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LETTER FROM THE EDITORIAL DIRECTOR

“Make Move,
Sell and Lead”:
How to reset
your company
for profitable
growth.

This issue of the DBM Journal addresses the industry-wide challenges facing
today’s global supply chains and provides
insights and strategies on how to reset
your organization for profitable growth.
To grow, the executive leadership team of
any business must be aligned functionally
and strategically across the entire organization. One of the tools at senior leaders’
disposal is the use of sales and operation
planning to align the company’s supply
and decision-making process with their
customers’ needs. If done right, a winning S&OP process can yield improved
customer service, inventory turns, manufacturing efficiency and lower logistical
costs.
Nada Sander’s article, “Succeeding
with Sales and Operations Planning,” on
page 10, details a step-by-step plan for a
successful S&OP implementation. We will
explore this topic in depth at SCLA 2013
in the “Make” super-session, chaired by
Michael Jacobs, chief logistical officer of
Green Mountain Coffee Roasters.
S&OP is one of many effective strategies senior leaders can use to help their
companies reset their supply chains
for profitable growth. But to take their
organizations to the next level and stay on
top in the future, corporate leaders must
make their supply chains increasingly
more intelligent, agile and social. The
article “Creating Value with Social Media
in the Modern Supply Chain,” on page
14, provides a compelling vision for a
more connected and social supply chain.
In the SLCA 2013 “Move” supersession
chaired by Doug Evans, senior director of
customer logistics of Mondelez, two leading companies, IBM and Staples, share
insights into how they embrace complexity and innovation to maximize flexibility
within their supply chains.
Dr. Tom Goldsby, Ph.D. shares thoughtful strategies both in the “Move” supersession and in his article on page 18,
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detailing how global supply chain decision makers and practitioners can use a
new tool called “PAIR” to better manage
supply and demand in a world marked by
volatile demographic and economic shifts.
A supply chain leader staying one step
ahead of the competition will also avoid
the pitfalls of ever-increasing regulations
and government bureaucracy. Beginning
on page 52, two articles provide strategies on how to deal with future driver
shortages, increased regulation and
limited capacity.
Carl Graziani, this year’s SCLA education
committee chair and “Circle of Excellence
Award” winner, will share his thoughts
about crafting winning strategies at
Safeway and the steps he’s taking to successfully map and bring transparency to
Safeway’s supply chain. Starting on page
50, his article provides an overview of why
corporate social responsibility is a vital
component in winning the trust, respect
and future business of your customers.
How to better understand, plan and
respond to customer demand is the focus
of the “Sell” super-session chaired by
Rick Sather, Kimberly-Clark vice president
customer supply chain.
SCLA 2013 is also all about leadership
in action and Upper Rear Admiral Mark
Heinrich shares a few leadership secrets
from the U.S. Navy in his page 62 article
and at the SCLA 2013 keynote address
Wednesday, May 29.
We’re confident this issue of the DBM
Journal and SCLA 2013 will provide you
with not just the tools to reset your company for profitable growth, but also the
confidence to use them.

Amy Thorn,
Editorial Director, DBM Journal

THOUGHT LEADERSHIP TRIBUTE

In Memory of
Jim Moore:
A true supply
chain leader
in action
November 12, 1949
– December 1, 2012

Jim Moore, the consummate supply
chain professional with more than four
decades of experience, passed away
Dec. 1, 2012 after a bout of a rare blood
disease. He was 63 years old.
Jim was a friend and mentor to many
over the years. He was Ryder’s vice
president of solutions and execution
standards. Jim’s legacy will live on in
the minds and hearts of his colleagues
and wife of 38 years, Carol, and their
three sons, Gregory, Matthew and
Sean.
Said President of Ryder Supply Chain
Solutions, John Williford, “The Ryder
team is greatly saddened by the loss
of Jim Moore, a wonderful person and
key member of the company’s Supply Chain Solutions team. Jim was
well respected and regarded for his
contributions to the company, and the
supply chain industry in general. He
was instrumental in formulating Ryder’s
strategy for the automotive, aerospace,
industrial and transportation management groups. He was also responsible
for growing Ryder’s automotive business and enhancing the company’s
reputation as a leader in the automotive logistics industry. We will all miss
his wry smile and sense of humor, his
creativity, his encyclopedic knowledge,
and his positive attitude. Ryder is a
better place to work because of Jim.”
Jim was born Nov. 12, 1949, in Watertown, N.Y. A classical pianist and avid
reader who also enjoyed playing bridge,
Jim was a loving, devoted and generous husband and father.
His 45-year career in the supply chain
sector took Jim around the world, traveling extensively across Asia, Europe
and North America for his executive
positions at the Marshall Moore Group,
Accenture, U.S. Freightways and Leaseway transportation.
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Jim earned a B.S. in mathematics
from Syracuse University before going
on to complete his master’s studies in
applied mathematics at the University
of Akron.
Jim excelled at putting his book
knowledge to practical use, designing
and patenting a novel trailer design, and
co-creating Ryder’s Logistics Release
process and technology. He lectured
on supply chain often and authored the
2002 book, The Internet Weather.
“Jim was an inspiration to us all.
His contributions to the supply chain
profession, as an author, and to the
Distribution Business Management
Association will always be remembered. He was a dear friend personally and a founding member of the

Supply Chain Leaders in Action forum
as well as a contributing columnist to
the Distribution Business Management
Journal. To say he will be missed is an
understatement. His positive influence,
intelligence and wit will long be remembered,” said Amy Thorn, Executive
Director of the Distribution Business
Management Association.
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REFEREED ARTICLE

Succeeding With Sales &
Operations Planning (S&OP)
– By Nada R. Sanders, Ph.D.

Sales & Operation Planning (S&OP)
has been, and remains a popular and
much-discussed concept among business leaders. Although the idea has
been around since the l970s — called
‘production planning’ or ‘aggregate
planning,’ it has evolved in level and
degree of integration. There continue
to be a number of misconceptions regarding S&OP. It can deliver many benefits, as well as pitfalls and following a
few essential rules for implementation
is imperative to achieving success.
WHAT IS S&OP?
S&OP is an integrated business management process intended to match
supply and demand through functional
collaboration. It is a process through
which the executive leadership team
achieves strategic focus, functional
alignment and synchronization across
the entire organization. Although conceptually this sounds simple, one of
the main attributes is that it is an ongoing, active, intra-company process. It is
a process that requires ongoing communication and continuous improvement. Done correctly, S&OP allows
executive management to anticipate
business changes without resorting
to late, reactive and costly responses.
Without this coordinated effort companies are typically plagued with short
planning horizons, lack of functional
alignment and sluggish responsiveness.
The objective of S&OP is for the
functional organization to reach a

monthly consensus regarding a single
operating plan. Consequently, the
multi-step S&OP process accepts
inputs at different stages from sales,
marketing, product development,
operations, sourcing, finance and
logistics. The resulting plan allocates
the critical resources of raw materials,
people, capacity, time and money to
most effectively meet market demands
in a way that maximizes profits for the
company. This monthly plan must be
reviewed and approved by executive
management as the final step. In this
way, the senior leadership ensures that
the plan focuses on the best interests
of the company across the entire planning horizon, as well as meets strategic objectives and financial plans.
S&OP is needed to ensure that
the tactical plans of each functional
organization align with the company’s
strategic business plan, a problem for
many companies. It forces all functions to base their individual plans on
the same single set of numbers or
‘one truth.’ It also promotes teamwork
between the different functions as it
encourages them to work together to
achieve the company’s strategic goals.
The recurring, monthly nature of the
S&OP process is also needed to drive
continuous improvement across all
functional areas.
S&OP provides numerous benefits
— both tangible (“hard”) and intangible
(“soft”). The former includes faster and
more controlled new product launches,
more stable production and service

EXHIBIT 1. S&OP DELIVERS HARD AND SOFT BENEFITS
“HARD” BENEFITS

“SOFT” BENEFITS

• Improved Customer Service
• On Time Deliveries
• Reduced Inventory Levels
• Improved inventory Turns
• Improved Plant Efficiency
• Less Plant Downtime
• Reduced Logistical Costs

• Improved Teamwork
• Tight linkage between strategic plans and day-to-day activities
• More Effective Communications
• Better Informed Decision-making
• More Advanced Financial Plans
• Greater Accountability
• Larger Amount of Control
• A View Into The Future
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rates, shorter customer lead times and
higher levels of customer service. In
addition, S&OP lowers inventory levels,
thus reducing both inventory carrying
costs and safety stock costs. However,
it is the intangible benefits of the S&OP
process that are readily apparent in a
company’s culture and the attitude of
its employees. This includes higher
levels of trust and openness between
members of different functional organizations, enhanced teamwork between
executive management and middle
management and the making of better,
more accurate decisions more quickly
and easily.
THE S&OP PROCESS
A properly working S&OP process
aligns the company’s supply and
decision-making with the customer’s
product demand and desired service
levels. This occurs on a monthly basis
that typically covers a forward-looking
12- to 24-month planning horizon. This
process is composed of five distinct
steps: generation of month-end
reports, demand planning, supply planning, alignment meeting and executive S&OP meeting. It is important to
remember that these steps make up a
cycle that is continuous in nature. Step
5, which occurs at the end of the cycle,
leads to Step 1, which begins the new
cycle. Mistakes from the previous cycle
serve as lessons for the next cycle
following continuous-improvement
principles.
Step 1. The monthly S&OP process begins with the generation of month-end
reports. The data is formatted and prepared for the demand planning team.
In addition, production and inventory
data is sent to operations to be used
as part of their evaluation of manufacturing capacity. Having clean, reliable
and trustworthy data is essential.
Step 2. The next step is demand
planning, responsibility of sales and
marketing with support from product
development. The goal is to generate a quantitative demand forecast
indicating expected demand, sales
and the resulting expected revenue.
Statistical analysis in conjunction with
an assessment of current and future
business conditions aids in developing
this forecast. This single demand plan

Reliable Data. Having reliable, clean
and accurate data is another key to
success, as trustworthy data serves
as a basis for ‘the conversation.’ The
S&OP process requires data to be
aggregated from multiple functional
organizations. However, to move the
project along data must provide useful
information, with the least amount of
data possible. Otherwise, the project
is held up by additional data gathering
efforts. Consequently, two significant
decisions vital to implementation are
determining what data needs to be
gathered and how that data should be
aggregated. Once those decisions are
made, the integrity, quality and reliability of the data must be guaranteed on a
monthly basis.

EXHIBIT 2. MONTHLY S&OP CYCLE

is passed on to the supply planning
process team.
Step 3. The supply planning process is
the responsibility of operations including purchasing, materials planning and
manufacturing. This determines if the
company has the necessary inventory
and manufacturing capacity to meet
the forecasted demand plan. In addition, financials are evaluated for material and human resources necessary to
meet the required capacity. The supply
planning team proposes adjustments
to the demand plan where it is necessary or practical.

jections and the company’s strategic
objectives as a result of changes in
the internal and external business
environments.
KEYS TO SUCCESSFUL
IMPLEMENTATION
S&OP can appear deceptively simple
and there are a few keys to successful
implementation that must be followed:

The final step regarding data management is ensuring that executive
management receives their information
in an easily understood format. This facilitates quick, well-informed decisions
during the executive S&OP meeting as
well as identification of any potential
gaps that need to be addressed. The
main point here is to clearly understand and articulate the problem and
the information needed to solve it.

Phased Implementation. The old adage of crawling before walking applies
here. Companies cannot jump into full
S&OP integration but must go through
a phased implementation approach, as
Executive Leadership. The successful shown in Exhibit 3. In the first phase,
implementation of an S&OP process
although there is communication
starts with executive leadership, who
between function, the decision making
must take ownership of the S&OP
process is effectively ‘siloed.’ This then
process. This is essential for S&OP suc- moves into a cross-functional decision
cess as it is executive leadership that
making process that is reactive and deStep 4. This is a joint pre-executive
clearly
define
the
objectives,
roles
must
signed to address problems. The third
management meeting to review the
and
responsibilities.
In
addition,
visible
phase moves cross-functional decision
adjusted demand forecast and resolve
support and involvement of senior
making from reactive to proactive,
any outstanding resource or capacleadership is critical in promoting the
which is forward looking. In the last
ity issues. This meeting must include
trust and open communication required and final stage, the organization is fully
sales, marketing, product developintegrated both horizontally across the
ment, operations, sourcing, finance and amongst the functional organizations
Rememthat
will
be
working
together.
organization, and even as well as vertilogistics.
ber that S&OP crosses organizational
cally beyond the enterprise, integrating
Step 5. The fifth and final step is the
boundaries where internal tensions
strategic and tactical decisions.
executive S&OP meeting. This is a
between departments may create barrihigh-level, fact-driven review with the
ers to implementation. Without execu- Performance Measurement and Continuous Improvement. Performance
goal of finalizing the monthly demand
tive leadership the process inevitably
measurement is vital to the S&OP
forecast and the associated operations dissolves into a fragmented tactical
process. This can be accomplished
plan. In addition, it gives executive
process that lacks strategic vision
using a balanced scorecard, strategimanagement the opportunity to modify — one of the biggest pitfalls of implethese two monthly plans in order to fill mentation. In an ideal situation S&OP is cally aligned key performance indicaidentified gaps between future pro‘owned’ by the Chief Executive Officer. tors (KPIs) agreed upon by all process
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EXHIBIT 3: STAGES OF S&OP IMPLEMENTATION

members and a feedback mechanism
that enables continuous S&OP process improvement. Implementation
must include development of an S&OP
scorecard that aligns KPIs with strategic goals. These KPIs must measure
performance at all levels: strategic,
tactical, and operational. Examples
include increasing profit margins
(strategic), lowering inventory levels
(tactical), improving on-time delivery
(tactical) and increasing daily product
yield (operational). It is critical that this
scorecard balance the perspectives of
the different functional organizations

with customer expectations and strategic company goals.
Another important metric is working
capital, which requires closely monitoring inventory levels at all phases and
making trade-offs. For example, senior
management throughout the S&OP
process may be forced to make sacrifices to service-levels to select customers in order to maintain a level of inventory that keeps working capital at the
optimal level. This requires a hard look
at safety stock, work-in-progress and
pipeline stock. Ultimately, management
is striving for the highest level of cus-

tomer service with the lowest working
capital investment. This could lead to
choosing different forms of transportation, shipping from different locations
or simply choosing to not meet certain
customer requirements.
Finally, the company must strive for
continuous improvement by setting
higher KPI levels when current levels
are achieved and comparing their
performance against benchmarks from
other companies in their industry segment. Only in this way can the company know if it is truly benefitting from
the S&OP process. ■

PepsiCo’s John Phillips Earns DBM’s
Distinguished Service Award
The Distribution Business Management Association is honored to present the
Distinguished Service Award to John Phillips, PepsiCo’s senior vice president of
customer supply chain and logistics. His dedication and canny leadership both
within PespiCo and for the supply chain industry as a whole made Phillips a
natural choice for the annual award
John has been with PepsiCo for over 26 years and has worked in a number of
different sales and field operations roles since joining the company as a route
salesperson with Frito-Lay. Prior to his current role, John was Vice President of
Customer Delivery Systems for Frito-Lay North America where he led the development and implementation of new DSD delivery systems and the development
of the next generation of frontline handheld computers for the DSD sales force.
In his current role, John is responsible for working with PepsiCo’s largest customers on supply chain and collaboration initiatives to drive both effectiveness
and efficiency across the shared supply chains.
Distribution Business Management Association presents the Distinguished Service Award each year to a
person who has made an outstanding service contribution to the supply chain profession. The award recognizes service in the areas of supply chain management, professional societies, publications or conferences,
and leadership that has a major impact on the advancement of supply chain as a discipline and career.
Past winners include Waheed Zaman, Chiquita Brands International, Don Walker, McKesson Pharmaceuticals, Don Ralph, Staples Inc., Kevin Smith, CVS/pharmacy and Jim LaBounty, JCPenney. ■
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INDUSTRY ARTICLE

Creating Value with Social
Media in the Modern Supply
Chain
– By Joanne Wright

The modern supply chain is constantly
evolving: It is now broader, faster and
smarter than ever before. In order to
compete in the ever-changing and competitive global world of the 21st century,
the supply chain must make proactive
actions to be increasingly intelligent,
agile and social. A smarter supply chain
requires innovation across the enterprise,
from the supplier to the client.
For IBM, a smarter supply chain has
been central to its successful transformation over the past decade. On
the road ahead, a highly collaborative
and transparent framework spanning
from our suppliers to our clients will be
required to capitalize on the competitive
advantage which will be created across
the multienterprise. Visibility through the
supply chain will be required not only for
matching demand and supply, but for
open interaction through social technologies. As the road to a smarter supply
chain evolves, IBM’s supply chain has a
keen focus on delighting our clients each
day, by solving supply chain problems
internally and externally for our clients,
through social collaboration, transparency and analytics.
To help prepare the supply chain for the
road ahead, the ISC (Integrated Supply
Chain) undertook a strategic research
initiative on the industry trends in supply chain processes, technologies and
culture through the ISC 2020 Initiative,
to identify challenges the ISC will face
over the next few years along with their
associated implications.

•

•

•

•

ness agility and real time multienterprise collaboration.
A global, knowledge-based workforce:
The new generation of employees will
be multicultural, multinational, rotating
through many jobs and working in a
virtually connected environment.
Pervasive social media: Almost everything around us will be connected,
leading to an unprecedented amount
of information ready to be consumed
and analyzed on a regular basis. Social
business will be a reality, allowing
networks of clients, partners and suppliers to collaborate with each other
seamlessly.
Automated work flows: Smart Analytics will give rise to intelligent supply
chain systems that make decisions automatically. “On demand” will become,
“Before I even ask.”
Global Resiliency and Sustainability:
The pursuit of sustainability objectives

at an enterprise level and across the
supply chain is no longer an option,
but rather a business imperative.
These challenges and opportunities
have dramatic implications on the global
supply chain. Rapid changes in technology, processes and human behavior
present an opportunity for organizations
to improve everything from reinventing
customer relationships to how work gets
done.
Becoming a Social Business
As an organization’s supply chain
looks to become a “social business,”
tapping into the thoughts and opinions
of the marketplace becomes even more
critical. In the Integrated Supply Chain,
we believe that maximizing supply chain
value depends on establishing social
business practices that enable ISC employees, our suppliers and clients to be
increasingly interconnected, interactive
and intelligent.
• Interconnected — Connecting our digital and social dialogues via communication, spanning suppliers to clients.
Extensive connectivity will enable
worldwide networks of supply chains
to plan and make decisions together.
• Interactive — Utilizing technology to
create systems that are more real,
more human and more approachable.

Figure 1: A Vision of the Future Supply Chain

2020 Vision Initiative
What is the supply chain going to look
like in 2020? In the next several years
the supply chain will experience more
change than it saw in its entire history.
In a global environment where innovation cycles are shrinking, customer
expectations are rising and talent is
becoming more distributed, the supply
chain of the future will increasingly need
to address the following challenges and
opportunities:
• Ever-increasing complexity: The
global marketplace will require busi14

By utilizing more instrumentation, the
supply chain will create and report
information, providing enhanced visibility throughout the supply chain.
• Intelligent — Predictive, relevant and
present. Supplier Management, one of
the fastest growing areas of technology investment, identifies and filters
specific supplier data that is scattered
across disparate systems and applies
it supplier strategies and processes.
By having a single, accurate and
robust source for supplier intelligence,
companies are better able to address
a number of core objectives ranging
from supplier compliance and performance management to supplier risk
mitigation.
IBM has initiated various research
projects in collaboration with external
research organizations and universities
to study how social business affects an
organization’s supply chain and how it
can be utilized to transform operations in
the future. According to the IBM Institute for Business Value, IBM has learned
that there are three areas in which firms
are investing to be competitive and
effective in their use of social business
practices: creating valued customer
experiences, driving workforce productivity and effectiveness, and accelerating
innovation.
As Figure 2 illustrates, applying social
business across the organization will
enable the company to better address
risks, manage change and measure
results.
IBM has already made great strides to
implement innovative ways to encourage changes in its business culture and
promote social business. A few examples from across the ISC include: 1) the
Global Buddy Program; 2) IBM Supplier
Connection Collaboration Program;
and 3) ISC Social Media Listening Pilot
Program. These initiatives demonstrate
the importance of social business and
involvement in the new world for our
customers, clients and employees

Figure 2: Applying Social Business across the organization

As part of this program, the ISC uses
a social connections forum called a
“Global Buddy Jam” to foster collaboration among ISC employees from around
the globe. In 2012, the ISC hosted three
Jams, featuring various forum questions
including: the value employees received
by participating in the Global Buddy
Program, how the Global Buddy program fostered global collaboration and
how employees could further develop
their Broad and Deep discipline skills,
called T-Shape skills. More than 1,800
employees were engaged in the Global
Buddy Jams in 2012, providing approximately 2,400 forum comments, including how mentoring and networking can
help with the development of new skills
and career growth. Employees also
offered innovative recommendations
to improve the Global Buddy program
to further support growth of skills and
knowledge transfer across the ISC. The
Jams helped to shape and enhance
the program and provide other ideas to
better serve employees with their skill
development.

Global Buddy Program
The ISC Global Buddy Program is
one of our ISC’s Six Integrated Talent
Programs, providing opportunities for
ISC employees to share knowledge
through mentoring and collaboration. It
Supplier Connection Collaboration
allows employees to engage with and
Program
get to know and meet people globally,
enhance their skills and create a network
With the goal of fueling economic
of contacts beyond their geographic
growth and job creation in the United
boundaries.
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States, IBM created Supplier Connection
— a collaborative business transformation initiative with 18 other member organizations, including many Fortune 100
corporations, mid-market firms and an
academic institution. Supplier Connection provides small businesses access
to the supply chains of its members and
makes it easier for these businesses to
potentially become suppliers to large
enterprises.
Companies normally operate independently when seeking suppliers, each
creating unique processes and tools,
requiring small businesses to commit
resources and time that discourages
them from pursuing large enterprise
contracts. Supplier Connection simplifies and automates the application
process through a free platform where
small businesses have the opportunity
to present their goods and services to
many large enterprises with the goal
of winning contracts and creating jobs.
Supplier Connection serves as an example of creating a successful business
transformation across multiple companies by establishing a shared strategy
and a common supply chain business
process. This new common process is
enabled by a social business platform in
the cloud that utilizes data collected on

the site and from other sources to creFigure 3: IBM is listening to Clients
ate smarter supply chain management
through Social Media.
capabilities, which in turn, provide business benefits for both small businesses
and large corporations.
In December 2012, IBM won the 2012
North America Supply Chain Distinction Award for Best Collaboration. This
recognition demonstrates IBM’s commitment to its vision of connecting small
businesses with economic opportunity
for growth.
Social Media Listening Pilot
Program
ISC launched a new Social Media
Listening initiative based on the premise that acquiring relevant information
sooner allows for actions to be taken
at the earliest possible moment. Social
listening focuses on obtaining valuable
insight by looking for information not
available via current market intelligence
processes, listening for sentiment and
trends for critical items and events and
incorporating key information about the
global supply chain from market intelligence communications.
Social media has expanded the range
of data that can be analyzed from the
world of communications. For example,
social listening has provided important
supplemental information to address the
issue of availability of rare earth met-

might interrupt supply temporarily or
over a longer term. Knowing this kind
of information as early as possible can
permit the respective sourcing teams
to take preemptive actions. The use of
social media listening tools to capture
information not readily obtainable
through traditional search means and/or
validating data that was already known,
has proven that the social media listening can be very valuable to the company.

