


regional director of sales in touch with
him. They hadn�t connected. But now all
of a sudden, here he is calling, and there�s
a real opportunity.�

DEEPENING EXISTING RELATIONSHIPS
THE FORUM is equally valuable for
deepening existing customer relationships.
For example, retail � well represented at
the event � is one of Stonepath�s key
sectors, and Best Buy is one of its top
customers. Along with other retail
meetings, Heydt had the opportunity to
spend some quality time with Best Buy�s
respected Director of Logistics, Chuck Dow.

Stonepath has also worked with Cybex, a
leading manufacturer of cardiovascular and
strength training �tness equipment, on
solving domestic logistics problems. At
THE FORUM, Heydt met with Dwight Schwader,
his senior-level customer at Cybex, and they
began discussing Stonepath�s global resources.

�Dwight told me, �I knew you�d done great
work for me domestically, but I didn�t
realize you had all these international
capabilities.� As a result, we�ve just
successfully handled a large shipment of
Cybex �tness equipment to U.S. troops in
Baghdad� � a shipment valued at
signi�cantly more than the event cost.

LEVERAGING CURRENT CLIENTS TO GET
NEW CLIENTS
AT LOGISTICS FORUM, Heydt can leverage
his existing relationships to build new
ones. That�s especially important in the
highly decentralized global logistics
industry, where many potential customers
haven�t heard of Stonepath.

�When other delegates see that you�re
already doing business with people like
Best Buy, that instantly improves your
credibility. Word of mouth moves so
much faster on board the ship than
anywhere else.�

That�s just one example of how the
Forum accelerates Heydt�s sales cycle.
�For extremely large companies, it�s not
unusual to have a 6-to-24 month selling
cycle. But people we met at the Forum in
May have already delivered results by
summer.�

Beyond direct sales, THE FORUM also
supports creative partnering and alliance
building. For instance, Heydt met
Cooperative Purchasing Services there,
and has since established an alliance in
which CPS� purchasing capabilities
complement Stonepath�s end-to-end
o�erings in international transport,
freight clearing, domestic distribution,
storage, and ful�llment.

�It�s a process that continues throughout
the year,� concludes Heydt, �My team is
still capitalizing on opportunities that
materialized during THE FORUM .�

THE LOGISTICS & SUPPLY CHAIN FORUM is the premier

event connecting senior logistics and supply chain

executives at leading U.S. companies with the world�s

leading suppliers of logistics and supply chain

products and services. Senior executives who meet

stringent quali�cation 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 colleagues in a luxurious,

distraction-free environment. They also meet one-on-

one with the suppliers of their choice, enabling them

to access and rapidly evaluate the �eld�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
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