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Global supply chains are only as flexible as the technology that exists to
support them—and thanks to an emerging class of logistics IT providers, and
a new breed of sophisticated solutions, there are plenty of options to help
enterprises respond more quickly and economically to market variability.

The vagaries of global trade are no less apparent in the trends shaping the logis-
tics technology sector. These dynamics prompt businesses to explore applications that
breathe potential into strategic supply chain designs, while giving them greater pause in
discriminating solutions that best meet current and future interests. While strategy and
process deliver product to market, businesses increasingly rely on information technol-
ogy to link demand with supply.

As an information resource, Inbound Logistics’ annual Logistics IT issue serves a similar
purpose. Responding to reader demand, this IT Perspectives section provides a compre-
hensive summary of how technology suppliers perceive end-user challenges, and what
they are doing to adapt and expand their offerings to meet these needs. We approach
this objective in two ways.

First, the Logistics IT Market Insight Survey paints a broad picture of the technology sec-
tor, illustrating trends and developments that are pressing businesses to consider tech-
nology investments and implementations in a new light. Soliciting input from a diverse
pool of more than 300 technology providers, we present an inclusive overview of the IT
market that juxtaposes emerging trends, statistical data, and anecdotal evidence.

Second, IL’s annual Top 100 Logistics IT Providers list presents an in-depth resource of
best-in-class technology services providers—all in an effort to provide business logistics
managers with a better road map for finding partners that meet their specific needs.



Logistics IT Trends
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By any measure, logistics information technology has radically altered the supply chain landscape. In

the 1990s, the Internet and emerging communication tools empowered transportation and procurement

managers to explore new offshore locations for sourcing product. Technology provided the operational

bandwidth to engage supply chain partners across functional, cultural, and geographic divides.

Today, globalization is largely a given, and
technology applications are evolving along
a different track. Businesses continue to sur-
vey the globe for less expensive labor, con-
tingency sourcing options, and consumer
markets to sell into. But as supply lines be-
come stretched and lead times lengthen,
supply chain managers are manipulating lo-
gistics and supply chain solutions to shrink
gaps, not just increase global exposure.

“The issue of globalization is
not going away,” observes Gordon

Benzie, director, public and ana-
lyst relations at Apriso, Long
Beach, Calif. “Managing distrib-
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challenges are most critical uted operations across multiple
for your customers? time zones and functional areas
Cost 51% continues to be a challenge.”
Visibility 49%' There is growing recognition,
Customer Service 23% he explains, that a patchwork of
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Scalability Taon locations fundamentally impedes
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competitive differentiation.
Dennis Schoemehl, presi-

dent and CEO of St. Louis-

/ based Logistics Management

Solutions, shares a similar opin-

ion. “Shippers do not operate in
silos, so their technology needs to function
accordingly. Integration is key and shippers
want adaptable systems that enable data to
flow through every link of their supply chain,
he says.

Without properly tying together these

functional silos, businesses have less leverage
in driving visibility across the supply chain,

”

and consequently less influence in optimiz-
ing transportation and logistics costs.

Accordingly, when asked what technology
challenges are most critical to their custom-
ers, IT providers responding to IL’s Logistics
IT Market Insight Survey identify “cost” (51
percent) and “visibility” (49 percent) as most
important, with “customer service” (23 per-
cent), “transport optimization” (16 percent),
and “scalability” (14 percent) rounding out
the list (SEE FIGURE 1).

As economic uncertainty compounds al-
ready high fuel prices, reducing cost remains
a top priority. Importantly, visibility ranks
nearly as high, suggesting shippers are aware
that creating greater transparency among
partners and processes can go a long way to-
ward optimizing spend throughout the en-
tire supply chain.

Better visibility at point-of-sale and point-
of-origin affords logistics and supply chain
managers greater flexibility and control in
how they manage and scale product avail-
ability and control transportation and
warehousing costs—whether this entails
consolidating like shipments into TL moves
closer to demand or staging more inventory
farther back in the pipeline.

Businesses often have IT functionalities in
place that work well in specific areas of the
supply chain, but lose valuable information
due to poor connectivity among these differ-
ent operational spheres.

“Most companies have invested heavily
in point solutions in the areas of transporta-
tion, warehousing, and order management.