Conclusion
Social business practices are essential
to optimize communications, expand
knowledge sharing and increase influence across the global supply chain
community, eventually enabling supply
als (REMs). Many industries, including
chain employees to be more interconhybrid batteries, green technologies and nected, intelligent and interactive across
IT equipment, are heavily dependent on the entire supply chain network. The
the use of REMs in their products. The
more real-time data and information
supply of these metals, which primarily
required, the more social collaboration
come from China, has been increasingly becomes essential to allow the supply
volatile over the last several years. It
chain to react, inform, decide and influhas been essential to maintain a close
ence the right behavior. These social
watch on the ever-changing and politibusiness initiatives are consistent with
cally charged supply-demand situation
IBM’s core Strategic Beliefs: that the cliaround REMs in order to maintain
ent is changing, that IBM’s workforce is
supply continuity. Through the social lis- evolving to employees with deep skills
tening process, looking at supply chain
and expertise, and there is a new era of
social responsibility topics, IBM can gain computing in which the world is expeinformation pertaining to the availability riencing rapid change in social, mobile,
of REMs and potential situations that
analytics and cloud technologies. ■
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REFEREED ARTICLE

The Macrotrends at Work
in Our Supply Chains:
Embrace... or Brace For...
the Changes Ahead

consumers in economically mature
markets. The Information Age has
reached virtually every part of the world
and standards of living are improving.
The “flattening world” phenomenon
offers tremendous promise for companies poised to serve a rising middle
class around the globe. Despite recent
claims that “the American Dream is
dead,” it seems that it is alive and well,
– By Thomas J. Goldsby, Ph.D., Chad W. Autry, Ph.D. and John E. Bell, Ph.D.
having spread rapidly around the world.
The global population’s increased
interconnectedness and a leveling
Imagine this headline: “Neighboring
Given advances in treating some of the of socioeconomic standards across
States Seeking Truce in Battle Over
world’s most deadly diseases, like ma- regions will present scores of business
Water Rights,” or this one: “Trans-Polaria and HIV/AIDS, the world’s popula- opportunities and ensuing supply chain
challenges in reaching populations
lar Ocean Route Cuts Transit Time by
tion is expected to range somewhere
seeking products and services that
50%.” These are not your everyday
between 7.4 billion and 9 billion by
were previously unknown or inaccesnews items, or not in 2013 anyway.
2030, with a number north of 8 billion
sible. To date, multinational companies
However, the prospects of interstate
regarded as likely.
compete in selected markets around
conflicts over the most precious of
Not only is the world’s population
the world and are not yet truly “global.”
earth’s natural resources are not begrowing, but people are relocating
Important questions arise from unprecyond the realm of possibility. Neither
at an unprecedented pace, creating
is the prospect of a transoceanic route potential chaos for mostly static supply edented market expansion opportunities. Are you prepared to compete in
from China to the United States by way chain processes. Consider the nations
of navigating a path through the meltseeing the fastest growth over the past these markets? How does a company
ing arctic ice caps. While the topics of
decade: Jordan, Madagascar, Paraguay gain the trust of consumers who have
Supply Chain Risk Management and
and several countries in East, West and no connection to the brand and prodSustainability are mainstream manage- Central Africa, where growth exceeds 2 ucts? Are your channels of distriburial concerns and actively researched
percent per year. Meanwhile, the popu- tion poised to reach consumers in
emerging locations? Are your products
by academics today, scores of emerglations of the world’s most developed
prepared and packaged appropriately
ing risks reside just beyond the view
markets, including the United States,
of most organization’s “long-term”
Canada, Western Europe, China, Japan for these new consumers? Answering
these questions represents the mere
planning horizons. Macro-level social,
and Australia, grew at a rate of less
economic and environmental forces
than 1 percent annually. Other nations, beginning of the inquiry associated
with “global” pursuits.
have the potential to change the daily
such as Russia, South Africa and sevlives of people around the globe and
eral in Central Europe, grew at an even Macrotrend No. 3: Climate Change
such trends can have a major impact
slower pace. Now, think for a moment
and Sustainability
on business success. These trends will about how your company is serving
The statistics are indisputable: Our
recalibrate business leaders’ commonly nations with rapidly growing populaplanet is getting warmer. On the heels
held assumptions related to both contions. Rather, most companies maintain
of the warmest year on record in the
sumer demand patterns and compaintense concentration on the slow
U.S., the average temperature for the
nies’ and industries’ supply capabilities. growth, developed world, competing
contiguous 48 states rose a full degree
The study of these macrotrends serves intensely for market share with estabin 2012. While a single degree sounds
as the focus of a new book, Global
lished rivals. This limited perspective
minor, it is anything but. Rising ocean
Macrotrends and Their Impact on Supwill change in the coming years when
temperatures are believed to be the
ply Chain Management. This article
pressures for growth and prospects for
driving force behind erratic weather
summarizes four focal macrotrends and new business point to entering burpatterns worldwide. Considering the
alludes to the challenges and opportu- geoning markets brimming with a new
pervasive drought of summer 2012, the
nities they may present.
class of global consumer, which leads
hurricanes and floods, it’s a weather
to our second macrotrend.
year that no one wants to repeat
Macrotrend No. 1: Global Population
anytime soon. To add insult to injury,
Growth and Human Migration
Macrotrend No. 2: InterconnectedEarth’s protective ozone layer is thinness
and
Socioeconomic
Leveling
Measurable changes in population
ning, with holes in the ozone expanding
growth and human migration are afNot only is the world’s population
at the poles. The incidence of skin canfecting global demand. The world’s
growing and shifting, but its appetite
cer is on the rise with more dangerous
population surpassed a milestone
is exploding for goods and services
UV radiation reaching Earth’s surface.
figure in 2011 — 7 billion inhabitants.
that up to now have been reserved for
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Beyond warming and erratic weather,
Great Garbage Patches are found in
all of the world’s oceans. Aquatic life
consumes the toxins found in these
patches, effectively entering the food
chain and thereby impacting us all.
The range of responses to these
observations is disparate: Some companies are awaiting regulations to take
actions while others are embracing a
more proactive stance. These latter
organizations are measuring their environmental impacts, seeking to create
“greener” products and expend fewer
natural resources in the sourcing, production and distribution of goods and
services. Increasingly, consumers are
seeking out companies with products
and services that they can feel good
about buying. Companies are also
realizing that providing goods in a lean,
green and sustainable fashion makes
good business sense. This macrotrend,
in itself, is poised to distinguish what it
means to be “world class” in the coming years, with those leading the way
creating a positive corporate image
that not only wins business but attracts
the best talent to the company.
Macrotrend No. 4: Resource Scarcity
and Conflicts
The three macrotrends above
speak to growing global demands
and stresses imposed on our natural
environment, which lead to our fourth
macrotrend: a straining of the world’s
supply of natural resources. Recognizing that anything of substance in our
products and services originates from
the earth, there will be increasing competition for these precious resources.
Most notorious among these stretched
resources are the so-called “rare earth
minerals” — the 17 elements that find
common usage in high-tech applications, like the lanthanum found in
electric car batteries or promethium for
portable X-ray units. One nation (China)
possesses about half of the known
natural supply of these minerals, yet
represents 96 percent of the world’s
market share. Of immense concern is
the dependence on one nation’s supply
of these valuable resources.
More pressing than minerals sustaining high-tech products is the supply of
potable water to sustain life. Goldman

Sachs points out that water consumption has increased in the United States
by 300 percent over the past 30 years,
global water consumption is doubling
every twenty years and estimates that
one-third of the global population will
not have access to adequate drinking water by 2025 at current rates of
supply and demand. In light of growing demand for fresh water and the
depletion of freshwater aquifers, fears
are surfacing of rising conflicts among
cities, states and nations for ownership
and access to this most precious of
natural supplies. The market responses
to such constraints include regulations
and market controls, but there are
signals surfacing of rising conflicts and
interregional disputes. While speculators in the past century bid feverishly
for oil drilling rights and more recently
for natural gas rights, similar business
competition is growing today for water
rights.

There is Hope in Our Supply Chains
Supply chain managers need to address the growing risks associated with
complex environmental factors that
will impact future business. The good
news? Modern managers are already
getting better at dealing with supply
chain risk as it occurs. Proactive companies can turn a potentially disastrous
situation into a market opportunity with
proper forethought and action. The story
of Nokia offers another classic example.
Nokia’s supply chain managers were
able to quickly bounce back in late 2000
after a fire damaged wafer inventory
at their supplier’s factory — which just
so happened to fulfill rival Ericsson’s
demand as well. Nokia’s fast action
relative to Ericsson positioned it to grow
at Ericsson’s expense. Similarly, Toyota
was able to recover relatively quickly in
the aftermath of the 2011 earthquake
and tsunami and continue producing
with only moderate hiccups. A major
In reviewing these four macrotrends, 2005 study by Hendricks and Singhal
found that a supply chain disruption
there seems to be ample justification
for alarm. Such issues have the poten- could drop share prices by as much
as 15 percent, virtually overnight. With
tial to impose great risks and create
today’s supply chains more visible than
inefficiencies for companies that fail
ever before to investors, it’s hard to see
to account for them in planning and
supply chain operations. Summarily, we how a company can afford to ignore
potential disruptions we foresee on the
anticipate that sourcing will become
horizon.
more complex as populations with
The differences between these examdifferent but homogenizing product expectations increase. This also will hap- ples and future outcomes are couched
in orders of magnitude and event
pen as the world’s supplies of many
key commodities become strained due expectancies. The relatively short-term
risks that supply chain managers face
to overuse and/or suboptimal location
today pose only temporary threats that
versus established supply networks.
are relatively minor in magnitude (with a
The diversity and migratory nature of
few exceptions). However, the future’s
populations, combined with geopo“new norm” appears to encompass the
litical strains and leveling of purchaspermanent and systemic occurrence of
ing power, could yield a confusing,
what we would today classify as major
complex and disaggregated producthreats.
tion process, such that conventional
We believe that only firms that have
approaches to lean manufacturing may
painstakingly prepared for the macnot suffice. In Global Macrotrends,
rotrends’ long-term impacts will be
we present alternative strategies that
should allow for more effective match- sustainable. Effective supply chain management can save companies from the
ing of customer needs to production
megatrends that are heating up in the
outputs. A central focus is managing
global landscape, with consideration givmore complex networks with scarce
assets and addressing the implications en to the shifts in the business environment we describe. Even those who have
of emerging issues such as shortages
and congestion on supply chain costs, been successful in the past must realize
that the rules are constantly changing.
competitive positioning and market
New threats will call for shifts in supply
performance.
chain strategies and practices. ■
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Central Michigan University
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Indiana University
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Clinical Professor of
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Conference Hours:

Registration Hours:

Tuesday, May 28, 2013 – 4:00 PM to 9:30 PM
Wednesday, May 29, 2013 - 7:00 AM to 7:00 PM
Thursday, May 30, 2013 - 7:00 AM to 9:30 PM

Tuesday, May 28, 2013 – 1:00 PM to 7:30 PM
Wednesday, May 29, 2013 - 7:00 AM to 5:30 PM
Thursday, May 30, 2013 - 7:00 AM to 5:30 PM
The registration desk will be located in Osceola Ballroom Pre-Function.

General Sessions, Keynotes, Breakfast & Lunch Location:
All general and keynote sessions, breakfasts and lunches will be held in Osceola Ballroom.
Peer Group / Strategic Focus Group Locations:
Customer Relationships – Kissimmee A
Demand Planning Responsiveness & Supplier Collaboration – Osceola Ballroom C
Distribution Design, Material Handling & Operational Support – Osceola Ballroom B
Inventory Management & Information Technology – Osceola Ballroom A
Logistics Strategy – Celebration B
Process Improvement – Kissimmee B
Senior Executive – ChampionsGate
Sourcing, Procurement & Manufacturing – Celebration A
Sustainability – Mapping the Supply Chain – St. Cloud A
Talent Management & Leadership – St. Cloud B
Transportation – Harmony
Peer Group / Strategic Focus Group sessions will be held on Wednesday, May 29th and Thursday, May 30th
from 1:15 to 2:30 PM.

Social Functions & Committee Meetings:
Tuesday, May 28th
3:30 to 4:00 PM - Peer Group Facilitator meeting – Harmony
4:00 to 6:00 PM – Peak Personal Performance – Osceola Ballroom DE
7:30 to 9:30 PM - Welcome Reception – Osceola Ballroom Commons
Wednesday, May 29th
6:00 to 7:00 PM – Networking Reception – Golf Course Commons
7:00 PM – Individual company team dinners hosted by senior executives
Thursday, May 30th
7:00 to 7:45 AM – Education Committee meeting – Harmony
6:30 to 7:30 PM – Circle of Excellence Cocktail Reception – Olympic
7:30 to 9:30 PM – Circle of Excellence Awards Dinner – ChampionsGate
Friday, May 31st
8:00 to 9:00 AM – Supply Chain Women in Action Committee meeting – Olympic
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Welcome Attendees

Welcome to the eighth annual Supply Chain Leaders in Action Conference. This year,
our unique group has many new members, as well as a strong cadre of returning attendees. We appreciate your being here with us at the Omni ChampionsGate Resort in Orlando, Florida. The Executive Committee and the Education Committee have worked very
hard to raise the bar again this year. I know you will find the program challenging, rewarding and exciting.
The program this year is focused on forging a path forward from the turbulent economic
times we have experienced over the last few years. This year’s conference is centered
on creating an “Insight Driven Supply Chain” that will enable us to “Reset for Profitable
Growth.” A day does not go by without seeing another article focused on “Big Data”
and the importance of advanced analytics to drive new insights across the consumer
value chain. Our program this year will focus on providing you with critical cross-industry
insights that will help you more effectively manage your organization across Make, Move
and Sell activities. Companies like Descartes, Green Mountain Coffee, Hershey’s, IBM,
John Lewis, Kimberly-Clark, Mondelez, Norfolk Southern, PepsiCo, P&G, Ryder, Safeway,
Staples, Wells Fargo Securities and Werner Enterprises, to name a few, will be sharing
real-world examples.
We have gathered industry experts and academic thought leaders to provide insight,
discussion and exchange to facilitate our growth as leaders of supply chain activities and
strategies. The sessions are designed to be interactive, and the peer groups provide
a unique opportunity to share your successes and challenges with other professionals
across many diverse industries. As with most things, you will get out of these sessions
what you put into them. Please take advantage of the opportunities.
This year’s conference will also have exciting keynotes from well-known speakers like
Steve Rizzo and Stuart Varney. Rizzo will make you laugh while helping you realize how
important it is to have the right attitude in driving positive organizational change. He will
also focus on key themes from his new book Get Your SHIFT Together. This book focuses
on “How to Think, Laugh, and Enjoy Your Way to Success in Business and in Life.”
Varney, a highly respected economist and news commentator on the Fox News Network, will close the conference with a comprehensive look at “21st Century America – A
New Day in Politics, Culture & Business.” Varney brings a wealth of knowledge on the
drivers of the economy, along with granular insights into many of the political and cultural
events that are significantly reshaping the fabric of America. Varney is a graduate of the
London School of Economics and is a highly respected speaker around the world.
Take the opportunity this week to meet someone new and take advantage of learning
how leading companies are leveraging supply chain as a key competitive weapon.
I look forward to seeing you during the conference this week.
Let’s all make the most of our time together!

John S. Phillips
PepsiCo, Inc.
SVP Customer Supply Chain & Global GTM
2013 Executive Committee Chairman
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Letter from the Chairmanme Attendees

Welcome to the eighth Annual SCLA Executive Business Forum, held at the beautiful
ChampionsGate Resort and Conference Center. On behalf of the DBM Board of Directors, the Corporate Advisory Board led by Don Ralph, SVP of Staples, the Executive
Committee led by John Phillips, SVP of PepsiCo, the Education Committee led by Carl
Graziani, SVP of Safeway and director for the SCLA program, Amy Thorn, Executive
Director of DBM, we thank you for your support and continued interest in the nation’s
premier business forum. This year we have added several new major corporations to
our membership, they include the following: Avendra, Avnet, Con-way, Eastman Kodak,
Excel/DHL, FedEx, Green Mountain Coffee Roasters, The Las Vegas Sands Corporation
and Mondelez International.
This year’s executive committee meeting in Ft. Lauderdale, Florida began with a unique
cruise on a 100 ft. boat provided by Alliance Shippers. This gave executive committee members a chance to meet while enjoying refreshments and the scenic waterways of what is often called
the “Venice of America”. This early afternoon experience was enjoyed by all - thanks go to Paul Higgins & Ron
Moeller from Alliance Shippers.
As we enter our eighth year of the SCLA, we have seen some growth in the economy and an ever increasing
understanding of the new demands on supply chains globally. The positive spirit of the members of the SCLA
continues and adds new enthusiastic faces to the group. Our central underlying attitude still remains the same.
We believe in a positive attitude, a willingness to think outside of the box, and a cooperative disposition. The
SCLA puts emphasis on ACTION in that the ideas discussed over the next several days will benefit your organization. Past attendees are encouraged to help new attendees and welcome them into the group. We would like
to encourage you to find a new member and make a new business connection and perhaps a new friend.
The SCLA was created as a place for senior executives of large organizations to find help and seek new effective ways of performing the duties of supply chain for themselves and their respective teams. We engage the
top leadership of each participating corporation in our executive committee meeting every January, presenting
a key opportunity for dialogue and insight. The SCLA Annual Executive Business Forum in May brings everyone
together from all member corporations, both senior leadership and key staff, affording each a great opportunity
for dialogue within their organization. Please take advantage of this potential team building opportunity when
possible. This year, the annual Circle of Excellence banquet is open to all attending executives and is sponsored
by both Packsize International and Alliance Shippers to whom we are all grateful for their support.
“The Tao of military operations lies in harmonizing people. When people are in harmony, they will fight naturally, without being exhorted to do so,” wise words from Sun Tzu. By gathering teams in a positive experience
such as at the SCLA business forum, new creative ideas emerge, as well as strong harmony can be established
within each corporate team. If each individual feels empowered, respected and is allowed opportunity to grow
professionally, they will perform at their best without being “exhorted to do so”.
This year’s program focuses on the insight driven supply chain - resetting for profitable growth – make, move,
sell & lead. As Tzu says, “What enables a good leader to win without failure is always having unfathomable wisdom and a modus operandi that leaves no tracks.” A good leader must see what others do not see. Fostering
strategic insight is the key at the SCLA business forum. If we all approach this year’s forum with an open mind,
a positive attitude and a willingness to share ideas, everyone will gain insight that will help their companies.
Enjoy and grow professionally at the conference,

John T. Thorn PhD
Chairman, DBMA
Vice Chair Strategic Growth Committee,
SCLA
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INSIGHT DRIVEN SUPPLY CHAIN –
RESETTING FOR PROFITABLE GROWTH
Super Session 1 Make (Osceola Ballroom C)
Super Session 2 Move (Osceola Ballroom B)
Super Session 3 Sell (Osceola Ballroom A)
TUESDAY, MAY 28, 2013
Registration
(Osceola Pre-Function)

4:00 pm – 6:00 pm

Peak Personal Performance
Opening Remarks: Amy Thorn, Executive Director, DBM Association
Sue Pellechio, VP Transportation & Supplier Collaboration, Staples & 2013 Supply Chain Women in Action Committee Chair
(Osceola Ballroom DE)

6:15 pm – 6:30 pm

6:30 pm – 7: 30 pm

Registration Open

1:00 pm – 7:30 pm

SCLA 2013 Innovations
John Phillips, SVP Customer Supply Chain & Logistics, PepsiCo, & 2013 Executive Committee Chair
(Osceola Ballroom DE)
Opening Night Keynote: Don’t Just Accept Change...Embrace It!
Steve Rizzo, “Attitude Adjuster” & Comedic Keynote Motivational Speaker
(Osceola Ballroom DE)

7:30 pm – 9:30 pm

Welcome Reception
Hors d’oeuvres & cocktails will be provided
(Osceola Ballroom Commons, WB: Osceola Ballroom AB)

WEDNESDAY, MAY 29, 2013
Registration
(Osceola Pre-Function)

7:00 am – 7:45 am

Breakfast
(Osceola Ballroom DE)

7:45 am – 8:15 am

Welcome: Amy Thorn, Executive Director, DBM Association
Opening Remarks: Carl Graziani, SVP Supply Chain, Safeway & 2013 Education Committee Chair
(Osceola Ballroom DE)

8:15 am – 9:15 am

Opening Keynote: Ten Leadership Secrets from the United States Navy
Upper Rear Admiral Mark Heinrich, Commander and 46th Chief of Supply Corps,
Naval Supply Systems Command (NAVSUP)
(Osceola Ballroom DE)

9:15 am – 9:30 am
9:30 am – 12:00 pm

Registration Open

7:00 am – 5:30 pm

Break
SUPER SESSION 1 – MAKE
Chair: Michael Jacobs, Chief Logistics Officer,
Green Mountain Coffee Roasters
(Osceola Ballroom C)

SUPER SESSION 2 – MOVE
Chair: Doug Evans, Sr. Director Customer Logistics,
Mondelez Int’l.
(Osceola Ballroom B)

Opening Remarks & Introduction
Michael Jacobs, Chief Logistics Officer,
Green Mountain Coffee Roasters
Academic Perspective
Nada Sanders, PhD, Professor and Iacocca Chair,
Lehigh University

Opening Remarks & Introduction
Doug Evans, Sr. Director Customer Logistics, Mondelez Int’l.

Evolving S&OP to Integrated Business
Management (IBM)
Jason Reiman, VP Global Logistics,
The Hershey Company

Taking an Inside Out Approach to Innovation:
Technology Within the Four Walls
Rod Gallaway, VP Logistics Strategy, Global Design,
Engineering & Projects, Staples
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Academic Perspective
Tom Goldsby, PhD, Professor of Logistics,
The Ohio State University

INSIGHT DRIVEN SUPPLY CHAIN –
RESETTING FOR PROFITABLE GROWTH
Super Session 1 Make (Osceola Ballroom C)
Super Session 2 Move (Osceola Ballroom B)
Super Session 3 Sell (Osceola Ballroom A)
WEDNESDAY, MAY 29, 2013
9:30 am – 12:00 pm

How to Leverage S&OP to Revolutionize Your Category
Business Strategy
Rafal Porzucek, Associate Director Global Business Planning,
Procter & Gamble
Rahquel Purcell, Director Global Supply Chain Innovation,
Procter & Gamble
Interactive S&OP Panel Discussion
Moderator: Michael Jacobs, Chief Logistics Officer,
Green Mountain Coffee Roasters
Panelists: Jeff Metersky, VP Sales, Inventory and Operations
Planning (SIOP) Practice, Chainalytics
Rahquel Purcell, Director Global Supply Chain Innovation,
Procter & Gamble
Jason Reiman, VP Global Logistics, The Hershey Company
Nada Sanders, PhD, Professor and Iacocca Chair,
Lehigh University

Wrap-up & Closing Remarks
Doug Evans, Sr. Director Customer Logistics, Mondelez Int’l.

