
April 2018

 Publication mail agreement #40063170

Automation 
FOR ALL

Solutions 
for smaller 

warehouses, 
p12

ALSO INSIDE
 3 TAKING STOCK 

  5 SUPPLY CHAIN SCAN

 28 TRADE UPDATE

 30 INSTALLATION INVENTORY

 35 LEARNING CURVE

 37 LEADING EDGE

 38 SAFETY FIRST

Third-Party  
Logistics  

in Canada 
p22

Green drones 
p19

Sky-high  
real estate  
prices and  

network design 
p27

NEW!
Supply Chain  

Smarts, p34



2018 Holiday Wish List
Maximize performance for PEAK

Speed up order cycle times

Extend end of day cut off

Efficient returns processing

Increase your order processing capacity -  

Become holiday ready with Dematic solutions  

that deliver efficient and cost effective  

omni-channel distribution. 

Visit dematic.com/orderfulfillment or call 1-877-725-7500.



TAKING STOCK

Automation. It’s a hard topic to ignore in the warehous-
ing and distribution world these days. 

Browsing through the pre-MODEX show press releases, 
I’m struck by the preponderance of automated products 
that will be on display. (We’ll bring you coverage from 
MODEX in the inaugural June edition of Inside Logistics –
MM&D’s new identity – and online.) 

It’s a sign that DC and warehouse operations managers 
need to be considering automated options. If you want to 
stay competitive, improve safety and productivity and reduce costs, automation 
is one way to achieve these goals. 

Far from being a threat to human workers, many forms of warehouse automa-
tion actually stand to improve the work experience. From robots that bring goods 
to the workers in picking operations, reducing ergonomic strains, to automated 
forktrucks that take a lot of the risk out of the human-machine interface on the 
DC floor, these devices are demonstrating enormous potential. 

Contrary to conventional wisdom, introducing automation is possible whether 
you are running a very large or even a very small operation. New, off-the-shelf 
technologies with low up-front costs are making it possible for even moderately 
funded DCs to get aboard. Our feature “Meet your new co-worker”, starting on 
page 12, takes a look at some of the options and strategies smaller operations can 
employ to join the automation revolution.

Continuing with the automation theme, we are also sharing the experience of a 
Canadian distributor, Diversco, which has implemented a shuttle system for parts 
storage and retrieval (page 16) and we also examine the green credibility of drones 
as a last-mile delivery option. The results are somewhat surprising, so don’t miss 
this feature on page 19.

In case you missed our announcement last issue, with the June 2018 edition, 
MM&D will change its identity and become Inside Logistics, Canada’s Supply 
Chain Magazine. We are really excited about this pending change, and are hard 
at work planning the transition. To that end, we would love to hear your sugges-
tions and ideas for features, regular columns and more. Please drop me a line with 
your ideas! emily@newcom.ca 

Automation for all  
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Green drones
Drone deliveries 

can be sustainable, 
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Warehouse safety excellence

By Emily Atkins

For companies seeking safety 
excellence, simply trying to do 

better at the basics is not enough. 
This message was the core of a key-
note presentation by Jeremy 
Shorthouse, manager, environmen-
tal health and safety for Molson 
Coors, at the February 21 Workplace 
Safety and Prevention Services’ 
(WSPS) warehouse safety confer-
ence in Mississauga, Ontario.

Close to 150 participants with 
warehouse safety responsibilities 
gathered to hear Shorthouse and a 
host of other speakers talk about both 
big-picture and detailed safety issues. 

Shorthouse asked his audience to 
visualize “safety heaven”, then chal-
lenged them to compare this to their 
own company’s practices. “Has your 
leadership and health and safety 
committee sat down together and 
outlined what health and safety look 
like for your organization?” he asked. 

Eliminate luck

Companies that aim for a target of zero lost-time incidents (LTIs) 
scare him, Shorthouse said, because success here can simply be the 
result of dumb luck. To illustrate his point he showed a dramatic 
video of a forklift bumping into racking in a crowded and messy 
warehouse. The loaded racking then collapsed onto the machine as 
the operator bailed out and scrambled to safety. That company, he 
noted, had a safety record of 1,347 days since its last LTI. Why? 
Pure luck. “The goal,” he said, “is to eliminate luck.”

Zero incidents is a lagging indicator. Shorthouse said you should 
harness the “power of 100 percent” instead by using leading indicators. 
This means 100 percent success in all the following areas: leadership 
buy-in; employee involvement; employee empowerment; health and 
safety compliance; health and safety inspections completed; and, health 
and safety corrective actions taken. Making sure these are all checked 

off takes luck out of the equation. 
He talked about the importance of 

values in building a safe work culture 
at your organization. Employees work 
safer when they believe it’s important 
to the bosses, he said, adding that 
excellent managers manage by values 
not priorities, because priorities can 
change but core values do not. 

It’s up to the most senior person 
to be accountable and to challenge 
the status quo to inspire others. This 
requires visibility, participation, 
coaching and empowering all 
employees to take the lead when 
they see something that needs to be 
fixed. It also means using rewards 
to reinforce safe behaviour and pro-
active problem solving. 

Shorthouse summed by by giving 
the audience four takeways: 1. Define 
health and safety for your company. 
2. It’s a journey; don’t expect over-
night transformation. 3. Zero inci-
dents means nothing. 4. Use leading 
indicators and the power of 100 
percent.  

Marijuana in the warehouse
“What employees do on their own time must become our business,” 
said Dan Demers, the conference’s second keynote speaker. 

Demers is senior manager, strategic business development at 
CannAmm, a provider of occupational and employment drug test-
ing services. He explained that there are big gaps in the information 
available about marijuana’s effects on human behaviour and per-
formance, and what we do know suggests employers may be in for 
a bumpy ride as the new legalization legislation takes effect.

Intoxication versus impairment

The pending Canadian legislation is making a big mistake Demers 
said, mixing up intoxication (which works well for alcohol inges-
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Jeremy Shorthouse of Molson Coors asked the audience to 

envision ‘safety heaven’ in his talk on safety excellence. 

WSPS conference demonstrates many ways to get there

CONTINUED ON PAGE 7
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tion) with impairment. Alcohol contains one substance that impacts 
behaviour: ethanol. Cannabis is much more complex, with an average 
cannabis plant containing over 70 psychoactive cannabinoids. These 
are the chemicals that give the “high”, or, more scientifically, disrupt 
the human nervous system that regulates how we perceive the world 
around us.

The brain disruption caused by ingesting cannabis varies widely 
depending on how it is ingested (Demers noted six ways, including 
smoking, eating, transdermal, eyedrops, aerosols and rectal), the 
specific plant itself (marijuana plants are highly genetically modified 
to promote certain traits and to increase the concentration of 
THC (Tetrahydrocannabinol), and the form of the product 
(for example, concentrates like ‘shatter’ contain up to 90 percent 
THC). Most studies on the effects of cannabis have been done 
on smoking. It is impossible to predict how other forms and 
modes of ingestion will impact impairment, he says.

Apple vs hubcap

But, it is known that brain disruption caused by cannabis 
ingestion lasts well beyond the feeling of impairment. It can 
be more than 24 hours or, for chronic users, more than 20 
days. Alcohol disrupts neurotransmitters, the chemicals that 
allow nerves to make connections, but once the alcohol is 
processed by the body, the effects are gone. This is why com-
paring alcohol to cannabis is “like comparing an apple to a 
hubcap,” Demers said. 

Marijuana’s lingering effects include lowered alertness; 
divided attention; loss of complex reasoning; impaired memory; 
and poor judgment of distance, speed and time. And this is 
why, Demers said, employers will now have a stake in what 
employees are doing on their own time. 

Medical marijuana

While evidence shows marijuana to be helpful for conditions like 
MS spasticity, chronic pain and nausea, Demers noted, the Canadian 
Medical Association does not believe there is enough evidence to 
warrant considering medical marijuana as a “medical intervention”. 
Nonetheless, it is legal, and since 2014 medical marijuana users have 
jumped 10-fold in Canada. 

In the workplace, Demers said employers need to check the medical 
authorization of employees using it, and then make accommodation 
via alternate medical treatment, modifying the job or placing the 
employee on leave (medical or otherwise). Although it may be legal, 
without a Drug Identification Number (DIN) its pharmacokinetic 
properties are unknown and you don’t have any way of knowing how 
it will affect an employee’s work performance. 

Focus on risk

Since THC’s effects are so variable, employers need to focus on the 
risks rather than trying to determine impairment, Demers asserts. 
The U.S. Department of Transport has implemented a zero-tolerance 
policy for its employees, but managers will need to manage policy 
changes like this carefully, as it will be controversial. 

As well, Demers counseled employers not to make these common 

mistakes in dealing with drug and alcohol use on the workplace. Don’t 
send drunk workers home in their own vehicle; instead let them sleep 
it off in a break room. Don’t fire an employee who asks for help with 
an addiction issue. Don’t be inconsistent. Don’t turn a blind eye to a 
supervisor who is dealing drugs on your premises. 

Introducing a “fit for duty’ program will be a key step, Demers 
said. It needs to balance employees’ rights against risks to safety. First 
you need to establish a policy, then train supervisors to recognize 
staff who are unfit for duty. Finally you may implement a drug-testing 
program, but it must be forensically sound so as to be defensible.

Sleeping and the job
We live in a sleep-deprived society, 
and whether it’s due to shift work, 
family life or too much screen time, 
the effects are the same. Aside from 
the immediate effects of poor con-
centration and lack of energy, chronic 
poor sleep can contribute to obesity, 
cancer, heart disease and depression, 
said Stacy Irvine, the founder and co-
owner of Totum Life Science, a health 
and fitness practice in Toronto, in a 
presentation at the WSPS event. 

Given the serious side effects of 
sleep deprivation and night-shift 
work which she detailed in her talk, 
Irvine underlined that shift work is a 
safety hazard. 

However, its harmful effects can 
be minimized by using a rotation of 
two to three day shifts followed by 

two to three night shifts. As well, employers should incorporate 
extra rest breaks and sleep rooms for night shift workers, and rotate 
the shifts forward from daytime to afternoon to night. 

Irvine offered several self-help suggestions for her audience, 
which employers should support. 
• She counseled those who work shifts to concentrate on good 

nutrition because the choices made at night tend towards bad 
salty, sugary foods with low nutritive value. 

• Increasing exercise is another way to minimize the effects of shift 
work. Doing it before work makes it a priority and harder to skip, 
she said. 

• Sleep well when possible and get more than four to five hours a night.  
• Get frequent screening for cancers and other health issues associ-

ated with shift work.
• Don’t work for more than eight hours at a time, and if you must, 

a break of 45 minutes will help to reduce errors on the job.
• Avoid caffeine for at least five hours before you need to sleep and 

also avoid alcohol as it disrupts sleep patterns. 
• If you work the night shift and go home in daylight, wear sun-

glasses as reducing the amount of light in your eyes will help you 
get to sleep.  MM&D

Stacy Irvine of Totum Life Science 

advised how to get better sleep.
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Poor project management wastes trillions

By MM&D Staff

Around US$1 million is wasted every 20 
seconds collectively by organizations 

around the globe due to the ineffective imple-
mentation of business strategy thanks to poor 
project management practices. This equates 
to roughly $2 trillion dollars wasted a year.    

The 2018 Pulse of the Profession, a global 
survey conducted by Project Management 
Institute (PMI), shows that on average orga-
nizations waste 9.9 percent of every U.S. 
dollar (numbers were converted from local 
currencies) due to poor project performance. 
As well, 31 percent of projects do not meet 
goals, 43 percent are not completed within 
budget, and nearly half (48 percent) are not 
completed on time.

Executive leaders may be out of touch 
with this reality, as 85 percent surveyed said 
they think their organizations are effective 
in delivering projects to achieve strategic 
results. These factors are leading to colossal 
financial losses for businesses around the 
world, with a significant, broader macro-
economic impact. 

“Project management is the driver of strat-
egy, but organizations are failing to bridge 
the gap between strategy design and its deliv-
ery,” said Mark Langley, president and CEO, 
PMI. “Effective project management to 
implement an organization’s business strat-
egy is key, and has a significant impact on 
the bottom line.” 

