace the
inputs any further.
Breadth
A viable carbon labeling system
requires that the greenhouse
gases generated by each product-related process be measured.
The appropriate units of measurement have to be determined
For example, which processes
to include in the measurement
phase is an obvious consideration. At the broadest level, this
may encompass every associated activity, including business
travel and even employee commuting. A narrower definition
takes in only the materials and
energy directly consumed, but
even this can be complicated,
since capital goods and indirect
emissions are difficult to monitor
and assign to specific products.
These issues must be weighed
against the completeness of the
information.
Precision
The precision dimension determines how the actual measurements should be made. This
includes the level of aggregation
of the data, how the measurements can be allocated to products, the appropriate use of data
estimates, and how often the
measurements must be made.
A Chiquita Banana’s
Carbon Footprint
To illustrate the complexities of
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carbon footprint measurement,
let’s consider the banana supply
chain for Chiquita. Bananas are
boxed and palletized at plantations in Central and South
America and shipped in refrigerated containers to multiple ports
in the United States. Upon
unloading from the ocean vessel,
the refrigerated containers are
transported to distribution centers. The pallets are then stored
in temperature-controlled rooms
for ripening. Once the bananas
have reached the appropriate
ripeness, the banana pallets are
delivered to retail stores along
with other produce. In the store,
the boxes are broken and banana
bunches placed on display for
consumers to purchase.
In terms of depth, one could
argue that the supply chain starts
the moment the bananas are cut
from the plant and ends the
moment the consumer purchases the items in the store. This
depth certainly captures all of the
movement of the fruit from the
plantation to the hands of the
consumer, and will be suitable
for capturing all the warehousing
and transportation elements of
the supply chain. However, from
an emissions point of view, not
including the banana plantation
fields may introduce significant
distortions; emissions associated

with fruit harvesting could add
up to 25% of the total carbon
value of a banana
Once the depth of the supply
chain has been decided, then the
elements to capture at each of
the stages are determined. Some
elements are straightforward, for
example, the relative fuel combustion efficiency of ocean and
transportation links, energy use
for warehousing operations and
the type of packaging used to
support the product flow. Others
are more subtle. For example, at
the plantation, more detailed
scorecards may be needed given
the variations in farming techniques, farm sizes, and the age
and maintenance of farm equipment. Less obvious elements
include the repositioning of
refrigerated containers to the
farms, an integral part of the
operation that consumes energy
and resources.
Besides precision issues, there
are many other supply chain elements that affect the final carbon
value assigned to an individual
banana. Differences in the operational efficiency and degree of
congestion between ports systems in California and the
Mississippi can influence the outcome. Different stores require different banana ripening profiles,
resulting in longer or shorter

Table 1. Measuring the Carbon Footprint for a Chiquita
Banana: Supply Chain Considerations

ripening cycles at the distribution
centers (and thus more or less
energy use per banana).
Depending on the distance from
the central distribution center and
the time of the year, deliveries are
made by refrigerated trucks
(using less or more diesel to
maintain the right temperature).
Another factor is the variation in
backhaul opportunities by lane
and time of year, which can affect
fuel consumption in the distribution network. The relative impact
of these variables on the final
label needs to be understood to
make the right decisions about
supply chain precision.
Key Learning
“At Chiquita our challenge was
to incorporate as much depth as
possible for the measurement of
the overall banana carbon footprint in order to highlight the
main areas of opportunity in our
supply chain,” said Deverl
Maserang, vice-president, product supply at Chiquita Fresh
North America. “The work with
MIT has validated all the Green
transportation initiatives that are
currently underway and focus on
reducing carbon emissions in
transportation in North America.”
Besides the actual carbon footprint measurement, there is
some interesting learning
through the process:
1. The objectiveness of the measuring process allows for proper
and clear communication with
our customers regarding our
product carbon footprint
2. Enables new tools and
processes to support Chiquita’s
current sustainability program.
3. Defines an objective baseline
to measure in preparation of
future government regulations.
4. Validates defined areas of
opportunity where Chiquita has
direct control to reduce emissions.
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Industry Article:

