Strategic Solutions Partners, LLC

Consultants to Management



Our Mission

Strategic  Solutions  Partners, LLC is
dedicated to providing the best consulting
services at a fair price. We proudly develop
close working relationships with our clients
and strive to build lasting goodwill.

Who are Our Clients?

Typical Clients are small to medium sized
businesses who cannot justify full-time

Why Strateqgic Solutions?

The pace of business is accelerating.
To succeed in today’s new economy you
need to know what you're doing and get
it done fast!

The Strategic Solutions team; partners,
principals and associates are seasoned
professionals who have accumulated
decades of experience solving business
problems across a wide spectrum of
industries. They are now available, as
contractors, to apply their knowledge to

employment of specialized resources for
project management and implementation.

What Do Clients Say?

“Our board of commissioners enthusiastically
and unanimously accepted the marketing
strategy we created. This was due in large
part to your process and assistance. Thank

”

you.

your business.

With Strategic Solutions all projects are
managed by a senior partner. You get
what you pay for — people you know and
trust working on your project.

Decades of Experience!

Established in 2000 by the merger of
Transportation  Solutions, Co. and
Strategic Marketing, LLC; Strategic
Solutions Partners, Bert Hall and Alan
Courtney, together with their team of
associates, bring decades of functional

Jerry Bridges
Port of Oakland

“Your in-depth analysis and expertise were
key factors in our attaining a savings of over

$700,000 annually.” and general management experience at
James J. Urwin the most senior levels.
Safeway, Inc.

Our Focus

» Business [JPlanning! |
We can analyze your business and develop strategic and tactical plans that meet your exact
needs.

» Customer Relationship Management! |
We can develop the tools and processes to reduce your cost of sales, improve customer
satisfaction and simplify account maintenance.

» Supply Chain Solutions | |
We can provide your company with scalable Supply Chain Management tools to accelerate the
movement of product from supplier to customer.

» Business Process Engineering! |
We can re-design and document your business processes, train your people, and improve your
productivity at a lower total cost.

» Project Management! |
We can support you with experienced professional on-site temporary resources to manage
projects from start to finish or at any intermediate stage.




CONCEPT

STRATEGIC SOLUTIONS - The Concept

The Strategic Solutions team of partners, principals and associates, are seasoned professionals who
have accumulated decades of experience solving business problems across a wide spectrum of
industries. They are now available, as contractors, to apply their knowledge to your business. With
Strategic Solutions, all projects are managed by a senior executive. You get what you pay for - people
you know and trust working on your project.

YEARS of EXPERIENCE - The Know-How

Established in 2000 by the merger of Transportation Solutions, Co. and Strategic Marketing, LLC.
Strategic Solutions’ founding partners, Bert Hall and Alan Courtney, together bring over a half-century of
functional and general management at the most senior levels. A team of talented associates with
executive or professional level experience in a variety of business disciplines means your problems are
thought through from multiple perspectives and our recommendations are practical, actionable and

lasting.

OUR CLIENTS - The Reason

Typical clients are businesses who have a recognized need for specialized resources for project
management and implementation, but who cannot justify full-time employment of additional executive or
professional level staff.
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RESOURCES

WIN-WIN RELATIONSHIPS

As the outsourcing of project work and core competencies continues to grow, companies increasingly require
seasoned professionals able to “hit the ground running” and deliver solutions to time-sensitive projects or
business problems. Strategic Solutions Partners offers the services of experienced and talented consultants to
meet this need.

Strategic Solutions Partners provides consulting services in business planning, marketing, sales process,
research and analysis, supply chain management, process design and implementation, customer satisfaction
management and skills training in sales and negotiating. These services are available to clients on an
engagement basis, to meet peak workload or specific project demands.