China reported the lowest average mon-
etary waste on projects (7.6 percent or $76 

million per $1 billion), followed by Canada 
(7.7 percent or $77 million per $1 billion), 
and India (8.1 percent or $81 million per  
$1 billion). By contrast, Australia reported 
the highest average waste on project spend-
ing at 13.9 percent or $139 million per $1 
billion, while the U.S. was in the middle of 
the pack at 10.2 percent or $102 million per 
$1 billion. 

“There is a powerful connection between 
effective project management and financial 
performance,” continued Langley. “Organ-
izations that are ineffective with project 
management waste 21 times more money 
than those with the highest performing proj-
ect management capabilities. But the good 
news is that by leveraging some proven prac-
tices, there is huge potential for organizations 

Survey finds Canada one of the least wasteful

Experience, Connections, Opportunities
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to course-correct and enhance financial 
performance.” 

In an era of increased financial scrutiny, 
shifting competitive pressures, and business 
disruption from evolving technology, the 
survey results point to five critical factors 
that can help organizations drive perfor-
mance through more effective implementa-
tion of strategy. 
1 Executive sponsor engagement 

The top driver of projects meeting their 
original business goals is an actively engaged 
executive champion or sponsor. But at the 
same time, organizations report an average 
of 38 percent of projects not having active 
executive sponsorship, which points to the 
need and opportunity for executive leaders 
to be more engaged. 
2 Connect strategy design and delivery 
Executives often fail to recognize that effec-
tive project and program management is 
what delivers on strategy. More than a third 
of organizations (35 percent) report not hav-

ing strong alignment of initiatives and proj-
ects that directly deliver against strategy. 
C-Suite executives need to recognize the full 
potential of project management to execute 
strategy. 
3 Optimize investment in implementation 

Organizations often prioritize investment in 
developing strategy over proper execution. 
There appears to be a disconnect between 
executive leaders and project managers here. 
While 84 percent of executive leaders believe 
they areprioritizing and funding the right 
initiatives and projects, only 55 percent of 
pProject management office (PMO) leaders 
agree. This suggests organizations might not 
be putting priorities in the right place. 
4 Leverage disruption – get agile 

In a world with an accelerated pace of innova-
tion, disruption is the new normal. So, it’s not 
surprising that 83 percent of project managers 
report digital transformation has either mod-
erately or dramatically impacted their work 
over the past five years. But while 71 percent 

of organizations report greater agility over 
the last five years, only 28 percent report 
having high organizational agility overall.
Looking forward, organizations that can 
leverage disruption and remain agile can 
drive both financial gain and competitive 
advantage. 
5 Define and track success metrics 
The survey showed that 52 percent of projects 
experience scope creep and 48 percent are 
not delivered on time, leading to huge finan-
cial losses. Defining success measures up 
front helps ensure projects stay on track, and 
meet budgets and goals.  

The Pulse of the Profession Survey was 
conducted online in October 2017. The report 
includes insights from 4,455 project manage-
ment professionals, 800 project management 
office (PMO) directors, and 447 executive 
leaders from a range of industries, globally, 
including information technology, financial, 
manufacturing, government, energy, con-
struction, and telecom. globe.           MM&D

Workers positive about AI
Eighty percent of employees see artificial 

intelligence as a positive influence on 
work.     

According to a global survey of nearly 
3,000 employees across eight nations con-
ducted by The Workforce Institute at Kronos 
Incorporated, 80 percent of employees sur-
veyed see significant opportunity for artificial 
intelligence (AI) to create a more engaging 
and empowering workplace experience, yet 
admit a lack of transparency from their 
employers is a primary driver of fear and 
concern. 

“The Engaging Opportunity: Working 
Smarter with AI” survey, conducted with 
Coleman Parkes Research, explores how 
employees – both hourly and salaried from 
a variety of industries in Australia, Canada, 
France, Germany, Mexico, New Zealand, the 
United Kingdom, and the U.S. – believe 
emerging technologies should be used to 
improve the future of work. 
Employees from all eight nations would wel-
come AI if it simplified or automated time-
consuming internal processes (64 percent), 
helped better balance their workload (64 

industries, 27 percent of logistics/transportation 
organizations have discussed the topic openly.

“Large, mid-market, and even small busi-
nesses are preparing to implement AI technol-
ogy but to be truly successful the imple- 
mentation must embrace the workforce in an 
open and transparent way,” said Ian Parkes, 
director, Coleman Parkes Research. “AI will 
have a positive impact providing fairer man-
agement and increased workforce flexibility 
and productivity. Fear is down to the unknown 
and better communication will allow the 
undoubted benefits of AI to be maximized 
across an organization.”  MM&D

percent), increased fairness in subjective 
decisions (62 percent), or ensured managers 
made better choices affecting individual 
employees (57 percent). Workers in Mexico 
are most enthusiastic about AI’s benefits, 
while Canadian and U.S. employees are ready 
to welcome it. Employees are least favourable 
in France and Germany. 

Openness is key

According to the survey, 58 percent of orga-
nizations internationally have yet to discuss 
the potential impact of AI on their workforce 
with employees. However, 61 percent of 
employees say they’d feel more comfortable 
if employers were more transparent. 

The U.S. is the most secretive, with 67 per-
cent of employees reporting they have no 
knowledge of their organization’s plans for 
AI. Employees in Canada (66 percent) and 
the United Kingdom (62 percent) are similarly 
in the dark. More than two-thirds (67 percent) 
of employees in Mexico say their organization 
has openly discussed AI with employees. 

In Canada 37 percent of financial services 
organizations, 33 percent of manufacturing 
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Earning the CCLP® designation is easily the single best thing you 
can do to boost your career prospects. It can set you up for better 
pay, more advancement opportunities, and a range of management 
pathways and options across the sector. Plus, you’ll develop 
and demonstrate cross-functional capabilities that can deliver 
better business results—and more personal job protection. 
Depending on your background, your CCLP designation 
might be within closer reach than you think. Call or click  

www.citt.ca/cclp • 416.363.5696 

What’s the  
most rewarding  
career decision  
you’ll ever make?

Your best choice for 
complete career-long 

 
in supply chain logistics 

®CCLP

Spring Courses 

Start May 7

Joan Hardy joined Canadian Pacific Railway Ltd on April 1 as vice-

president, sales and marketing, grain and fertilizer. Hardy moved to 

CP after 12 years at Richardson International, Canada’s largest agri-

business and a global leader in agriculture and food processing, where 

she served as vice-president, transportation. Before joining Richardson 

International, Hardy spent 21 years at Canadian National, where she 

held various roles, including assistant vice-president, sales, and senior 

director in CN’s customer service centre. Hardy will be located in 

Winnipeg. She is a graduate in mechanical engineering from the 

University of Manitoba and a member of the Association of Professional 

Engineers in Manitoba.

Cargo Montreal (CargoM), the Logistics and 

Transportation Metropolitan Cluster of Montreal, has 

appointed Magali Amiel as director, strategy and 

projects. Amiel has been a member of the CargoM 

team since its inception in 2013. She served as senior 

project manager and for several years has managed 

CargoM working groups. Her academic background 

and career path enabled her to develop extensive 

expertise in freight transport and logistics at both the metropolitan 

level and internationally.

The Retail Council of Canada (RCC) welcomed Marc 

Fortin as the new president, RCC-Quebec. Until 

recently, he was the president and CEO of Distribution 

Canada Inc (DCI). He brings more than 25 years experi-

ence as a sales & marketing professional experience 

gathered in CPG companies or as a consultant through 

his own firm, StratMk. He also held executive positions 

at the National Convenience Stores 

Distributors Association (NACDA), 

which he led for many years; at 

Molson, where he led a major restruc-

turing of the sales, marketing and 

category management departments; 

Canada Bread, as their director of 

innovations, regional brands and US 

business development; Borden-

Catelli, Maple Leaf and Kellogg’s. He holds a bachelor’s degree in 

Marketing and Economic sciences from the University of Montreal. RCC 

also nominated Marie-Claude Bacon, senior director, corporate affairs 

department at Metro Inc. and Thierry Lopez, marketing and corporate 

affairs manager, Quebec at Best Buy Canada, as president and vice-

president respectively on RCC Quebec’s board of directors.

MOVERS + SHAKERS

MAGALI AMIEL 

MARC FORTIN 

MARIE-CLAUDE 
BACON

THIERRY LOPEZ
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Tecsys Inc. has hired Laurie McGrath as its new chief 

marketing officer. Before joining Tecsys, McGrath was 

CMO for Intalere (formerly Amerinet), where she led 

rebranding efforts and integrated marketing initiatives 

with a focus on healthcare. She was also interim CMO 

and vice-president of marketing for cloud and IT out-

sourcing provider Savvis; vice-president of product 

marketing for SourceMark International; and vice-

president of marketing for the Marshall Group, a financial services 

provider. She also served as director of Marketing for HighJump Software.

Cimcorp has promoted service supervisor Bradyn 

Kelly to customer support manager. In his new role, 

Kelly will oversee all work and services provided by 

the customer support department in North America. 

Kelly joined the company in June 2015 as a project 

coordinator to provide after-sales support to Cimcorp’s 

customers. By demonstrating a keen understanding 

of Cimcorp’s solutions, handling multiple projects from 

conception to completion, and maintaining strong customer relation-

ships with regular site visits and maintenance, he was promoted to 

service supervisor in January 2017.

The federal minister of transport, Marc Garneau, announced the fol-

lowing appointments and reappointments. Pacific Pilotage Authority: 

Peter Bernard (reappointed as director for a term of two years); 

Katherine Bright (reappointed as director for a term of three years); 

Captain Allan Ranger (reappointed as director for a term of three 

years); Vasiliki Raptis (newly appointed as director for four years); 

and Victoria Withers (newly appointed as director for a term of four 

years). Ridley Terminals Inc: David Bromley (reappointed as director 

for a term of one year); Shiva Dean (newly appointed as director for 

a term of three years); Melanie Mackay (newly appointed as director 

for a term of four years); and Catherine Wade (newly appointed as 

director for a term of four years). Prince Rupert Port Authority: 

Beverley Percival (newly appointed as director; term of three years).

Ken Soper has returned to Conveyco Technologies, an integrator 

of automation systems for fulfillment and distribution centres, in the 

role of sales engineer. Soper brings over thirty years in the material 

handling industry. He has a degree in mechanical engineering from 

University of Massachusetts Dartmouth and has led installations of 

many of the automated material handling technologies available today, 

such as robotics, conveyors, sorters, automated storage and retrieval 

systems (ASRS), and automated guided vehicles (AGV). 

MOVERS + SHAKERS

LAURIE MCGRATH 

BRADYN KELLY 
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SAY 
TO YOUR NEW 
CO-WORKER

This OTTO unit 
is equipped 
with robotic 
arms that let it 
perform specific 
tasks without 
needing human 
intervention.
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By Treena Hein  

R
obotic applications are quickly 
spreading across the warehous-
ing and logistics sector, a mar-
ket expected within four years to 
reach $22.4 billion – more than 11 

times what it was in 2016. 
That’s one of the findings presented in 

‘The ROI of Robotics’, a report published 
recently by Yale Materials Handling. 

Autonomous technologies are ready for 
deployment, the report says. While early 
adopters had to put up with ground-guided 
vehicles that followed wires, tape, magnets 
and reflectors, AGVs on the market today 
are truly self-guided. The advent of vision 
technology means robotic mobile equip-
ment can operate without fixed infrastruc-
ture, making it flexible and easy to use. 

In goods-to-person (GTP) fulfillment 
workflows, AGVs remove the need for 
employees to know and navigate to inven-
tory storage locations, leaving them to focus 
on packing orders as quickly as possible using 
inventory brought to them by the AGV. 

Large leads the charge

Autonomous lift trucks and other small 
vehicles have been on the market for sev-
eral years now, and as is the case with most 
new technology, big firms like FedEx and 
DHL are leading the adoption charge. 
FedEx has been testing five Vecna robots at 
one of its hubs, and that if all goes well, it 
will likely replace all tuggers at that location 
with robotic ones. It’s not hard to imagine 
that in the future, all large DCs will have 
most, if not all, transport of inventory and 
more being done by AGVs, but will that be 
the case with smaller DCs as well? 