Driving High
Performance in
a Volatile World
Bill Read, Senior Executive and North America Lead for
Accenture’s Supply Chain Management Organization

ncreasing economic volatility
has severely disrupted the
supply chains of numerous
companies across industries.
Rapid swings in availability of key
commodities, major currency
fluctuations, upheaval in financial
markets and disruptive geopolitical events have conspired to
place unprecedented pressure
on the way these companies
source, manufacture and distribute products.
Accenture’s latest research,
completed at the end of 2008,
found that highly dynamic supply
chains—ones that can adjust
rapidly, cost effectively and without major disruptions to fastchanging market conditions—
generate significant operational
and financial value. In fact,
according to our survey, practices and capabilities that support a high degree of flexibility
can play a major role in helping
companies reduce operational
costs, improve asset productivity,
optimize their tax liabilities, drive
revenue growth and market differentiation, and foster greater
environmental sustainability.

I

ate the design and execution of
supply chain activities and lead to
high performance (see Figure 1).
1. Articulate a Clear Value
Creation Algorithm
Central to designing and managing the supply chain for high
performance is a clear understanding of the company or business-unit value creation algorithm.
A value creation algorithm fundamentally comprises two elements:
•Value proposition orientation—
what the company or business
unit is known for, how it differen-

While it may appear simple on
the surface, more often than not
clearly articulating what a company’s position is on those two
dimensions can create far more
discussions (often rich, sometimes long) than one might have
expected.
2. Approach the Supply
Chain as a Value Delivery
System
Designing and managing supply
chains for high performance
begins with taking a far more
comprehensive view of the supply
chain and defining it as what it
truly is: the network of suppliers,
plants, distributors, retailers, and
other internal and external stakeholders that participate in the

Figure 1. Seven Imperatives for Achieving Dynamic
Supply Chains

Seven Imperatives for
Achieving Dynamic Supply
Chains
Accenture’s research into supply chain mastery mirrored what
we have come to find across all
of our high performance business
research: no one silver bullet can
explain the success of the masters. Rather, the masters follow
seven imperatives that differenti-
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tiates itself in the marketplace,
and how, in turn, it defines the
characteristics and priorities of
its supply chain
•Growth orientation—on what the
business must focus (across the
dimensions of customer, product, channel and geography) to
generate current and future
growth
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•Three mega-processes—product
development chain, order to
delivery chain, and service and
returns chain

and optimal set of capabilities
and resources is neither straightforward nor simple. The resulting
operations architecture must balance cost, service, risk, flexibility
and other outcomes (such as the
carbon footprint of the supply
chain) as you explore alternative
configurations. High-performance
businesses take a holistic and
systematic approach to their
resources and capabilities. Four
characteristics set these companies apart from others when it
comes to defining and implementing the optimal operations
architecture:

•Six flow types—physical, services, information, financial, legal
and digital

•Designing an operating model
that is simple on the inside and
differentiated on the outside

3. Segment the Supply
Chain and Consistently
Adapt it to the
Characteristics of each
Segment
High-performance businesses
not only segment their customer
base and products within markets and channels, but extend
this thinking into their supply
chain and operations. The goal is
to create a number of supply
chain configurations capable of
delivering differentiated value
propositions across multiple
channels and products. They do
so by designing their supply
chain from the outside in (starting with the customer and their
targeted value proposition orientation in mind) through a rigorous
three-step process:

•Focusing on value, not on
assets

sale, delivery, design and production of a company’s goods and
services. Such a definition leads
to approaching the supply chain
as a value delivery system comprising at least three broad components:
•An ecosystem of partners—suppliers, suppliers’ suppliers, customers, customers’ customers,
internal stakeholders, third-party
service providers