Wrap-up & Closing Remarks
Michael Jacobs, Chief Logistics Officer,
Green Mountain Coffee Roasters

Networking Lunch
(Osceola Ballroom DE)
Peer Groups / Strategic Focus Groups
Break

12:00 pm – 1:15 pm

Registration Open

1:15 pm – 2:30 pm
2:30 pm – 2:45 pm
2:45 pm – 5:15 pm

6:00 pm – 7:00 pm

Creating Value with Social Media in the Modern
Supply Chain
Renée Ure, VP Global Execution, Sales Transaction Support,
Integrated Supply Chain, IBM
Joanne Wright, VP Sales Transaction Support Execution,
Integrated Supply Chain, IBM

SUPER SESSION 3 – SELL
Chair: Rick Sather, VP Customer Supply Chain, Kimberly-Clark
(Osceola Ballroom A)
Opening Remarks & Introduction
Rick Sather, VP Customer Supply Chain, Kimberly-Clark
Omni-Channel Retailing & the Implications
on the Supply Chain
Intro: Tim Carroll, VP Global Execution,
Integrated Supply Chain, IBM
Danny Griffiths, General Manager of Central Planning,
John Lewis Partnership
Chris Jones, EVP Marketing & Services, Descartes

SUPER SESSION 1 – MAKE
Chair: Michael Jacobs, Chief Logistics Officer,
Green Mountain Coffee Roasters (Osceola Ballroom C)
Opening Remarks & Introduction
Michael Jacobs, Chief Logistics Officer,
Green Mountain Coffee Roasters
Academic Perspective
Nada Sanders, PhD, Professor and Iacocca Chair,
Lehigh University
Evolving S&OP to Integrated Business
Management (IBM)
Jason Reiman, VP Global Logistics, The Hershey Company

Big Data Collaboration to Reduce Out-Of-Stocks &
Grow Top-Line Sales
Intro: Bill Read, Senior Managing Director, Global Products Industry
Management Consulting, Accenture
John Phillips, SVP Customer Supply Chain & Logistics, PepsiCo
Carl Graziani, SVP Supply Chain, Safeway
Interactive Panel Discussion
Moderator: Rick Sather, VP Customer Supply Chain, Kimberly-Clark
Panelists: Tim Carroll, VP Global Execution, Integrated Supply Chain, IBM
Carl Graziani, SVP Supply Chain, Safeway
Danny Griffiths, General Manager of Central Planning,
John Lewis Partnership
Chris Jones, EVP Marketing & Services, Descartes
John Phillips, SVP Customer Supply Chain & Logistics, PepsiCo
Bill Read, Senior Managing Director, Products Industry Management
Consulting, Accenture

How to Leverage S&OP to Revolutionize Your Category
Business Strategy
Rafal Porzucek, Associate Director Global Business Planning,
Procter & Gamble
Rahquel Purcell, Director Global Supply Chain Innovation,
Procter & Gamble

Wrap-up & Closing Remarks
Rick Sather, VP Customer Supply Chain, Kimberly-Clark

Wrap-up & Closing Remarks
Michael Jacobs, Chief Logistics Officer, Green Mountain
Coffee Roasters

Interactive S&OP Panel Discussion
Moderator: Michael Jacobs, Chief Logistics Officer,
Green Mountain Coffee Roasters
Panelists: Jeff Metersky, VP Sales, Inventory and Operations
Planning (SIOP) Practice, Chainalytics
Rahquel Purcell, Director Global Supply Chain Innovation,
Procter & Gamble
Jason Reiman, VP Global Logistics, The Hershey Company
Nada Sanders, PhD, Professor and Iacocca Chair, Lehigh
University

Cocktail reception followed by individual company dinners at resort hosted by senior executives
(Golf Course Commons, WB: Osceola Ballroom AB)

INSIGHT DRIVEN SUPPLY CHAIN –
RESETTING FOR PROFITABLE GROWTH
Super Session 1 Make (Osceola Ballroom C)
Super Session 2 Move (Osceola Ballroom B)
Super Session 3 Sell (Osceola Ballroom A)
THURSDAY, MAY 30, 2013
7:00 am – 5:30 pm

Registration
(Osceola Pre-Function)

7:00 am – 8:00 am

Breakfast
(Osceola Ballroom DE)

8:00 am – 8:15 am

Opening Remarks: Carl Graziani, SVP Supply Chain, Safeway, & 2013 Education Committee Chair &
John Phillips, SVP Customer Supply Chain & Logistics, PepsiCo, & 2013 Executive Committee Chair
(Osceola Ballroom DE)

8:15 am – 10:45 am

SUPER SESSION 2 – MOVE
Chair: Doug Evans, Sr. Dir., Customer Logistics, Mondelez Int’l.
(Osceola Ballroom B)

SUPER SESSION 3 – SELL
Chair: Rick Sather, VP Customer Supply Chain, Kimberly-Clark
(Osceola Ballroom A)

Opening Remarks & Introduction
Doug Evans, Sr. Director Customer Logistics, Mondelez Int’l.

Opening Remarks & Introduction
Rick Sather, VP Customer Supply Chain, Kimberly-Clark

Registration Open

Academic Perspective
Tom Goldsby, PhD, Professor of Logistics,
The Ohio State University
Taking an Inside Out Approach to Innovation: Technology
Within the Four Walls
Rod Gallaway, VP Logistics Strategy, Global Design,
Engineering & Projects, Staples

Omni-Channel Retailing & the Implications on the
Supply Chain
Intro: Tim Carroll, VP Global Execution, Integrated Supply
Chain, IBM
Danny Griffiths, General Manager of Central Planning,
John Lewis Partnership
Chris Jones, EVP Marketing & Services, Descartes

Creating Value with Social Media in the Modern
Supply Chain
Renée Ure, VP Global Execution, Sales Transaction Support,
Integrated Supply Chain, IBM
Joanne Wright, VP Sales Transaction Support Execution,
Integrated Supply Chain, IBM

Big Data Collaboration to Reduce Out-Of-Stocks &
Grow Top-Line Sales
Intro: Bill Read, Senior Managing Director, Global Products
Industry Management Consulting, Accenture
John Phillips, SVP Customer Supply Chain & Logistics,
PepsiCo
Carl Graziani, SVP Supply Chain, Safeway
Interactive Panel Discussion
Moderator: Rick Sather, VP Customer Supply Chain,
Kimberly-Clark
Panelists: Tim Carroll, VP Global Execution,
ntegrated Supply Chain, IBM
Carl Graziani, SVP Supply Chain, Safeway
Danny Griffiths, General Manager of Central Planning,
John Lewis Partnership
Chris Jones, EVP Marketing & Services, Descartes
John Phillips, SVP Customer Supply Chain & Logistics,
PepsiCo
Bill Read, Senior Managing Director, Products Industry
Management Consulting, Accenture

Wrap-up & Closing Remarks
Doug Evans, Sr. Director Customer Logistics, Mondelez Int’l.
10:45 am – 11:00 am

Wrap-up & Closing Remarks
Rick Sather, VP Customer Supply Chain, Kimberly-Clark
Break
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INSIGHT DRIVEN SUPPLY CHAIN –
RESETTING FOR PROFITABLE GROWTH
Super Session 1 Make (Osceola Ballroom C)
Super Session 2 Move (Osceola Ballroom B)
Super Session 3 Sell (Osceola Ballroom A)
THURSDAY, MAY 30, 2013

12:15 pm – 1:15 pm

Registration Open

11:00 am – 12:15 pm

Hot Topics in Transportation: Insights, Facts & Myths
Moderator: Anthony Gallo, Managing Director & Senior Transportation Analyst, Wells Fargo Securities
Panelists: Derek Leathers, President and COO, Werner Enterprises
Mike McClellan, VP Intermodal & Automotive Marketing, Norfolk Southern Corp.
Scott Perry, VP Supply Management, Fleet Management Solutions, Ryder Systems
(Osceola C)
Circle of Excellence Award Keynote Luncheon: Bringing Transparency to Our Supply Chains
Introductions: Jack Thorn, PhD, Chairman, DBM Association
Overview: Omar Keith Helferich, PhD, Professor Supply Chain & Humanitarian Management, Central Michigan University
Accepting & Presenting: Carl Graziani, SVP Supply Chain, Safeway & 2013 Education Committee Chair &
David Batstone, President and Co-Founder, Not For Sale
(Osceola Ballroom DE)

1:15 pm – 2:30 pm

Peer Groups / Strategic Focus Groups

2:30 pm – 2:45 pm

Break

2:45 pm – 4:00 pm

Leadership in Action: A Deep Dive Into the Personal Style of Two Extraordinary Executives
Joe Doody, President North American Delivery, Staples
The Honorable William “Bill” Graves, President & CEO, American Trucking Associations
and former two term Governor of Kansas
Don Ralph, SVP Supply Chain & Logistics, Staples & Corporate Advisory Board Chair
Tim Stratman, Founder & President, Stratman Partners Executive Coaching
(Osceola Ballroom DE)

4:00 pm – 5:30 pm

Closing Ceremony & Keynote: 21st Century America – A New Day in Politics, Culture & Business
Stuart Varney, Business Journalist & Host, Varney & Company, FOX Business Network
(Osceola Ballroom DE)

6:30 pm – 9:30 pm

Cocktail Reception followed by
Circle of Excellence & Distinguished Service Awards Dinner
(Reception: Olympic, Dinner: ChampionsGate)
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Supply Chain Leaders in Action
2013 Executive Committee
Air Products & Chemicals
Alex Masetti
VP Continuous Improvement
Airgas
Ken McDowell
VP Supply Chain Management
Avendra
Walt Sheffler
SVP Strategic Supply Chain
Management
2013 Chair, SCLA Executive
Committee
John Phillips
SVP Customer Supply Chain &
Logistics
PepsiCo

Eastman Kodak
Ye’ella Nir-Rosin
Director WW Logistics and
Supply Chain
EXEL/DHL
Mike Gardner
Chief Development Officer
FedEx
Craig Simon
President/CEO

Avnet
Gerry Fay
Chief Global Logistics & Operations

General Cable
Heather Stolper
VP Supply Chain and Sourcing

BNSF Railway
Ryan Dreier
General Director Domestic
Intermodal

General Motors
Bill Hurles
Executive Director Supply Chain

CarMax
Mark Adams
VP Logistics
Chiquita Brands International
Deverl Maserang
SVP Global Value Chain
Cintas
Dave Wheeler
SVP Global Supply Chain
Con-way Multimodal
Tommy Barnes
President
ConAgra Foods
Ken Smith
VP Transportation & Warehousing
ConocoPhillips
Alastair Donald
Chief Procurement Officer
Darden Restaurants
Jim Thomas
VP Supply Management
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Grainger
D.G. Macpherson
SVP Supply Chain
Green Mountain Coffee Roasters
Michael Jacobs
Chief Logistics Officer
The Hershey Company
Andy Paladino
Director Global Manufacturing
Alliances
IBM
Tim Carroll
VP Global Execution,
Integrated Supply Chain
International Paper
Fred Towler
VP Supply Chain Operations
Jarden Corporation
Josh Scofield
Senior Director
Johnson & Johnson
Mike Thalacker
Director Collaboration and Best
Practices

Kansas City Southern
Pat Ottensmeyer
EVP and Chief Marketing Officer

Oshkosh Corporation
Greg Fredericksen
EVP & Chief Procurement Officer

Spectra Energy
John Adams
VP Supply Chain

Kellogg Company
Debbie Magers
SVP Customer Logistics Services

Owens & Minor
Charlie Colpo
SVP Operations

Staples
Don Ralph
SVP Supply Chain & Logistics

Kimberly-Clark Corporation
Rick Sather
VP Customer Supply Chain

PepsiCo
John Phillips
SVP Customer Supply Chain & Logistics

Starbucks Coffee Company
Partha Kundu
SVP Global Supply Chain Operations, Manufacturing, Warehousing

PetSmart
Jeff Hillary
VP Supply Chain Solutions

Tiffany & Company
John Petterson
SVP Operations

Philips
Danny Garst
Commercial Supply Chain Manager,
North America

Toys R Us
Marie Robinson
SVP and Chief Logistics Officer

Lexmark International
Tonya Jackson
VP Global Supply Chain Operations
McKesson
Don Walker
SVP Distribution Operations
Medtronic
Mitch Parrish
VP Global Supply Chain Operations
Merck Consumer Care
Jim Pleiman
VP Supply Chain Management
Michaels Stores
Tom DeCaro
EVP Supply Chain

Procter & Gamble
Rahquel Purcell
Director Global Supply Chain
Innovation
The Raymond Corporation
Tim Combs
VP Sales

MillerCoors
Jack Buffington
Director of Logistics

Ryder
Steve Dean
SVP Sales & Marketing,
Supply Chain Solutions

Mondelez International
Doug Evans
Senior Director Customer Logistics

Safeway
Carl Graziani
SVP Supply Chain

Naval Supply Systems Command
(NAVSUP)
Upper Rear Admiral Mark Heinrich
Commander and 46th Chief of
Supply Corps

The Sands Corporation
Norbert Riezler
SVP Chief Procurement &
Sustainability Officer

Norfolk Southern
Mike McClellan
VP Intermodal & Automotive
Marketing

Southwest Airlines
Daryl Krause
SVP of Procurement
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United Stationers
Ron Berg
SVP Supply Chain
Verizon
Mariano Legaz
VP Supply Chain Services
The Walt Disney Company
Chas Nardoni
VP Sourcing & Procurement
Werner Enterprises
Jim Schelble
EVP Marketing
Yusen Logistics (Americas)
Ron Marotta
Vice President
Zale Corporation
John Legg
SVP Supply Chain

Supply Chain Leaders in Action
2013 Committee Listings
Education
Committee
Carl Graziani
2013 Committee Chair
SVP Supply Chain
Safeway
Tim Carroll
VP Global Execution, Integrated
Supply Chain
IBM
Doug Evans
Senior Director Customer Logistics
Mondelez International
Skip Frisz
Director of Logistics
Darden Restaurants
Tom Goldsby, PhD
Professor of Logistics
The Ohio State University
O. Keith Helferich, PhD
Professor Supply Chain &
Humanitarian Management
Central Michigan University

Rick Sather
VP Customer Supply Chain
Kimberly-Clark Corporation
Jim Thomas
VP Supply Management
Darden Restaurants

University Facilitators
Central Michigan University
O. Keith Helferich, PhD
Professor of Supply Chain &
Humanitarian Management

Amy Thorn
Executive Director
DBM Association

Indiana University
F. Robert Jacobs, PhD
Chase Faculty Fellow and Professor of
Operations Management

Peer Group / Strategic
Focus Group Industry
Facilitators

Indiana University
Rhonda Lummus, PhD
Clinical Professor of Operations and
Supply Chain Management

Tommy Barnes
President
Con-way Multimodal

Lehigh University
Nada Sanders, PhD
Iacocca Chair and Professor of Supply
Chain Management

Don Davidson
VP Strategic Sourcing
Safeway
Heidi Hemmer
VP Supply Chain Segment
Verizon

The Ohio State University
Thomas Goldsby, PhD
Professor of Logistics

Jeff Kellan
VP Distribution Operations
Toys R Us

Rutgers University
Don Klock, PhD
Clinical Associate Professor of Supply
Chain Management and Marketing
Sciences

Jeff Metersky
VP Sales, Inventory, and Operations
Planning (SIOP) Practice
Chainalytics

University of British Columbia
Garland Chow, PhD
Associate Professor of Operations and
Logistics

Paul Lomas
VP Business Development, CPG
Ryder

Liz Neuman
Director Customer Supply Chain
Solutions
Kimberly-Clark Corporation

University of Hull
David Menachof, PhD
Peter Thompson Chair and Professor of
Port Logistics

Deverl Maserang
SVP Global Value Chain
Chiquita Brands International

Andy Paladino
Director Global Manufacturing Alliances
The Hershey Company

University of North Texas
Terry Pohlen, PhD
Associate Professor of Logistics

John Phillips
SVP Customer Supply Chain & Logistics
PepsiCo

Kevin Smith
President and CEO
SSCC

Terry Pohlen, PhD
Associate Professor of Logistics
University of North Texas

Don Walker
SVP Distribution Operations
McKesson

University of San Diego
Joel Sutherland
Managing Director Supply Chain
Management Institute (SCMI)

Bill Hurles
Executive Director Supply Chain
General Motors
Michael Jacobs
Chief Logistics Officer
Green Mountain Coffee Roasters

Nada Sanders, PhD
Professor and Iacocca Chair
Lehigh University
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Corporate Advisory
Board
Don Ralph
Chair
SVP Supply Chain & Logistics
Staples
John Phillips
SVP Customer Supply Chain & Logistics
PepsiCo
Kevin Smith
President & CEO
SSCC
Amy Thorn
Executive Director
DBM Association
Jack Thorn, PhD
Chairman
DBM Association
Don Walker
SVP Distribution Operations
McKesson
Waheed Zaman
SVP, Chief Administrative Officer
The Hershey Company

Strategic Growth
Committee
Deverl Maserang
SVP Global Value Chain
Chiquita Brands International
John Phillips
SVP Customer Supply Chain & Logistics
PepsiCo
Don Ralph
SVP Supply Chain & Logistics
Staples
Bill Read
Senior Managing Director Global Products Industry Management Consulting
Accenture
Jim Schelble
EVP Marketing
Werner Enterprises
Kevin Smith
President and CEO
SSCC
Jack Thorn, PhD
Chairman
DBM Association
Don Walker
SVP Distribution Operations
McKesson
Dave Wheeler
SVP Global Supply Chain
Cintas
Waheed Zaman
SVP, Chief Administrative Officer
The Hershey Company
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Supply Chain Women
in Action
Susan Pellechio
2013 Committee Chair
VP Transportation & Supplier
Collaboration
Staples
Ana Lucia Alonzo
Director Operations Value Chain
Chiquita Brands International
Kathy England
Supply Chain Manager
The Hershey Company
Heidi Hemmer
VP Supply Chain Segment
Verizon
Mary Kuniski
VP Vendor Collaboration
Michael’s Stores
Debbie Magers
SVP Customer Logistics Services
Kellogg Company
Liz Neuman
Director Customer Supply Chain
Solutions
Kimberly-Clark Corporation
Rahquel Purcell
Director Global Supply Chain Innovation
Procter & Gamble
Natalie Putnam
Vice President Marketing
Ryder
Amy Thorn
Executive Director
DBM Association

Conference Floor Plan & Layout
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B

O

A

B

Peer Group / Strategic Focus Group Locations

A

A

B

B

A

A

B

B

Customer Relationships .....................................Kissimmee A
Demand Planning ...............................................Osceola Ballroom C
Dist. Mgmt, MH & Op. Support ..........................Osceola Ballroom B
Inventory Mgmt & IT...........................................Osceola Ballroom A
Logistics Strategy ..............................................Celebration B
Process Improvement ........................................Kissimmee B
Senior Executive ................................................ChampionsGate
Sourcing, Procurement & Manufacturing ............Celebration A
Sustainability - Supply Chain Mapping ...............St. Cloud A
Talent Management ...........................................St. Cloud B
Transportation & Carrier Management................Harmony
The registration desk will be located in Osceola Ballroom Pre-Function.

General Sessions, Keynotes, Breakfast & Lunch Location
All general and keynote sessions, breakfasts and lunches will be held in
Osceola Ballroom.
Social Functions
Tuesday Welcome Reception ....................... Osceola Ballroom
Commons
Wednesday Evening Reception .................... Golf Course Commons
Circle of Excellence Cocktail Reception ........ Olympic
Circle of Excellence Awards Dinner .............. ChampionsGate
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2013 Educational
Resource Members
Accenture
200 Public Square, Suite 1900
Cleveland, OH 44114
Contact: Bill Read
Title: Senior Managing Director
Global Products Industry Management Consulting
Tel: (216) 965-3565
Email: bill.read@accenture.com
Web: www.accenture.com/supplychain
Accenture is a global management
consulting, technology services and
outsourcing company, with approximately 259,000 people serving
clients in more than 120 countries.
Combining unparalleled experience,
comprehensive capabilities across
all industries and business functions, and extensive research on the
world’s most successful companies,
Accenture collaborates with clients
to help them become high-performance businesses and governments. The company generated net
revenues of US$27.9 billion for the
fiscal year ended Aug. 31, 2012.
Alliance Shippers
516 Sylvan Avenue
Englewood Cliffs, NJ 07632
Contact: Paul Higgins
Title: VP Supply Chain Solutions
Tel: (201) 227-0400
Email: pahiggins@alliance.com
Web: www.alliance.com
Alliance Shippers is a premium quality 3PL and provider of rail, truck, refrigerated and international transportation and logistics services. Using
the Perfect Shipment® philosophy,
Alliance provides superior quality
supply chain management services
across all transportation modes,
while providing excellent shipment
visibility. Alliance’s ability to blend
our services seamlessly into its
customers operations has provided
its customers with better service to
measurable effect.

Chainalytics
2500 Cumberland Pkwy., Suite 550
Atlanta, GA 30339
Contact: Mike Kilgore
Title: President and CEO
Tel: (770) 433-1566
Email: mkilgore@chainalytics.com
Web: www.chainalytics.com
Chainalytics is a recognized leader
in supply chain intelligence, analytics, and advisory services. Through a
unique combination of best practice
knowledge, exclusive benchmarking
research, and advanced decision sciences tools and techniques, Chainalytics empowers fact-based decision
making in the areas of Supply Chain
Design, SIOP (Sales, Inventory, and
Operations Planning), Logistics
Operations, Transportation, Service
Supply Chain, and Packaging Optimization. Chainalytics targets enterprises with a high degree of complexity
created by their unique combination
of scale, variability, and geography.
With locations in North America and
Asia, Chainalytics serves companies
globally in a borderless fashion.
Descartes Systems Group
2030 Powers Ferry Road, Suite 350
Atlanta, GA 30339
Contact: Chris Jones
Title: EVP Marketing & Services
Tel: (770) 335-0160
Email: cjones@descartes.com
Web: www.descartes.com
Descartes is the global leader in
providing on-demand, software-as-aservice solutions focused on improving the productivity, performance
and security of logistics-intensive
businesses. We have over 146,000
parties using our cloud-based services. Customers use Descartes to
route, schedule, track and measure
delivery resources; plan, allocate
and execute shipments; rate, audit
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and pay transportation invoices; file
customs and security documents for
imports and exports; and complete
numerous other logistics processes
by participating in the world’s largest, collaborative multi-modal logistics community.
Packsize International
6440 South Wasatch Boulevard
Salt Lake City, UT 84121
Contact: David Goates
Title: Sales Specialist
Tel: (801) 944-4814 x 142
Email: dave.goates@packsize.com
Web: www.packsize.com
Packsize revolutionizes the corrugated supply chain through the
ability to create a custom-sized box
for every order. This efficient and
cost-effective, just-in-time packaging
system increases total savings by an
average of 35%. A leading sustainable business practice, On Demand
PackagingTM results in less waste,
lower shipping costs, decreased
damage rates, and increased customer satisfaction.