Strategic Solutions Partners capitalizes on the diverse management experience of partners Bert Hall and Alan
Courtney with their team of experienced associates. These professionals all have enjoyed long and successful
careers in industry, academia and/or the public sector. At this point in their respective careers these talented
professionals have found that their individual motivation has grown beyond achieving the rewards of the classic
corporate executive role and each has decided to affiliate with Strategic Solutions Partners to gain flexibility and
choice in the types of projects to which they will be assigned and the workload to which they are committed. Thus
our clients win when accessing this pool of talent and our associates win by pro-actively managing their personal
lifestyle.
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BUSINESS PROCESS ANALYSIS & DESIGN
Berton T. Hall - Practice Leader

Bert has direct industry experience in rail, ocean, truckload, less-than-truckload and intermodal operations and
marketing with Southern Pacific Railroad, Sea-Land Services, and American President Lines. Bert has specific
functional experience in tactical and strategic logistics, transportation purchasing, pricing, operations, process

management, marketing, sales, information systems and analysis.

While at American President Lines Bert held general management positions in both the International and
Domestic divisions, operating a fleet of vessels which contributed $15 million per year and starting up a trucking
product that earned a $2.0 million profit after 18 months of operation. He directed an intermodal marketing
sales force of over 200 and was responsible for truck transportation purchasing in North America. Fully trained

in “Quality” practices and techniques, he was a team leader for many cross-functional projects.

As a Partner at STRATEGIC SOLUTIONS, he has contracted with LTL trucking, railroad and ocean
transportation companies. His clients also include purchasers of transportation who require assistance in
supply chain management. He has helped his clients reduce their purchased transportation costs and vendors,
reorganize their sales force and streamline their pricing process.

Bert has studied at Augustana College and the University of California, and holds a B.S. in Chemistry and an

M.B.A. with an emphasis in operations research.
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‘ BUSINESS PROCESSES

BUSINESS PROCESS MANAGEMENT

» Process analysis and redesign
» Process optimization and collaboration systems
» Standardization and measurement

» Process reliability analysis and measurement

INFORMATION TECHNOLOGY

» Systems and processes integration
» eCommerce and web-based applications

» Decision support systems

» Telecommunications systems evaluation and implementation

» ASP provider analysis and implementation
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CUSTOMER RELATIONSHIP MANAGEMENT

Alan C. Courtney - Practice Leader

Alan Courtney has held senior management positions with some of America’s largest and most well known
companies. His experience includes direct responsibility for strategic planning and marketing in operating divisions of
PepsiCo, Inc.; IU International, Inc.; American Natural Resources, Inc.; and American President Companies, Inc. In
addition, Alan has general management experience in international operations for Consolidated Freightways, Inc.

Alan has an intimate knowledge of small business as well, having founded and operated businesses in the advertising,

sales training and consulting services industries.

His specific expertise in the areas of business planning, brand management, market research, new product
development, sales process, customer satisfaction and eCommerce has enabled employers and clients to

substantially increase revenues and profits.

He is a recognized leader in bringing innovation to industry and has been active as a member of two standing
committees within the operating unit of the National Academy of Sciences.

He has written extensively on the subjects of sales process, supply chain management, transportation innovation,
environmental impact and international business and has been published in respected scientific journals. His work is
referenced in Saul Sorkin’s treatise Goods in Transit, a definitive resource for international and domestic

transportation law.

As both consultant and manager Alan has led, and participated in, many cross-functional teams. His skills as a trainer
and facilitator have helped clients and employers identify, initiate and successfully manage the introduction of change

to improve both the efficiency and effectiveness of business processes.

He has studied strategic marketing at the Harvard University Graduate School of Business and holds both an M.B.A.

and B.S. in Business Management.
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MARKETING

» Brand management

» Advertising and promotion

» Product definition, design and management
» Market research and analysis

» Customer satisfaction management

» Competitive analysis and profiling

» Market forecasting

» Pricing structure/process analysis and development

MARKETING & SALES

» Foreign and domestic new service and new market development

SALES PROCESS MANAGEMENT

» Sales process analysis and redesign

» Sales organization analysis and design

» Sales skills development and training

» Sales performance measurement

» Sales compensation analysis and design

» Sales staffing and recruitment

SALES FORCE AUTOMATION

» Cost/benefit analysis

» Selection, installation and implementation

9 La Cuesta, Ornda, CA 94563 www.sspllc.com

Strategic Solutions Partners, LLC



The Profit Impact of Market Share (PIMS) research performed in the late 1970’s has proven that for differentiated

products a direct relationship exists between marketing proficiency and Return on Investment as demonstrated in

the diagram below. Strategic Solutions has considerable experience using this model to provide clients with

practical processes to increase market share and profitability.

marketing programs.