We know that the primary benefit of AGVs 
– helping with labour shortages and turnover 
– is something all DCs can use no matter 
their size, but Chris Merta, product manager 
for automation at Raymond Corporation, 
says labour challenges are even more acute 
in smaller firms. Across the U.S., 600,000 

with outbound orders on them can be 
picked up before they are full, making for a 
more even flow of traffic. 

Health & safety

Robotic lift trucks also reduce accidents 
meaning improved health and safety per-
formance and also less product damage and 
wear and tear on warehouse infrastructure. 
While self-driving technology is under 
considerable scrutiny after an Uber auton-
omous vehicle collided with and killed a 
pedestrian in the U.S., autonomous ware-
house vehicles have proven to be very safe. 

And the costs of accidents are high. 
Human-operated warehouse forktruck 
accidents are the second largest cause 
of freight damage and inventory losses 
and account for more than 13 percent of 
claims, in the U.S. more than 100 fatalities 
are attributed to forktruck collisions, and 
another 20,000 people are seriously injured. 

Eliminating operator error by using 
an automated forktruck promises to help 
reduce the risk of these expensive incidents. 

Productivity is also boosted by improv-
ing equipment longevity through smoother 
automated operation, and interruptions 
are avoided as the AGVs are able to find 
alternative routes when needed, and in the 
case of multiple AGVs in one facility, if one 
encounters a delay-causing obstruction, it 
lets all other units know as well. 

Furthermore, “since they are simply 
standard lift trucks with robotic technology 
added,” states Yale in its report, “the same 
local dealer personnel can provide service.” 

Merta adds that the telematics on Ray-
mond’s automated trucks also provide the 

 Robotic lift trucks target the  
 repetitive, exhausting tasks that are  
subject to turnover,          EXPLAINS LOU MICHELETTO

How smaller distribution centres and warehouses are adding autonomous 
vehicles to increase productivity and save costs 

warehouse jobs went unfilled as of May 2017, 
and the annual turnover rate for warehouse 
workers is still about 36 percent. 

“While there may be some fear that 
automation will take away jobs, robotic lift 
trucks target the repetitive, exhausting tasks 
that are subject to turnover,” explains Lou 
Micheletto, Yale’s manager of integrated 
solutions. “Most robotic equipment is jus-
tified by alleviating the constant churn of 
these high-turnover positions and the con-
stant rehiring and retraining burden it can 
place on management, while also allowing 
the reassignment of labour to more reward-
ing, higher value-added tasks.”

Labour savings

Whether it’s a big DC or a smaller one, 
AGVs provide savings on all labour fronts, 
from wages (including overtime and holi-
day pay), training costs, insurance, workers’ 
compensation, and lost time due to illness 
or injury. AGVs can work 24/7, except to 
wait for a few minutes once in a while its 
battery is swapped for a fresh one. Merta 
adds that labour accounts for 72 percent of 
lift truck ownership expenses. 

And as Yale states, quoting the Mate-
rial Handling & Logistics U.S. Roadmap 
2.0, “automation will likely continue to 
become less costly, while wages and ben-
efits for human workers will increase over 
time.” Micheletto notes that robotic lift 
trucks are especially valuable for the time 
between shifts, 15-minute breaks and 
lunches. “When workers return,” he says, 
“the inbound lanes are clean.” 
Simon Drexler, director of product at 
Waterloo, Ontario-based OTTO Motors, 
adds that with a self-driving vehicle, carts CONTINUED ON PAGE 14 
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benefit of data collection and analysis. This 
could allow DC managers to pinpoint where 
(and how often) the AGV is forced to find 
an alternative route, for example, or to com-
pare how many trips the AGV makes over 
the course of one shift versus others. And 
with both software and hardware updates 
to come in the future, these robots can also 
adapt to many new challenges.

On the market

Depending on whether a facility is oper-
ating two or three shifts and other unique 
facility factors, major AGV makers agree 
that ROI is usually reached within a year 
or two. To help maximize ROI, in 2016 
Dematic launched a compact line of AGVs 
costing up to half that of traditional units. 
By the end of 2017, almost 50 units had 
been delivered to customers, and this 
amount has already been exceeded in 2018. 

The compact lineup includes a tugger 
capable of towing up to 10,000 pounds, a 

Robotics offers a range of equipment from 
a 20-kilogram-payload tugger up to a 
4,500-kg tugger and 3,500-kg pallet lifter. 

Why smaller DCs hesitate

There are many reasons why a smaller 
DC manager may not have explored AGV 
territory. According to Drexler, smaller 
warehouse managers don’t want to try 
autonomous vehicles for the same reasons 
that people generally don’t want to engage 
with any new technology: it’s unfamiliar. 
Furthermore, he says managers may feel 
their facility is not suitable is because it’s 
too busy with equipment and people, or 
because it changes frequently. 

Some managers also hold the miscon-
ception that self-driving technology is not 
intelligent – and that it therefore perhaps 
requires onerous ongoing supervision or 
management. However with OTTO, Drex-
ler says “you set the goal and it will find a 
way to do it.” 

Distribution Automation

Dematic has recently introduced a new line of AGVS with a lower cost of ownership.

counterbalance fork truck capable of lifting 
2,500 pounds, and a straddle fork capable 
of handling larger and heavier loads up 
to 3,600 pounds. A fourth model to be 
launched later this year will allow for a 
powered conveyor deck, racking/shelving 
or robotic arm to be mounted to the back. 
Dematic has been offering automated lift 
trucks under its own and the Egemin Auto-
mation brand.

Yale offers three robotic lift trucks, one 
that lifts pallet loads a few inches off the 
ground and transports them, a tow trac-
tor model that hauls loads on top of trol-
lies, and a counterbalanced stacker model 
capable of retrieving and depositing pallet 
loads up to 12 feet off the floor. Raymond 
offers both an automated pallet jack and 
automated tow tractor. OTTO offers two 
self-driving vehicles, a small unit designed 
to move boxes and other human-scale pay-
loads, and a larger unit, which can move 
pallets, racks and other large items. Vecna 
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Lastly, there are also those, in Drexler’s 
view, who think an AGV or self-driving 
system will be too complex to set up. Set 
up for his product is very quick, he says, 
often under two hours, and operation is 
extremely simple, involving standard con-
sumer-type app technology. “The largest 
pitfall to adopting automation in a smaller 
setting is taking the first step,” he says. 
“Knowledge is the key.”

In terms of first steps, Micheletto notes 
that Yale is often approached by smaller 
DC managers at trade shows. They will also 
call the company because a distributor has 
stimulated their interest.

“Smaller operations may not know it’s 
even an option for them,” he notes. “We 
perform due diligence beforehand to make 
sure a defined task is doable and does not 
require value-added capability beyond the 
robotic lift truck’s transport and lifting/
retrieval capability. Then, we come in and 
install the truck.” 

Drexler says OTTO is approached by cus-
tomers after they have analyzed their own 
process and they want to to discuss what 
would work best. “Some customers want 
facility analysis,” he says. “We can run many 
different types of simulations, from number-
based estimates in Excel right through to 3D 
simulations of the entire facility.”

Merta believes it’s highly beneficial 
for smaller organizations to align with a 
trusted vendor with whom they can work 
closely to determine needs and find the 
best application for their exact situation. 
“As organizations become more comfort-
able with adopting technology and imple-
menting it,” he says, “they can expect all 
pieces to come together and work right out 
of the gate.” 

What happens next

After an AGV is implemented, there is usu-
ally a period of organic discovery and appli-
cation growth. 

“When they realize the truck’s benefits, 
they begin to look at other areas where it 
could be applied and determine how to get 
more out of the truck,” Merta says. “The 
next steps for these organizations is the dis-
covery phase to learn of new applications 
within their facilities so they can increase 
truck usage and the product’s value.” 

In his view, it’s important that manag-
ers of smaller DCs remember that an auto-
mated vehicle is a technology purchase, not 
a commodity purchase – a systems-ori-
ented asset rather than a transactional buy –  
and this can sometimes be a challenge to 
understand. These companies are not buy-
ing trucks the way they used to buy them, 
he says, so proper research is important. 

It’s also critical in Merta’s mind to 
explain the benefits one or more AVGs will 
provide – especially how the roles of former 
transport equipment operators can be posi-
tively affected with value-added tasks and 
roles. 

A member of the team

Regarding implementation, Drexler notes 
that “almost without fail,” the attitude 
among staff is positive. “It enables workers to 
do the part of the job they have been trained 
and employed to do,” he says. “OTTO just 
becomes a member of the team.” 

Indeed, Yale encourages operations to 
name each robotic lift truck, and then staff 
members can refer to it by name in conver-
sation. “We’re going to see this technology 
become more and more commonplace,” 
notes Micheletto, “because it’s becoming 
easier to adopt as more information becomes 
available…I foresee it will be widely adopted 
for that reason in the coming years.”

For his part, Merta believes organizations 
would do well to consider the future care-
fully and be ready to adopt other accompa-
nying technology. “They must look beyond 
the implementation of one automated 
truck to help solve productivity and effi-
ciency challenges, especially as it relates to 
incorporating telematics,” he says. 

He advises above all to “be open to the 
potential of other innovations. Think 
beyond what you’re implementing today 
and think proactively about future needs.”  
MM&D

Yale encourages automated equipment users to name the vehicles to help integrate them 

into the workforce. 
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By Emily Atkins 

D
iversco is a Canadian success story. Founded in 1986, as 
Sherwood Gas Controls, the company, based in Cam-
bridge, Ontario, quickly became a leading equipment 
wholesaler in the gas industry; specializing in equipment 
and supplies for propane, natural gas and compressed 

air. To position themselves for growth, they sought to expand into 
additional business segments. Their deep roots in the scuba div-
ing and propane industry have evolved into watersports equipment 
and supplies. The company also boasts a transportation division 
and a packaging supplier.

At 52,000 square feet, the Cambridge warehouse is the largest 
of six the company operates across Canada. It stores and distrib-
utes parts and supplies for all business segments: propane and gas, 
compressed air, scuba and watersports. Managing a combination 
of smaller parts (valves, regulators, hoses, snorkels, fins, etc.) and 
large parts (kayaks, paddle boards, etc.) added another layer of 
complexity to the fulfilment process. 

As the company was growing it was getting a little chaotic in the 
warehouse, says James Huddle, Diversco’s purchasing and opera-
tions manager. The facility was operating partly as a showroom, 
which meant that customers were going into the shelving to look 
for a part and would frequently put things back in the wrong place. 
As well, with larger items like kayaks taking up a bigger footprint, 
the warehouse was quickly running out of space.

Looking up

While they considered expanding the building, ultimately the com-
pany decided to look up, and take advantage of the existing build-
ing’s high ceilings by using existing, available technology. “With a 
40-foot ceiling, adding more rack didn’t make sense,” Huddle says, 
“it was more economical to go up than out.”

After looking at several brands of vertical shuttles Diversco opted 

The shuttles store 4,500 SKUs that used to require 5,000 square 

feet of racking.

UPTO ITS 
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for a combination three 32-foot tall Shuttle Vertical Lift Modules 
(VLMs) with Power Pick Global (PPG) inventory management 
software to manage their 4,500 SKUs of smaller parts inventory. 
They also have standard rack and shelving with handheld RF scan-
ning technology for 400 SKUs of large item inventory. 

“It was a complete transformation from a manual picking envi-
ronment of walking and searching to a semi-automated process,” 
said Huddle. “The compact storage, time savings and ease of use 
completely offset the cost of the system. Plus, the added security of 
having one operator on the shuttle means fewer inventory errors.”

Installation of the towers was incredibly easy, Huddle says, tak-
ing only four days. Because the building has 40-foot clear ceilings, 
the shuttle height was no problem. Although the building’s slab 
was up to spec, with a 1,000-pound capacity per tray, the engineers 
did decide to bulk up the base plates on the corners of each unit to 
spread the weight around. 

The new process

Small parts inventory was previously stored on 5,000 square feet of 
shelving. Using handheld RF scanning technology workers would 
walk through the shelving scanning and picking parts as directed 
by the RF gun, each worker often walking multiple kilometres per 
day. Now, these parts are inventoried in three VLMs that occupy 
just under 360 square feet – a 92-percent floor space savings.