Session
Abstracts

TUESDAY, MAY 28, 2013
4:00 PM – 6:00 PM
Peak Personal Performance
Room: Osceola Ballroom DE
Session Abstract:
This program is designed to make a difference and will help
maximize your potential in all areas of your life. We live in
a world of rapid change and increasing demands. This is
stretching all of us and impacting our ability to be at our bestboth at work and home. Left unattended, this can lead to
serious implications to our performance, health and fulﬁllment. You can dramatically increase your personal capacity
to handle the many pressures of life. People who focus on
building and sustaining their energy are more creative, more
productive, more collaborative, healthier and happier.
In this program, you will gain the secrets of...
• How to use practical tools and time proven methods to
develop the skills necessary to transform every aspect of
your life
• How to gain more energy and an increased ability to work
effectively and lead others
• How to develop the right strategies and skills for peak performance and team success

6:30 PM – 7:30 PM
Opening Night Keynote: Don’t Just Accept
Change...Embrace It!
Room: Osceola Ballroom DE
Session Abstract:
Sometimes it comes by way of choice and sometimes it is
forced upon us by circumstances beyond our control. Either
way, it is a part of life that is needed in order for us to grow
to our full potential. Steve will show your group how to deal
with one of our biggest fears in both the workplace and in our
personal lives...CHANGE! Everyone will learn the skills needed
to use any change to their advantage, creating greater success on all levels.
In this program, you will gain the secrets of...
• Winning ways of thinking that change obstacles into
opportunities instantly
• How to enjoy yourself during the process of change
• Overcoming the fear associated with change
• Using your sense of humor as a tool to grow with change
• Seeing the brighter alternative to a potentially negative situation

Speaker:
Steve Rizzo, “Attitude Adjuster”

Speaker:
Sue Pellechio, VP Transportation
& Supplier Collaboration, Staples
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Session
Abstracts
9:30 AM – 12:00 PM
“MAKE” SUPER SESSION
(This Super Session will repeat at 2:45 PM)
Room: Osceola Ballroom C

DAY ONE
WEDNESDAY, MAY 29, 2013
8:15 AM – 9:15 AM
Opening Keynote: Ten Leadership Secrets
from the United States Navy
Room: Osceola Ballroom DE
Session Abstract:
Navy legends such as John Paul Jones in the 18th Century,
Oliver Hazard Perry in the 19th Century, William “Bull” Halsey,
Chester Nimitz, and Ray Spruance in the 20th Century, inspire
near mythical tales of victories won as a result of strategic
thinking, courageous action, and heroic leadership. What
can we learn from these Naval Ofﬁcers that can be applied to
business today? Upper Rear Admiral Mark Heinrich, Commander of Naval Supply Systems Command and 46th Chief of
Supply Corps, will share ten leadership secrets of the United
States Navy that business and military leaders alike can apply
in today’s corporate and public sector environments.
In this program, you will gain the secrets of...
• Insights from tested Navy leadership styles
• The top ten battle-tested strategies for creating successful
organizations and inspiring extraordinary results
• How to forge a powerful, goal-driven workforce
• How to prevent bureaucracy within the chain of command
• How to plan and prepare for crises

Speaker:
Upper Rear Admiral Mark Heinrich,
Commander and 46th Chief of Supply Corps,
Naval Supply Systems Command (NAVSUP)

Super Session Abstract:
Whether you are a manufacturer or retailer, managing demand
forecasts, in-stocks and inventory is complicated and often
the greatest challenge for most supply chains. This super
session will address trends behind sales and operations planning (S&OP) by discussing both theoretical techniques as well
as practical best-in-class solutions that have been successfully
applied by leading manufacturers and retailers. Case studies
from Hershey Foods and Proctor and Gamble will demonstrate
how they use sales and operation planning to better match
supply with demand, improve forecast accuracy and greatly
reduce dependence on inventory. Nada Sanders Ph.D. will
also share some tips from the masters on how to better satisfy their customers while reducing supplier frustrations and
bottom line costs.
In this super session you will gain the secrets of...
• How to apply sales and operation planning tools and processes to improve forecasting and inventory problems and
meet strategic business objectives
• How to use S&OP to address in-stocks and working capital
management
• How to reduce inventories and shorten cycle times from
order to cash
• How to improve planning and scheduling to enhance customer service and supply chain efﬁciency

“MAKE” Super Session Chair
Michael Jacobs, Chief Logistics Ofﬁcer,
Green Mountain Coffee Roasters

Speakers:
Nada Sanders, PhD, Professor & Iacocca Chair,
Lehigh University

Jeff Metersky, VP Sales, Inventory and
Operations Planning (SIOP) Practice,
Chainalytics
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Evolving S&OP to Integrated Business
Management (IBM)

“MOVE” SUPER SESSION
(This Super Session will repeat on Thursday, May 30th 8:15 AM – 10:45 AM)
Room: Osceola Ballroom B

Session Abstract:
Integrated Business Management (IBM) is the core process
for how The Hershey Company deploys their business strategy and manages their business. This session will discuss
the evolution from a traditional S&OP process to IBM. IBM
has enabled the business to extend their planning horizon,
align on one set of numbers, as well as a calendar of events.
By integrating all key activities into the IBM process, The Hershey Company has successfully created a single process for
managing their business globally.

Super Session Abstract:
If your organization is delivering strong year over year productivity, through lean six sigma, headcount, inventory, etc.,
congratulations! It’s time to take your supply chain to the next
level. Attend this super session to learn how to embrace innovative strategies that can reset your supply chain for proﬁtable growth by capitalizing on leaner organizations, improved
processes, and of course, the latest technology. Two strong
examples will be presented by leading companies who have
reset their organizations for growth by embracing complexity
and innovation to improve how they “MOVE” within their supply chain.

Speaker:
Jason Reiman, VP Global Logistics,
The Hershey Company

The ﬁrst case study will feature how Staples has embraced
complexity and is using their supply chain as a competitive
advantage. Dr. Tom Goldsby, Ph.D. will also share insightful
strategies that global supply chain decision makers and practitioners can use to better manage their supply and demand in
a world marked by volatile demographic and economic shifts.

How to Leverage S&OP to Revolutionize
Your Category Business Strategy
Session Abstract:
Sales and Operations Planning at P&G is the process to allocate and align company resources to a single set of supply and sales plans that optimize resources in support of
achieving the desired business objectives. This session will
discuss how the use of S&OP can create a global framework
for decision making and multi-functional leadership alignment.
Important understanding of the difference between targets,
forecast and actuals provides key insights to effectively manage and achieve business results.

Speakers:
Rafal Porzucek, Associate Director Global
Business Planning, Procter & Gamble

The second case study will unveil IBM’s very successful
approach to using social media to drive visibility and agility
within their global supply chain.
In this program, you will gain the secrets of...
• How you can transform your supply chain into a high-performing competitive weapon by employing the next wave of
innovation and technological advancement
• Why a new supply chain model called “PAIR” can help
you improve your organizational agility, drive performance,
increase productivity and enhance brand reputation
• How you can use social media to tap into the power of the
marketplace to improve core competencies and transform
your supply chain

“MOVE” Super Session Chair
Doug Evans, Senior Director Customer Logistics,
Mondelez International

Rahquel Purcell, Director Global Supply Chain
Innovation, Procter & Gamble
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Session
Abstracts
Taking an Inside Out Approach to
Innovation: Technology within the
Four Walls

supply chain evolves, IBM’s supply chain has a keen focus
on solving supply chain problems internally and externally
through social collaboration, transparency, and analytics.

Session Abstract:
Many organizations have successfully positioned their supply
chains to provide a high-performance competitive advantage
in today’s evolving marketplace. This presentation will show
how Staples is embracing complexity within their supply chain
to successfully implement and institutionalize key technology and process capabilities within the four walls. Speciﬁc
examples will be shared on how Staples “smart-sizes” their
outbound packaging and mixes pick technology, as well as
execution systems. This presentation will also discuss the
bumps along the road to implementation, including the watch
outs, KPI’s, and successes.

In this session you will learn about how applying social business across the organization can enable the company to better address risks, manage change, and measure results. The
speakers will share a few IBM initiatives related to utilizing
different venues of social collaboration to encourage changes
in company’s business culture, and promote transparency and
innovation.

Speakers:
Renèe Ure, VP Global Execution, Sales Transaction Support, Integrated Supply Chain, IBM

Additionally, Dr. Thomas Goldsby, PhD will share a new supply
chain model called “PAIR” which can help your company improve organization, agility performance, and productivity and
enhance your reputation. This new model will provide a quick
foundation for the Staples presentation. Both Rod Gallaway
and Dr. Thomas Goldsby, PhD will be available for Q&A during
the last portion of the session.

Speakers:

Joanne Wright, VP Sales Transaction Support
Execution, Integrated Supply Chain, IBM

2:45 PM – 5:15 PM
“SELL” SUPER SESSION
(This Super Session will repeat on
Thursday, May 30th 8:15 AM – 10:45 AM)
Room: Osceola Ballroom A

Rod Gallaway, VP Logistics Strategy,
Global Design, Engineering & Projects, Staples

Super Session Abstract:
Understanding, planning and responding to customer demand
has been an age old challenge for the supply chain. In today’s
world with the potential to gather and analyze mountains of
data, the emergence of the internet and social networks have
created new challenges and opportunities for the supply chain
to understand customer demand. In this super session we
will explore how companies and partners are working to harness this information to improve supply chain performance.

Tom Goldsby, PhD, Professor of Logistics,
The Ohio State University

Creating Value with Social Media in the
Modern Supply Chain
Session Abstract:
The modern supply chain is constantly evolving: it is now
broader, faster, and smarter than ever before. In order to compete in the ever-changing and competitive global world of the
21st century, the supply chain must take proactive actions to
be increasingly intelligent, agile, and social. A smarter supply
chain requires innovation across the multi-enterprise from the
supplier to the client.
On the road ahead, a highly collaborative and transparent
framework spanning from suppliers to clients will be required
to capitalize on the competitive advantage across the multienterprise. Visibility through the supply chain will be required
for not only matching demand and supply, but for open interaction through social technologies. As the road to a smarter

The session will begin with an overview from IBM and a case
study from John Lewis that will detail how they have risen to
the challenge of the new age of retailing in which consumers
are demanding and expecting all retailers to offer a multichannel shopping experience, delivered seamlessly across mobile,
online, and in-store merchandising platforms. The second presentation will feature an overview by Accenture and a collaborative case study from PepsiCo and Safeway that will provide
key learnings into how to use big data analytics to improve
demand sensing, forecasting and planning processes. The
session will wrap up with a panel discussion offering different
points of view from companies that have successfully learned
how to access and utilize customer demand to maximize
business and supply chain outcomes for customer service,
inventory and cost.
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“Big Data” Collaboration to Reduce
Out-Of-Stocks & Grow Top-Line Sales

In this program you will gain the secrets of...
• How you should operate your supply chain to keep up with
the changing landscape of customer demand and sales
• How to access and utilize customer demand to maximize
business and supply chain outcomes for customer service,
inventory and cost
• How to develop a plan for building future sell/supply chain
capabilities

Session Abstract:
The session will focus on how a collaboration between a
major manufacturer, PepsiCo, and one of their largest trading
partners, Safeway, worked together to explore how big data
could be turned into useful insights to improve their supply
chain operations. Working with senior supply chain leadership
teams from both PepsiCo and Safeway, the group focused on
solving some key business challenges in their joint operations.
“SELL” Super Session Chair
The two organizations identiﬁed an opportunity to catalog
Rick Sather, VP Customer Supply Chain,
the data assets that exist between both organizations and
Kimberly-Clark Corporation
integrate them to more effectively manage their joint supply
chain to optimize days-of-supply and ultimately reduce outof-stocks. The effort is yielding a totally new type of analysis
that integrates PepsiCo and Safeway’s big data and displayed
it in a more intuitive data visualization format. The session will
demonstrate this data visualization approach, very different
Omni-Channel Retailing & the Implications than a rows and columns report, which made it much easier
on the Supply Chain
for supply chain operations personnel to quickly absorb the
insights from the data through visual pattern recognition techSession Abstract:
John Lewis is one of the premier retailers in the UK. While oth- niques. The presentation will show how these insights were
used to isolate the out-of-stock cause-and-effect variables,
er UK retailers have struggled in a tough market over the last
several years, John Lewis has thrived, growing revenue 13.5% thus resulting in quick identiﬁcation and reduction of out-ofstocks issues and related loss sales. Don’t miss this exciting
and proﬁts 37.2% in 2012. Much of John Lewis’ success is
session where PepsiCo and Safeway will bring their big data
driven by its culture of serving customers and innovation.
John Lewis was an early adopter of omni-channel retailing and visualization experience to life.
has made its supply chain an integral part of its highly valued
customer experience.
Speakers:
Home delivery is top of mind for retail executives and a critical
component of an omni-channel strategy. John Lewis has taken
home delivery – traditionally viewed as a “back ofﬁce” supply
chain capability and turned it into an omni-channel competitive
advantage, increasing revenue, decreasing costs and delighting customers. This session will explain the sales and supply
chain strategies, processes and technologies behind John
Lewis’ success and give lessons learned for other industries.

Carl Graziani, SVP Supply Chain, Safeway

John Phillips, SVP Customer Supply
Chain & Logistics, PepsiCo

Speakers:
Tim Carroll, VP Global Execution,
Integrated Supply Chain, IBM

Bill Read, Senior Managing Director,
Global Products Industry Management
Consulting, Accenture

Danny Grifﬁths, General Manager of
Central Planning, John Lewis Partnership

Chris Jones, EVP Marketing & Services,
Descartes Systems Group
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Session
Abstracts
12:15 PM – 1:15 PM
Circle of Excellence Keynote Luncheon:
Bringing Transparency to Our Supply
Chains
Room: Osceola Ballroom DE

DAY TWO
THURSDAY, MAY 30, 2013

11:00 AM – 12:15 PM
Abstract:
Hot Topics in Transportation: Insights, Facts Session
The session will focus on the issue of human trafﬁcking in
& Myths
today’s economy and what steps we must all take to eliminate
Room: Osceola Ballroom C
it from our supply chains. David Batstone, President & CoSession Abstract:
Supply chain thought leadership and knowledge continues to
be readily available for shippers to assist in their decision making process. However, having a unique perspective can assist
shippers in avoiding common pitfalls within their supply chain.
This insight driven session will provide unbiased knowledge,
along with differing perspectives, on macro transportation
topics and often overlooked concepts.
In this program, you will gain the secrets of...
• Supply Chain Resilience...how to deal with wild fuel swings,
sourcing disruptions, etc. while keeping inventories as lean
as ever
• The “Greening Supply Chain”...facts & misconceptions on
natural gas, implementation and future state
• Supply/Demand Dynamics...the real supply story, driver
dynamics, what lies ahead
• Near-Sourcing... and why the global supply chain maybe
moving back home
• Regulatory Climate...how to deal with impacts to the supply
chain, headwinds, and prognosis.

Moderator:
Anthony Gallo, Managing Director and
Senior Transportation Analyst,
Wells Fargo Securities

Panelists:
Derek Leathers, President and COO,
Werner Enterprises

Mike McClellan, VP Intermodal &
Automotive Marketing,
Norfolk Southern Corporation

Founder Not For Sale, a leading NGO and expert in this area,
will highlight the magnitude of the issue throughout the world
and how Not For Sale became a leading voice against human
trafﬁcking and slavery. You will also hear from Carl Graziani on
how Safeway, the 2013 Circle of Excellence Award Winner,
has taken proactive steps in this area and is working to bring
transparency to their supply chain.

Speakers:
David Batstone, President and Co-Founder,
Not For Sale

Carl Graziani, SVP Supply Chain,
Safeway

2:45 PM – 4:00 PM
Leadership in Action: A Deep Dive into
the Personal Style of Two Extraordinary
Executives
Room: Osceola Ballroom DE
Session Abstract:
Two outstanding leaders - The Honorable William “Bill” Graves,
President & CEO of American Trucking Associations and former two term Governor of Kansas – and Joe Doody, President
of Staples’ North American Delivery businesses - will discuss
their personal view of what attributes make a great leader; the
paths they took along the way to their current roles; the challenges they face and goals they aspire to achieve in today’s
environment; and what other leaders in history they admired
and tried to learn from and emulate.

Scott Perry, VP Supply Management Solutions,
Ryder Systems
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Leadership is a topic that generates great debate, discussion
and controversy. There are literally thousands of philosophies
and thoughts about what makes an effective leader. We all
know that leaders have vision and values; they do what’s
right, not what’s easy. They are competitive, can build teams,
confront the brutal facts and have a bias for action. Yet, at the
end of the day, it is widely agreed that great leaders are not
born, but made. Through years of trial and error, success and
failure, great leaders hone their skills and adopt those characteristics they believe will most likely help them achieve their
goals. During this session, we will focus on the development
of personal leadership – hear the stories of two outstanding
individuals – and conclude with a Q&A session facilitated by
Tim Stratman and host Don Ralph.
In this program you will gain the secrets of...
• How to enhance your personal leadership brand
• What skills will enhance your career and help you achieve
your goals
• Why you should have a strategic plan for your life
• The top ﬁve characteristics and capabilities that are inherent
in great leaders

Speakers:
Joe Doody, President North American Delivery,
Staples

4:00 PM – 5:30 PM
Closing Keynote: 21st Century America –
A New Day in Politics, Culture & Business
Room: Osceola Ballroom DE
Session Abstract:
Stuart Varney offers a positive take on the economy, and
describes, with up-to-the-minute detail, the current ﬁnancial
situation and what it means to you. He also gives an account
of how America has been the role-model for the world in the
21st century and attests that if you want vigorous growth, low
unemployment and consistent gains in prosperity, America’s
stake-holder society is still the best way to go.
In this program, you will gain the secrets of...
• How to tap into the power of our dynamic entrepreneurial
culture to gain competitive advantage
• How to achieve vigorous growth in a challenging economy
• How to navigate successfully through uncharted economic
territory so you, your family and your business can prosper
• Why America has the ﬂexibility and conﬁdence to lead the
world out of the current crisis and come out stronger than
ever

Speaker:
Stuart Varney, Business Journalist & Host,
Varney & Company, FOX Business Network

The Honorable William “Bill” Graves,
President and CEO, American Trucking
Associations and former two term
Governor of Kansas
Don Ralph, SVP Supply Chain & Logistics,
Staples

Tim Stratman, Founder and President,
Stratman Partners Executive Coaching
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the senior executive responsible for executing the divestiture of
IBM’s personal computer business to Lenovo. This was the most
complex divestiture in IBM’s history, shifting 11,000 employees
across 22 business functions in 66 countries in less than 4
months.

Tommy Barnes
President
Con-way Multimodal
Peer group facilitator
Tommy Barnes is president of Con-way Multimodal, a division
of Menlo Worldwide Logistics that arranges third-party carrier
services for over-the-road, intermodal, ﬂatbed, heavy haul and
specialized transportation for freight shipments. As president,
Barnes is responsible for the strategic growth and ﬁnancial and
operating performance of the company.

He is a member of the Integrated Supply Chain leadership team
that is focused on continuous improvements in organizational
capabilities to meet the demands of an increasingly
interconnected and global environment. He is also a member of
IBM’s Innovation and Leadership Team.

Barnes joined Menlo in 2000 as a transportation project
manager. He subsequently served as a senior logistics manager
and director of transportation procurement for Menlo. Prior to
joining Menlo, Barnes was director of transportation for Newell
Rubbermaid in North America and Europe. He began his career
with GATX Logistics as transportation manager for the company’s
Chicago operations.
Barnes has a bachelor’s degree in business logistics and
transportation from the University of Tennessee. He is a member
of the Council of Supply Chain Management Professionals,
SMC3, the National Defense Transportation Association, and the
American Trucking Associations.

Mr. Carroll has a bachelor’s degree in Information Science from
the State University of New York College at Oswego.
Garland Chow, PhD
Associate Professor of Operations and Logistics
University of British Columbia
Peer group facilitator
Garland Chow is Associate Professor in the Operations and
Logistics Division and Director of the Bureau of Intelligent
Transportation Systems and Freight Security both in the Sauder
School of Business at the University of British Columbia. Dr.
Chow teaches and writes in the ﬁelds of supply chain, business
logistics and freight transport management. He has taught
over 5000 students in the U.S., Canada, Australia, Brazil, China,
Hong Kong, Japan, Mexico, Poland and the UK, and is a frequent
speaker before professional associations and executive programs

David Batstone
President & Co-Founder
Not For Sale
Speaker
David Batstone serves as co-founder and president of Not
For Sale. He leads the organization’s strategic and ﬁnancial
opportunities to create tools that engage business, government
and grassroots in order to incubate and grow social enterprises
to beneﬁt enslaved and vulnerable communities.
David has authored ﬁve books, is the recipient of two national
journalist awards, and was named National Endowment for the
Humanities Chair at the University of San Francisco for his work
in technology and ethics. He is currently a professor in the School
of Management at the University of San Francisco.
Tim Carroll
VP Global Execution, Integrated Supply Chain
IBM
Speaker

Mr. Carroll currently serves on the Board of Directors of the
WakeMed Foundation, the charitable arm of WakeMed Health &
Hospitals which supports the health system in its commitment to
providing quality healthcare to all citizens of the community.

Dr. Chow is a member of several editorial boards and an active
participant in the Canadian Association of Supply Chain &
Logistics Management which awarded him their 2003 National
Mentor Award and 2008 National Service Award. He also serves
on the accreditation review panel of the Canadian Supply Chain
Sector Council. He is an appointed member of the National
Board of the Purchasing Management Association of Canada and
the Chair of the Education Committee.
He has published over 200 articles and reports in the supply
chain ﬁeld. His current research interests include: total landed
cost modelling of off shore and near shore sourcing alternatives,
total logistics costs decision making, the modelling of security
and efﬁciency of cross border and global freight movement, and
sustainability in supplier management.