Awareness

Customers need to know
about you before they can
buy from you.

\ 4

Preference

Customers won’t buy from
you if they prefer a
competitor’s product.

) /

Choice

Customers won't buy if you
are inconvenient, unreliable or
difficult.

A4

Market Share

Increased sales lead to
increased market share.

v

ROI

Increased market share
leads to increased ROI.

Copyright © 2001 SSPLLC

Marketing

Csoasltecs)f Telemarketing

On-Line Technology

Audience
Brand Message
Advertising Media

Public Relations

Sales and Product Definition
Product Sales Process
LR Direct Mail
Shop
Order
Order Cycle Receive
Mgmt. Pay

Evaluate

Database Segmentation
One-to-One

Sales Force Productivity

Let us help you create and deploy effective
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MARKET RESEARCH

Information is essential to success in any business. Getting reliable information can be time consuming and difficult.
Knowing what kind of information is useful and how to get it is the first step. Knowing how to use it once you have it is
the key. The diagram below describes the kinds of research used by Strategic Solutions to provide our clients with

actionable results. We have the knowledge and experience in conducting market and customer research to help you

find practical answers to your critical business problems.

Qualitative Needs Assessment
Major Business Change

» Focus Groups

» Individual

» Interviews

» Customer Panels
» Brainstorming

Business
Planning

v

Quantitative Needs Assessment
Bi-Annual

» Ranking and Rating
» Buying Behaviors
» Baseline for Trend Analysis

Product
Design

Y

In-Depth Research
Ad-Hoc

» Special Issues

» Market Segmentation

» Transactions Analysis

» Future Needs Evaluation

New Product
Development

Y

Performance Analysis
Continuous

» Competitive Profiling
» Customer Satisfaction

Process
Improvement

v

Open Format Data
As Available

» Customer Complaints
» Customer Compliments
» Non-sponsored Research

Action
Programs

Copyright © 2001 SSPLLC
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CUSTOMER SATISFACTION

Customer Satisfaction is essential to the ultimate success of any enterprise. While most companies recognize this
they often do not take full advantage of the opportunities from listening to “the voice of the customer.” The diagram
below illustrates a process for measuring and managing customer satisfaction. Strategic Solutions has successfully
developed and implemented customer satisfaction processes for clients using this model. We can help you do the
research, collect the data, perform the analyses, create the reports and re-design the processes that will improve both
customer satisfaction and bottom line performance.

Baseline
Research
Customer
i ! ! Complaint
, L
Customer Transaction » Receipt
Survey Record » Logging
i v » Categorizing
Most Random Invoice > R
Profitable Sample tear-off
Personal Telephone
Interview Interview
|5 .
= .| Written
o = QNR
=
& v
m .
= | On-line
= QNR
| Data Customer
™ Collection At-Risk
Statistical
Analysis NN A—
Periodic | . Problem
Reports | » |dentification
}% Performance Root Cause Problem
E Measures Analysis Resolution
]
=) Y v v
g Compensation szcé(éi?gn Atonement
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INTERNATIONAL TRADE

Alan C. Davis - Practice Leader

Alan Davis is a talented supply chain executive with proven record of P&L responsibility including organizational start-up,
business unit restructuring, new product conceptualization, customer relationship management, and staff development.
A results oriented management generalist with over twenty years of leadership experience he possesses excellent
people skills with demonstrated ability to lead, manage, and motivate a team. An articulate communicator with good
judgment and critical thinking skills, Alan has demonstrated the ability to handle complex, multi-department, multi-cultural
projects, manage start-up operations, and negotiate tough issues.

Alan has held senior logistics management positions with major high technology firms. As Director, Worldwide
Transportation & Logistics for Exodus, Alan created a professional transportation and logistics department focusing on
the entire supply chain. He managed the successful transfer of a centrally managed shipping and receiving function to
local management. He designed and managed a revenue recovery strategy generating over $3.1 million in five months
by reclaiming foreign governments Value Added Taxes (VAT), auditing freight bills, and auditing for duplicate vendor
payments. While at Amtech, a multi-million dollar radio frequency identification (RFID) technology company, he
revitalized a moribund rail and intermodal transportation market in Asia, Australia, and Americas.