•Segmenting the customer base
•Profiling demand
•Aligning the supply chain with
demand profiles
4. Optimize the Global
Operation Architecture
for Scale, Access,
Flexibility, and Risk
Mitigation
Translating the supply chain
requirements from the segmentation strategy into a coherent

•Converting the global footprint
into a competitive advantage
•Building in flexibility and the
ability to tap into it to mitigate
risks and volatility
5. Selectively Invest for
Mastery in Differentiating
Capability Areas
Mastery—a leading-class level
of proficiency in operating a particular capability area that translates into higher-than-average
performance results—obviously
matters. So should a company
pursuing high performance strive
to master all supply chain dimensions? Our experience, working
with high-performance businesses, suggests otherwise—or at
the very least, a more nuanced
answer. We have found that highperformance businesses break
from the pack on supply chain
mastery by adopting two distinctive traits.
First, they outperform peers on
not all, but a limited number of
domains. Outperforming in every
domain only would lead to leaving money on the table because
more money than necessary was
invested in areas that matter far
less than others. Second, they
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do not drastically underperform
in any domain. Underperforming
significantly in any domain would
dramatically impact business performance and make it unlikely or
difficult for any company to truly
outperform from an overall business standpoint to the degree
needed to be recognized as a
high-performance business.
6. Deploy Information
Systems that Deliver
Insightful Analytics,
Alignment, and
Responsiveness
The level of coordination and
alignment required to operate in
a networked supply chain operations model (such as those highperformance businesses use)
goes beyond what can be traditionally achieved in the context
of a classic management and
control approach. In a supply
chain organization fit for the
multi-polar world, decisions are
distributed throughout the network but still need to be aligned.
Achieving unified expectations
for performance with aligned
accountabilities for success is a
critical hurdle to overcome.
7. Drive Process
Execution Discipline with
the Right Talent Powered
by a Culture that enables
high performance
High-performance businesses
devote disproportionately more
time and energy than their competitors into developing and executing a strategic approach to
talent. They are relentless in creating a “talent mindset” across
the organization while continually
measuring and aligning talent to
changing strategies, objectives
and demands. While such a
focus could have been viewed as
relatively trivial five years ago,
current global trends and the
associated fundamental shift taking place in the workforce
(impending retirements, shrinking labor pools, emergence of
new talent sources, availability of

virtual methods of working, and
growing divisions in workforce
culture whether because of generations or geographical diversity) make it increasingly an imperative for success.
Toward high performance: Where does your
supply chain stand?
For many companies, these
seven supply chain imperatives
will be a paradigm shift and, in
fact, will require new capabilities
and practices. The question for
most executives will be “Where
do I start?” Indeed, determining
the areas in which to invest to
build the new capabilities
required to address the seven
imperatives can be a daunting
challenge. For some initial guidance, executives should consider
how the imperatives interact to
help drive high performance.
The seven imperatives can be
grouped into two major categories – thinking and doing (see
Figure 2). The first four imperatives focus on out-thinking the
competition—aligning the supply chain vision and strategy to
fit with the overall business
vision and strategy. The remaining three imperatives focus on
out-doing the competition—the
ability to turn the vision and
strategy into business practices
that are executed flawlessly on
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Figure 2. The seven Imperatives combine to drive high
performance

a daily basis. By considering the
imperatives from this 2x2 perspective, executives can summarize their overall supply chain
standing on both strategic fit
and execution.
There is no question that we
live in a starkly different world
from that of even five years ago.
Nothing, it seems, can be counted on with any degree of certainty—whether it be customer
demand, currency valuation or
commodity availability and pric-
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ing. Such unpredictability makes
it difficult for even the best-run
companies to plan for the future
while operating in the present.
However, in our experience,
organizations that have highly
dynamic and well synchronized
supply chains will be better
positioned to mitigate risk,
respond quickly and effectively
to market developments and,
ultimately, achieve high performance in our volatile and uncertain multi-polar world.