The problem is, these point solutions are

not tightly integrated with one another,”
observes Steve Hensley, president, Blue Sky
Logistics, Cedar Hill, Texas. “This is where
supply chain visibility solutions come in.
More customers are asking us to tie these sys-
tems together and provide a comprehensive
visibility solution that lets them manage their
supply chain processes from end to end.”

THE POWER OF DATA

From tactical approaches to streamlining
transportation costs to more strategic supply
chain optimization efforts, how businesses
digest and disseminate information directly
impacts their ability to flexibly and reliably

Have you seen interest from
customers for solutions that
address:

Inbound Logistics 57%_
Vendor Management 45%
Security/Risk 30%
Sustainability 27%_
Product Lifecycle Management 23%_
RFID 21%

Source: 2008 Logistics IT Market
Insight Survey, Inbound Logistics

react to consumer demand.

“Without good informa-
tion, technology is useless.
How often do you hear that
inventory is moving faster
than information?” asks
Greg Kefer, director corpo-
rate marketing, GT Nexus,
Alameda, Calif.

As businesses become
more sensitive to cost con-
tainment, benchmarking
and analyzing shipment in-
formation empowers them to
evaluate performance, track
shifting trends, and address
problems before they swell
beyond control.

“Companies want the ability to dig deep
into their database of shipment history for
better decision-making, analysis, and con-
tinuous improvement,” observes David Abdo,
CEO of Bitam, Roswell, Ga.

By example, historical data mining can re-
inforce real-time decision support. Richard
Murphy, vice president of Indianapolis-based
TCLogic, reports that customers are looking
for solutions that provide better intelligence
about inventory performance so they can
make smarter decisions about where to invest
capital. “The growth in overseas sourcing is
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expanding the volume of inventory com-
panies are holding due to lengthening lead
times and increased variability. This adds to
an already chaotic environment from which
to plan inventory,” he says.

This chaotic environment only appears to
be growing in complexity as anticipated se-
curity requirements threaten to place “time
constraints” on already tenuous lead times.
Customs and Border Protection’s (CBP) pro-
posed Importer Security Filing (10+2) man-
date will force U.S. shippers and consignees to
rethink how they gather, then share sensitive
shipment and supplier information with CBP.

Because many businesses do not currently
have the capabilities to capture this informa-
tion in compliance with CBP’s 24-hour ad-
vance manifest requirements, they will be
forced to either partner with third-party in-
termediaries or consider trade compliance so-
lutions that assimilate these new stipulations.

As security regulations evolve and the
sphere of accountability expands for import-
ers of record, seamlessly collecting and com-
municating information among partners will
become even more critical for businesses look-
ing to synchronize security standards with
their own supply chain requirements, sug-
gests Lauren Meling, marketing coordinator,
Management Dynamics, East Rutherford, N.J.

“Innovative organizations are now looking
to integrate these processes and supporting
technologies to more effectively exploit glo-
balization,” she says.

REMOTE CONTROL

With transportation-related costs argu-
ably beyond control, U.S. businesses other-
wise want greater command of their supply
chains. Among respondents to the Logistics
IT Market Insight Survey, 57 percent of IT pro-
viders indicate customers have expressed in-
terest in inbound logistics solutions, with 45
percent and 30 percent citing vendor man-
agement and security/risk assessment tech-
nologies respectively, as other hot button
needs (SEE FIGURE 2).

“Demand variability and the need to adopt
pull-based strategies are top of mind this
year,” indicates Jim LeTart, director of mar-
keting for Waukesha, Wisc.-based RedPrairie.



“With SKU proliferation, higher raw material
and fuel costs, greater competition from pri-
vate label brands, and economic pressures, it
is more critical than ever that inventory size,
mix, and velocity are optimized throughout
extended supply networks.”

Taking control of inbound transporta-
tion and distribution processes enables state-
side consignees to proactively monitor and
evaluate demand signals; work with vendors,
carriers, and service providers more collabor-
atively; benchmark their performances; and
better manage exceptions, service, and costs.

Piggybacking on the need for more vis-
ibility into demand, Karin Bursa, vice presi-
dent of marketing, Logility, Atlanta, Ga.,
notes that customers are looking to manage
new product introductions more efficiently.
“This includes having the ability to manage
consumer expectations for new products and
sophisticated tools such as attribute-based
forecasting technologies that create sell-in
profiles and quickly sense demand changes at
the consumer level,” she says.

