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AFMS at THE LOGISTICS & SUPPLY CHAIN FORUM:
Selling the concept, shortening the sales cycle

The shipping and transportation indus-
tries have changed dramatically in the
past few years, as leading carriers have
expanded their services and moved into
each others’ core businesses. Despite
this, many businesses negotiate their
shipping contracts much as they always
have. AFMS offers them a better alter-
native: one that can often deliver dra-
matic savings. It doesn’t take AFMS long
to demonstrate its value proposition to
top decision-makers: the challenge is
getting in front of them.

That's where THE LOGISTICS & SUPPLY
CHAIN FORUM comes in. “Last year,”
says AFMS Managing Director Rick
Collins, “THE FORUM gave AFMS the
opportunity to meet with nearly 60
senior-level customer executives in just
two and a half days: 28 at individual
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half-hour meetings, and the rest over
mealtime meetings. Both last year and
this year, we've had two executives at
THE FORUM — myself, and my colleague,
Managing Director Tim Geiken. Both of us
have had great success with the process.”

THE RIGHT PEOPLE:

REAL DECISION-MAKERS

“It would have cost us quite a bit of
money to fly to 28 different locations to
meet the potential customers we saw at
THE FORUM,” says Collins. “At THE FORUM,
we're dealing with the right people, the
decision-makers, in nearly every situation.
And when we aren’t, the individual we
meet can certainly lead us to the right
person. Those referrals are extremely valu-
able: with them, we don’t have to work
our way through the chain of command.”




AFMS consultants are former leaders at
the industry’s major carriers and for-
warders. Collins himself spent 22 years
at UPS, in sales, marketing, and pricing.
Also at UPS, Geiken played key roles in
introducing formal discounting and con-
sultative sales training, and indirectly
managing high-growth markets. Since
1992, AFMS has specialized in helping
customers negotiate and implement
world-class contracts that save money,
eliminate hidden surcharges, and
improve service levels. And, since the
firm operates on a gain-sharing basis,
customers can use its services with lit-
tle risk. But the first step is always to
sell the concept.

“If we can get 30 minutes with a ‘cap-
tive audience,” we can do that,” says
Collins. THE LOGISTICS & SUPPLY CHAIN
FORUM meetings are ideal for explaining
how AFMS’ deep understanding of mar-
ket dynamics can help customers drive
greater value from their shipping and
transportation contracts.

Says Collins, “Many clients negotiate with
a baseball bat. We negotiate from a
position of knowledge. We've earned the
carriers’ respect. We don’t expect out-
landish pricing just because we've shown
up, but we do understand the market-
place and the package characteristics that
drive discount programs nowadays.”

>>

AND1T AT THE LOGISTICS FORUM: BRINGING THEIR “A” GAME TO CARRIER CONTRACTING

Networking

AND1 specializes in footwear and apparel with
attitude for players with serious game. But when
it came to bringing the same level of game to
its carrier contracting, AND1 knew it needed a
little help. They found it at THE LOGISTICS &
SUPPLY CHAIN FORUM.

“When AND1 signed up for THE FORUM,” says
Director of Distribution & Logistics Greg Pusak,
“we'd just reviewed our small parcel business,
searching for ways to reduce our spend. We
knew there were significant shortcomings in
our contract. But we also knew the whole con-
tract process can be pretty confusing if you're
not intimately familiar with carrier operations.
In looking over the list of FORUM suppliers, |
read the AFMS blurb, and realized it would be a
good idea to talk to them.”

Previously, AND1 hadn’t been aware of con-
sultants who specialized in reviewing and
negotiating carrier contracts. In Pusak’s one-
on-one meeting, though, it quickly became
clear that the relationship was worth pursuing.
“After THE FORUM, we sat down and went
through the whole process with AFMS,
evaluated what our savings could be, and jointly
made the decision to contract.”

AFMS has already helped AND1 renegotiate its
largest carrier contract. "It's pretty clear that
we're going to save money,” says Pusak. “We
might have caught some of the problems with
our existing contract, but they brought expert-
ise to the table that we would not have.
They've definitely had an impact.”

Pusak also used THE FORUM to identify new
options for global freight forwarding. “We're
not ready to change partners now, but we might
be in the future, so talking to these people early
is a very good thing. We've had subsequent
conversations and visits, and they're actually
demoing their track-and-trace systems here.”

Like most attendees, Pusak also found the
event’s peer networking exceptionally valuable.
“l found a lot of people in our situation who
are selling to the Wal-Marts and Foot Lockers
of the world, and have very similar problems to
ours. | also talked to people in footwear and
apparel who have bigger problems than we do,
which was reassuring. It was absolutely a great
opportunity to learn — definitely worthwhile.”
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Networking

One-on-One Meetings

“The vast majority of executives we
meet have enormous responsibilities,”
Collins continues. “Their plates are full.
They just don't have time to drill down
on these areas, and they're reluctant to
hire additional staff to help.” When
Collins meets executives whoare deeply
and personally involved in carrier nego
tiations, he can demonstrate how AFMS
can support their efforts.

CONTINUING THE CONVERSATION -

ON AND OFF THE SHIP

Either way, the conversations often give
prospects their first real sense of how
much money they might be leaving on the
table. Many want to continue the con-
versations informally, at lunch or dinner.

“We try to leave the ship having locked
in an appointment at a future date. If
we can do that, our odds of closing an
engagement increase dramatically,” says
Collins. And that's exactly what’s been
happening. “This event absolutely short-
ens our sales cycle. We've already

signed agreements with a couple of
clients we met last year, and we're still
working with many other prospects.”
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THE LOGISTICS & SUPPLY CHAIN FORUM is the pre-
mier event connecting senior logistics and supply
chain executives at leading U.S. companies with
the world’s leading suppliers of logistics and sup-
ply chain products and services. Senior executives
who meet stringent qualification standards are
invited to participate in a strategic conference
program tailored to address their most urgent
business challenges. They spend two days and
three nights networking with senior-level col-
leagues in a luxurious, distraction-free environ-
ment. They also meet one-on-one with the suppli-
ers of their choice, enabling them to access and
rapidly evaluate the field’s highest value solutions.

THE LOGISTICS & SUPPLY CHAIN FORUM will

take place from May 6-9, 2007 onboard the
Norwegian Dawn, sailing from New York City.
To learn more about participating,

please contact:

ROBERT HOUSTON

212.651.8766, rhouston@richmondevents.com