As a consultant Alan managed engagements including: Hazardous Waste Operations and Emergency Response
(HAZWOPER) training, for industry, and Department of Transportation (DOT) training for transportation companies and
transportation and logistics management for Silicon Valley high-tech clients and San Francisco/Oakland based

transportation companies.

Alan’s strengths include process analysis with an emphasis on cost reduction and efficiency improvement. As a third-
party outsource logistics provider, he created and implemented strategic supply chain plans which significantly reduced
transportation costs while improving service performance and saving the cost of new warehouse construction.

Alan holds an MBA from Golden Gate University, San Francisco and a BA in Marketing from the University of North
Texas.
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INTERNATIONAL TRADE

INTERNATIONAL TRADE

»

O

Cross-border processes

Purchase and sales order management systems
Trade compliance and landed cost systems
e-Logistics trade event collaboration systems
Documentation preparation and control

Agency selection and assessment

Pricing and Tariffs

Offshore facilities and staffing

Foreign market development

U.S. CUSTOMS INTERFACE

4
4

Customs compliance
C-TPAT certification
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INTERNATIONAL TRADE

C-TPAT Certification Project Outcomes

External Security
Requirements to be
updated/changed

Internal Security
Requirements to be
updated/changed

Security Review and Design Security Review and Design
- Gap analysis between current capabilities

and future internal Security requirements » Gap analysis between vendor's and

partners’ current security capabilities and

- To-be process definitions critical for C- future requirements

TPAT certification

- Organizational recommendations for
internal requirements

- Process, technology and organizational
recommendations for external partners

- ldentification of “Quick Hit” external security

- ldentification of “Quick Hit” internal improvement opportunities

security improvement opportunities

Fulfill U.S. Customs Implementation approach
documentation and road map

requirements e

Questionnaire and Security Program nnm Supply Chain Security Roadmap

« Implementation plan to build, implement
- Submit a supply chain security a and operationalize the Supply Chain
questionnaire to U.S, Customs —_— | Security Program
- Develop and submit to U.S. Customs a — . Implementation resource requirements and
program to enhance security throughout the — i timing
supply chain in accordance with C-TPAT — - : 1
guidelines

sSSP 13
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LoGisTics & SuprpLY CHAIN SOLUTIONS

Roger W. Lowther - Practice Leader

Roger Lowther has thirty-five years of experience in all aspects of global logistics management including supply
chain management, eCommerce, strategic planning, logistics operations, systems integration, business process

analysis, financial measurement, customer service and sales & marketing.

Roger began his career with Consolidated Freightways, where he rose to Director of Operations of their airfreight
division. He has held senior management positions with Novo Air Freight, WTC Air Freight, Document Express,
Distribution Concepts International, MSAS Cargo International, Ernst & Young, Professional Logistics
Management and USCO Logistics. Most recently, as Vice President and General Manager of USCO’s
Transportation Services division, Roger was a key senior executive team member in helping USCO Logistics

deliver the “Integrated Logistics Solution” to a wide range of clients.

Roger has designed and implemented supply chain solutions that have substantially reduced costs and improved
service for clients across a broad spectrum of industries. He has significant Third Party logistics and

transportation outsourcing experience with the primary focus on:

« Client's requirements analysis - “The Opportunity Assessment”
» Marketplace Request for Proposal

» Development of “Best Practice” solutions

* Implementation planning, support and execution

« Establishment and measurement of “key success metrics”

Roger’s experience in international transportation management is especially deep in Europe and Asia where he
has developed global vendor consolidation programs to optimize transportation of inbound raw materials and

products using multiple modes and carriers.