More accurate demand forecasts can have
an osmotic impact throughout a company
and its extended enterprise, particularly in
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sales and operations planning, Bursa adds.
Using this information to align strategic
goals among sales, finance, and operations
departments can help further integrate func-
tional decision-making into a tightly woven,
sense-and-respond supply chain.

With granular visibility at point of con-
sumption and better demand projections,
shippers can similarly work with supply
chain partners to create better visibility up-
stream, push more product back to vendors,
share risk, and reduce stock without jeopar-
dizing availability. For retailers especially,
vendor management strategies enable them
to scale inventory more easily and economi-
cally while keeping supply more closely
aligned with consumer buying habits.

Another area of interest among customers
courting new technologies is green compli-
ance, with 27 percent of IT providers report-
ing interest in sustainability solutions.

“Companies are looking to improve man-
ufacturing efficiency while also reducing
carbon emissions, water usage, and waste,”
acknowledges Bursa. “On the logistics side,
they want to reduce their impact on the envi-
ronment by optimizing transportation, max-
imizing load capacity, optimizing pooling
and back hauls, and monitoring savings and
adherence to corporate green initiatives.”

Tracking Technology

From on-demand applications to end-to-end systems, vertical-specific WMS modules to standalone fleet

telemetry tools, supply chain and logistics technologies run the gamut between tactical stopgaps and

strategic sparkplugs. Given the broad range of challenges that U.S. businesses encounter, logistics IT

providers continue to diversify their solutions portfolios with these demands and interests in mind.

Reflecting this multiplicity, Logistics IT
Market Insight Survey respondents were mixed
in how they are growing their offerings and
targeting new business. Some are scaling so-
lutions, application platforms, and pricing
structures to attract small and mid-size busi-
nesses (SMBs); others are committed to serv-
ing the needs of larger customers; and an

emerging class of IT providers is developing
vertical-specific solutions.

“Increased local and global competition,
product proliferation with more rapid ob-
solescence, and the resulting need for com-
panies to be more agile and demand-driven
has caused customers to be far less willing
to adapt generalized systems to their needs,”



explains RedPrairie’s LeTart. “Instead, they
are demanding solutions with strong func-
tionality to support their industry and
business model, as well as the flexibility to
quickly and easily adapt to changing business
and marketplace needs.”

While solutions offerings and go-to-market
strategies vary, global capabilities are over-
whelmingly the expectation. Eighty-nine
percent of IT providers responding to the
Logistics IT Market Insight Survey have some
global logistics capabilities, compared with
85 percent in 2007.

At the same time, IT companies are also
expanding their resources to target a more
diversified customer base. Among respon-
dents, 83 percent count manufacturing com-
panies as target customers, compared with
77 percent in 2007; 73 percent are selling to
retail/e-business, compared to 62 percent in

2007; and 85 percent of logistics

IT companies provide solutions

for the transportation industry,
equal to 2007 data (SEE FIGURE 3).
Industries served 2008 2007 Manufacturers remain com-
Transportation 85% 85% mitted to global offshoring and
Manufacturing 83% 77% outsourcing initiatives to further
Retail 73% 62% drive cost reductions. With in-
Services 51% 52%' stitutional transportation costs a
given, quality control concerns
recurring, and new security and
Price range 2008 2007 regulatory mandates emerging,
Less than $50K 36% 31% there is strong interest in trans-
$50K-$250K 50% 62% portation, global trade manage-
$250K-$500K 19% 21% ment, inventory control, and
More than $500K 8% 14% supplier relationship manage-
Source: 2008 Logistics IT Market ment solutions.
Insight Survey, Inbound Logistics The continued gIOWth of

/ global e-commerce is changing

the way consumers shop, and

thus the means through which
retailers and e-tailers pull product to market.
Many now leverage demand management, e-
fulfillment, inventory control, and warehouse
management technologies to more accurately
forecast demand, aggregate and integrate
in-store and online distribution channels,

and economically manage last-mile deliver-
ies—either direct to store or direct to home.