Tim Carroll is Vice President, Global Execution for IBM’s
Garland Chow earned his BS and MBA degrees from the
Integrated Supply Chain. Named to this position in 2005, he is
University of Maryland and doctorate from Indiana University.
responsible for driving consistency and focused execution for
all aspects of Supply Chain operations worldwide, including
Don Davidson
Supply/Demand, Inventory Management, Client and Channel
VP Strategic Sourcing
Enablement, Client Advocacy, and Solutions optimization across
Safeway
seven IBM business units. He also holds responsibility for Supply
Peer group facilitator
Chain Strategy, Innovation, and Process Transformation. Prior
to this Mr. Carroll was Vice President, Manufacturing, Integrated
Supply Chain, serving in that role since 2002.
Don has been with Safeway for ten years. In his current role,
VP Strategic Sourcing, he is focused on collaborating with the
Mr. Carroll joined IBM in 1981 and has held numerous executive
highest capable supply base on the overall Safeway strategy to
positions in a variety of roles, including brand sales and
drive long term competitive advantage. This includes identifying
worldwide manufacturing, distribution, and fulfillment for IBM’s
personal computer business. In 2005, Mr. Carroll was assigned as new suppliers that can bring exclusive innovation to Safeway,
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and business products with over $25 billion in annual revenue
operating over 200 fulﬁllment and delivery locations totaling
more than 24,000,000 square feet. In his current role, Rod is
responsible for the location selection & design of existing and
future locations for the delivery network, the facility design,
material handling technology, ﬁeld engineering, process
improvement and the execution of projects.

as well as working with current suppliers to improve their
performance in service, quality, sustainability and costs.
Prior to joining Safeway, he was a consultant with A.T. Kearney
working with Fortune 500 companies on optimizing their supply
chains. He also spent some time with the Clorox Company. Early
in his career, he worked in the ﬁnance industry with Norwest
Corporation, which was later acquired by Wells Fargo.

Before coming to Staples in 1994 he was the Vice President
of Distribution Operations at FoxMeyer Drug, a $ 6.5 billion
pharmaceutical wholesaler and was responsible for national
operations and delivery. He also held the position of Vice
President and General Manager at HUMCO Labs with total P&L
responsibility for manufacturing in the liquid and tablet business.

Joseph Doody
President North American Delivery
Staples
Speaker
Joe is President of Staples North American Delivery responsible
for; Staples Advantage, which serves medium sized to Fortune
1000 business; Staples.com, which serves small businesses
through the website and catalog; and Quill.com, a 50+ year old
direct marketer of ofﬁce products to small and medium sized
businesses. Joe is also responsible for Staples’ business in
Australia.

Rod has been married for nearly 30 years to his wife Mary and
they have two wonderful children.

Before joining Staples in 1998, he was President of Danka’s
Ofﬁce Imaging Business in North America. From 1974 to
1997 he worked at Eastman Kodak in various roles of growing
responsibility, the last being General Manager and Vice President,
North America, Ofﬁce Imaging.
Joe serves on the boards of Paychex and Casella Waste Systems.
He is also a member of the Simon School’s Executive Advisory
Committee.
Born and raised in Batavia, New York, Joe graduated from the
State University of New York at Brockport with a degree in
economics. He received his MBA from the Simon School of
Business at the University of Rochester. Joe and his wife Peggy
live in Pittsford, New York and have triplets.
Doug Evans
Senior Director Customer Logistics
Mondelez International
“Move” Super Session Chair, Speaker
Doug is an experienced 30 year veteran in the CPG business.
His experience includes multiple leadership positions in Supply
Chain, Sales, Customer Business Teams and Labor Contract
Management with Nabisco, Frito-Lay and Kraft Foods and now
Mondelez International Global LLC, which separated from Kraft
Foods in October 2012. Doug is currently leading the Customer
Service and Logistics functions in the Southeast and is also
responsible for working with some of Mondelez International’s
key strategic customers on combined Supply Chain development
initiatives. Doug resides in the Atlanta, GA area with his wife
Sharon of 14 years. Doug and Sharon have raised ﬁve successful
children.
Rod Gallaway
VP Logistics Strategy, Global Design,
Engineering & Projects
Staples
Speaker
Rod is the Vice President of Logistics Strategy, Global Design,
Engineering & Projects for Staples, a leading supplier of ofﬁce

Anthony Gallo
Managing Director and Senior
Transportation Analyst
Wells Fargo Securities
Speaker
Anthony Gallo is a managing director and Senior Transportation
Analyst in the Equity Research department at Wells Fargo
Securities. Prior to rejoining Wells Fargo, Anthony was at ICR Inc.,
a leading financial communications consulting firm specializing
in investor relations and corporate communications. Prior to
joining ICR, Anthony spent three years in a buy-side role with
Wachovia Securities’ proprietary equity trading effort, where he
was responsible for originating investment ideas across multiple
sectors. Before moving into the investment role with the firm,
Anthony served as co-head of Wachovia Securities’ equity
research department. Anthony began his research career at Alex.
Brown & Sons (later Deutsche Bank) where he ultimately led that
firm’s transportation research effort. While in this role, Anthony
was named as a top equity analyst in Institutional Investor’s
All-America Research Team ranking and was a multiyear winner
in The Wall Street Journal’s annual “Best on the Street” survey.
He is a Chartered Financial Analyst, earned his BS from Towson
State University and his MBA from the University of Baltimore.
Anthony serves as Vice Chairman of Penn-Mar Human Services;
a non-profit organization that serves adults with developmental
disabilities. He is an investment committee member of the
Archdiocese of Baltimore and Associated Catholic Charities.
Tom Goldsby, PhD
Professor of Logistics
The Ohio State University
Speaker, Peer group facilitator, DBMA Board
Dr. Thomas J. Goldsby is Professor of Logistics at The Ohio
State University. Dr. Goldsby’s research interests include supply
chain integration and lean and agile supply chain strategies.
He is co-editor-in-chief of the Transportation Journal, the oldest
journal in the ﬁeld of Logistics Management. He serves on the
Board of Directors for the American Society of Transportation &
Logistics (AST&L), Supply Chain Leaders in Action (SCLA), the
research strategies committee of the Council of Supply Chain
Management Professionals, and co-executive editor of Logistics
Quarterly magazine. He also serves on the selection committees
for the following industry awards: Gartner Supply Chain Top 25,
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CSCMP’s Supply Chain Innovation Award, Logistics Quarterly’s
Sustainability Study and Awards program, and University of
Kentucky’s Corporate Sustainability Awards.

Graves has been involved in the trucking industry his entire life.
For almost 70 years, members of his family have operated fleets
including Graves Truck Line.

Dr. Goldsby is the co-author of the recently published book
titled Global Macrotrends and their Impact on Supply Chain
Management (Financial Times Press, 2013) and Lean Six Sigma
Logistics: Strategic Development to Operational Success (J.
Ross, 2005), with translations in Chinese, Korean, and Russian.
He is Associate Director of the Center for Operational Excellence
and a research associate of the Global Supply Chain Forum,
both housed in the Fisher College of Business at The Ohio State
University. Dr. Goldsby has received recognitions for excellence
in teaching and research at Iowa State University, The Ohio State
University, and the University of Kentucky.

In addition to his duties at ATA, Graves serves on the board
of the International Speedway Corp., the leading promoter of
motorsport racing in America.
Graves earned a degree in business administration from Kansas
Wesleyan University in his hometown of Salina and attended
graduate school at the University of Kansas. Graves lives in
Northern Virginia with his wife Linda and daughter Katie.

Dr. Goldsby has supervised more than 100 Lean/Six Sigma supply
chain projects with industry partners. He has also consulted
and conducted workshops for dozens of companies, His Lean
Logistics and Supply Chain Management seminars are delivered
throughout North America, South America, Europe, Asia, and
Africa. Dr. Goldsby is a competitive marathoner and rated as one
of the top masters (over 40) runners in America.
The Honorable William Graves
President and CEO
American Trucking Associations
Speaker
Bill Graves is President and CEO of American Trucking
Associations, the national trade and safety organization of the
United States trucking industry. Through its 50 affiliated state
trucking associations, conferences and other organizations, it
represents an industry that delivers nearly 70% of the nation’s
freight before all branches and levels of government.

Carl Graziani
SVP Supply Chain
Safeway
2013 Education Committee Chair, Speaker,
Peer group facilitator
Carl Graziani began his Safeway career in 1972 as a courtesy
clerk. Shortly thereafter he was promoted to the position of
Food Clerk. This was the ﬁrst of many promotions Carl would
receive during his long grocery career. Carl worked in various
retail positions while attending Cal State University Sacramento,
where he earned his BS Degree in Finance & Marketing. In 1976
Carl took a position backstage working in Supply Chain. He
was promoted to Category Director in 1979 and held various
Director Positions before leaving the company in 1993. At that
time he started SCS, a sales agency focused on Safeway. In
2004 Carl rejoined Safeway. The following year he was appointed
SVP Marketing Planning and in 2010 he was appointed SVP
Supply Chain Strategies and Services. Currently the scope of his
responsibilities includes; Procurement, Strategic Sourcing, Global
Sourcing, Supply Chain Strategies and Working Capital.
Danny Grifﬁths
General Manager of Central Planning
John Lewis Partnership
Speaker

Under his leadership, ATA is advancing several safety initiatives.
ATA has proposed requiring that all new heavy trucks be
equipped with speed limiters. It also has proposed a national
speed limit of 65 miles per hour for all vehicles. ATA supports
efforts aimed at improving the safety of the trucking industry by
requiring the use of electronic logs to monitor drivers’ hours-ofservice and establishing a national clearinghouse for drug and
alcohol test results.

Danny Griffiths is the General Manager of Central Planning
for John Lewis Partnership based in the United Kingdom. He
is responsible for managing the last-mile planning systems,
forecasting volumes and required resources for John Lewis’ fleet.
Under Graves, ATA also has been a fierce advocate for improving In addition, he manages the deployment of solutions that focus
our nation’s infrastructure through the use of existing user fees,
on enhancing the customer delivery experience while improving
including calling for higher fuel taxes. ATA also has spearheaded
margins. Most recently, he helped develop and launch John
effort to combat the use of tolling and public-private partnerships. Lewis’ award winning omni-channel retail delivery solution. It was
Graves also has overseen ATA’s efforts to promote the industry’s designed to enable next generation home delivery operations
providing customers profitable choice in delivery times and
record on sustainability, ranging from support for fuel economy
services. The system consolidates feeds across all John Lewis’
standards for large trucks to promotion of the EPA’s SmartWay
sales channels and optimizes delivery assets and schedules
program.
against customer-driven requirements such as: “day-of-choice”
In January 2003, Graves completed his second term as governor
free vs. premium delivery slots, value-added removal and
of Kansas, capping 22 years of service to the state. He won
installation services, express delivery options, and much more.
reelection in 1998 by the largest margin in state history.
John Lewis Partnership is the UK’s largest department store
As governor, Graves enacted the largest tax cut in state
retailer. The business has annual gross sales of over £9.5bn. All
history, but also signed into law an historic 10-year, $13 billion
84,700 permanent staff are partners and share in the benefits and
comprehensive transportation program improving highways,
profits of the business.
railroad infrastructure, airports and public transit service in
Kansas, financed by higher user fees.
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and as Co-Founder 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.

Upper Rear Admiral Mark Heinrich
Commander and 46th Chief of Supply Corps
Naval Supply Systems Command (NAVSUP)
Speaker
Rear Admiral Mark Heinrich, a southern California native and
Naval Academy graduate, is presently serving as Commander,
Naval Supply Systems Command and 46th Chief of Supply Corps.
Rear Admiral Heinrich commands a worldwide workforce of more
than 25,000 military and civilian personnel in providing a broad
array of logistics support and retail services to U.S. and allied
naval forces. As Chief of Supply Corps, he is responsible for
community management of more than 3,500 active and Reserve
Supply Corps ofﬁcers and more than 23,000 active and Reserve
enlisted personnel.
Prior to assuming command of NAVSUP, he served as
Commander, NAVSUP Global Logistics Support.
RADM Heinrich’s additional ﬂag ofﬁcer assignments include
extensive joint experience. He served as director, Logistics
Operations and Readiness (J-3/4) for the Defense Logistics
Agency (DLA), headquartered at Fort Belvoir, Va. He deployed
to Kuwait from June to December 2008 as director of the
United States Central Command Deployment and Distribution
Operations Center at Camp Arifjan, where he applied deployment
and distribution expertise to enable the planning and execution
of joint and combined force military operations. His ﬁrst ﬂag
ofﬁcer assignment was as commander, Defense Supply Center
Richmond, Va., the lead supply center for aviation within DLA.
The center is now known as DLA Aviation.
In addition to myriad assignments aﬂoat and ashore, he served
as assistant supply ofﬁcer of USS Kinkaid (DD 965), and supply
ofﬁcer of USS Gridley (CG 21) and USS Constellation (CV 64).
Omar Keith Helferich, PhD
Professor Supply Chain & Humanitarian
Management
Central Michigan University
Speaker, Peer group facilitator, DBMA Board
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 sixteen years Dr. Helferich has been a senior disaster
logistics volunteer for the American Red Cross (ARC) providing
onsite 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

Heidi Hemmer
VP Supply Chain Segment
Verizon
Peer group facilitator
Heidi Hemmer is vice president - Supply Chain Segment within
Verizon Corporate at Verizon Communications, the nation’s
largest wireless provider and premier broadband internet
company in the United States. Heidi leads the newly created
Supply Chain Segment team accountable for end-to-end supply
chain performance for Network and IT Hardware, Software and
Services. Responsibilities of this team include sourcing, planning
and forecasting, as well as inventory management with an
estimated spend of $20 billion annually. Heidi is also responsible
for Strategic Vendor Relationships across all business units within
Verizon.
Ms. Hemmer has over 20 years of experience in the
telecommunications industry in both operational ﬁeld positions as
well as staff support roles.
Prior to her current position, Heidi was executive director
– Sourcing in Verizon Supply Chain Services. She was responsible
for sourcing activity for Network and IT across all Business
Units. She also led the Vodafone initiative, Supplier Relationship
Management and the Working Capital initiative.
Heidi was the Network lead responsible for all aspects of
migrating and consolidating Networks to support the Alltel
merger. She also has held numerous leadership positions in the
Northeast Area including director of Engineering in both NYM and
PHI and director of System Performance in NYM.
Heidi began her career with Bell Atlantic Mobile as a regulatory
engineer. She moved into Contract Administration for Network
and then moved to the ﬁeld where she had a variety of network
assignments including cell implementation, budgeting, switch
engineering, translations, data systems, and transport. She was
also responsible for developing and managing the Northeast Area
capital program.
Heidi serves on the QuEST Forum Board, and is an active
member of the SCLA board as well.
Heidi was born and raised in New Jersey where she still resides
with her husband, daughter and dog. She graduated from Duke
University with a bachelor’s of science degree in Zoology.
Bob Jacobs, PhD
Chase Faculty Fellow and Professor of Operations
Management
Indiana University
Peer group facilitator
Bob Jacobs is the Chase Faculty Fellow and Professor of
Operations Management at the Kelley School of Business,
Indiana University. He has degrees in Industrial Engineering,
Computer and Information Science, an MBA, and a Ph.D. in
Operations Management.
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He is the author of over 50 research articles on topics,
which include inventory control, ERP systems, the design
of manufacturing facilities, cellular manufacturing and the
scheduling of manufacturing operations.
He is co-author of three widely used Operations Management
textbooks: Operations and Supply Management: The Core (3nd
edition 2012), Operations and Supply Management (14th edition
2013) and Manufacturing Planning and Control Systems for
Supply Chain Management (6th edition 2010). He is co-author of
a novel titled Why ERP? A Primer on SAP Implementation (2000).
These books are published by McGraw-Hill/Irwin in multiple
languages. His also co-author of Strategic Use of ERP (2006),
published by Stanford Press.
Professor Jacobs has recently taught courses in Supply Chain
Management, Manufacturing Planning and Control for Supply
Chain, and Business Process Design. Here is currently teaching
the Honors I-Core Operations Management Course in the Kelley
School of Business, Indiana University.
Professor Jacobs is a fellow of the Decision Sciences Institute
and past president of the Institute. He also has served on The
Association for Operations Management (APICS) Board of
Directors.
Michael Jacobs
Chief Logistics Ofﬁcer
Green Mountain Coffee Roasters
“Make” Super Session Chair, Speaker
Michael Jacobs has served as Chief Logistics Officer of Green
Mountain Coffee Roasters, Inc. since September 2012. In
this role he is responsible for all aspects of Logistics including
network design and strategy, distribution operations, global
importing and exporting, Customs compliance, enterprise
procurement and operational customer integration. Under
Michael’s leadership, Logistics will be a shared service that will
work across all business units to drive best-in-class process for
our customers, develop well integrated technology and ensure
that all business units benefit from our scale. He joined the
GMCR team in April 2012 as Vice President, Enterprise Logistics
and Distribution.
Prior to joining GMCR, Michael was the Senior Vice President,
Logistics for Toys“R”Us, Inc. During his 14 years at Toys
R Us, Michael held progressively responsible positions in
transportation, distribution and logistics strategy on a global
basis. Michael began his career in ﬁnance with PEPSICO, Inc.
He subsequently worked for May Department Stores as a Group
Manager, Finance and for Melville Corporation as a Director of
both Supply Chain Planning and Supply Chain and Logistics
Operations.
Michael holds a B.S. in Finance and an M.B.A. in Accounting
from Manhattan College, as well as a Masters in Supply Chain
Management from Penn State University.

Chris Jones
EVP Marketing & Services
Descartes Systems Group
Speaker
As Executive Vice President, Marketing & Services, Chris Jones is
primarily responsible for product development, and for customer
and professional services for Descartes’ solutions.
With over 30 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 and finally, Associate Director, Kraft,
Operations and Technology.
Don Klock, PhD
Clinical Associate Professor of Supply Chain
Management & Marketing Science
Rutgers University
Peer group facilitator
Professor Don Klock is a senior global procurement and supply
chain industry professor with over 30 years of international and
domestic experience with major multinational consumer products
corporations, such as Colgate Palmolive, Mars, Inc., and Reckitt
and Benckiser.
Don recently completed an 11- year career at Colgate Palmolive
where most recently he was Vice President-Chief Procurement
Ofﬁcer.
Professor Klock’s areas of expertise are Global sourcing, cost
saving identiﬁcation, supplier innovation, supply chain systems
and processes, customer service improvement and change
management.
In addition to his teaching responsibilities, he directs the Rutgers
Center for Supply Chain Management. The Center for Supply
Chain Management partners extensively with industry leaders to
develop practical solutions in response to problems encountered
by the business community relative to the management of the
end-to-end supply chain.
Derek Leathers
President and COO
Werner Enterprises
Speaker
Derek J. Leathers is the President and Chief Operating Ofﬁcer
of Werner Enterprises. Derek has worked in the transportation
and logistics industry for over 20 years. Throughout his
tenure at Werner, he has held integral roles in many facets
of the organization, including the establishment of Werner’s
Mexico operations, oversight for all the asset operating groups
and leading the launch of Werner Global Logistics, which
encompasses transportation management and freight movement
within Intermodal, Ocean, Air and Brokerage. Prior to joining
Werner in 1999, Mr. Leathers was one of the ﬁrst foreign
members of Mexico’s trucking association (CANACAR) and
was based out of Mexico City for several years. Derek holds an
Economics degree from Princeton University.
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Rhonda Lummus, PhD
Clinical Professor of Operations and Supply Chain
Management
Indiana University
Peer group facilitator

David Menachof, PhD
Peter Thompson Chair and Professor of Port
Logistics
University of Hull
Peer group facilitator

Rhonda R. Lummus is a clinical professor of operations and
supply chain management at the Kelley School of Business at
Indiana University in Bloomington Indiana. She earned a Ph.D. in
operations management from the University of Iowa and a BS
degree in marketing from Bradley University. Prior to obtaining
her Ph.D., she spent 15 years working in materials management
positions for various manufacturing companies.
Rhonda has taught supply chain seminars and courses around
the world including in Germany, Italy, Austria, South Africa, Korea,
Croatia and China. At Indiana University, she is the Director
of the Supply Chain Alliance, an organization which serves as
a forum for interaction between companies, Kelley School of
Business faculty and students interested in careers in supply
chain management. Rhonda has conducted research on various
supply chain management topics writing articles on supply chain
strategy and ﬂexibility. She has published articles in Supply
Chain Management Review, Journal of Operations Management,
Production and Inventory Management Journal, among others.
She has been afﬁliated with DBM for over ﬁve years, serving as a
speaker, facilitator, and track chair for the Supply Chain Leaders in
Action Conference.
Mike McClellan
VP Intermodal & Automotive Marketing
Norfolk Southern Corporation
Speaker
Michael R. “Mike” McClellan was named Vice President of
Intermodal and Automotive Marketing in January 2005. In this
position, McClellan is responsible for 5 key business divisions
for the NS: Conventional Intermodal: Manages the movement
of International containers and Domestic containers and trailers,
Automotive: Manages the movement of vehicles and automotive
parts, Triple Crown: NS’ motor carrier that employs “Roadrailer”
intermodal technology, Thoroughbred Direct Intermodal Services
(TDIS): NS’ premium intermodal logistics company, Transworks:
NS’ information technology services company supplying
technology solutions for internal and external customers.
McClellan joined Norfolk Southern in 1998 as NS’ Assistant Vice
President of Intermodal Planning and became Vice President of
Intermodal Marketing in February 2000. McClellan began his
career in 1985 in the Marketing and Sales department of Conrail.
Since then, McClellan has worked for the Transportation Practice
of Ernst & Young as well as serving time as an independent
transportation consultant.
McClellan holds a Bachelor’s degree in Foreign Affairs from
the University of Virginia and an MBA in Marketing from the
University of Cincinnati. McClellan serves on the Boards of the
University of Denver’s Intermodal Transportation Institute, IANA,
and various organizations in the Hampton Roads area.

Professor David Menachof is the Peter Thompson Chair in Port
Logistics, based at the Logistics Institute at Hull University
Business School. Prof. 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.
In addition, he is a Fulbright Scholar, having spent an academic
year in Odessa, Ukraine as part of the grant and was on the roster
of the Fulbright Senior Specialist Candidates list, as an expert
in Logistics and Distribution. He has previously taught at the
Cass Business School, City University, London, the University
of Charleston, South Carolina, and the University of Plymouth,
England.
More recently, Prof. Menachof was the recipient of a £500,000
research grant on Cargo Screening sponsored by the UK’s
Engineering and Physical Sciences Research Council.
Prof. Menachof’s work has been published and presented in
journals and conferences around the world. A practiced and well
received speaker, David has spoken at many important events
such as the APEC STAR IV conference in Lima, Peru, where he
delivered the keynote address and chaired the day’s sessions.
His current research interests include supply chain security and
risk, global supply chain issues, logistics process improvement,
liner shipping and containerisation, ﬁnancial techniques
applicable to logistics, and attracting talent to the logistics
industry.
Jeff Metersky
VP Sales, Inventory, and Operations Planning
(SIOP) Practice
Chainalytics
Speaker, Peer group facilitator
Jeff is a co-founder of Chainalytics and Vice President of the
Sales, Inventory, and Operations Planning (SIOP) Practice. His
global consulting experience which spans more than 100 clients
across a variety of industries is focused on supply chain design
and analysis, inventory strategy and optimization, demand
planning, and cost-to-serve analytics.
Prior to Chainalytics, Jeff served as Senior Program Manager
at i2 Technologies where he was responsible for all business
development, practice development, and service 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 InterTrans’ decision sciences
suite of applications. 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,
as well as directing additional client engagements. Earlier in
his career, Jeff worked for International Business Machines in
its corporate logistics and transportation organization as well
as for General Motors focusing on supply chain management
improvement initiatives.
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Jeff has authored multiple articles and is frequently cited by
leading industry publications and analysts. He has also spoken
at numerous industry conferences and universities. In 2006, Jeff
was recognized as a “Pro to Know” by Supply & Demand Chain
Executive.