With the floor space recovered, Diversco has expanded large 
item inventory by 84 percent. Previously they handled eight con-
tainers of inventory per season and now 50 containers of inventory 
per season move through the facility. This has specifically expanded 
inventory for the watersports division, giving customers more 
options and quicker delivery times. 

While labour requirements have remained the same, efficiencies 
have skyrocketed. With five full-time workers (one worker in the 
small parts VLM area, two workers in the large item rack area and 
two workers in shipping), Diversco is filling orders faster than ever. 

Huddle says it previously took one picker about 20 to 30 minutes 
to fill a 10-line order. Now productivity has increased from 25 lines 
per hour to 115 lines per hour (including a new bag and tag step) 
resulting in a 460-percent increase in productivity. Shipment accu-
racy climbed by 98 percent, while order fulfillment times improved 
by 80 percent. 

Now, the web-based ERP (from Mississauga, Ontario-based 
Modular Software) sends small-part VLM zone orders to the inven-
tory management software for fulfillment. The operator selects up 
to eight orders from the order list in PPG for fulfillment. A tote is 
assigned an order ID and a customer ID and is placed in an open 
position on the batch station. When ready, the operator starts the 
fulfillment process with the click of a button and the VLMs move 
to retrieve the parts required for the selected orders.

No waiting

Using pick-to-light technology, the transaction information centre 
(TIC) located on the front of the unit, in combination with a laser 

 With the floor space 
 recovered, Diversco has 
expanded large item inventory 
by 84 percent.

As the picker 
selects items from 
one tray, the others 
move into position 
so there is no 
waiting. 

NAME
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pointer located inside the work station, direct the operator to the 
exact location within the tray to pick from. The TIC displays the 
part number and location to pick, while the laser pointer uses a 
light beam to highlight the location of the item required. The oper-
ator picks the correct quantity of the item, confirms the pick and 
turns to the batch station to distribute the items among the orders 
as directed by the put lights on the batch station. 

While the operator is picking this item from the VLM and putting 
it into the individual orders on the batch station, the other VLMs are 
retrieving additional inventory required for the same batch. Because 
the VLMs are always working one step ahead of the operator there is 
rarely any time wasted waiting for parts to be presented for picking. 

The operator works round-robin, picking from the VLMs and 
putting into the orders until all parts for the order are filled. When 
an order is complete, the operator pushes the tote onto a takeaway 
conveyor as directed by the put batch lights. The order is then 
moved to the large-item fulfillment rack area for additional inven-
tory or routed directly to shipping.

When an order arrives at the large-item inventory rack zone for 
further fulfilment, the worker there scans the order ID with a hand-
held RF device and is directed through the zone to gather the parts 
required. Once these additional parts are added and the order is 
complete it is then routed to shipping where the order is repacked 
and shipped via common carrier.

Diversco also receives a small number of walk-in orders that they 
need to accommodate within the picking process. To handle this, 
they use the hot-pick module within the PPG software. This allows 
the operator to suspend the batch picking order they are working 
on to pick a hot order, usually for a waiting customer. 

“Even though walk-ins represent only about five percent of our 
orders, it was critical to our customer commitment that we had a 
way to fill these orders quickly and efficiently,” Huddle says.

Replenishment

All items are received into the ERP system to one temporary bin 
location. If the parts are for the VLM zone, PPG creates a put 
order. These orders are normally put away in the morning. A put 
order works just the opposite of a pick order. The operator scans 
the order ID and the VLMs move to provide the operator a loca-
tion to store the items. The operator is directed using the TIC and 
laser pointer to the exact location to store the items. 

For increased inventory control and accuracy, discrepancy 
reports are run automatically every day. Any inventory variances 
found between the ERP and PPG are physically counted and 
adjusted, preventing the need for a full physical inventory or cycle 
counting activities. 

Full integration

When the plans for the shuttles were first introduced, Huddle says 
there was a bit of apprehension from staff, as there would be with 
any change. But once the warehouse staff saw the machines and 
how they work, they were impressed and now they appreciate how 
much more efficiently they operate.

With product constantly changing the warehouse staff decide, 
based on the dimensions of new items, and the frequency of pick-
ing, whether they should be stored in the VLMs and the bins 
information is updated accordingly. Preventive maintenance is 
managed by dealer Johnston Equipment on a schedule recom-
mended by Kardex Remstar. 

Two years into the operations, and with an ROI planed for three 
years, Huddle is extremely happy with the ease of operating the 
shuttles. “With the speed of the machines we are doing what we 
did before in a fraction of the time,” he says. “We put the product 
in and pull it out. Beyond that we don’t have to do much.”  
MM&D
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 With product  
 constantly changing, 
the warehouse staff 
decide, based on the 
dimensions of new items, 
and the frequency of 
picking, whether they 
should be stored in 
the VLMs and the bins 
information is updated 
accordingly.

A combination of pick-to-light and other visual cues help ensure the correct item is 

selected. 
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DELIVERIES

T
here are more than one million 
drones registered in the U.S. Most 
of them belong to people flying 
them for fun, but a growing number 
are used commercially. Companies 

including Amazon, UPS, Google and DHL 
are already exploring ways to deliver packages 
with drones instead of trucks. Our new 
research has measured how that shift would 
change the way the U.S. uses energy, and the 
resulting environmental effects.    

We found that in some cases using electric-

powered drones rather than diesel-powered 
trucks or vans could reduce energy use and 
greenhouse gas emissions. But in other cases, 
using trucks – especially electric-powered 
ones – would be more efficient and cleaner.

The U.S. electricity sector has been rapidly 
transitioning to generating power with fewer 
greenhouse gas emissions. But transportation 
is still largely powered by fuels made from 
oil and is now the largest source of green-
house gas emissions in the U.S. About one-
quarter of transportation emissions, the 

equivalent of 415 million metric tons of 
carbon dioxide, comes from medium- and 
heavy-duty trucks, the kinds of vehicles that 
deliver freight to warehouses, businesses and 
consumers’ homes. 

Reducing the need for trucking by deliver-
ing some packages with electric drones could 
save fuel, and potentially carbon emissions. 
We modeled how much energy drone deliv-
ery would use, and how it would be different 
from the ways packages are delivered now.

CONTINUED ON PAGE 20 
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Could drone delivery help the environment? 

By Constantine Samaras and Joshuah Stolaroff  
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Finding a drone’s energy use

First, our team – led from Lawrence 
Livermore National Laboratory, and includ-
ing researchers from Carnegie Mellon 
University, SRI International and the 
University of Colorado–Boulder – measured 
the energy use of quadcopter and octocopter-

style drones carrying different payloads. The 
amount of energy a drone uses depends on 
how heavy the drone itself is, its batteries 
and whatever packages it’s carrying – as well 
as other factors, including how fast it’s mov-
ing and wind conditions.

For the purposes of making an overall esti-

mate, we settled on a quadcopter drone 
capable of delivering a 1.1 pound (0.5 kg) 
package and an octocopter drone capable of 
delivering a 17.6 pound (8 kg) package, each 
with a range of about 2.5 miles (4 km). We 
considered a range of battery technologies 
and fuels, but focused on lithium-based bat-
teries for our base case, because that’s what 
powers most current electric drones.

Comparing emissions

Even though it’s fighting gravity to stay aloft, 
an electric drone uses much less energy per 
mile than a heavy steel delivery truck burning 
diesel fuel. But a delivery truck or van can 
carry many packages at once, so the energy 
needs and environmental effects need to be 
allocated per package. 

Different delivery vehicles can run on die-
sel, natural gas, electricity or gasoline, each 
with various energy and emissions charac-
teristics. We also included the environmental 
effects of making these fuels and of making 
electric vehicle batteries. The energy needed 
to turn crude oil into diesel fuel can add 
another 20 percent or more of greenhouse 
gases to the amount generated when the fuel 
is burned. And while battery manufacturing 
is improving, making batteries still generates 
carbon dioxide.

Then we calculated the amount of green-
house gases emitted. Burning a gallon of 
diesel fuel emits about 10 kg of carbon diox-
ide, but emissions from electricity vary by 
region, depending on how it’s generated. 
Some areas burn more coal and natural gas 
to generate power, while others have fewer 
fossil fuels and rely more on nuclear, hydro-
power, wind and solar power. 

In general, electric power generation in the 
U.S. is getting cleaner over time. To show the 
range of energy needs and environmental 
effects, we paid particular attention to 
California, which has a low-carbon grid, and 
Missouri, which is in a carbon-intensive 
region.

Extra warehouses?

In addition, to serve drones with limited 
range, companies would have to change how 
their delivery systems use energy. Drones 
could transport items in multiple legs, almost 
like the Pony Express or stagecoaches did 
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with horses in the pioneer days. Or, as 
Amazon is testing, smaller local warehouses 
could serve key delivery destinations within 
the drones’ range.

We calculated that serving the city of San 
Francisco would require about four urban 
warehouses with drone bases. To cover the 
greater Bay Area would require dozens of 
new warehouses, each needing electricity 
and potentially natural gas to operate, just 
like other warehouses. We included this extra 
energy use in our estimates.

Small drones can save emissions

Combining all the factors, we found that pack-
age delivery with small drones can be better for 
the environment than delivery with trucks. On 
average in the U.S., truck delivery of a package 
results in about 1 kg of greenhouse gas emis-
sions. In California, drone delivery of a small 
package would result in about 0.42 kg of green-
house gas emissions. That’s a savings of 54 
percent from the 0.92 kg of greenhouse gases 
associated with a package delivered by truck 
in that state. In carbon-intensive Missouri the 
improvement would be smaller – just a 23 per-
cent reduction – but still better.

Small drones were better than any truck or 
van, whether powered by diesel fuel, gasoline, 
natural gas or even electricity.

Our findings about larger drones were less 
clear-cut. They were nine percent better than 
diesel trucks when in California, but a lot 
worse when charged in Missouri. Because 
large drones need more kilowatt-hours to fly 
a mile, the carbon intensity of electricity really 
matters for large drones. Even in places where 
energy is typically generated from clean 
sources, it’s probably better to deliver larger 
packages with electric vans or electric trucks 
rather than large drones, because of the extra 
warehouse energy needed for drones.

But if you forgot that essential ingredient 
for tonight’s dinner, our findings suggest it’s 
much better to have the grocery store send 

it to you by drone rather than to take your 
car to the store and back.

Next steps for sustainability

Like any energy model, our estimates can 
change depending on the assumptions used. 
The amount of space needed to store pack-
ages for drones, and how much energy drones 
use, are important factors, as is the carbon 
footprint of the electricity used. In our paper, 
we explore how the results change under 
different assumptions.

For ground delivery vehicles, the best ways 
to improve efficiency involve increasing the 
number of packages delivered per mile or 
switching to electric delivery trucks or vans.

As more companies start using drones, 
package delivery will be one of their tasks. 
To maximize the potential environmental 
benefits, companies should focus on using 
smaller drones charged with low-carbon 
electricity to deliver light packages, and on 
limiting how much warehouse space is dedi-
cated to serving delivery drones. Heavier 
packages are likely best suited for efficient, 
often electric, ground delivery vehicles. The 
biggest gains will come from improving 
warehouses’ energy efficiency and, crucially, 
reducing the amount of electricity generated 
from carbon-intensive fuels. Now we just 
have to do something about the noise of all 
those propellers overhead. MM&D
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Foundation and Argonne National Laboratory. He is also an adjunct senior researcher at the RAND 
Corporation. The views expressed here are his and do not necessarily represent the views of any organization.

Joshuah Stolaroff is an environmental scientist at the Lawrence Livermore National Laboratory. He receives 
funding from the U.S. Department of Energy and Lawrence Livermore National Laboratory’s internal 
research program. The views expressed in this article do not necessarily represent those of either organization.

This article is republished from The Conversation 
(https://theconversation.com/delivering-packages-
with-drones-might-be-good-for-the-
environment-90997) under a Creative Commons 
license. https://creativecommons.org/licenses/
by-nd/4.0/

 Even in places where energy is typically  
 generated from clean sources, it’s probably 
better to deliver larger packages with electric vans or 
electric trucks rather than large drones, because of 
the extra warehouse energy needed for drones.
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THE STATE OF OUT
The 2018 
Canadian 

Third-Party 
Logistics 

Survey

Companies outsource logistics for a variety of reasons, but the 
prime motivator seems to be cost savings. In the next several 
pages, we’ll shine a light on the state of outsourcing in Canada 

this year, looking at why companies outsource their logistics, what 
they outsource and how they feel about the results. These are the 
results of the annual MM&D and Canadian Shipper survey of Third 
Party Logistics use in Canada. 

