


The SMC3 seminar,

will provide a focused examination of how less-than-truck-
load (LTL) motor carriers and their supply chain partners have adapted to the
demands of a competitive marketplace and international trade.

Led by experts in freight operations, supply chain planning, transportation
pricing, logistics outsourcing and information technology, this seminar is the
ideal format to build and update your knowledge of how the LTL motor car-
rier industry operates in today’s business environment. The two-day seminar
includes both classroom and field trip experiences.

furnishes an understanding of
the organization of LTL motor carriers as well as their logistical, operational and
technological tools and methods. Topics covered will include cross-docking,
line haul, local terminal and break bulk operations and new service offerings
in the LTL sector. The session will cover how shippers and carriers can work
together to find efficiency gains and service optimization. Fundamentals of LTL
pricing structures and trends impacting pricing will round out the session.

is an outing to a leading national carrier’s local
terminal. The tour will show how a shipment moves through an LTL terminal
network from pick up through delivery, demonstrate how technology is used to
transport shipments efficiently and show you the “behind-the-scenes” support
systems that make transporting freight transparent.

investigates the roles and inter-
actions of shippers, carriers, 3PLs and consultants. Learn how these primary
participants in transportation and logistics interact and hear through business
case review how each contributes to today’s extending LTL supply chain.

will outline various shipment profiles and
how their components can impact carrier cost. Attendees will learn how these
profiles ultimately impact how carriers price their shipments. This session will
also examine differences in cost between national and regional carriers.

will explore the
dynamics of shipping LTL between Mexico and the United States. By examining
the roles and relationships between the U.S. carrier and the Mexican customs
broker, carrier and importer, attendees will learn the key to determining the
shipping options that best fit their company.

is a look at how leading shippers and 3PLs are work-
ing with LTL carriers on conducting freight bids and proposals. This session will
explore data gathering and presentation, discounting and FAK strategies and the
pros and cons of using a base rate for negotiation.

the seminar’s concluding session, is your opportunity
to ask the presenters about how emerging LTL purchasing and shipping strate-
gies and trends in supply chain management will affect your business model.
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is vice president of international services for

Southeastern Freight Lines in Columbia, SC. Over the last 11 years he
has led the company’s expansion further into the international sup-
ply chain. His 31 years experience in transportation have primarily
been in the LTL/LCL international markets serving shippers, non-vessel
operating common carriers, freight forwarders and customs brokerage
providers. Bullock is a graduate of the University of North Carolina at
Charlotte.

is director of the SMC3 software alliance program,
developing relationships and partnerships with supply chain technology
providers, as well as major shipper, carrier and third party provider
accounts. With more than 25 years experience in LTL transportation,
supply chain logistics and technology, Gregory is a regular speaker at
software alliance user group meetings, educating the participants in
LTL operations, costing and rating practices.

is the SVP of distribution and logistics for Stage
Stores. With more than 35 years experience in the industry, his prima-
ry focus with Stage Stores has been development of internal leadership
talent and external business relationships to support the fast-growing
chain. GCrubbs holds a BA in business management from UTA and
is a frequent speaker at events for the VCF (Vendor Compliance
Federation), CSCMP and Material Handling Forums.

is CEO and founder of Shippers Commonwealth,
a leading provider and innovator in collaborative transportation
management systems based in Charleston SC. He has over 18 years
experience in pioneering and successful launch of automated load
control center programs, including leading successful commercial-
ization of today’s RedPrairie TMS suite. Shagawat is a graduate of
Georgetown University and a frequent lecturer and author in the logis-
tics and supply chain arena.

is senior vice president of business development at
SMC3. With more than 20 years of experience communicating with car-
riers, shippers, logistics providers and technology developers,
Slaton is regularly sought out for dialog and insight on all issues
surrounding transportation pricing. His areas of expertise include
LTL benchmarking and transportation pricing dynamics, supply chain
operational practices and the role of technology and 3PLs within the
transportation industry.

is director of operations for Averitt Express, where he
spent the first 10 years of his career as an engineering leader. He is a
13-year veteran of the transportation industry, with expertise in opera-
tions, engineering and technology. His industry experience includes
optimization of line haul and scheduling operations, improvement
of cross-dock systems and implementation of onboard computers for
Averitt’s entire fleet.

Tuesday, March 10t

Wednesday, March 11th

Thursday, March 12t

Make your reservation for the SMC? Fundamentals of LTL Transportation
seminar at the special room rate of $179 per night (single/double occupancy)
by calling 1.800.221.9083. This rate will be honored two days prior to and two
days following the seminar dates.

To receive the special seminar room rate, reference that you are attending the
SMC? Fundamentals of LTL Transportation seminar. This rate is available until
Tuesday, February 17th, or until the block of rooms is sold out. The hotel may
not be able to provide rooms at the group rate after the block of rooms is sold.
Rooms are subject to availability and may be priced at a higher rate after the
cut-off date.