His extensive background in logistics process engineering includes the development and installation of systems
for automated event management and Internet applications to reduce cost and improve the quality and timeliness

of information.
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LoGisTiCcS & SurPPLY CHAIN SOLUTIONS

LOGISTICS and SUPPLY CHAIN SOLUTIONS

Incremental and fully allocated cost modeling

Inventory and fulfillment management systems
Shipment and logistics management systems

Supply chain audit & analysis

Electronic data interchange (EDI//XML) implementation
Decision support modeling

Automated cross-dock conveyance barcode systems
Core carrier analysis and implementation

Equipment/asset utilization analysis

TRANSPORTATION OPERATIONS

»

Domestic container operations

Equipment, gate and yard management systems
Breakbulk vessel and terminal operations

Rail operations analysis

Long haul, intermodal and LTL trucking

MARITIME and INTERMODAL TERMINAL OPERATIONS

»

Ocean container operation evaluations
Container inland linehaul operations
Equipment/asset tracking and security systems
Rail terminal operations

Local drayage and cartage operations
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OPPORTUNITY ASSESSMENT

Companies are faced with an overwhelming number of options when considering enhancements to their supply chain.

The risks can be substantial, and the costs can be high.

The Opportunity Assessment Model depicted below, has been shown to be a useful tool to identify and evaluate
alternative logistics and supply chain solutions. Strategic Solutions uses this approach to assist clients in understanding
and documenting the current supply chain processes as well as preparing a foundation for improvement. The deliverable

is a road map to supply chain excellence.

This approach identifies key process strengths and weaknesses. It is useful for assisting in the selection of appropriate

information technology and for optimizing process throughput.

Let us assist you in evaluating your logistics and supply chain options.

Customer Performance Warehousing Transportation Inventory MIS Support
Service Criteria Stocking Points Activity Management of the
Goals Review Analysis Review Profile Distribution
Network
Analysis
Opportunity
Assessment
Identification and Quantification and Analysis of Establish timelines Identify those
Validation of the Prioritization of # maximum impact Iy and resources improvements that
key distribution [®short and long term solutions required to affect | |can be implemented
cost components potential changes 0 capture immediate
improvements savings

Customized Proposal to
|mplement changes Copyright © 2001 SSPLLC

Y
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ORGANIZATIONAL STRATEGY & DEVELOPMENT

Robert L. Cross - Practice Leader

Bob Cross is an experienced transportation/logistics professional with over thirty years of general management
background. His major strengths are in leadership and team building, strategic planning, marketing, sales,
quality management, change management and mergers/acquisitions.

Bob has eighteen years of proven success as a division president with four corporations. As a founding
partner with Pacer International Inc., Bob was instrumental in driving 1200% growth in four years. At Pacer his
responsibilities included president of the logistics group while acting as executive vice president of the

corporation responsible for acquisitions and change management.

Bob also held senior level positions in the various domestic units of the multi-billion dollar ocean shipping giant
American President Companies. He was brought on board at APC to start their overland trucking subsidiary.
There he wrote the strategy, hired the people, created the systems and processes, and in two years built this
strategic business unit into 600 trucks with a cost-per-mile efficiency that beat industry standards.

Prior to American President Companies Bob was employed by Schneider National Inc. in various positions
including president of the western division for eight years and EVP of Corporate Sales and Marketing for two

years.

Bob has experience in the high-tech industry having served as president of Meteor Communications, a joint
venture company bringing meteor burst technology to the communications industry.

Bob holds a degree in business administration from Michigan State University.
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GENERAL MANAGEMENT

» Organizational analysis and development

» Team building

» Cross-functional deployment

» Management performance assessment

» Project Management (business and systems)