For 2018 we’ve added a little information to our survey with 
questions asking how companies that use 3PLs would react to various 
service failures. See page 25 for the details.

Demographic details are across the fold on page 23. 

QUANTIFYING 
COST REDUCTIONS: 
34 percent said costs 
decreased by less than  
10 percent, while  
23 percent said costs  
had decreased by 11 to  
20 percent; and 9 percent 
said costs had declined by  
21 to 30 percent.

Logistics costs declined 

Service has improved 

Logistics assets have declined 

Average order cycle length shortened 

Overall inventories declined 

36%

31%

9%

5%

2%

HOW OUTSOURCING HAS IMPROVED LOGISTICS OPERATIONS  

MAJOR SUPPLY CHAIN CHALLENGES 

Reduce costs

44%

Expand or 

improve service to 

new international 

markets

5%

Enhance 

customer service

13%

Improve supply 

chain execution

7%

Improve supply 

chain 

management 

information

7%

Keep up with 

logistics software 

technology

5%
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TSOURCING

ABOUT THE SPONSOR: 

VersaCold is Canada’s largest end-to-end supply chain solutions company focused exclusively on the handling of temperature sensitive products. 
VersaCold delivers a suite of fully integrated logistics services through its national network of industry leading facilities, transportation fleet and advanced 
technologies that set the benchmark for accessibility, information visualization, real-time tracking and inventory management. Empowered by its 
commitment to exceptional service, performance driven culture and dedicated focus on continuous innovation, VersaCold is a trusted and valued partner 
to its clients – enabling business strategies and revenue growth within highly sensitive and regulated environments. VersaCold is proud to play a key role 
in ensuring the integrity, quality and freshness of some of North America’s most beloved food brands – protecting the health and wellness of families 
from east to west coast – through exceptional food safety and cold-chain quality assurance. 

For more information about VersaCold Logistics Services,  
please visit www.versacold.com or connect with us on LinkedIn, Facebook or Twitter.

OUTSOURCING PHILOSOPHY

38%

41%

22%

Review costs between 

ownership and 

outsourcing before 

decision

Prefer to own/control 

functions in house, 

sometimes outsource

Prefer to outsource non-core 

business activities where 

possible This year our respondents had logistics 

responsibilities as follows: 

Canada Domestic 33%

Canada/U.S 39%

Global 28%

Company sectors broke out as follows:

Manufacturing 30%

Service provider 36%

Distributor 18%

Retail 7%

Wholesale 5%

In these industries:  

Transportation 35%

Consumer products 20%

Services 13%

Food and kindred products 12%

Industrial Products 12%

Pharmaceuticals/Medicine/ Health 8%

Automotive 7%

Their approximate annual logistics 

budget broke out like this: 

Less than $500,000 37%

$500,000 to $5 million 33.5%

$5 million to $20 million 17%

Over $20 million 12.5%

And their annual spending on 

transportation like this:

Less than $500,000 40%

$500,000 to $5 million 35%

$5 million to $20 million 15%

Over $20 million 10%

WHO WE TALKED TO

A look at some of the attributes  
of our 3PL Survey respondents

OUTSOURCING STRATEGIES 

64%Outsource some or all 

logistics functions and will 

continue to do so

17%Have never 

outsourced and no 

immediate plans to 

do so

Have 

outsourced 

in past and 

considering 

do so again

9%
6%

Have outsourced in past but no 

plans to outsource in future

Not currently outsourcing 

but considering doing so

5%

CONTINUED ON PAGE 24
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3PL SURVEY

Less
than
20%

35% said:

21%
TO

40%

18% said: 14% said:

61%
TO

80%

41%
TO

60%

14% said:

81%
TO

100%

19% said:

PERCENTAGE 
OF LOGISTICS 

EXPENDITURES 
DIRECTED TO 
OUTSOURCING 

Outbound transportation

Inbound transportation  

Customs brokerage 

Customs clearance 

Warehousing 

73%

61%

60%

56%

35%

MAIN SERVICES  
CURRENTLY OUTSOURCED 

32%

21%

18%

12%

10%

Freight forwarding

Shipment consolidation/distribution

Cross docking

Freight bill auditing

Consulting services

MAIN REASON  
FOR USING MULTIPLE  

3PL PROVIDERS  

8%
Compare 

service 

levels

19%
Greater 

leverage 

on pricing

Greater range 

of expertise

14%

Serve different 

geographic areas

46%

12%

Less reliance on any 

one provider

The lowest scores were for the 3PL’s ability 
to “proactively” seek ways to grow clients’ 
business and reduce costs, with averages of 
3.2 and 3.18 respectively.

RATING OF TOP PROVIDERS
(results are the average scores on scale of 1 to 5) 

Managing and servicing account 3.89

Meeting promises on execution 3.83

Reacting quickly to changes or problems 3.78

Being price competitive 3.74

Understanding intricacies of client business 3.74
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CHALLENGES WITH 
OUTSOURCING
While many companies report high levels of 
savings and satisfaction with their third-party 
provider, everything isn’t always perfect. In any 
relationship there will be ups and downs, but it’s 
how you deal with the downs that can make or 
break the partnership. 

We asked our respondents – for the first time 
this year – what their response would be to a 
variety of service failures. We discovered that by 
and large, having a conversation with the supplier 
is the preferred means of addressing 
shortcomings. However, when cost reduction 
targets are not being met, or the contract is not 
meeting evolving requirements, the remedy shifts 
to renegotiating or cancelling the contract. 

TOP CONCERNS WITH  
3PL RELATIONSHIPS

Cost creep and price increases  
37%

Lack of continuous ongoing improvements in service  
16%

10%
Service level commitments not realized   

7%
Time and effort spent on logistics not reduced 

6%
Contract has not evolved to reflect changing logistics 

5%
Cost reductions not realized

 Nothing 

 Meet with supplier  

 to discuss performance  

 improvement

 Impose penalties

 Renegotiate contract

 Cancel contract

FOR EACH OF THE FOLLOWING CONCERNS YOU MIGHT HAVE WITH 
YOUR SUPPLIER, WHAT ACTION WOULD YOU TAKE?

Cost creep and escalating prices are the chief concerns our 3PL users 
express with their suppliers. For the majority (53%) the solution is to sit 
down and discuss the issue. But for 37 percent this warrants a contract 
renegotiation. Where is the line for your business? 

Cost ‘creep’  

and price 

increases once 

relationships has 

commenced

Lack of 

continuous 

ongoing 

improvements 

and achievements 

in service 

offerings

Service level 

commitments 

have not been 

realized

Cost reductions 

have not been 

realized

Time and  

effort spent  

on logistics  

not reduced

Contract has not 

evolved to reflect 

my changing 

logistics needs

10%

0%

20%
30%
40%
50%
60%
70%
80%



3PL SURVEY — FROM THE SPONSOR

CS

Whether it’s through distributors, producers, manufactur-

ers or retailers, the food industry is constantly evolving. 

From new buying trends to shifting regulations, many re-

cent factors have been impacting the industry around the 

globe. And as consumer demands continue to change, sup-

ply chains must continue to evolve with them. 

This evolution also creates a greater demand for technol-

ogy-supported solutions and controls. 

VersaCold is constantly innovating 

and improving to ensure they remain 

on the cutting edge of tempera-

ture-controlled logistics. In addition, 

as companies focus on core compe-

tencies, outsourcing all of (or portions 

of) their supply chain to experts like VersaCold continues to 

be an option used by an increasing number of companies. 

Rick Tremblay, Senior Vice-President & General Man-

ager, VersaCold Transportation Management & 4PL Solu-

tions, is among those who have witnessed the cold chain 

industry evolving. He shares its most recent changes and 

how 3PL and 4PL providers can stay ahead of the curve 

during these changing times. 

Food safety and increased  
regulations—not a bad thing 
Food safety regulations have increased drastically in the 

last few years. As one of the world’s safest food suppliers, 

Canada, through its Canadian Food Inspection Agency 

(CFIA), has also made significant changes. Other major 

countries are doing the same. 

“You want your food safe for consumption,” says Trem-

blay. “From the time it’s picked or processed, to the time it’s 

on your plate, monitoring temperature in the cold chain is 

a critical aspect. VersaCold’s sole focus is food. Our invest-

ment in food safety has been an important underpinning of 

the company’s value proposition. Hazard Analysis and Crit-

ical Control Points (HACCP) is a given in today’s world, but 

having access to a Cold Chain Assurance team whose num-

ber one commitment is food safety and quality has given 

VersaCold’s customer base a leg up. Our investment in our 

Cold Chain Assurance team allows us to work closely with 

our customers, providing resources unmatched in the in-

dustry and creating a conversation well above the basics.” 

The bottom line is this: consumers are concerned about 

food safety. Because of this concern, regulations around the 

globe are being strengthened to ensure effective tracking of 

food products throughout the cold supply chain. These im-

proved controls, along with the upcoming development of 

blockchain, will ensure complete control in leveraging tech-

nology and promote greater safety across the cold chain. 

Outsourcing to a specialist drives  
success and competitive advantage 
Tremblay believes the advancements in technology over 

the years have contributed to customers outsourcing por-

tions of their supply chain. “VersaCold equips all of its 

road transportation with multiple types of sensors. 

Through our operations center, we monitor temperature, 

door openings and mechanical operations of our fleet as it 

travels throughout North America. This allows our opera-

tions team to proactively respond to alerts. Given that our 

business is solely food, we can make 

large investments to improve effi-

ciencies and integrity in this area,” 

says Tremblay. 

VersaCold’s in-house team of 

supply chain engineers and consul-

tants works closely with their cus-

tomers to understand their strategic and supply chain 

goals and determine their optimum inventory levels 

and best warehouse locations. From there, VersaCold is 

able to find a specific solution to meet a customer’s 

needs, whether they’re looking for speed to market, on-

shelf availability, cost savings, reduced capital or other 

key organization goals. 

“Outsourcing to an industry-specific 3PL or 4PL gives 

our customers a tailored solution,” says Tremblay. “Our 

3PL group provides asset-based solutions, including Ded-

icated Contract Carriage, dedicated warehousing or pro-

duction and other customized 3PL solutions. Partnering 

with an industry expert allows our customers to use their 

capital for their prime area of focus, which isn’t typically 

trucks and warehouses.” 

VersaCold’s qualified 4PL service team provides ser-

vices including customs brokerage, freight forwarding, 

intermodal transport, shared warehousing and manage-

ment services anywhere in the world. These non-asset-

based services offer VersaCold customers flexibility to 

shift their supply chains quickly to meet dynamic market 

needs or to accommodate volumes that don’t warrant a 

dedicated 3PL service. 

The changing customer 
The changing demands of consumers are creating fur-

ther complexity in the food supply chain. Customers are 

now focused on high-quality, easy-to-prepare and ready-

to-eat food products. This in turn demands greater 

availability, shorter shelf life and the need for SKU pro-

liferation. And because the food supply chain is becom-

ing more global and using more unique inputs, the com-

plexity is even greater in many cases, working against 

the changing needs. 

“Companies are looking to VersaCold as industry ex-

perts to provide their core expertise in Supply Chain Ser-

vices specifically focused on food products,” says Tremblay. 

Today, having an effective cold chain partner offers a 

competitive edge. VersaCold’s innovative 3PL and 4PL ser-

vices are designed to do just that.  CS

A Cold Chain Reaction
VersaCold on the evolution of cold chain logistics and 3PL/4PL

26 MM&D | April 2018



www.mmdonline.com | April 2018 27

By Emily Atkins 

The industrial real estate vacancy rate 
in the Greater Toronto Area – 
Canada’s main distribution hub – is 

below three percent. When you consider that 
a ‘balanced market’ should be have around 
five to six percent vacancy, it’s easy to see 
this is a seller’s market.

And while the GTA is the favoured location 
for distribution operations, the vacancy rate 
is not likely to improve says Colin Alves, 
executive vice-president, and sales represen-
tative with Colliers International in Toronto. 
Space is constrained by physical barriers, 
with Lake Ontario to the south and artificial 
boundaries on the north in the form of pro-
tected conservation lands.