VP Transportation & Supplier Collaboration
Staples
2013 Supply Chain Women in Action Committee
Chair, Speaker

Jeff holds a Bachelor of Science in Industrial Engineering from
The University of Illinois and a Master of Business Administration
in Materials and Logistics Management from Michigan State
University.
Liz Neuman
Director Customer Supply Chain Solutions
Kimberly-Clark Corporation
Peer group facilitator
Ms. Elizabeth (Liz) Neuman is currently Director of Customer
Supply Chain Solutions for Kimberly-Clark Corporation, located in
Neenah, WI. Since joining Kimberly-Clark, Ms. Neuman has held
numerous positions of increasing responsibility including Human
Resources, Transportation, Planning, Distribution Operations
and Customer Strategies. She was the Chair for KimberlyClark’s Women’s Interactive Network (WIN) and is a champion
in driving diversity and inclusion. Ms. Neuman has led teams
to improve costs, inventory and service through LEAN tools and
philosophies.
Prior to joining Kimberly-Clark, Ms. Neuman was a Social
Worker working with criminally insane, chemically dependent
adolescents and migrant farm workers. Ms. Neuman holds a
BA degree in Social Work and an MBA from the University of
Wisconsin. Ms Neuman is an active member in the community
with the United Way, Executive Women’s Golf Association,
Professional Women Network (PNW), Leadership Fox Cities and
various non-proﬁt organizations.
Andy Paladino
Director Global Strategic Sourcing
The Hershey Company
Peer group facilitator
Andy Paladino is currently Director of Global Strategic Sourcing
for The Hershey Company. In this role, he is responsible for
setting and implementing corporate sourcing strategy and
philosophy with speciﬁc focus on partnering with leaders of
internal functional areas across both all indirect and select
direct spend categories. Prior to this, Andy led all business
development activities and continuous improvement efforts
within Hershey’s Global Manufacturing Alliances area. Andy
has over ﬁfteen years of supply chain experience with Hershey,
including prior leadership roles within Industrial Engineering, Plant
Engineering, Artisan Operations and Contract Manufacturing.
Andy holds a Bachelor of Science in Industrial Engineering
from The University of Pittsburgh and a Master of Business
Administration from Lebanon Valley College. Andy, his wife Keri,
and their two sons currently reside in Lancaster, PA.
Susan Pellechio

Ms. Pellechio is responsible for inbound logistics, line
haul operations, supplier management and contract negotiations
for all third party logistics providers, including small parcel,
courier, truckload, LTL & ocean freight.
Additionally, Susan has responsibility for Supplier Collaborationa team focused on working with both OEM vendors and
transportation providers to identify sustainable ways to reduce
waste and drive costs out of the value chain. Priority focus for
2012 is to reduce both primary and secondary packaging on
product sold across North America.
Ms. Pellechio joined Staples in 1991 and has held management
positions across multiple disciplines within the Company,
including; Finance, Product Marketing, Contract Sales,
Wholesaler Programs, Human Resources, and most recently led
Merchandising and Promotions for Staples.com.
Before joining Staples, Ms. Pellechio worked in high tech
manufacturing for LTX Corporation where she led ﬁnancial
planning for the sales and support divisions. Susan holds a BS in
Accounting.
Scott Perry
VP Supply Management
Ryder System, Inc.
Speaker
As Ryder Fleet Management Solution’s Vice-President of Supply
Management, Scott Perry leads Ryder’s Vehicle Procurement,
Parts Procurement, Warranty Operations, Inventory Planning and
Management, and Corporate Real Estate functions for North
American operations. Mr. Perry holds an MBA from the University
of Tennessee and has over 20 years of experience in vehicle
maintenance operations, logistics and distribution management,
carrier and transportation management, and warehouse
operations. He also carries direct responsibility for developing
and deploying Ryder’s alternative fuel and vehicles strategies for
the organization. He serves on the board of the North American
Council for Freight Efﬁciency (NACFE), the NGVA (Natural Gas
Vehicles for America), the Florida Trucking Association, and
Truckers Against Trafﬁcking (TAT).
John Phillips
SVP Customer Supply Chain & Logistics
PepsiCo
2013 Executive Committee Chair, Speaker,
Peer group facilitator
John is Senior Vice President, Customer Supply Chain and
Logistics for PepsiCo, Inc. He has been with PepsiCo for over
26 years and has worked in a number of different sales and
ﬁeld operations roles since joining the company as a route
salesperson with Frito-Lay. Prior to his current role, John was
Vice President of Customer Delivery Systems for Frito-Lay North
America where he led the development and implementation of
new DSD delivery systems and the development of the next
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generation of frontline handheld computers for the DSD sales
force. In his current role, John is responsible for working with
PepsiCo’s largest customers on supply chain and collaboration
initiatives to drive both effectiveness and efﬁciency across the
shared supply chains.
John is a member of the Grocery Manufacturers Association
(GMA) DSD and Logistics Committees. He serves on the Board
of Directors for the Global Data Synchronization Network (GDSN)
and is a member of the GS1 B2C Project Board. John is also
active in The Consumer Goods Forum as Co-Chair of the Supply
Chain Committee and is a member of the 2020 Future Value
Chain Steering Group and the Global Scorecard Working Group.
In addition, John is a member of the Western Michigan University
Food/CPG Marketing Advisory Board.
Prior to joining PepsiCo, John spent ten years in retail store
operations with Jewel Food Stores in Chicago and was also
a Territory Sales Representative for Procter & Gamble. John
attended Western Michigan University where he received a
Bachelor of Science in Food Distribution in 1986.

people in North America.
From 2004 - 2007, Rahquel and her family lived in Geneva
Switzerland where she led P&G’s Western and Central Eastern
European Purchases organization for the FemCare business
category; leading a dispersed, global team with resources in
Cincinnati, Ohio; Caracas, Venezuela; Kobe, Japan and Geneva,
Switzerland.
Rahquel’s career includes assignments in Purchases and Supply
Network where she’s been a champion of diversity both internally
and externally with active leadership roles in African-American
and Women’s afﬁnity groups.
Don Ralph
SVP Supply Chain & Logistics
Staples
2009 Executive Committee Chair,
Corporate Advisory Board Chair, Speaker
Don 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 26 countries in North and
South America, Europe, Asia and Australia.

Terry Pohlen, PhD
Associate Professor of Logistics
University of North Texas
Peer group facilitator
Terrance Pohlen, Ph.D., Is an associate professor and Director,
Center for Logistics Education and Research. He received a MS
in Logistics from the Air Force Institute of Technology, and an
MA and PhD in Business Administration from The Ohio State
University. Dr. Pohlen retired from the USAF with 20 years in
logistics. His research focuses on the costing and ﬁnancial
management of logistics and supply chain management.
Recently, he co-authored CSCMP’s The Handbook of Supply
Chain Costing. He has routinely participated in executive
education programs including those at Northwestern University,
Southern Methodist University, Georgia Institute of Technology,
The Ohio State University, and the Massachusetts Institute of
Technology. His research has been published in the Journal
of Business Logistics, International Journal of Logistics
Management, International Journal of Physical Distribution and
Logistics Management, and the Transportation Journal. He chairs
the professional certiﬁcation in transportation and logistics and is
an AST&L board member.
Rahquel Purcell
Director Global Supply Chain Innovation
Procter & Gamble
Speaker
Rahquel Purcell leads the development of global supply chain
solutions for P&G’s disruptive new product innovations across
Beauty & Grooming and Household Care categories.
Her 21 year career with P&G spans multiple GBU assignments
in Fabric Care, FemCare, Baby Care, etc. with the last 5 years
residing in the NA Market Development Organization (MDO). In
this role, she manages the distribution operations of $33Billion of
ﬁnished product across 22 locations via an organization of 1000

Ralph’s responsibilities include providing the thought leadership
and development of Staples’ supply chain & logistics strategy
and the execution of operations. His areas of responsibility
include sales & operations planning, inventory management,
transportation, e-commerce fulfillment and retail distribution.
Staples logistics network currently comprises over 24 million
square feet of infrastructure.
At Staples, Ralph has led the development and integration of
the Delivery (B2B) and Retail logistics networks and developed a
supply chain team that many consider best in the office products
industry. He has also provided the leadership to make Staples’
supply chain a competitive differentiator.
Prior to joining Staples, Ralph developed an extensive 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.
Ralph is Chairman of the Corporate Advisory Board of the
Distribution Business Management Association. He is also
a member of Northeastern University’s College of Business
Administration Board of Advisors, its Supply Chain Advisory
Board and is a member of the Council of Supply Chain
Management Professionals. 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. In 2012, Ralph was the recipient of the
Syracuse Salzberg Medallion, one of the nations’ oldest and most
prestigious awards in the ﬁelds of transportation and supply
chain management.
Bill Read
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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. Prior to that role, Jason has
held the positions of Director, Customer Service & Planning, and
Director, Demand Planning as well as a variety of 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.

Senior Managing Director, Global Products
Industry Management Consulting
Accenture
Speaker
Bill is the global leader for management consulting
services in the Products Industry Operating Group. In this role,
Bill is responsible for consulting services that drive value for a
broad set of consumer-relevant industries: Retail; Consumer
Goods & Services; Life Sciences; Automotive, Industrial
Equipment, Infrastructure & Transportation Services; and Air,
Freight & Logistics and Travel Services. He also is a member of
the global management team for the Management Consulting
business; a group of over 13,000 staff skilled in strategy,
customer relationship management, operations, ﬁnance, and
talent & organizational performance.

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.
Steve Rizzo
“Attitude Adjuster”
Speaker

Bill specializes in assisting businesses realize signiﬁcant
improvements in product speed to market and overall cost
effectiveness. With over 30 years of consulting, technology
and outsourcing experience to draw on, Bill is known for his
effective consulting style, deep process expertise, and an
ability to work with all levels of client management to achieve
radical improvements to business operations. Prior to this role,
Bill led the North American team of Accenture’s Supply Chain
Practice where he and the team assisted clients in achieving
signiﬁcant improvements in operational cost, asset and service
effectiveness.

Steve Rizzo, affectionately known as the “Attitude Adjuster,”
provides the skills organizations need to get to a better place at
work and in life. Once a national headliner with opening acts like
Drew Carey, Rosie O’Donnell and Dennis Miller, this former standup comedian takes motivation and confidence-building to a whole
new level.

In addition to his Accenture management and direct client
responsibilities, Bill is a frequent speaker at industry events on
how global businesses in a volatile environment can ensure
the right products are provided to the right customers in the
fastest and most economical manner. He also has led various
industry research initiatives on topics such as demand-driven
operating models, how companies can achieve supply chain
mastery, and effective third party logistics relationships. Recent
publications Bill has contributed to include: A Global Operations
Game Changer: The 2014 Expansion of the Panama Canal, Made
in America: Rethinking the Future of US Manufacturing, and
Dynamic Supply Chain Management.

Rizzo walked away from his stellar success to positively impact
others, sharing his blueprint for realizing dreams, achieving
personal excellence and attaining professional satisfaction. Witty,
engaging and energizing, Rizzo’s presentations are informative,
inspirational, memorable---and absolutely hilarious!

Bill has a Bachelor of Science in Civil Engineering from the
University of Michigan and a Masters in Management from the
Kellogg School of Northwestern University. Bill and his wife
Catherine reside in Charleston, SC.

Rizzo is the author of the acclaimed book Becoming a Humor
Being, which won the Writer’s Digest Award. He is also a Speaker
Hall of Fame Inductee and a frequent contributor to MSNBC,
CNBC, and Oprah and Friends radio program.

Steve Rizzo spent 15 Years as a professional comedian headlining
comedy clubs throughout the country as well as appearances on
Showtime’s Comedy All-Stars , Evening at the Improv, Comedy
Central, and Fox TV’s Comic Strip Live. His phenomenal success
as a “funny man” allowed him to share the stage with many
of today’s comic legends including Jerry Seinfeld, Rodney
Dangerfield, Eddie Murphy and Ellen DeGeneres.

Jason Reiman
VP Global Customer Service, Planning & Logistics
The Hershey Company
Speaker

Nada Sanders, PhD
Iacocca Chair and Professor of Supply Chain
Management
Lehigh University
Speaker, Peer group facilitator

Jason is responsible for all transportation,
distribution, warehousing, import / export, customer supply
chain management and customer service, as well as supply and
demand planning activities. In this role, Jason provides leadership
to an integrated logistics and planning organization focused on
delivering reliable customer service, cost improvement, and
working capital management via ﬁnished goods inventory.
In his most recent position, Senior Director, Sales and Operations

Dr. Sanders is an internationally recognized thought
leader and expert in forecasting and supply chain management.
She is author of the book Supply Chain Management: A
Global Perspective and is co-author of the book Operations
Management, in its 5th edition. Dr. Sanders holds the Iacocca
Chair and is Professor of Supply Chain Management in the
College of Business and Economics at Lehigh University.
Previously, Dr. Sanders served at the M.J. Neeley School of
Business, Texas Christian University, as the West Chair and
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Professor of Supply Chain Management, as well as Research
Director of the Supply and Value Chain Center. She holds a Ph.D.
in Operations Management and Logistics, and an MBA, from the
Fisher College of Business at The Ohio State University, as well
as a B.S. in Mechanical Engineering. She was ranked in the top
8 percent of individuals in the ﬁeld of operations management
from a pool of 738 authors and 237 different schools by a study
of research productivity in U.S. business schools, is a Fellow of
the Decision Sciences Institute, and has served on the Board
of Directors of the International Institute of Forecasters (IIF),
Decision Sciences Institute (DSI), and the Production Operations
Management Society (POMS).
Throughout her career Dr. Sanders has successfully held a
range of leadership roles in both academic and professional
organizations and has served on numerous executive boards.
She has provided training and consulting to a range of Fortune
500 companies, including IDG, Nike, AT&T, CIBA Corning, Mattel,
Schottenstein Corp., Cognitive TPG, MTC Corp., Dell, and many
others, and is a frequently called upon keynote speaker and
expert witness.
Rick Sather
VP Customer Supply Chain
Kimberly-Clark Corporation
“Sell” Super Session Chair, Speaker
Rick Sather is Vice President – Customer Supply Chain for North
America Consumer Products. In this role Rick is responsible
for Customer Service, Distribution and Contract Packaging
Operations, Customer Supply Chain Strategy, Supply Chain
Network Design, and Supply Chain COE functions.
Rick joined Kimberly-Clark in 1985 and he has held a variety of
supply chain positions in distribution, planning, manufacturing
and supply chain leadership. While leading the Customer
Supply Chain team, Rick has established a highly engaged Lean/
Continuous Improvement culture driving exceptional outcomes
for team members, customers and shareholders.

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.
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.
In addition to advising numerous CPG and equipment
manufacturing companies, Kevin currently serves as a Special
Advisor to Supply Chain 50 and is a member of the board
of directors of rfXcel Corporation. He is a board member a
longtime contributor to the Council of Supply Chain Management
Professionals (CSCMP) and the Retail Industry Leaders
Association (RILA).
Kevin is also a member of the Executive Board for the University
of Rhode Island Transportation Center. He is past Chairman of the
Board of Directors for the American Red Cross of Rhode Island.
He is past Chairman of the Board of Managers for Agentrics, an
international retail consortium, and past Chairman of the Supply
Chain & Logistics Committee of the National Association of Chain
Drug Stores (NACDS).
Additionally, Kevin is the vice chair of the Distribution Business
Management Association (DBMA) Supply Chain Leaders in Action
Executive Committee. 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 Windermere, FL.
Tim Stratman
Founder and President
Stratman Partners Executive Coaching
Speaker

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
Tim is Founder and President of Stratman Partners Executive
based at Kimberly-Clark’s operations headquarters in Neenah. He Coaching Inc., an executive coaching ﬁrm that focuses on helping
and his wife, Kris, have two children.
C-Level executives become more effective leaders. He is retained
by senior executives to provide both one-on-one, conﬁdential
Kevin Smith
business coaching and executive team development and
President and CEO
facilitation.
SSCC
Mr. Stratman has worked with executives across a diverse set
2007 Executive Committee Chair, Peer group
of industries in both private and public companies. In addition to
facilitator
his C-Level practice, he has a sub-specialty practice focused on
coaching senior supply chain executives.
In December 2008, Kevin retired as Senior Vice President and
For over twenty years, Mr. Stratman held increasingly responsible
Corporate Sustainability Officer for CVS Caremark, Americans
positions with RR Donnelley which included: President of RRD
#1 pharmacy and healthcare services provider. CVS Caremark
Direct, a business serving direct marketing ﬁrms; SVP of Supply
generates in excess of $90B in revenue and dispenses over 1
Chain, a global leadership position; and SVP of Information
billion prescriptions by mail and in more than 7000 stores in 43
Services, a global service integration business. During his supply
states. As Corporate Sustainability Officer, he was responsible
chain tenure, Mr. Stratman was cited in James Champy’s book,
for developing and implementing a program of environmental
X-Engineering the Corporation as an example of correcting the
sustainability for the entire enterprise.
extreme dysfunction of the industry supply chain and the power
For the eight years prior to assuming that position, Kevin was
of extending strategic business processes across traditional
Senior Vice President of Supply Chain & Logistics for CVS/
boundaries.
pharmacy, the retail arm of CVS Caremark. Kevin’s role at CVS
Mr. Stratman has spoken to many organizations including the
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US Department of State, American Association of Healthcare
Consultants, the National Association of Executive Recruiters, the
Executive Recruiters Roundtable, The Council of Supply Chain
Management Professionals, the Institute of Supply Management
and the National Safety Council. He has published various articles
in industry periodicals including Supply Chain Management
Review, Inside Supply Management, and Supply Chain Quarterly.
He is a member of The Chicago Club, and several professional
associations.
Joel Sutherland
Managing Director Supply Chain Management
Institute (SCMI)
University of San Diego
Peer group facilitator
Sutherland has over thirty years’ experience as a supply chain
professional holding executive-level positions for many wellknown companies. Joel was the first American vice president
for Denso - Toyota’s largest global parts supplier; vice president
at International Paper – where he was involved in creating and
growing xpedx into a multi-billion dollar distributor; and vice
president at ConAgra - where he was responsible for all logistics
operations for their fresh meat business. Joel has worked abroad,
starting and managing a 3PL in Germany for CSX and Sealand
Services. In the late 1990’s Joel was hired by J. B. Hunt to help
create a non-asset based transportation 3PL that would later
become Transplace. Wrapping up his industry career Joel was
President and COO of Air-Road Express – ultimately selling the
company in 2005.
Joel received his BS degree from the University of Southern
California with a focus in logistics, and an MBA from Pepperdine
University. He has taught logistics at the USC 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.
Joel is a past Board Chair of the Council of Supply Chain
Management Professionals (CSCMP) and in 2009 received
their highest honor – the Distinguished Service Award. He also
received the Professional Achievement Award from Logistics
Management magazine, was recognized as one of the Top 20
Logistics Executives by CLO magazine and the Logistics & Supply
Chain Forum, and was honored as a Thought Leader by Supply
Chain Quarterly and DC Velocity magazines.
In 2006, Joel joined Lehigh University in Pennsylvania as
Managing Director of the Center for Value Chain Research (CVCR)
where he significantly expanded the CVCR’s offerings, added
Board members, and gained global recognition. Joel also taught
graduate-level supply chain courses at Lehigh.

Renèe Ure
VP Global Execution, Sales Transaction Support,
Integrated Supply Chain
IBM
Speaker
Renée Ure is currently the Vice President, Sales Transaction
Support, Centers of Excellence, IBM Integrated Supply Chain (ISC).
In her current role, she leads Global Execution from Pre-Sales
through Post Sales for IBM Sellers, Business Partners, and Clients
with responsibility for IBM Software, Services and Hardware.
Renée Ure joined IBM in Poughkeepsie, New York in 1985. She
held positions in manufacturing, ﬁnance and procurement in
Poughkeepsie and Austin, Texas. In 1995 Renée moved to
Research Triangle Park, North Carolina where she served as
procurement manager, Director of Global Engineering, Director
of Global Supply Chain Optimization and Vice President America’s
Manufacturing and Distribution. In August 2003, she was named
Vice President, Printing Systems (PSD) and Retail Store Solutions
(RSS). In July 2005, Renée was asked to integrate IBM’s Software
(SW) operations into the supply chain and became Vice President
and Brand Advocate, PSD, RSS and SW. In 3Q06 she became
ISC’s Executive responsible for transition of PSD operations to
InfoPrint Solutions, an IBM / Ricoh joint venture. During 4Q06
work began to integrate a new acquisition, Internet Security
Systems (ISS), into IBM’s infrastructure and Renée led the ISC
efforts. After the InfoPrint closing in June 2007 and successful
integration of ISS in 4Q07, she became Vice President and Brand
Advocate, ISS, RSS and SW. During 3Q08, Renée was asked
to lead globalization efforts in Customer Fulﬁllment (FF) as Vice
President, Global Customer FF Operations – Hardware (HW), SW
and Business Partner (BP) Support. In April 2011 all ISC operations
teams were combined and her organization became part of ISC
Global Execution. In 1Q12 Renée was asked to integrate IBM
Services Execution with the other product brands and she was
named Vice President, Global Fulﬁllment Execution – Hardware,
Services, Software, and Business Partners. In 4Q12 IBM combined
ISC Fulﬁllment operations with the Sales Transaction Hub team to
improve the end-to-end experience of both IBM’s clients and our
sales teams and Renée assumed her current role as Vice President,
Sales Transaction Support, Centers of Excellence.
Renée holds a bachelor of science from Babson College in
Wellesley, Massachusetts, with a concentration in ﬁnance and
investments. She is married, has two sons and lives in Morrisville,
North Carolina.