» Organizational wellness evaluation

STRATEGIC ANALYSIS and PLANNING

» Corporate, division, and operating unit level strategy
» Tactical action plans

» Organizational analysis

» Information systems and service planning

» M&A analysis and implementation

SSP 18
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BUSINESS PLANNING

. . Analysis Phase
Our clients tell us that their most y
important business opportunity is
planning. But in the press of day-to- C > Teohnaloay
. . . » Processes » Economics
day business planning is often » Culture » Reguiation Adjustment
neglected. It is hard work and pACormpstltion - N as
ecessary
without a practical guide the Issue Scenario
Management || Analysis
planning process often results in v v
lans that are less useful than the Strengths Opportunities
p y Weaknesses Threats
could be. \—ﬁ
) ) Strategy Formulation
Strategic Solutions has found the
. . Strategic
following model to be useful in Issues
. . . h A 0 Ih
describing a practical planning + Vieon - < I;er\llqd\l,fl:
» Mission Options evie
process. » Goals h
» Objectives
Strategy
Selection
The process that is diagrammed ﬁ
along side delivers a workable plan
. . . Business Plan
that gives practical guidance to the
enterprise.
v v v v
Resource ||Organization Action Financial .
i 1 eployment ignment rograms udgeting
Strategic Solutions has successfully Depl Al P Budgeting | | Routine
. \ I I ‘ - Monitoring
developed  and implemented v
i X Milestones
business planning processes for Targets
clients using this model. ]
Contingency
Plans
|

We will work with you, each step of

the way, to help you create a plan
way P you P Performance

and install critical monitoring, review I—I
Accountability
and adjustment processes for your
Measurement

vs plan Copyright © 2001 SSPLLC

business that are useful, flexible and

enduring.
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PERFORMANCE MANAGEMENT

Managing performance is one of the most difficult tasks our clients face. Too often training is unsuccessfully applied
as a “cure-all” when other structural problems are the root cause. The diagram below illustrates the diagnostics and
remedies for various types of impediments to performance. Strategic Solutions has successfully developed and
implemented performance management processes for clients using this model. We can help you do the diagnostics
and develop the remedies to solve your performance problems.

v

. no
Does it matter? P Ignore it
yes
4
Provide © pes
Could he perform g Does he have the p» Is performance
training before? ability to perform? punishing?
¢ no
yes
y
HioyIce Did he perform e peromnancegl Remove
practice often? rem?arding? > rewards
yes ¢no
Are there
obstacles to oFEs"i‘a%‘I’ees
Provide performance?
feedback :
lno
Does he care?
no

Terminate
Copyright © 2001 SSPLLC
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Mergers and acquisitions present
serious challenges to even the most
talented of management teams.
During M&A events the company can
be vulnerable to loss of business and
resources. Customer defection rates
as high as 60% have occurred due to
uncertainty and competitive
exploitation.

Employees who are concerned about
their job security can seek career
opportunities with competitors, often
bringing business along with them.

A carefully crafted communications
plan can mitigate the uncertainty
inherent in mergers and acquisitions.

Strategic Solutions has assisted clients
in developing and implementing
customer and employee
communications processes such as
the model shown to the right.

Each event is carefully scripted for
each audience with the correct
message and timing. Each
communication is supported with the
right tool.

We can help you create an efficient
and effective communications process
to ensure that your customers and your
employees remain informed and loyal
during the M&A transition.

‘ M&A COMMUNICATION

EMPLOYEE
COMMUNICATION

CUSTOMER
COMMUNICATION

Message to Employees

Letter format. Describes the new
company. Discusses rationale for
merger/acquisition and the expected
impact on current employees. Restates
benefits to employees. Discusses
emotional implications of change and
provides a process for handling
questions.

Communications Guide
and
Events Calendar
A description of the frequency and type
of communications intended  for
customers. Provides written
instructions to the sales force on how to
behave and what to say to customers.

Included is a 30-day calendar that
depicts all related events (meetings, ad
placements, public announcements,
promotional literature availability etc.)
and facilitates the planning of
announcement telephone calls and
follow-up sales calls. Also contains
suggested scripts for the preliminary
telephone call, initial sales call and joint
sales calls.

Sales Bulletins
A series of information pieces
containing specific instructions to sales
reps. on how to conduct the sales
process for announcing the merger/
acquisition and how to introduce the
customers to the new company.
Contains an itemized list of sales aides
and new materials. Specifies the sales
call objective, models a typical sales call

and provides guidelines for using each
tool with a Q&A.

Customer Information

Directory
A portfolio of useful tools for the
customer to ease the transition from
one company/process to another.
Introduces the new brand and identity.
Contains a discussion of the reasons
for the merger/acquisition along with
benefits to the customer.