The increasing demand for e-commerce is 
also contributing to the space constraints, he 
says, with the vacancy rate closer to less than 
one percent for large, big-box distribution 
space of over 200,000 square feet. 

In the GTA and elsewhere the problem is 
that land allocated for development was set 
aside based on old usage patterns. “Whereas 
fifteen years ago a large building was 100,000 
square feet,” Alves notes. “That’s now half a 
million square feet and you can appreciate 
how that tears through the supply of land at 
a much more rapid pace.”

This is a challenge facing any company 
that’s seeking real estate, and it’s one that 
those in need of warehousing and distribu-
tion space are particularly feeling at the 
moment. For a company coming off a ten-
year lease that would have been signed during 
the economic downturn of 2008-2009 when 
vacancy rates were about eight percent, the 

market looks a lot different, says Jesse Micak, 
principal at LIDD consulting. “The induce-
ments for tenants that were available then 
are a thing of the past,” he notes.  

Land strategies

So, what’s a company in need of space to do? 
First, start looking early. Both Micak and 
Alves counsel starting the process 24 months 
before your current lease is up. This is the 
best way to avoid becoming a captive tenant 
and opens up the possibility of getting into 
a greenfield development. With increasingly 
specialized needs for e-commerce distribu-
tion – like lot of parking for bigger staffs and 
high clear heights –Alves notes, design-build 
is often more feasible than finding a ready-
built property.  

Increasing numbers of companies are pur-
suing a site diversification strategy. Rather 
than moving the whole operation into a big-
ger facility, companies are splitting things 
up into two or more. This can help alleviate 
cost pressures, as well as improve service 
levels by dealing with congestion issues on 
transport routes. 

Gordon Foods, for example, has just 
acquired a large property in Ajax, east of 
Toronto, where it will have a second facility 
to take the pressure off its main Milton, 
Ontario, location. Moving east has become 
a popular alternative for companies unable 
to afford traditional West GTA property, 
Alves says. 

A second strategy is to move the whole 
operation to a suburban location, says 
Micak. Traditionally B-class areas are being 

looked at more favorably, he says, simply 
because they are less pricey. However, this 
is a decision that needs to be very carefully 
weighed out. 

“Companies are choosing to stay put,” he 
says. “Your rent becomes a little bit higher, 
but the operating penalties that you incur 
from being in a B-class market, or a market 
that doesn’t make sense for you, often far 
outweigh a lower rental rate.”

When it really becomes cost-prohibitive to 
run your own space, that’s when it’s time to 
consider third-party options, Micak says. One 
sector that is finding this to be particularly true 
is the food industry. Refrigerated warehouse 
space is dominated by the third-party players, 
says Dane Gilbert, executive vice-president and 
sales representative at Colliers International. 
Of the four million square feet of freezer space 
available, three million belongs to 3PLs 
VersaCold and Congebec. 

Over the past 10 years there has been a zero 
vacancy rate for leased refrigerated and 
freezer space in the GTA. “The barriers to 
entry are too high,” Gilbert says. Food pro-
cessors don’t want to run their own freezers, 
and it makes sense for economies of scale to 
use larger facilities. 

While Toronto gets much of the attention 
for skyrocketing prices and low vacancy rates, 
the picture is similar across the country. 
Municipalities with good transportation, 
labour base and development opportunities 
are seeing high demand, says Alves. Montreal 
for example, has been flat for the past 10 
years, but is now seeing the beginning of 
speculative development. MM&D

Network Design

Real estate  
costs through  
the roof
High rents are forcing innovative solutions 
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By Christian Sivière 

T
he long-awaited Trans-Pacific 
Partnership trade agreement – now 
called the Comprehensive and 
Progressive Agreement for Trans-
Pacific Partnership or CPTPP – 

was signed in Santiago de Chile on March 8 
by its 11 member countries: Australia, Brunei, 
Canada, Chile, Japan, Malaysia, Mexico, New 
Zealand, Peru, Singapore and Vietnam.     

The United States pulled out of the negotia-
tion process when Trump took office and 
until then, the agreement was referred to as 
the TPP 12. 

Once the CPTPP enters into force, it will 
be one of the largest free trade agreement in 
the world, representing 495 million people 
and a combined GDP of $13.5 trillion, 
accounting for about 13 percent of the global 
economy. Before it can be implemented, each 
member country has to undertake its own 
domestic ratification process. The agreement 
will enter into force 60 days after six (or 50 
percent) of the signatories have completed 
their ratification procedures.

Before looking into its content, let’s take a 
brief look at its history. Many people believe 
the TPP was started by the United States in 
their attempt to counter the rising predomi-
nance of China in the region. Yet, it had 
nothing to do with the U.S. at the beginning, 
as negotiations began as early 2002 between 
New Zealand, Chile and Singapore. It was 
then known as the Trans-Pacific Strategic 
Economic Partnership or P-3, then to become 
the P4 when Brunei joined in 2005. It was 
only in 2008 that the US came into the pic-
ture. Then Malaysia joined in 2010, Canada 
in 2012 and Japan in 2013.

HELLO 
CPTPP 11
An overview of Canada’s new  
Trans-Pacific trade deal

there are a number of side agreements 
between countries on a range of issues. They 
are sometimes referred to as side letters or 
side instruments.

For example, Canada has such agreements 
with all countries on cultural industries; with 
most countries on geographic indicators; 
with Australia on beef, motor vehicles, dairy 
and food processing; with Chile on agricul-
ture and chemicals; with Japan on standards, 
forest products and dispute resolution; with 
Malaysia on motor vehicles and the oil indus-
try; with Mexico on cooperation; with New 
Zealand on distinctive products, wines and 
spirits; with Peru on biodiversity; and with 
Vietnam on e-commerce, labour, patents 
and trademarks. 

New Zealand has other side agreements 
with Chile, Malaysia, Mexico, Peru and 
Singapore, and so on. And some countries 
have tariff rate quotas for certain products, 
like Vietnam for vehicles, Malaysia for ani-
mals, Canada for dairy products, eggs and 
poultry, Japan for wheat and barley, etc.

Like all trade agreements, the CPTPP con-
tains classic rules of origin built around 
originating goods, wholly obtained or pro-

Benefits for Canada

The Agreement is expected to generate sig-
nificant economic benefits for Canada, 
including access to Japan, the world’s third-
largest economy and fast-growing Asian 
markets like Malaysia and Vietnam. More 
than three quarters of Canadian agriculture 
and agri-food products will benefit from 
immediate duty-free access. Tariffs on meat 
will be reduced or eliminated within 10 to 
15 years, on canola oil within five years, while 
a number of other products like cranberries, 
blueberries and pet food will get immediate 
duty-free access. 

Tariffs will be eliminated on fish and sea-
food products immediately for the majority 
of products and the balance willl be phased-
out over periods of up to 15 years. For forest 
and value-added wood products, tariffs will 
be eliminated either immediately or within 
up to 15 years, depending on the country. 

For industrial goods and consumer prod-
ucts, 100 percent of tariffs will be eliminated, 
mostly immediately, or within 10 years, again 
depending on the country and the category. 
For example, there are different transition 
periods for industrial machinery, chemicals 
and plastics, metals, minerals and cosmetics. 
Regarding automobiles and automotive parts, 
a phased tariff elimination has been agreed 
upon, with variations according to the 
country. 

This leads us to the unusual aspect of this 
trade agreement, in that it’s not just one big 
single agreement but it also includes several 
individual pieces. Aside from the master 
agreement which applies to all, the full text 
of which was released on February 21, 2018, 
with its 30 chapters and numerous annexes, 

side agreements

Canada

Chile

Peru
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duced goods, regional value content and 
further production. Product-specific rules 
of origin are organized by HS codes and are 
relatively complex for automotive products, 
textiles and apparel. There is no specific 
document required for the origin certifica-
tion, just minimum data requirements and 
the certification of origin can apply for a 
single shipment or multiple shipments of 
identical goods not exceeding 12 months. 

The ‘de minimis’ limit for non-originating 
materials is 10 percent, similar to CETA, our 
trade agreement with the European Union, 
and more liberal than the seven percent under 
NAFTA. Shipments must be direct, but indi-
rect shipments or trans-shipments, as they 
are called, are possible as long as the goods 
don’t undergo any operation or treatment 
outside the parties and remain under 
Customs control or in bond in the territory 
of a non-party country. 

The record-keeping requirement period is 
five years. Claims for preferential treatment 
and refunds of duties paid can be made up 
to one year after the date of the original 
importation.

In addition to the tariff reductions, which 

is the area of most interest to exporters, 
manufacturers and importers, the CPTPP 
contains commitments on standards and 
regulations, financial services, investment, 
environmental and labour issues. Certain 
professional and business visitors will benefit 
from improved access, but this varies depend-
ing on the country. 

Future developments

U.S. president Donald Trump is said to be 
open to rejoining the TPP, providing it 
accommodates U.S. demands but it’s not 
easy to tell how serious this is. In Asia, 
Thailand, Indonesia, the Philippines, South 
Korea and Taiwan have been reported to be 
debating whether to join the pact. The UK 
Government has floated the idea that it too 
should join the TPP, which is odd because 
the UK is nowhere near the Pacific. But this 
could be explained by a post-Brexit UK being 
somewhat isolated, it may therefore be eager 
to join any new trade agreement. China, so 

far, has remained skeptical of the deal.
Canadian companies must now incorporate 

the opportunities provided by the CPTPP 
into their international strategy and be ready 
to capitalize on them when the agreement 
comes into effect. The next step now is the 
ratification process. 

How long should this take is a very good 
question and it’s reasonable to guess that 
given its complexity and the number of 
countries involved, it may take a little longer 
than NAFTA did. That agreement was signed 
in October 1992 and put into effect in 
January 1994, a little over a year later. CETA 
was signed in October 2016 and was provi-
sionally implemented in September 2017, 
with full implementation still a few months 
away. Maybe the CPTPP will surprise us and 
come into effect faster than we think, provid-
ing there is enough political will to make it 
happen. MM&D
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In 2005, Scott Lutocka took on the role of facilities and sustain-
ability manager at Piazza Produce, Inc., a produce distribution 

company based in Indianapolis, Indiana, that delivers fresh produce 
and specialty foods to more than 150 cities across four states. As a 
part of his new role, Lutocka wanted to find smarter ways to run the 
company’s warehouse, which operates on a 24/7 schedule. 

The problem 

After a few months of trying to work within the company’s current 
systems, Lutocka was able to evaluate a host of equipment challenges 
and breakdowns, including multiple battery failures on many of the 
company’s fleet of forklifts. It was clear that Piazza Produce would 
need some guidance on how to remedy the systematic problems. 

He sought the help of Associated Integrated Solutions, a local 
material handling company that also provided significant recom-
mendations on how to properly plan for and upgrade current systems 
without increasing down time, which is operationally critical in 
such a time-sensitive industry like perishable goods. 

As a part of the overall management survey, it was recommended 
that the company replace not only the batteries in each working 
forklift, but the chargers as well. A key element to an efficient opera-
tion in a warehouse that often gets overlooked is the battery chargers, 
their location in the warehouse, and how critical they are to ensuring 
complete and sustainable charging of the batteries. This seemingly 
small factor can make a large impact on efficiency and reducing 
down time. 

The solution was introduced to Piazza Produce in the form of 
Waddell Power, DEKA batteries and Ametek Prestolite Power.

“These changes instantly made our nightmares go away, and we 
were able to focus on additional efficiency opportunities. They later 
played a foundational basis as well as my main driving force – mak-
ing the company sustainable with a goal of achieving ‘Zero Waste’ 
status in short order,” said Lutocka. 

“In the process of installing new equipment, the company has 
found that these chargers are reliable workhorses that have helped 
improve warehouse conditions significantly. There’s also inherent 
value in purchasing quality equipment that lasts for years without 
having to make unnecessary early replacements.” 

The solution 

Knowing that short cycling is dangerous and costly, Piazza Produce 
purchased ten, four-circuit chargers for their existing riding pallet 
jacks along with 45 new pallet jacks, bringing its fleet to 60. The 
distribution centre’s original charging area was grossly undersized 
and they knew replacing chargers would require new space in the 
warehouse. 