In 2011, Joel moved back to his home state of California where
he is now Managing Director at the University of San Diego’s
Supply Chain Management Institute. In this role Joel is focused
on increasing industry/university collaboration, supporting USD’s
highly ranked undergraduate, graduate, and executive education
programs, and developing real-world strategies that can be
applied to improve supply chain performance.
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Stuart Varney
Host of Varney & Company
FOX Business Network
Speaker

Joanne Wright
VP Sales Transaction Support Execution,
Integrated Supply Chain
IBM
Speaker

Charismatic, articulate, and candid, Stuart Varney is credited
with changing the way financial and economic news is reported
worldwide, consistently winning rave reviews from audiences.
Varney anchors Varney & Company on the FOX Business Network,
appearing regularly with Sean Hannity, Bill O’Reilly, and Megyn
Kelly, among others.
An economist educated at the London School of Economics,
Varney is uniquely qualified to address the rapidly shifting
domestic and global economic trends, and the implications for
business, institutional investors, and individuals. His exceptional
coverage and analysis of the stock market crash of 1987 earned
him a Peabody Award for excellence in journalism.
For business to prosper, it must address economic issues
impacting its ability to compete. Stuart Varney cuts through
the jargon to make complex economic issues accessible and
interesting for any audience.
No discussion about the economy is complete without
consideration of the political climate and the economic agenda
of the current administration. Varney’s frank assessment of
worldwide politics as it relates to economic trends, opportunities,
and hazards is fresh, insightful, and comprehensive.
Varney’s experience and in-depth knowledge enable him to tailor
his remarks to address those economic issues most relevant
to your organization and audience. From global economic
uncertainty to tax policy to the Federal Reserve, Varney will
enlighten, engage, and motivate your audience. His presentations
continually evolve with the dynamic economic climate, keeping
your audience abreast and ahead of the headlines.
Don Walker
SVP Distribution Operations
McKesson
2010 Executive Committee Chair,
Peer group facilitator

Joanne Wright is currently the Vice President, Sales Transaction
Support Execution. In her current role, she leads Global Execution
from Pre-Sales through Post Sales for IBM Sellers, Business
Partners, and Clients with responsibility for collecting $100bn
of IBM cash. In a prior role as Vice President, Global Fulfillment
Advocate, she was responsible for integrating global supply chain
competencies across IBM businesses to create maximum client
value. Previously, she was Vice President of Global Materials,
Demand Planning, & Inventory and had responsibility for end
to end supply management across IBM’s global hardware &
solutions network. Her organization’s mission was to drive
flawless Demand Planning Strategy and Supply Execution to
optimize revenue, cost, and cash while meeting every client’s
delivery expectations. The associated goals of perfect delivery
performance, optimal gross inventory & turns, effective, best of
breed forecast accuracy, and showcase supply chain practices
provided real value to ISC, IBM, and clients.
Ms. Wright served as the Vice President of Global Manufacturing
& Solutions from August 2008 to December 2010. In this role she
had responsibility for end supply chain fulﬁllment execution for
all Hardware & Solutions manufacturing & distribution operations
generating over $20B of annual revenue. She led the development
of Global fulﬁllment strategy and delivered key transformation
projects to improve client satisfaction, responsiveness & supply
chain ﬂexibility.
Previously, Ms. Wright held the position of Director of IBM’s
Integrated Supply Chain for Storage Systems. Named to this
position in September 2005, she had responsibility for managing
a global supply chain operation that supports about $4 billion in
revenue worldwide and had an extended team of 1500 people.
Prior to this position she led the EMEA (Europe, Middle East and
Africa) manufacturing and supply operations for Intel based servers
and PC business for IBM from Greenock, Scotland.

Ms. Wright joined IBM in 1990 where she has held a number of
key positions within Procurement, Supply Chain Management, and
Don is the Senior Vice President of Distribution Operations for
Business Transformation. She is a graduate of Glasgow Caledonian
McKesson Pharmaceutical responsible for 31 distribution facilities University, Scotland with a BA Honors Degree in Business and
nationwide. Along with ﬁeld operations teams he directs staff
Marketing. She also holds an MBA in Procurement Management
functions in Engineering, Facilities Transportation and Regulatory from Strathclyde University, Scotland.
Affairs.
With over 30 years in wholesale distribution including 22 years
at McKesson Don has directed functions at every level in
the organization. Prior to his current role he led McKesson’s
Business Process Improvement Six Sigma group and is a trained
Blackbelt.
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The Need for Supply Chain
“Web” Mapping
Providing Transparency to Address CSR Issues
– By Carl Graziani and Omar Keith Helferich, Ph.D.

With annual revenue estimated at $32
billion, human trafficking and slavery
ranks as the second largest criminal activity worldwide, tied with illegal firearm
sales and second only to illegal drugs.
Between 20 and 30 million people in
the world are believed to be enslaved
in the production of the goods and
services consumers desire.

with information about the humane
treatment of animals, hormones or
preservatives in our food, consumers
increasingly want to be confident that
the products they are buying are not
produced with slave labor.
Other states are also moving on
legislation to address human trafficking
and slavery. For example the Michigan Attorney General’s office will lead
a new panel to look at measures to
make human trafficking more difficult
in states with an international border.
Forthcoming federal laws would also
provide for harsher penalties.

Department of Justice statistics
report 2,515 incidents of human trafficking nationwide between January
2008-June 2010. Over the past four
years, the number of trafficking cases
prosecuted by the Justice Department
has more than doubled. They have
There’s no denying the information
enhanced partnerships with the Departthe consumer is seeking:
ments of Labor and Homeland Security,
collaborating through Anti-Trafficking
• Estimates are that the U.S. market
Coordination Teams or the “ACTeamsfor responsibly sourced products
Initiative.” There is also ongoing colwill grow to $20 bilion-$25 billion by
laboration with DHS and Mexican law
2020.
enforcement through the U.S.–Mexico
• Today, there are over 105 non-profit
Human Trafficking Bilateral Enforceorganizations registered in the U.S.
ment Initiative.
focusing on human trafficking compared to 11 in 1999.
California’s recent legislation to
address human trafficking through
• Sixty-five percent of NGO’s registered
improved supply chain transparency
in the U.S. that focus on trafficking
known as SB657, is, on the surface,
were incorporated less than seven
a very straightforward and effective
years ago.
mechanism to ensure compliance. It
• In the past 12 months, four bills have
requires large retailers and manufacturbeen introduced at both the state
ers operating in California to post on
and federal level to require disclosure
their homepage what they are doing to
from companies about slavery in their
certify their supply chains are free from
supply chains.
human trafficking and slavery. What’s
• In September 2012, President
interesting is that the enforcement in
Obama signed an executive order
California depends solely on the disclostrengthening the efficacy of the
sure of company activity. Even if a comgovernment’s zero-tolerance policy
pany is doing nothing, so long as they
on trafficking.
disclose that, they’re in compliance.
• In the past 24 months, laws have
A growing trend for consumer
been passed in the UK, Denmark,
advocacy groups has led to legislation
and the EU to uncover slavery in supto provide consumers with increased
ply chains.
transparency that will allow them to
make informed decisions about the
products and services they buy. Along

Legislation at the state, national and
international levels typically does not
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provide specific standards for compliance. Customs-Trade Partnership
Against Terrorism (C-TPAT), a voluntary
supply chain security program led by
U.S. Customs and Border Protection, includes a human trafficking assessment
for the various categories as a guide
for compliance. The ISO standards do
not currently cover the specific domain
of human trafficking, but we believe it
could likely be included in future ISO
26000 documents for Social Responsibility.
Why should we as business professionals be more proactive in addressing human trafficking?
We could base our review strictly on
business cases defining the impact on
costs and revenue. However, leading
organizations are aware that efforts
such as effective Corporate Social
Responsibility (CSR) programs can also
achieve significant benefits through
risk mitigation and/or provide intangible
benefits.
The intangible benefits include raising
awareness of this crime among consumers who vote with their dollars. In
addition, leading organizations indicate
that the current generation of young
college graduates are asking, “What
does your company do to benefit the
community?” Such factors, as well as
current and pending legislation provide
incentives for business professionals to
become active in reducing human trafficking. Perhaps the strongest reason
for action is simply that preventing this
heinous and brutal crime is just the
right thing to do.
So what is the challenge and role of
the supply network?
At Safeway, we have a strong commitment to corporate social responsibility. As required by the State of California under the Transparency in Supply
Chain Act, the posting of a disclosure
statement is not burdensome, but for
us it is not a matter of simply complying with the law. We believe that in
order to earn the trust of our consumer,
we had better be prepared to put our
words into action.
The metaphor for a supply chain, a
single strand of interconnected rela-

tionships between raw material and
finished goods, is no longer valid. In today’s global economy the supply chain
is better defined as a supply web, with
multiple interconnected and dynamic
nodes, rather than as a static interconnected chain. For example, at Safeway
we have well over 5,000 suppliers. One
of our larger suppliers reports to us
that they have 1,000 suppliers or more
supporting them. If this is the case
for just 20 percent of our suppliers,
we easily have more than one million
nodes in our supply web.
Equally as challenging as the breadth
of today’s supply web are the global
market dynamics present within each
node. For instance, a retailer may have
four to six importers from which they
buy fresh cut flowers for their floral departments. Combined, those four to six
importers may source flowers from 12
to 26 different growers. For 40 weeks
during the year, this is a relatively static
and manageable situation. But for the
weeks leading up to Valentine’s Day
and Mother’s Day, those 12 to 20 growers expand to 40 or more, to cover the
sudden surge in demand. The dynamics of a sudden short-term change in
suppliers only adds to the need for constant analysis and potentially changing
protocols for compliance.

Safeway Supply Chain
Mission Statement:
Provide best in class on-shelf
product availability for our customers at the lowest cost and
with the most efficient and ethical use of inventory, human,
and natural resources.
Our next step was to begin communicating and training our employees and independent contractors on
what to look for in our supply web and
within their supply nodes as potential
risk factors for human trafficking and
slavery. In addition to posting our own
disclosure statement, we began the
process of collecting information from
our suppliers on how they managed
their supply chain. We engaged two
NGOs, Not for Sale and E.H.T.N. (End
Human Trafficking Now) to help us
understand the problem and why and
how it exists in today’s economy. They
were also instrumental in helping us to
develop online training modules for our
employees. Some of the best practices
we defined and implemented on our
own brands were as follows:

In addition to disclosure provisions,
the Transparency Act says the following: “It is the policy of this state to ensure large retailers and manufacturers
provide consumers with information
regarding their efforts to eradicate slavery and human trafficking from their
supply chains, to educate consumers
on how to purchase goods produced
by companies that responsibly manage
their supply chains... .” Consequently,
the challenge quickly becomes to
collect, maintain and eventually share
with our consumers, information on the
5,000-plus suppliers in Safeway’s chain
and the 1,000,000-plus nodes in our
supply web.

•
•

At Safeway, one of our first actions
was to change our supply chain mission statement to include our objective
of eliminating human trafficking and
slavery from the products we sell. It
now reads:

•
•

•
•

•
•
•
•

•

• Validate supplier self-assessments
through independent verifications/audits
• Provide supplier training for our highrisk suppliers and categories
Ultimately, the challenge for us at
Safeway and the grocery industry in
general is to utilize the principles of process management to improve the openness and mapping of our very complex
and dynamic supply webs.
The mapping of supply networks can
include identification of the multi-tiered
sources for each retail brand. This
information facilitates identification of
the source if there is non-compliance,
e.g. food sickness or other recall at the
retail level. Knowledge of the source
for brands with the highest potential
risk for human trafficking could also assist in the prioritization of assessment
need. Mapping of non-compliance
incidents for suppliers can also be useful to aid in dynamic risk management.
Web-based technologies are in use
globally for mapping of the source and
non-compliance tracking solutions.

The use of proven process management principles can provide a template to achieve continuous process
improvement (CIP). Proven models
include the steps of Deming Cycle of
Plan, Do, Check, Analysis, and Act (PDReview location/country risks
Review problematic product/category CAA) and the Six Sigma model Define,
Measure, Analyze, Improve, and Conrisks
Review labor type of work risks (farm- trol (DMAIC). CIP models are applicable
to such programs as quality control,
ing, mining, etc.)
sustainability, security, human traffickCreate a supplier self-assessment
program that includes “red flag” ques- ing plus a wide range of initiatives that
might be offered through a corporate
tions in their supplier assessment
social responsibility (CSR) program. CIP
process
methodology has been successfully
Set company standards to address
applied to an initiative that provides
human trafficking and slavery
clean water and health programs to
Train employees on our standards
poverty level villages in the Dominican
Share standards and expectations
Republic. The Six Sigma method is bewith suppliers, and in turn, with their
ing applied through university student
suppliers
projects covering disaster relief, mediMonitor and review supplier complical clinic programs, feeding the poor,
ance against our established stanhuman
trafficking, health and sanitation
dards
and
Michigan
Special Olympics events.
Prioritize risks and create a plan
Map our supply chain back to “raw
As supply web professionals, we
materials”
should help reduce the suffering of the
Set up contractual obligations with
victims of human trafficking and slavour suppliers to certify supply chains ery. It’s just the right thing to do. ■
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Impending Forces of Change
for the Future Transportation
Landscape
– By Terry Pohlen, Ph.D.

minimum of $1.2 million per year. In addition, the ATA estimates turnover rates
will be aggravated by industry growth,
retirements and drivers forced out due
to regulatory changes. Each year, the
industry must attract more than 96,000
drivers just to maintain existing capacity.

Regulatory Effects
Regulatory changes will accentuate the driver shortage and further
reduce capacity. The changes include
hours-of-service (HOS), compliance,
safety, accountability (CSA) and electronic on-board recorders (EOBRs). The
industry has seen a significant decrease
in accidents and supports having safer
drivers and fleets; however, each change
further reduces the number of drivers
and productivity.
The HOS changes are projected to reduce driver productivity anywhere from
two to five percent. Although the 11hour driving-time-per-day rule remains in
effect, productivity will be impacted by
Driver Shortage
break times and changes to the 34-hour
Trucking is currently experiencing
restart provision. During the 11-hour driva shortage of qualified drivers. The
ing day, drivers must take a 30 minute
shortage precludes carriers expanding
break after driving eight hours. Despite
with a growing economy, while further
sounding like a relatively small change,
raising their operating costs. Despite an
the break has significant ramifications in
unemployment rate of 7.7 percent, the
optimizing routes and meeting customer
American Trucking Association (ATA)
delivery windows. The most significant
Figure 2 US Census Driver Age Profile
estimates a shortage of approximately
HOS changes affect the maximum hours
25,000 drivers this year, with that figure
50
a driver can work and the 34-hour restart
climbing to 239,000 by 2022.
period. The new HOS regulation reduces
Harsh conditions, lagging pay and ex45
the maximum hours per week from 82
perience requirements have contributed
40
to 70 by limiting drivers to one 34-hour
to the shortage. Over-the-road (OTR)
restart each week. This change will have
drivers frequently spend weeks at a time
35
a major effect on driver pay and reduce
away from their families, live out of their
their time on the road. The restart provi30
tractor cab and spend “off-duty” time in
sion further requires that the 34 hours
truck stops. Other factors include lack of
span two nights’ rest between 1 and 5
respect, inadequate affiliation, inability to
1990
1995
2000
2005
2010
perform the job and inadequate compena.m. This provision will force drivers to
CMV Drivers
US Average
sation. Wages have not kept pace with
rest when traffic is lightest and operate
other professions. In 1981, driver wages The shortage significantly drives cost by when highways are more congested,
were four times higher than the food
further reducing their productivity. The
increasing the turnover rate. The most
service industry. Currently, the ratio is
34-hour restart must also take place in
current estimate (3Q 2012) shows a
only 1.9:1 (Figure 1).
return to pre-recession levels with a 104 the driver’s home zone. This change
requires further engineering within the
percent turnover rate in for-hire fleets
Figure 1 Driver wages relative to food
service workers
with revenue exceeding $30 million. For trucking industry to ensure OTR drivers
can be routed back and not remain at
other for-hire carriers, the percentage is
a distant location to pick up additional
still
in
the
mid-90s
(Figure
3).
To
dem1.9: 1
freight when the restart is completed.
onstrate the effect on cost, consider a
The major trucking companies have
moderately sized trucking company op4:1
erating 200 tractors. A 104 percent turn- already carefully reengineered many
of their routes to accommodate these
over rate would require replacing 208
changes, but the effect cannot be comdrivers per year. The cost to terminate,
recruit and train replacement drivers falls pletely avoided. Less sophisticated com1981
Current
panies will be significantly impacted.
somewhere between $6,000- $12,000.
Food Service
Drivers
CSA will further contribute to the driver
Driver turnover would cost this carrier a
Experience requirements often force
individuals interested in trucking to
chose other industries. High school
graduates must wait until age 21 to obtain a commercial driver’s license (CDL).
Most OTR trucking companies require
five years of safe driving experience.
As a result, potential entrants cannot
earn reasonable wages until their late
20s. The limited number of individuals
entering the industry has produced an
average driver age of 48, which exceeds
the national average (Figure 2). Trucking
directly competes with the construction
industry and drivers often switch professions for better pay. An executive from a
major trucking company estimated that
up to half the workers on a construction
site probably hold a CDL. The conversion of drivers to construction workers
will become more pronounced as the
economy recovers, and most indicators
suggest a recovery in the construction
industry.

Ratio of Wages

Driver Age

The tenuous balance currently existing
between supply and demand for trucking may soon change. Freight demand
is projected to increase and exceed
available trucking capacity later this year
and continue well into 2014. Depending on the strength of the economy, an
imbalance between demand and supply
has the potential to significantly drive up
rates. Although a shortage in capacity
has been previously predicted, a slow
recovery has masked the problem. However, projections of stronger growth will
make the effects of a driver shortage,
increased regulation and limited equipment capacity much more evident.
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Figure 3 Driver Turnover Rate for Large and Small Trucking Fleets

1980. Although volumes and margins are
expected to modestly increase in 2013,
larger carriers have no plans to add capacity. Margins do not warrant additional
investment and senior trucking executives suggest they would be unable to
find the drivers needed to operate any
additional capacity.

Summary
The driver shortage, increased regulation and limited capacity will make
freight transportation much more challenging during the next few years. To
mitigate the effects of an imbalanced
marketplace, shippers will need to work
shortage and turnover rates. The ATA
ation has resulted from carriers exiting
projects approximately seven percent of the industry due to bankruptcies and low closely with their carriers and seek to
drivers will be eventually pushed out of
margins, a disciplined approach to man- become “a shipper of choice.” They can
the industry with full CSA implementaaging capacity by the larger carriers and accomplish this through greater opention. CSA records safety performance at the capital required for new equipment. ness and dialogue with their carriers. A
central component will be understandthe driver and carrier levels. The problem
Truckload capacity is currently 10
ing how the shipper’s network “fits”
lies in the scoring and how points can be percent below peak 2008 levels and 20
within the carrier’s network. The greater
accumulated for even minor infractions. percent below the capacity that existed
the exchange of information, the better
Many infractions, such as a crooked
in 2006. More than 7,400 carriers have
carriers can plan and engineer their
hazardous material placard, are not valid failed or exited the industry in the past
predictors of whether the driver is going five years due to bankruptcies or inability routes to increase utilization and control
to be involved in a crash. Many shippers to generate sufficient margins. Typically, costs. In addition, carriers usually have
a clear understanding of how shippers
have begun to select carriers based on
new carriers would emerge due to the
scorecard them; however, the reverse
the CSA score of the firm and drivers. Al- low barriers to entry and by purchasing
is not true. Shippers need to recognize
though considered to be safe operators used equipment. However, the situahow their business practices drive carby the Federal Motor Carrier Administra- tion has changed due to poor margins,
rier costs and performance. Joint action
tion, these firms and drivers are viewed
high replacement costs, economic
can lead to cost reduction and improved
as a potential liability and they will likely uncertainty and carriers operating their
performance for the shipper and carrier.
be forced out of the industry.
equipment for longer periods. More
Despite the tremendous volatility and
The cultural effects associated with
than 90 percent of fleets consist of six
uncertainty in our economy, one thing
the use of EOBRs will also cause many
or fewer trucks and these small firms
that is certain is that the transportation
older drivers to exit the industry. EOBRs
Figure
4
Truckload
Capacity
Index
track speed, driving performance and
HOS compliance. The largest trucking
firms have already implemented EOBRs
and engineered routes to ensure drivers
can complete their routes before duty
hours expire. However, drivers for most
mid-sized and smaller companies still
rely on manual logs. The change to
EOBRs will be significant. Where drivers
may currently press ahead to reach their
final destination, which may be only 15
to 30 minutes away, EOBR implementation will require these drivers to stop to
avoid an HOS violation. Older drivers
particularly object to the intrusion of
technology in the cab and view the technology as constant observation by “Big
Brother.” Many will prefer to leave rather
than adapt.
cannot afford to purchase new, increas- marketplace will change and shippers,
as well as carriers, need to begin preCapacity
ingly expensive equipment. Due to
bankruptcies and low margins, they also paring for an environment with limited
Capacity utilization is projected to
reach 100 percent in the third and fourth cannot attract the necessary capital. The capacity, increased regulation and a
shortage of experienced, well-qualified
average tractor age is 6.6 years — the
quarters of 2013 with demand exceeding supply into 2014 and 2015. This situ- oldest since trucking was deregulated in drivers. ■
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Long Haul Truck Driver
Retention: It’s Not Just the
Carriers’ Problem

with their manager, among other factors.
While helpful, these measures have not
reduced driver turnover rates to levels
found in other analogous occupations.
This study began with the lead author
who has driven Class 7 and 8 trucks and
supervised truck drivers asking 21 truck
– By S. Scott Nadler, Ph.D., and M. Douglas Voss, Ph.D.
drivers what they would look for in an
employer. Interviews were conducted
using the intercept method while the
One of the most daunting problems
use of supply chain best practices have
drivers were refueling their trucks at mafacing supply chain managers in 2013
led some companies to increasingly
jor truck stops in North Carolina, Virginia,
and beyond is the projected shortage of collaborate with central channel memTennessee, Illinois, Missouri, Arkansas
approximately 400,000 long haul truck
bers in order to leverage their strategic
and Oklahoma. These discussions lead
drivers. This shortage is the result of a
resources, increase efficiency and
to the development of a 36-item survey.
combination of factors. First, the curreduce costs. While increased levels of
A pencil and paper survey was then
rent economic downturn forced many
collaboration have yielded some positive administered to 154 truck drivers who
firms to lay off drivers and many of those results, it has also exposed inefficiencies were contacted using the intercept
found other opportunities with similar
due to operations that have become too method while they were either refueling,
pay and better lifestyle. Second, relean. Some of the symptoms endemic
waiting to pay for their fuel or waiting
cently enacted FMCSA regulations (e.g., to operations that have become too lean for their trucks to be repaired at large
CSA 2010) significantly reduce hours of
include reduced dock door efficiency
truck stops in Virginia, North Carolina
service availability and are expected to
and inventory availability issues causing
and Georgia, respectively. The truck
take approximately a third of the drivers
drivers to wait an extended period of
stops were chosen based on their size
off the road due to health and safety
time to load or unload. One outcome of
to ensure a greater diversity of potential
considerations. Finally, long haul trucking these inefficiencies is increased driver
respondents. No identifying personal
is generally viewed as a career of last
turnover resulting from driver frustration information beyond basic demographresort and only about 18 percent of apand lost income.
ics was collected from any of the study
plicants actually make it through training.
High driver turnover rates impact both participants to ensure anonymity. ApCompounding these problems is the fact consignors and consignees. Inexperiproximately one-in-three drivers solicited
that the majority of carriers are currently enced drivers are less likely to deliver
agreed to participate in the study. None
operating at about 95 percent of capacloads reliably, leading to lower levels of
of the drivers participated in more than
ity and long haul driver turnover rates
customer service. Inexperienced drivone phase of the study and none was
are once again approaching 125 percent ers are also more likely to be involved in offered an incentive for participation beannually.
safety incidents, which impacts delivery yond the ability to voice their concerns.
While some shippers may view these
reliability, increases product damage
Responding drivers were generally the
numbers as unrealistic, the majority
rates and increases the consignor’s risk
sole respondent from each company
are probably thinking, “So what, this is
of litigation as outlined in CSA 2010. Fur- and no company had more than three
the carriers’ problem and none of my
ther, carriers frequently spend between
respondents. Respondent demographics
concern.” Unfortunately, this attitude is
$10,000 and $25,000 to recruit and/or
generally mirrored those reported by the
both all too common and incorrect. The
train new drivers and these costs must
American Trucking Association.
reality of the situation is that channel
be passed on due to the tight operating
The following path diagram provides
power has historically been held by ship- margins that typify the trucking industry. an overview of our results as it relates to
pers who used their power differential
Ironically, the problems associated with
the progression that long haul drivers go
as a means of demanding increased
driver turnover continue to be viewed
through as they move from an inactive
levels of service at ever lower prices
as the carrier’s problem when in actualjob search to actively searching for a
from carriers. However, as the economy ity they have significant implications for
position, to accepting employment with
continues to recover, albeit slowly, the
both consignors and consignees whose a carrier, their ongoing reevaluation of
law of supply and demand is now shiftactions all too often contribute to the
said position and their ultimate transition
ing some of that power back to carriers, problem.
to becoming a satisfied employee or
who are becoming increasingly selective
This study suggests that contrary to
moving on to yet another carrier.
about which customers they will serve.
popular belief consignors and consignThis study indicates that truck drivers
Similar to shippers’ employing a core
ees have a significant impact on carriers’ move unconsciously from inactively to
carrier concept, carriers are increasingly ability to attract and retain top of the line actively searching for a new position
narrowing the number of shippers they
drivers. More importantly, this represents when they become dissatisfied with
serve and effectively employing a core
a significant departure from both practitheir current job. During this stage of the
shipper concept.
tioner and academic research, which has job search, the drivers primarily draw
Carrier woes are further compounded
historically focused on specific aspects
from their personal beliefs about potenby the effects of lean inventory models.
of the driver retention issue such as pay, tial employers and information provided
The economic downturn and increasing
home time, and the driver’s relationship by other drivers who gladly tell them the
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Figure 1 – Driver Turnover Process Diagram