IT companies also remain focused on the
transportation and third-party logistics sec-
tors—especially as intermediaries manipulate
investments in technology to further expand
their value-added offerings. Aside from tap-
ping a captive market, IT providers have the
added incentive of branching out and deliver-
ing these solutions to shippers as well.

SIZING UP TECHNOLOGY SOLUTIONS

The growth of the logistics IT sector has
created a plethora of options for businesses of
all sizes and stripes. It’s no longer a “one-size
fits all” market paradigm.

Given the historically high cost of tech-
nology, lengthy implementations, and ob-
solescence concerns, businesses have been
inclined to buy technology only as a means
of addressing existing problems, rather than
as a preemptive, strategic decision. This need,
amplified by the emerging competitiveness of
SMBs, has compelled IT companies to adapt
the way they sell and structure solutions.

The growing allure of Software-as-a-Service
(SaaS) and on-demand solution applications,
which allow users to pay for technology per
usage instead of investing to own, remain
a top priority for solution developers and a
must-have for many shippers. Among survey
respondents, 80 percent offer some form of
Web-hosted solution and 50 percent provide
transaction-based pricing packages.

With a true “plug and play” approach to
technology speculation, businesses can avoid
the integration burden and capital risk of ac-
quiring a complete system. Ongoing migra-
tion toward Saa$ solutions will fundamentally
change how businesses embrace technology,
and how IT providers develop their services.

“As customers adopt Saa$ solutions for ad-
vanced exception management, their way of
managing shipments will change,” says Joe
O’Brien, director of business development,
CargoSmart, San Jose, Calif. “Customers will
seek solutions providers that enable them to
automate specific business processes, allow
them to adopt new solutions incrementally,
and provide customer support services to im-
plement these applications.”



As SaaS$ applications redefine expectations
and requirements, the shift to Web-native lo-
gistics solutions similarly brings to bear the
challenges businesses encounter when acquir-
ing other enterprises, then integrating tech-
nology across the supply chain. On-demand
solutions allow for greater flexibility in explor-
ing applications that best fit an enterprise’s
changing needs, while more effectively recon-
ciling IT expenditures with actual use.

The growth of on-demand solutions, the
market potential of SMBs, and continu-
ing saturation in the logistics IT market-
place have created a more cost-competitive
environment for businesses courting new
technology. The percentage of providers of-
fering solutions priced between $50,000 and
$250,000 and $250,000 to $500,000 dropped
from 62 percent and 21 percent respectively
in 2007 to 50 percent and 19 percent in
2008. In turn, the percentage of providers
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offering solutions less than $50,000 jumped
from 31 percent to 36 percent (SEE FIGURE 4).

Across the board, fewer providers are sell-
ing technology in higher-end price brackets,
while more offer less-expensive options. This
trend has opened up the market to newer en-
trants and given end users greater selectivity.
With an uncertain economy, and businesses
already more judicious in calculating IT bud-
gets and embracing on-demand solutions,
this pricing dichotomy will likely become
more visible in 2008 and beyond.

The idea that technology is morphing into
a “service” means that as businesses look to
build greater scalability in their supply chains,
rationalize costs, and better match demand to
supply, they can evaluate and benchmark IT
solutions accordingly. This shift in approach
will place more responsibility on IT developers
to offer customer support and consultation to
meet end-user needs. W

tveTop 100: Playing IT Matchmaker

As technology helps businesses keep pace with shifting global trends and trade dynam-
ics, they in turn are pressing IT providers to push the envelope in developing more intuitive,
scalable, and innovative solutions. It's a never-ending cycle that keeps the technology mar-
ket flush and prospective IT buyers focused on finding the perfect fit.

With so many variables, and with an equally diverse group of solutions partners courting
new business, logistics managers have a considerable challenge on their plate as they look
to stay ahead of the IT curve. By necessity, this responsibility and due diligence translates to
IL's annual Top 100 Logistics IT Providers index as well.

Selecting the Top 100 logistics IT providers is a measure of matching reader feedback
with technology partners we deem are suited to deliver the best value to an ever-expanding
and demanding shipper community. Our list includes a mix of logistics solutions companies -
from smaller, niche-specific IT providers to end-to-end solution vendors; up-and-comers tar-
geting SMBs to established players with Fortune 500 accounts.