Since they couldn’t afford downtime to switch out existing equip-
ment, they worked with electricians to design a new area that would 
keep the fleet working in its 24/7 environment while not sacrificing 
its exemplary standards of customer service. Once the entire new 
fleet of batteries and chargers was up and running, the team at 
conducted training with all shifts of employees, ensuring the proper 
methods of charging and maintenance of the equipment were taught. 

“Once the system was functional, Piazza Produce immediately 
saw benefits in efficiency with more than two hours of time 
savings for night shifts going out for delivery the next day. 
Everyone worked as a team from the consultants to each 
warehouse employee to provide correct specs, installation, 
training and application,” Lutocka said. 

The success 

Now in its 12th year with the batteries and chargers, things 
are still running well – so well in fact, Lutocka feels bad 
that he doesn’t need to have them serviced more often. 
With the fleet’s daily use factor so high, short charges have 
been stopped and the life cycle of each battery is still on 
track to continue for years to come.  MM&D

Compiled by Emily Atkins

Now 12 years in, the system works so well it rarely needs 

maintenance. 
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INSTALLATION INVENTORY CONTINUES ON PAGE 33

Since its founding 80 years ago, Nor-Cal Beverage Company based 
in Sacramento, California has become one of the largest inde-

pendent beverage co-packers west of the Mississippi. The company 
specializes in the bottling, co-packing and distribution of sodas, teas, 
ades, chilled juices, energy drinks and fortified and sparkling water 
for the largest beverage makers in the world, including Coca-Cola, 
AriZona Tea and more.

After determining its current warehouse solutions weren’t allowing 
the company to support its growth, the company brought in Twinlode 
to help facilitate a complete overhaul of its beverage storage racking 
system. The Twinlode project management team quickly designed 
a system that allowed Nor-Cal to store product without stacking 
them on top of each other. It also provided a way to handle two 
pallets at a time, both in and out of the racks. 

The Twinlode solution uses its Gen2 dual-pallet system that also 
exceeds stringent requirements for geographic areas with the potential 
for high seismic activity, which includes all Nor-Cal Beverage’s 
warehouse locations. Its closed structural tube architecture provides 
substantial cost savings by significantly lessening floor slab uplift 
design requirements in all facilities. It also provides flexibility for 
expansion, moving and reconfiguration at much lower costs than 
conventional racking systems.

“Before working with Twinlode, we had three or four different 
warehouses that were very inefficient. We stacked pallets one or two 
high, sometimes three-high depending on the product mix. We 
outgrew those warehouses very quickly because we didn’t have the 
racking capability,” said Shannon Deary Bell, Nor-Cal president and 
CEO. 

“The Twinlode team took our company’s products from being 
stored on the ground, to a high-density double-wide advanced rack-
ing system that increased productivity by more than 50 percent, 
improved our storage density by more than 35 percent, and reduced 

Doubling down on drinks

wear and tear throughout our warehouse operation.”
“For more than 20 years, Twinlode has enjoyed an excellent rela-

tionship with Nor-Cal beverage that has allowed us to help the 
company see numerous benefits as it continued its growth path,” 
commented Skip Eastman, CEO of Twinlode Corporation. “We are 
excited to see how this relationship grows in the future.”

Using a combination of Twinlode engineering expertise and its 
advanced racking systems, Nor-Cal continues to enjoy maximum 
cubic square foot space utilization in all of its warehouse facilities 
while ensuring that its customers’ orders are fulfilled efficiently and 
on time. MM&D

Jel Sert is known as the “makers of fun 
foods” like freezer bars, desserts and bev-

erages. But there was nothing fun about the 
recycled half pallets it used to ship 100,000 
cases of product annually to some of the 
biggest retailers in the world. 

The recycled half pallets used by Jel Sert 
were of inconsistent quality and didn’t offer 
enough top deck coverage. As a result, prod-
uct damage was occurring while in transit 
to retail locations, and during the unloading 
process. Retailers began to complain about 
both the quality issues and the unsightly 
appearance of the inconsistent recycled half 
pallets. They simply didn’t look appealing 
as endcap displays.

Michael Martinez, vice-president of cus-

tomer service and distribution for Jel Sert, 
turned to CHEP for a better half-pallet solu-
tion – one that would “complete the profes-
sional appearance of our products and show 
as a display-ready pallet for our retailers”.

The CHEP team traveled to Jel Sert to dis-
cuss the situation, demonstrate the CHEP 
40x24-inch half pallet solution, and give the 
Jel Sert team a “hands on” opportunity to 
test the pallets.

As part of the process, Jel Sert had an 
opportunity for a trial run with CHEP’s half 
pallet. The samples used during the trial 
proved to Jel Sert that consistency matters: 
The reliable quality of the CHEP half pallets 
delivered marked operational efficiencies 
compared to the inconsistent recycled half 
pallets Jel Sert had been using.

Jel Sert has received substantial benefits 

from integrating CHEP shared 40x24-inch 
half pallets into their supply chain. It was 
able to eliminate product damage with these 
shipments during the past two years. In turn, 
this improved service, achieving 100 percent 
customer complaint-free status.

As well, the company saw strengthened 
sustainability, avoiding nearly 100,000 
pounds of CO2 and nearly 130,000 pounds 
of solid waste from conversion to both 
40x24-inch half pallets and 48x40-inch 
pallets.

“CHEP continues to be a strategic partner 
in providing multi-faceted solutions in the 
most cost-efficient manner to meet our supply 
chain challenges,” said Martinez. “CHEP’s 
half pallet completes the professional appear-
ance of our products, and shows as a display-
ready pallet for our retailers.” MM&D

Before the Twinlode solution, the company 

was stacking pallets on the floor. 

throughout our warehouse operation ”

The high-density storage 

increased productivity by more 

than 50 percent. 

Palletizing fun food





ERP eliminates 
spreadsheets

After nearly nine months of preparation, 
Load King, a store fixture manufacturer, 

has successfully finished their manufacturing 
factory of the future by implementing Global 
Shop Solutions ERP software at the beginning 
of 2018.

Load King’s clientele includes high-profile 
brands such as Starbucks, AMC Theaters, 
Einstein Bagels, TCBY, and more. They offer 
a variety of products and services to retailers 
such as metal and wood displays, graphics, 
construction, installation, and project man-
agement capabilities. They’ve completed 
more than 8,500 projects throughout the U.S.

Led by project manager Global Shop 
Solutions’ Daniel Carranco and consultant 
Silas Fulsom, Load King made a switch 
enabling them to interface with nearly 20 
different software packages and eliminating 
almost 50 maintained spreadsheets.

Before implementing Global Shop Solutions, 
Load King struggled with their job costing 
capabilities on a routine basis.

“Before implementation, Load King would 
only be able to cost out projects three months 
after the fact,” said Carranco. “Now they go 
down to the component level and can launch 
lean initiatives all over the shop floor to 
improve processes in a matter of hours. This 
was made possible because of the integration 
with SolidWorks and using Global Shop 
Solutions BOM Compare software, resulting 
in massive savings and a reducing a full-time 
position for bill of material creation.”

Another issue for Load King was their 
“accountability through the entire parts pro-
cess when assembling a kiosk,” says the com-
pany’s director of manufacturing and supply, 
Ken Carella. 

Before implementation, the company would 
repeatedly have one part or multiple parts 
not making it to the final assembly, and then 
chaos would ensue. This was where they used 
nearly 50 manual spreadsheets, eating away 
precious time on the shop floor. With Global 
Shop Solutions’ shop floor display software 
and document control software they’ve been 
able to reduce the time spent on assembling 
kiosks from a few days to one hour.  MM&D

Installation inventory
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Martin’s Famous Pastry Shoppe, Inc., a family owned and operated bread and roll 
manufacturer, has overcome some growing pains. Since the 1950s, the business 

has expanded from a home garage business into two commercial baking plants and 
continues to grow and flourish in areas of established distribution.

Martin’s was looking for a solution to resolve space issues and order fulfillment errors 
thanks to high seasonal demand. “Our Chambersburg, Pennsylvania facility experiences 
a significant impact from the seasonality of hamburger and hot dog roll sales throughout 
the summer months,” said Steve Mitchell, engineering manager at Martin’s. “As a result, 
we were struggling with space constraints in our warehouse, as well as risk of order 
fulfillment errors.”

They recently installed Westfalia’s warehouse automation technology at the facility. 
With Westfalia’s automated storage and retrieval system (AS/RS) and Savanna.NET 
Warehouse Execution System (WES), Martin’s has improved efficiency, accuracy, and 
traceability of finished goods.

Westfalia’s AS/RS stores pallets of reserve product in a rack structure six pallets deep, 
housing approximately 2,000 pallets. Two tandem (dual pallet) storage and retrieval 
machines (S/RMs), with independent movable cabs for safer and easier maintenance, 
store and retrieve pallets to and from the rack structure. 

The AS/RS is integrated with Cimcorp’s MultiPick System, a fully automated, robotic 
material handling solution, picking system, and Westfalia’s out-feed conveyor system. 
This combination enables the fast fulfillment of single and multi-SKU orders. 

Westfalia’s WES orchestrates the entire operation, maintaining the inventory in both 
the AS/RS and the MultiPick system. In order to increase order accuracy and product 
traceability, the WES is integrated with Martin’s order processing and enterprise 
systems.

Dan Labell, president, Westfalia Technologies, said, “With a growing, diverse number 
of SKUs, seasonal products, and complex orders, food manufacturers can more effectively 
manage and track inventory with automation technology. The AS/RS, integrated with 
the WES, will help Martin’s achieve these benefits, while providing additional operational 
efficiencies, cost savings, and a competitive advantage.”     MM&D

Rising demand resolved for bread maker
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SUPPLY CHAIN SMARTS

Getting the last mile right – on time, intact and 
accurate – is the ultimate indicator of e-com-

merce success. Responsible for up to 50 percent of 
parcel delivery cost, it is an area that remains a huge 
challenge – and opportunity – for many supply chains.   

There are so many ways the perfect delivery can go 
sideways. The customer is not at home; the package 
is damaged; the customer is at home, but the delivery 
doesn’t arrive in the specified window; porch pirates 
steal the package. And when it isn’t right, for whatever 
reason, items have to be returned, re-creating the chal-
lenge in reverse. 

With customers demanding free deliveries in ever-
tighter windows (same-day in many large urban areas), 

and traffic congestion moving 
the bar ever higher, it’s no 
wonder organizations are 
looking to creative new ways 
to get goods into customers’ 
hands in a timely fashion. 

Delivery innovations

New delivery technologies are 
a favorite option under con-
sideration. Drone deliveries, 
mobile package depots and 

even drop-offs in private vehicles have all been sug-
gested and even tried out with varying degrees of suc-
cess. While each of these innovations – collectively 
termed X2C – solves part of the last-mile puzzle, none 
of them takes the service to a truly new level that elimi-
nates all the challenges of getting customers’ purchases 
where they need to be, when they need to be there. 

It’s true that smart devices make the last mile a little 
shorter, enabling 24/7 secure parcel pick-up at depots 
without the need for human attendants. Many orga-
nizations are entering this space, offering even grocery 
pick-up in specially designed temperature-controlled 
kiosks at public transportation stations, convenience 
stores and apartment buildings. Returns are also being 
managed in this manner with designated drop-off 
locations. 

Smarter options

The use of smart technology doesn’t stop at the pick-
up and drop-off point, however. Advances in artificial 
intelligence are opening up possibilities for even more 
last-mile options. 

For e-commerce sellers, the use of AI algorithms 
makes it possible to select the most efficient and cost-
effective delivery method for each individual order 
based on multiple factors. That might mean employing 
a traditional delivery provider like FedEx or UPS for 
one order and then an UBER-style courier for the next. 

For companies providing delivery services this 
means increased competition and pressure to integrate 
their own data analytics and AI processes into delivery 
and route planning. With proper execution, optimizing 
operations through the use of these tools can net 
significant savings. 

Collaboration

Big data availability also promotes cooperation among 
players in the same space. Armed with the information 
you need about your own operations, and working 
with a compatible partner who is similarly informed 
about theirs, it is possible to leverage big-ticket expenses 
like space, transportation and even staff through the 
old-fashioned concept of sharing. 