Includes a description of the features
of the combined companies, with a
“Quick Read” card showing names,
phone numbers and email addresses
of new (or existing) contacts for all
business processes. Contains tear-
sheets or reprints any advertising.
Includes the details of any special
promotions related to the merger/
acquisition.

Advertising
Trade and General Business Press.
Project awareness of merger/
acquisition. Display new brand and
identity. Recap features and benefits.
Set new theme for growth and service.

Point of Sale
Brochure describing the merger/
acquisition.  Contains a corporate
profile. Depicts scope and scale of
new operation. System map. Brand
and identity graphics.

Customer Profile
A three-part form containing sales,
operations and administrative
information necessary to serve the
customer. Completed during the call
to confirm understanding of customer

needs and to stimulate sales
discussion.
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ORGANIZATIONAL STRATEGY & DEVELOPMENT

The SSP CHECK-UP

The pace of business is accelerating and all too often you have no time or resources to step back, away
from the day-to-day pressures, to take a good, hard look at the health of your organization.

The Strategic Solutions team, partners, principals and associates, are seasoned professionals who have
accumulated decades of experience solving business problems across a wide spectrum of industries.

They are now available to apply their knowledge to your business.

We will assemble a team of professionals, experienced in your business to review your organization from
top to bottom. We will look at infrastructure, processes, technology, and culture. We will provide you
with a comprehensive review identifying strengths and weaknesses, and we will flag specific areas that

we believe place your organization at risk.

This process will typically require 5-7 man-days of onsite interviews and 2-3 man-days for analysis and
report generation. We commit to delivering a final report within 30 calendar days of engagement.

WHAT’S THE PROCESS?
The First Step in Strategic Planning

INTERNAL EXTERNAL
ANALYSIS ANALYSIS
. » Industry
> Capital » Technology
» People y E :
conomics
» Processes Requlati
» Culture D REEIETET
» Market
» Competition
v v
ritical Scenario
ssues Review
Strengths Opportunities

Weaknesses Threats  oqpp [ ¢
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QuicK RESPONSE LOGISTICS

Harold Goodman - Practice Leader

Harold has more than 25 years of experience in the Supply Chain Transportation Logistics Industry including 20
years of experience with two of the FEDEX operating companies Having rise to the level of Regional Manager at
FedEx Home Delivery and Director of Operations at FEDEXExpress.

Harold's business acumen includes leading a Team of start up operations growing them from 5 Locations to 28
locations in a two and a half year period while experiencing over 400% growth. He also coordinated the
construction of numerous capital projects including FedEx Import Clearance facility at Oakland Ca. and ran the
Oakland Regional Hub handling over 75 daily flights and over 300 trucks.

He has managed in numerous transportation disciplines with both integrated carriers as well as conventional
freight forwarders including express packages (cargo airlines), heavy Weight products, 3PL Fulfillment
International, Freight Forwarding Imports/Exports, Trucking (LTL/FTL).

Goodman has also worked as the Global Logistics Manager at Monster Cable Products Inc. a Consumer
Electronics company with operations both Domestically and internationally, responsible for World Wide
Logistics/Transportation and Contract Negotiations and was instrumental in obtaining over 1.5 m in savings in less
than a year.

Goodman has both a B.A. and MBA from Prairie View A&M University.
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SELECTED PROJECTS ‘

LOGISTICS

» Developed a global transportation plan for a shoe manufacturer. Audited freight expenditures, analyzed
contracts and uncovered nearly $750,000 in over charges. The new plan reduced the company’s annual

budget for air, ocean and intermodal transportation by over $2 million.

» Analyzed the transportation and distribution processes in the supply chain for a major food retailer.
Helped renegotiate ocean freight contracts that reduced transportation costs by nearly $500,000.

Recommended changes that resulted in lowering the total costs by 10%.

MARKETING and SALES

» Analyzed the sales and operational processes of a major regional LTL motor carrier. Recommended
organizational, process and personnel changes that resulted in significant profit improvement through a more

streamlined sales and operational system.