pros and cons of working for the carrier
in question and its customers. At this
stage of the job search, drivers are specifically interested in learning more about
how well the company’s reputation
matches with reality on topics that range
from the company in general, driver
management issues, work-life balance
and equipment factors. Interestingly,

our conversations with long-haul truck
drivers across the United States suggest
that, contrary to popular belief, drivers
place a significant level of importance on
the consignors and consignees served
by the carrier.
Research has shown that many motor
carriers cater to a relatively small shipper pool. Given the limited customer
61

variety, drivers may frequently pick-up
and deliver freight at the same locations
for the same customers. Therefore,
consignors and consignees impact the
job satisfaction and income of current
drivers through their dock practices and
efficiency. This has a significant impact
on a carrier’s reputation because these
drivers share their views of a carrier’s

customers with other drivers who may
be engaged in an active job search. This
impacts whether or not the driver will
actually contact the carrier in order to
learn more about the position. Drivers
are specifically interested in the how
difficult it is to access the consignor’s
facility, how quickly they can get loaded
and unloaded and how they are treated
while they are there.
Drivers that are satisfied with a
company’s reputation, as influenced by
information acquired from fellow drivers
and indirectly influenced by the carrier’s
consignors, may apply and move on
to the active interview and job acceptance stage. If drivers are not satisfied,
they self-select out of the process and
remain in their current position until a
better opportunity is presented.
Hired drivers then begin the internal
process of evaluating their new employer and the consignors and consignees. When a position is accepted,
drivers have the opportunity to confirm
or dispute the information they previously acquired regarding the quality of
the company’s management, type and
condition of assigned equipment, driver
management considerations (e.g., the
amount/steadiness of work and home
time), and work life balance issues (e.g.,
pay and benefit programs). This process
generally lasts between 30 and 90 days
depending on the length of the new
employee orientation and the extent to
which the driver’s personal beliefs of
what “should be” match the realities of
“what is.”
As previously mentioned, one criteria
drivers use to evaluate employers is
the quality of management. Quality of
management — from the driver’s perspective — is based on the amount and
steadiness of their workload as well as
the amount, frequency and predictability
of home time. Workload amount and
steadiness is directly impacted by the
quantity of downtime spent at consignor
or consignee facilities. This downtime is
problematic because it takes them off
the road and reduces their ability to earn
income. During one interview, a driver
lamented that he always had to wait a
minimum of six hours for a particular
customer to process his load. While the

customer considered the required time
within acceptable limits, this six hour
delay represented 300 miles at 40 cents
per mile to the driver. Consequently,
every time the driver serviced this customer, he lost $120, which represented
12-15 percent of his weekly income of
$800-$1,000.
Those drivers whose expectations
have not been met generally become
dissatisfied and frequently begin the
inactive and ultimately active job search
yet again unless there is positive intervention from management. In cases
where positive management intervention has occurred and the problems corrected the driver repeats the reevaluation stage every 30-90 days. In the event
that the intervention by management
is unsuccessful, those drivers can be
expected to turnover in 90 days or less.
Conversely, drivers that are satisfied
during the reevaluation stage generally
move toward increased levels of job
satisfaction. However, it must be noted
that even satisfied drivers continue to
reevaluate their current position when
changes occur or during particularly
stressful periods.
The question facing carriers, consignors, and consignees then becomes
what can we do to help reduce driver
turnover given its negative impacts?
The short answer is greater collaboration and forming closer shipper-carrier
relationships. Research has shown
that consignor-carrier relationships are
engendered by several factors. First,
carriers should be willing to allocate
capacity and assets to the relationship.
Carriers should consider adding more
trailers to their fleets and staging them
at customer locations so that the consignor can load them when labor is available and the driver can drop and hook
upon arrival. Alternatively, consignors
and consignees may want to consider
transitioning their shipping and receiving
operations to multishift operations and
investing in yard trucks, which will enable them to load and unload trailers at
their leisure while still reaping the benefits of increased dock door efficiency.
Second, consignors and carriers
should view the relationship as a
partnership. Any partnership requires

frequent and effective communication.
Carriers should provide consignors
and consignees with periodic updates
on driver location so that appropriate
measures can be taken to better manage loading and unloading capacity.
Similarly, consignors and consignees
should provide carriers and drivers with
projected load and unload times and pay
detention fees when these projections
are not met. Third, close consignorcarrier relationships are characterized
by low and minimally disruptive staff
turnover. Consignors and consignees
should ensure personnel are welltrained, relatively long-term employees
that make every effort to complete
loading and unloading activities expeditiously. Fourth, carriers, consignors, and
consignees should strive for constant
process improvement and employees
should be rewarded for innovative ideas
that improve performance.
Increased consignor-carrier collaboration has also been shown to pay
benefits outside of improved driver
retention. As consignors and carriers
form closer relationships the carrier
is more likely to allocate assets to the
shipper in times of constrained capacity.
This will be especially important when
economic conditions improve and motor carrier capacity is slow to catch up
with demand. Further, carriers engaged
in close relationships with consignors
are less likely to ask for rate increases
when capacity is constrained. In a
similar vein, one central tenant of supply
chain management is sharing risks and
rewards. Carriers that garner benefits
from consignor/consignee efforts to
improve driver productivity must be willing to share these benefits in the form
of reduced rates.
In summary, consignors and consignees play a role in driver recruitment,
job satisfaction, and retention. Carriers, consignors and consignees must
collaborate to reduce driver frustration
and ensure available hours of service are
efficiently utilized. While this collaboration is likely to have synergistic benefits
(i.e., capacity availability), the bottom
line is that driver retention is everyone’s
concern and efforts to improve retention
benefit all parties. ■
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PROFILES OF EXCELLENCE

Finding a Safe Way Toward
Principled Prosperity

Award,” Thorn said.
Carl Graziani is Safeway’s SVP, Supply Chain and spoke about the significance of not just winning the Circle of
Excellence Award, but of conducting
Safeway earns 2013 Circle of Excellence Award for its commitment
business in a way to make winning the
to corporate social responsibility and dedication to People, Products, award possible.
“At Safeway we are proud to be a
Community and the Planet.
leader in the grocery industry,” he conWhen Safeway discusses corporate- tinued. “We actively pursue growth
social responsibility, it’s not merely
through leadership in environmental,
repeating some jargon phrase du jour, socially responsible and ethical busibut rather elucidating a philosophy as ness practices. Corporate social recentral to the company as customer
sponsibility is at the core of Safeway’s
satisfaction. Safeway divides this
operating philosophy, and it drives our
commitment into four platforms, “our dedication to People, Products, Compeople, our products, our community
munity, and the Planet. It also extends
and our planet.” This profound comto our supply chain, as our suppliers
mitment and the tangible successes
play a critical role in ensuring that we
it has already yielded embodies the
manage our business in a responsible
ideals that we at the Distribution
manner.”
Business Management Association
Evidence of this philosophy in action
(DBMA) wish to foster in all business, can be seen throughout the Safeway
and for that reason we are proud to
operation, from its decades-long relahonor Safeway with the 2013 Circle of tionship with hundreds of local farmExcellence Award.
ers to supply customers with local
Each year, a panel of DBMA experts produce, to embracing animal welfare
takes stock of America’s major corpo- in the form of cage-free eggs and 100
rations and their demonstrated perfor- percent sustainably sourced seafood
mance in conducting environmentally by 2015.
responsible business, ensuring that
Among the company’s demonsustainability and profits grow in
strated successes, several of the most
unison. With stressors from a still-reimpressive deserve special mention:
covering economy to an ever-changing
— Continuing to expand RPC usage,
climate, operating with an eye to the
which avoids millions of pounds of
future is equal parts good business
cardboard from being used. This cardand moral imperative.
board savings equates to significant
“What Safeway has done is really
prevented greenhouse gas emissions.
quite impressive,” said DBMA ExecuFrom 2011-2012, Safeway’s RPC use
tive Director, Amy Thorn. “Companies doubled from eight million to 16 millike Safeway understand that today
lion.
companies have a choice. They can
— Savings from converting to
choose to meet the needs of this
recycled content material in 2012
generation without compromising the totaled more than 1 million pounds
right of future generations by creatof plastic and paper, as well as 1,098
ing places, policies and practices that tons of CO2.
improve the quality of life. Safeway is
— Energy and water efficiencies:
a company that has chosen to work
LED lamps installed in 170 California
towards encouraging and creating
stores reduced annual energy consustainable lifestyles.”
sumption by 17.3 million kWh, while
“The thorough ‘People, Planet, Com- manufacturing plants and distribution
munity and Products’ framework of
centers used 19.8 million kWh less in
Safeway’s initiative documents their
2011 than 2010.
responsible business practices and
— 2012 Environmental Rankings: For
policies and has earned them the
the fourth consecutive year, Safeway’s
title of this year’s Circle of Excellence excellent record earned the accolades
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Kimberly-Clark Honored with 2012
Circle of Excellence Award
Kimberly-Clark was recognized for their impressive
track record and continued commitment to responsible business practices and policies when they were

of the Dow Jones Sustainability Index
North America, Newsweek’s Green
Rankings and the Carbon Disclosure
Project.
— Giving Back to the Community:
Since 2001, the Safeway Foundation
has raised and donated to numerous
charities and causes more than $1
billion. Its 2012 fundraising campaign
brought in almost $41 million for
wounded veterans and cancer research, to name just two beneficiaries.
Safeway’s CSR vision to “be the
premier retailer in the grocery sector with an unrivaled reputation for
pursuing through leadership in environmental, socially responsible and
ethical business practices,” expresses
practical goals and moral ideals that
are both interdependent and laudable.
For putting this expression into action
every day, Safeway has earned DBMA’s 2013 Circle of Excellence Award,
and we offer the company our most
sincere congratulations. ■
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presented with the 2012 Circle of Excellence Award
at the 2012 Supply Chain Leaders in Action (SCLA)
Annual Executive Business Forum in Scottsdale, Arizona. Kimberly-Clark was honored as the recipient in
large part due to their aggressive and comprehensive
Sustainability 2015 strategy, committing the firm to
the highest standard of environmental stewardship.
Because of this resolute and responsible vision, the
Distribution Business Management Association was
proud to honor Kimberly-Clark.
Accepting the award and delivering the Circle of
Excellence Luncheon Keynote Address was Suhas Apte, Vice President of Global Sustainability at
Kimberly-Clark. “Sustainability is no longer only in the
realm of operations, it has grown to include virtually
every function, every brand and every business at
K-C,” said Apte. “Sustainability 2015 is a new way of
operating; we now have clear sustainability metrics
that will measure our progress and hold us all accountable.” ■

EDITORIAL

Peak Personal Performance;
The Corporate Athlete
– By Susan Pellechio

Based on decades of research
and coaching world-class athletes
in many sports and high-performing
individuals in a variety of other occupations, The Human Performance Institute has identified the following list
of principles for high-performance:

5. Stress for success. Stress provides
the opportunity for growth. Just
like building a strong bicep muscle
requires the stress of repetitive
resistance exercise, the same principle applies in building strength in
the other three energy dimensions:
high-quality emotions, laser mental
1. Human beings are energy systems
focus, and inspirational spiritual
and high performance is fundamenpurpose and values. Stress (energy
tally the result of successfully buildexpenditure) is necessary to expand
ing sufficient energy capacity and
human capabilities in all four dimeneffective energy management in the
sions. No stress or energy investpursuit of a specific goal.
ment, no growth.
2. Human energy is interdependent
6. Human behavior is governed by
and multidimensional: All four of
habit and routine. High performance
the following must be developed
training involves investing energy in
and aligned to achieve high perforgoal-oriented rituals that over time
mance.
become habit and pull one toward
A. Physical — the quantity of energy
higher performance.
B. Emotional — the quality of
7. High performance under stress reenergy
quires full engagement. Full engageC. Mental — the focus of energy
ment is the ability to intentionally inD. Spiritual/Purpose —the force or
intensity of energy
3. The human energy system is oscillatory and rhythmic in nature, as evidenced by circadian rhythms, neural
electrical patterns, sleep cycles,
circulatory system, etc. The rhythm
of life is composed of a repetition of
energy expenditure followed by adequate energy renewal. Intentional
failure to oscillate in this way (“flatlining”) will result in possibly severe
consequences (e.g., physical injury,
emotional trauma, mental burnout,
spiritual ambivalence, etc.).
4. Periodic recovery is required for
energy renewal. Without renewal,
the human system becomes depleted and over time will break down.
Research reveals that the enemy
of high performance isn’t stress,
but rather the absence of strategic
recovery. Achievement to our fullest
potential requires us to treat life like
a series of sprints with intermittent
recovery, rather than as a marathon.
66

vest one’s full and best energy, right
here, right now. Full engagement
results in significant improvements
in productivity, retention, morale and
resilience.
8. The pathway for deepening engagement in order to achieve high performance involves three steps:
Defining purpose: identifying the
goal, objective, or outcome with
great clarity, depth and precision
Facing the truth: achieving accurate awareness of one’s current
energy capacity and management
behaviors in all four dimensions:
physical, emotional, mental and
spiritual
Taking action: developing a
specific training plan for deliberate,
regular energy investments to
improve one’s energy capacity
and management skills in order
to accomplish a mission
In summary, the principles of
energy management are clear,
straightforward and science-based.
With training, it is possible for everyone to expand and manage energy
for high performance and increased
resiliency. ■

THOUGHT LEADERSHIP

The Top Ten Secrets of
Leadership

and transform it into action. In my world,
we are experiencing a tightening budget.
This is the predictable down cycle the
United States goes through after every
war, dating as far back as the disbanding
– By Upper RADM Mark Heinrich
of the entire Continental Navy in 1785
following the Revolutionary War. At Naval
Supply Systems Command, one way we
the
incredible
contributions
of
those
who
The United States Navy has given rise
are managing this harsh budget reality
served before us and we know that we
to legendary leaders in American history,
is by availing ourselves of opportunities
have
the
opportunity
to
continue
to
build
including John Paul Jones of the Amerion this legacy now and going forward. Our to consolidate the global horizontals of
can Revolution, Stephen Decatur in the
logistics, contracting, financial manageBarbary Wars and Chester Nimitz of World cultural roots are in the past as we plan
ment, fuels management and business
War II. While these and other fabled lead- for the future.
systems management. This is the best
ers in its 238-year history evolved the Navy
As President Kennedy famously stated
time to pursue new ways to approach our
from wood to steel, from wind to steam
when welcoming a new class of midship- seasoned business.
to nuclear power, from surface warfare
men to the United States Naval Academy
to subsurface, air and space warfare and
in 1963, “I can imagine a no more reward- Secret No. 3: Fostering agility through
from merchant to professional sailors,
collaborative, flexible teams. The need to
ing career and any man who may be
naval leadership has remained rooted in
asked in this century what he did to make quickly respond to customers’ requirethe concept of absolute responsibility of
ments demands agile, flexible, cross-funchis life worthwhile, I think can respond
command. The responsible leader — the
tional structures - easy for start-ups and
with a good deal of pride and satisfaccommander — accepts full responsibility
tion: ‘I served in the United States Navy.’” more challenging for more established
for the people and equipment of his orga- He also said, “Control of the seas means
and larger companies. The good news
nization and for fulfilling that organization’s security. Control of the seas means peace. is that most of us have experience in
mission. While he may delegate authority Control of the seas can mean victory.
responding to multiple masters. Growing
to subordinates, ultimate accountability is The United States must control the sea
up, you wanted to use the family car. Mom
his alone for accomplishment of the mismay have had the car keys while dad had
if it is to protect our security.” So, that
sion and for the health and safety of the
the gas card. You had to get them to agree
is what we do. We are global, operating
people under his care.
forward from U.S. bases and international so that you could get the wheels. The
same concept applies in our organizations.
Being in command does not mean bark- locations, supporting and operating with
We need to be nimble and responsive,
allies
and
partners
who
face
a
range
of
ing orders or intimidating junior persondespite a natural hierarchy. At Naval Supchallenges, from piracy and terrorism
nel as depicted in many Hollywood films
ply Systems Command, we find ourselves
to
aggressive
neighbors
and
natural
about the military. Being in command is
managing the competing interests of our
disasters. We remain present in or have
about leading men and women to succustomers and comptrollers. Our fleet
access to the world’s strategic maritime
cess under sometimes dangerous or
crossroads — areas where shipping lanes, units focus on effectiveness; their nirvana
life-threatening circumstances. Being in
is having every part needed at their fingercommand requires determined conviction energy resources, information networks
tips in every locale in which they operate.
and
security
interests
intersect.
And
our
and unmistakable authority. Being in comOur comptrollers focus on efficiency; their
sailors willingly make sacrifices to do this
mand means defining the indicators of
nirvana is prioritized spending on parts
to
protect
the
American
way
of
life.
success and holding people accountable
to the expected results. How do success- Secret No. 2: Becoming comfortable with with a rationalized inventory investment.
At this crucial intersection of cost-wise
ful Navy leaders command? Upper RADM being uncomfortable. On Navy ships and
readiness, our job is to bring together
Heinrich will share ten leadership secrets
submarines, nearly every person onboard our versions of product line management
of the Navy at the Supply Chain Leaders
is assigned a designated “watch,” a period (fleet) and functional specialty (comptrolin Action meeting May 28 - 30, 2013. This of time he or she spends in the engineerlers) to construct and advocate a solution
editorial details three of the ten secrets.
ing plant, in the combat systems suite or
that works for all. Our success is based on
Secret No. 1: Motivating through a higher on the bridge keeping the ship on course, trust. We have to assure our customers
continuously surveying the horizon for
purpose. Each one of us wants to feel
and comptrollers that we are collectively
dangers and remaining vigilant to protect
respected, to feel like the way we invest
working toward the same objectives.
our precious hours will make a difference, the ship. As leaders of our organizations,
While a matrix team can have roles,
we are “on watch” around the clock. With responsibilities, metrics, rewards, comto feel part of something meaningful.
our senses attuned to both opportuniWhat motivates you? What motivates
munications and resourcing outlined and
ties and threats, we continually consume
each of the individuals on your team?
socialized, the team will thrive only if there
data points, monitor the competition and
What higher calling does your company
is trust in the alignment, and that people
adjust or rework our plans accordingly. In
serve? In the Navy, the higher calling is
are committed to the collective goal ahead
a fiercely competitive global market with
often love of country and the security of
of individual agendas.
our people. Our culture, the culture of any economic challenges, it is hard to imagIn Orlando, Upper RADM Heinrich will
ine having the luxury to sleep easy every
company, is rooted in where we’ve been
share seven more secrets related to quesnight. There’s no “fat, dumb and happy”
and also where we’re going. That is why
tioning, listening, challenging, cheerleadwe celebrate the 200th anniversary of the in our world because that position is just
ing, initiating, promising and remaining
too
precarious
of
an
existence.
The
new
War of 1812, the annual anniversary of the
resilient. ■
norm is one of discomfort and as leadBattle of Midway and other major points
ers
we
need
to
channel
that
discomfort
in our history. We recognize and honor
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CONTINUING EDUCATION

Specialist Diploma in Distribution
Business Management (SDBM)
– By Amy Thorn

Each year, the Distribution Business
Management Association (DBMA) in
conjunction with one of our supporting universities, issues the Certificate
of Advanced Education to conference
attendees who complete the required
courses offered at the SCLA Annual
Executive Business Forum. The 2013
Certificate of Advanced Education
is being awarded by Hull University
Business School. Upon receiving
three Certificates of Advanced Education, one is eligible for the Specialist
Diploma in Distribution Business
Management (SDBM).
DBM is uniting the world’s educational institutions in the study of
global logistics and supply chain
strategies by awarding the Specialist Diploma in Distribution Business
Management (SDBM). This Specialist
Diploma has been developed in cooperation with many of the world’s leading universities. Through this program,

diploma candidates gain international
recognition as world class leaders in
supply chain. This diploma has been
specifically designed for seasoned
industry professionals with job experience in supply chain, logistics and
distribution.
The first step in attaining the diploma involves attending three SCLA
Annual Executive Business Forums.
Throughout these conferences,
candidates are exposed to the best
minds in supply chain education and
discover creative answers to their
company’s issues through educational seminars.
Upon completing three conferences, each candidate writes a
descriptive paper detailing how the
knowledge gained from the program
was applied to improving operations
at their company. This paper is supervised by one of DBM’s educational
board members. Upon acceptance

The following universities have awarded
Certificates of Advanced Education for
the Specialist Diploma in Distribution
Business Management:
Auburn University
City University, London
Golden Gate University
Iowa State University
Lehigh University
Massachusetts Institute of Technology
NanYang University
The Ohio State University
Pennsylvania State University
Rutgers University
University of Alabama
University of Exeter
University of Florida
University of Hull
University of Kentucky
University of North Texas
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of the thesis paper, candidates are
awarded their Specialist Diploma in
Distribution Business Management
(SDBM).
“As an attendee, my largest educational benefit of attending the DBM
conferences has been the Certificates
of Advanced Education from leading
universities and the credits earned
toward my Specialist Diploma in
Distribution Business Management
(SDBM). As a direct result of achieve
my SDBM, my company recognized
the accomplishment, the technical
paper I wrote in order to receive my
SDBM credential was published, an
Honorary Fellowship was awarded,
and I spoke at an international symposium in England. The business world
has recognized me, and the doors
have opened to many new opportunities. “
- Mike Devenney, SDBM
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