Sharing facility costs or trucking space with non-
competitive companies can net big savings by turning 
relatively small players into a larger buying group. 
With today’s capacity limits driving prices up, there 
could be a substantial advantage.  

As Calum Lewis, supply chain operations director 
UK & I, Lego said at a conference recently, ‘collabora-
tion’ sounds soft, but actually requires hard work. “It 
requires negotiation and bringing challenges to the 
table in order to find the right solutions. That is not 
always nice.”

Mix, match, leverage

As long as e-commerce and omni-channel continue 
to grow and maintain popularity the last mile will 
remain a challenge. The factors that make it a complex 
logistics problem are just intensifying.

The good news is that this intensity is driving inno-
vations, from new physical means of delivery right 
through AI-driven solutions and coming full circle to 
old-fashioned collaboration facilitated by access to big 
data. 

While the options for solving the last-mile challenge 
are numerous, growing and hard to keep tabs on, this 
also means that the executives responsible for e-tail 
operations can pick and choose, leveraging the ones 
that best suit their business.  MM&D

The last mile is getting smarter

 Supply chain smarts is a 
new regular column in 

MM&D. It’s intended as a 
forum for industry 

professionals to share an 
area of expertise. If you’d 
like to contribute, contact 
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Safety in the transportation workplace could be 
compared to a golf swing. It is a learned behavior 

that is very difficult to repeat consistently. Plus, like 
a golf swing, working safely has so many moving parts 
and factors that go into it, that the more you think of 
it, the more clouded your thoughts and actions can 
become.  

Because of this, fleet safety programs are among the 
most difficult ideas to communicate effectively to 
drivers. The amount of information available is almost 
infinite, and being able to condense the most impor-
tant ideas so they are top of mind for a driver in daily 
life is next to impossible. 

In our company, we put a major emphasis on safety 
in every aspect of our work. It is one of the most 
important and valuable investments we can possibly 
make. 

However, that investment does not always provide 
the returns we would hope. That is why, when our 
company joined forces with CPC Logistics, I was eager 
to learn about how they structure their safety 
conversations. 

Over the past couple years, CPC has established a 
program called “Safety Is A CPC FACT”, with FACT 
being short for Focus, Anticipate, Correct and Talk. 
The FACT program is used not only in introducing 
new safety topics, but also reviewing accidents, near 
misses, injuries and other workplace risks. Whether 
in a group setting or doing a tailgate meeting with an 
individual driver, the FACT program allows the man-
ager to break each message down to its essence. 

Focus – Carrying a focus throughout the day is a 
challenge. However, focus in this line of work is critical 
to success, and lack of focus usually introduces an 
increase in risk.

Anticipate – Being able to prepare for and anticipate 
risky circumstances is another critical part of a safe 
work environment. Mitigating situations where acci-
dents can happen is key here.

Correct – It is valuable to constantly emphasizze 
the ability to recognize risky situations when they 

happen and to recap situations 
after they happen, as well as 
correcting the behaviours.

Talk – Communication is 
always the key to make any 
initiative more effective. 
Promoting discussion be-
tween drivers has led to some 
true breakthroughs in improv-
ing the safety culture. 

Putting structure around the 
safety message with the FACT breakdown has been 
an effective way for every manager in the organization, 
from the C-Suite to the manager visiting remote loca-
tions, to be consistent. More importantly, it encour-
ages and promotes a culture of open dialogue about 
preparation, execution and the real-life challenges 
that happen through the course of a day. FACT is 
memorable, brief and shareable. There is nothing 
overwhelming about it. 

Practicing the FACT program is also a powerful 
testimonial to our customers about how our company 
values safety. It clears a path for safety to be at the 
forefront of every conversation, where it rightfully 
belongs. 

This message is delivered at every single touch point, 
from the first interview to the exit interview and every 
place in between. It is present in the company newslet-
ter, the company wellness program, in the company 
email signatures and on the company voice-mail greet-
ings. In order to be effective, it has to be ubiquitous. 
We share our results openly with both customers and 
drivers, so this is not something that can (or should) 
be hidden.

Installing an overarching safety message is a  
great way to encourage an attitude of ownership  
and accountability. It is not only good for the  
company brand, it is good for the people who drive 
the brand, our most valuable and important stake-
holder.  MM&D

Tracy Clayson

LEARNING CURVE
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Facts are key in fleet safety 
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Ross Reimer
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More than 20 years ago, when I launched Reimer 
Associates and entered into the recruiting 

world, I was convinced that my personal contact list 
and network would be the backbone of business suc-
cess. There is no question it was very helpful, and 
along with a keen interest in the recruiting business, 
gave me the impetus to start.  

But just a few weeks into my new venture I was 
surprised to learn something even more essential for 
long-term business success: Many people I contacted 
regarding available positions went out of their way to 
refer suitable candidates to me. I don’t just mean 
answering with a quick email or phone call with a 
name or two. I mean getting back to me with multiple 
top-level contacts, often having made phone calls 
alerting them that I would likely be in touch. Not just 
making the connection, but paving the way to a pos-
sible successful placement.

This is not something I was counting on but it 
became and remains to this day a critical success factor 
in our business: The willingness of people to take 
valuable time out of their day and in a focused and 
very helpful way connect others for the purposes of 
a potential new role. 

As I look back, I see those people were intentionally 
“paying it forward” with the realization that the world 
just works better when we take time for these kinds 
of actions. What’s great about this? As it turns out, I 
have been able to assist some of the very people who 
helped me get started so many years ago. Maybe it 
really is the old saying of “what goes around comes 
around”.

In the same vein, I have a very good friend who 
practices law at a high level in downtown Toronto. 
Many people assume his life is simply too busy to deal 
with anything but the most important cases. On the 
contrary, he has made a point throughout his career 
to take a significant portion of his work on a pro bono 
basis and has helped all kinds of people without the 
funds to pay him anything. Additionally he constantly 
makes time for prospective law students who are curi-
ous about a career like his. He shares important advice, 
is willing to meet for coffee, and does his best to help 
them understand what a legal career can be like.

Several years ago my son was looking for a place to 
live while he attended school in Peterborough, Ontario. 
At the time I knew exactly one person in Peterborough 
and it happened to be through a work connection – 
not a person I knew well and certainly not someone 

who “owed” us anything. Still, I figured a phone call 
couldn’t hurt. 

Well, after a brief conversation my business contact 
agreed not only to give us advice, but he also devoted 
his entire day to showing us around town, taking us 
for lunch, and leading us to a number of potential 
apartments. In the end, he was highly instrumental 
in our securing a great spot for my son to live. My 
contact had nothing to gain by helping us, but I’ve 
since come to learn that’s just the way he lives his life.

In my typical business day I usually deal with very 
experienced senior-level supply chain and transporta-
tion executives. That said, I’m occasionally approached 
by a young person with little or no experience in our 
field who is interested in the business as a potential 
career. I learned a few years ago that giving these 
people some time, and perhaps even meeting with 
them, can indeed help them make important career 
decisions. I hope my advice can steer them in the right 
direction. As it happens, this is a rewarding part of 
the job. We often keep in touch over the years, and 
in a couple of cases we have even helped them to find 
employment within our industry.

We are all extremely busy in our professional and 
personal lives and there’s no question that finding 
extra time can be a real challenge. But making an 
intentional decision to be helpful to people who come 
across your path can be one of the most gratifying 
parts of your day. Realize that you are in a unique 
position to be able to help someone move forward 
with their goals. I truly believe that paying it forward 
really does make the world a better place. MM&D

Paying it forward

Ross Reimer has  
over 30 years of 
experience in 
transportation/
supply chain. For the 
last 20 years he has 
been President of 
Reimer Associates,  
a recruitment firm 
within supply chain.  
rreimer@reimer.ca

Ph
ot

o:
 lT

C
m

ak
e 

p
h

ot
o,

 iS
to

ck
p

h
ot

o

Many people that I contacted regarding 

available positions went out of their way 

to refer suitable candidates to me.
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SAFETY FIRST

The ever-increasing popularity of online shopping 
is leading to a revolution in distribution centre 

operations. Companies are increasingly turning to 
automation and robotics to boost order fulfillment in 
order to keep up with booming consumer demand.   

The manner in which goods and products are picked 
is one of the main aspects of distribution centre opera-
tions that directly affects order fulfillment capability. 
In an effort to achieve higher picking rates, technologies 
and automation are being implemented that shift the 
picking process from ‘Person to Goods’ (PTG) picking, 
to ‘Goods to Person’ (GTP) picking. Rather than hav-
ing human order-pickers walking throughout the 
distribution centre, product racks are now being trans-
ported by autonomous mobile robots to stationary 
human order-pickers. 

In addition to increasing efficiencies, GTP picking 
operations allow mobile robots to take over the more 
demanding and repetitive tasks in an effort to reduce 
the incidence of musculoskeletal injuries in human 
workers. This enables people to focus on the portion 
of the order-picking process for which they are more 
ideally suited – those involving recognition and deci-
sion-making abilities. 

Human-robot collaboration

In today’s distribution centres the increased collabora-
tion between humans and robots can introduce some 
unique safety challenges. Currently there are two stan-
dards that provide guidance and direction with regards 
to mobile robots. The CAN/CSA Z434-14 Industrial 
Robot and Robot Systems Standard is the Canadian 
industrial robot standard (its American counterpart is 
the ANSI/RIA R15.06-2012), and the ANSI/ITSDF 
B56.5-2012 Safety Standard for Driverless, Automatic 
Guided Industrial Vehicles and Automated Functions 
of Manned Industrial Vehicles which is an American 
standard on Automatic Guided Vehicles (AGVs). 

Unfortunately, neither of them fully addresses all 
aspects of mobile robots. CSA Z434-14 really only 
addresses multi-purpose articulating arm robots, while 
the ANSI/ITSDF B56.5-2012 leaves gaps regarding 
specific technologies that increase the autonomous 
nature of today’s mobile robots. Also, there is little 
direction provided in the B56.5-2012 on specific safety 
performance requirements of AGV safety-related 
functions.

New standards coming

On the horizon, The Robotic Industries Association 
(RIA) (www.robotics.org) indicates that they have 

assembled the R15.08 Committee to write safety stan-
dards for industrial mobile robots. In the meantime 
however, the CSA Z434-14 industrial robot standard 
does provide significant direction with regards to 
developing a safety strategy for safeguarding robotic 
equipment and other automation that can be applied 
to DC operations and mobile robots. 

The importance of completing a comprehensive 
task-based risk assessment for identification of specific 
hazards is a cornerstone of the CSA Z434-14 robot 
standard, as well as many other equipment safety stan-
dards. Specifically CSA Z434-14, Part 2-Clause 4 pro-
vides direction on the risk assessment process, and 
Part 2-Annex DVA suggests a formalized risk assess-
ment methodology that may be employed for docu-
menting a risk assessment. 

Risk assessment

Some specific risk and hazard considerations associated 
with mobile robots include: stopping capability and 
impact/crushing hazards due to collisions with humans; 
hazards/risks associated with tipping of product/prod-
uct racks being transported; on-board pinch, crush or 
entanglement hazards due to lifting or other moving 
mechanical components; and hazards/risks associated 
with loss of control and collisions between mobile 
robots themselves. 

Here are some tips for performing an effective risk 
assessment for robotics operation:
• Initiate as early in the design/project phase as 

possible. 
• Assemble a team that includes all key stakeholders 

(engineering, maintenance, health and safety, opera-
tors, etc.); project lead (or other appropriate person) 
should facilitate the risk assessment meeting. 

• Identify all tasks and hazards under guidance of 
facilitator - see risk assessment model found in CSA 
Z434-14 – Part 2, Annex DVA (another suitable 
model could be utilized).

• Assign risk level for each identified hazard.
• Decide on control/safeguarding measures, and per-

formance level or safety-related parts of the control 
system that achieve adequate risk reduction for each 
hazard.
Although new standards are in the works, existing 

standards do provide concrete approaches and direc-
tion for managing safety within distribution centres. 
Also, health and safety associations can provide sig-
nificant assistance in the navigation of existing stan-
dards, as well as new upcoming standards, and in the 
application of best safety practices. MM&D

Mobile robots in the DC
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