» Evaluated and revised the processes of yield improvement for ocean, rail, intermodal and trucking
companies. The ocean transportation company solution increased profitability three fold. The rail company
solution resulted in re-allocation of assets into the most profitable lanes and improved profit margins by 20%.
The intermodal company increased their bottom line by over $1 million annually while reducing support staff

by 20%. The trucking company’s profit increased nearly $12 million in the first year.

PRICING

» Developed a pricing process for an ocean transportation company that allowed the sales force to give
precise quotes to customers on all door-to-door transportation products. Recommended changes that
resulted in reduced customer response times and increased internal productivity with a smaller pricing staff.

DATA and SYSTEMS

» Analyzed current software requirements, determined future process needs, reviewed potential Year 2000
impacts and recommended an integrated software solution for a trucking company. Developed a data
warehouse to allow seven consolidated units to have a single normalized data source for all their decision-

making and financial analyses.

SSiP
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ASSOCIATES

LIST of ASSOCIATES

Strategic Solutions Partners has on-staff the following independent contractors. These professionals are
available to support our clients in the efficient completion of our engagements. Each of these partners,
principals and associates has the experience and talent to produce work product of the highest caliber. Our
commitment and performance guarantee applies to all contributing associates while engaged under the
direction of Strategic Solutions Partners.

Alan Courtney - Partner — Customer Relationship Management
Bert Hall - Partner — Business Process Analysis and Design
Roger Lowther - Partner — Logistics and Supply Chain Solutions
Alan Davis - Partner — International Trade
Bob Cross - Partner — Organizational Strategy and Development
John Dahl - Principal — Financial Services
Harold Goodman — Principal — Quick Response Logistics
Dennis Lordan — Principal — International Trade
Bob Rosevear - Associate — Public Sector
Barbara Jones — APB Global — Executive Search
Rich Green - Consultant - Public Transportation
Rick Hill - Rick Hill Associates - Maritime and Intermodal
Jill lvie - lvieCommunications - Marketing Communications
Peter Kuhlman - P/K Advertising - Advertising and Promotion
Geoff Davis — Scripps Institute - Process and Technology Integration

The Project Group - Project Management Training Specialists
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CLIENTS & REFERENCES ‘

PARTIAL LIST of CLIENTS

Airwalk Genesee & Wyoming RR NYK Lines
American Ship Management Global Intermodal Systems PAC AM

ANR Advance/Coastal Corp. Graniterock Pacer International
APL/NOL Hawk Pacific Corporation PASHA

Apple Computer IBS/COSCO Port of Oakland

Banta Global/Compaq
Boland Trucking
CTI Transport

Matson Logistics Solutions
Matson Navigation
Morgan Driveaway

Professional Logistics
Road & Rail Services
Roadlink USA

Freightmasters USCO Logistics

“Thanks for your assistance in providing us the process that has, and will continue to have, a positive impact on
our company. We continue to develop the strategic plan but without your direction our efforts would not be as
effective. The benefits we achieved will make a difference in the type of company we are...and are becoming.”

Dick Jackson
Road & Rail Services, Inc.

“Our board of commissioners enthusiastically and unanimously accepted the marketing strategy we created.
This was due in large part to your process and assistance. Thank you.”

Jerry Bridges
Port of Oakland

“SSP delivered our C-TPAT application for certification as promised in a timely and cost efficient manner. As a
result we were awarded full certification in less than 30 days.”

J. R. Thornton
Pacer Stacktrain

“Your responsiveness, creativity and thorough analysis were important contributions to advancing our
competitive strategy.”

Tom Jones
USCO Logistics

“SSP assisted us through a rigorous C-TPAT certification process. Compiling and integrating the information
from six separate companies presented challenges for US Customs, but SSP steered us through to completion
and eventual certification.”

Dennis Van Wagner
Roadlink USA
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CLIENTS & REFERENCES
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Strategic Solutions Partners is dedicated to providing the best consulting services at a fair price. We
proudly develop close working relationships with our clients and strive to build lasting goodwill. We
stand behind all work performed and take pride in our professionalism and integrity. We are confident in
our ability to deliver as promised.

UNCONDITIONAL GUARANTEE
If, for any reason, you are unsatisfied with our work product, or
if you believe we have failed to meet our commitments we will

refund all charges for professional services.

Engagement Manager
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