IL editors selected this year's qualifiers from a pool of more than 300 applicants, using
questionnaires, online research, and personal interviews to validate our picks. Importantly,
the companies chosen reflect our readers’ diverse IT needs: simplicity, ROI, efficient imple-
mentation, and a dual emphasis on best-of-breed or end-to-end solutions.

As a complement to our Logistics IT Market Insight Survey, the Top 100 Logistics IT
Providers list provides a panoramic snapshot of industry trends and a drill-down focus of
the technology partners that can help your enterprise reach its current and future goals. If
questions about specific providers arise—and we hope they do— visit the online IT Decision
Support Tool (inboundlogistics.com/lit/Iit100.shtml) to solicit providers for additional infor-
mation about their services. If you have any questions about the IT Perspectives section or
the Top 100 list e-mail: editor@inboundlogistics.com.
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USER: scalable, depending upon system user

GLOBAL CAPABILITIES
YES: supports global logistics management
SOME: provides limited global logistics functions
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Inovis info@inovis.com o
877-466-6847 www.inovis.com LA 0|0 ® —o—o—0|0 0 0 O Supply Chain Visibility Some ® ([ ] ( [ o ® o
INSIGHT kmyers@insight-mss.com . . .
703-366-3061 wwzv.insiqht-?nss.com ([ J o Cc=0 0 00 Supply Chain Solutions, Consulting Ys |® @ o o 00 0O M o
Integration Point sales@integrationpoint.com .
70425763678 A e ® o ——o ® Real-Time Global Trade Management | Yes °
InterGis sales@intergis.com Delivery/Distribution, Field Service,
860-496-4900 www.intergis.com LA o Insurance, Healthcare No o
Interlink Technologies info@thinkinterlink.com
800-655-5465 www.thinkinterlink.com e o o o L Warehouse Management Some ( () () [ )
International Business Systems info@ibsus.com o
800-886-3900 v wwwibsus.com (I ) ( 2K ) o—o—o—0—9| 0 Wholesale Distribution Yes O © 06 0 0 © () o T MK )
laMs sales@igms.com .
866-FOR-ERP2 Www.igms.com o Cc=0 o Industry-Specific Software Yes ® 0600 0O o000 o000
JDA Softw info@jda.com
800_4383;§§{°“" werwdacom e o o PRICING VARIES | @ Travel, Hospitality, Media Yes P o0 o e0 o000
Kewill Enterprise Shippin info@kewill.com ) '
877-872-2%79 pping S — 00 o C=0 [ ] Medical Equipment, Pharma Yes () o
Knighted dponist@knightedcs.com Yard Management, WCS/Automation
914-762-0505 www.knightedcs.com ole *—o Integration Some L ( ()
LeanLogistics sales@leanlogistics.com
616-738-6400 www.leanlogistics.com o ® *—o ® On-Demand TMS Some [ ( [
Logili asklogility@logility.com
8%'{)"_'5,"62_5207 Www_ﬁ:;"’i’ty.cf,;: Y e o o PRICING VARIES | @ Wholesale Distribution Some o0 PY PY PY °
Logistics Management Solutions info@Imslogistics.com ) .
80%-355-21503 www.Imslogistics.com ® ® *—o ® Chemical, Manufacturing Some o ([ ® 0
LOG-NET sales@log-net.com Integrated End-to-End SC Info
732-758-6800 www.log-net.com ® ® *—e ® Systems Yes 0060000 ® 000000
Made4net bob.peters@made4net.com
201-645-4345 www.made4net.com oo ° Food and Beverage, FMCG Yes o0 o °
MagicLogic Optimization info@magiclogic.com .
202-27?1—62!,48 www.magiclogic.com ® e ® o o Load Planning Software Some o
Management Dynamics solutions@managementdynamics.com o000
201-935-8588 www.managementdynamics.com ol|0 o—o—o—o—90 |0 Global Trade Management Yes ([ o e 000
Manhattan Associates info_americas@manh.com .
678-597-7091 www.manh.com oo ® —o—o |0 Retail Some ° o0 o (W W)
MicroAnalytics info@bestroutes.com Routing & Scheduling, Network
703-841-0414 www.bestroutes.com e e ® ® Rationalization No o o ®
Mincron Software Systems pcuellar@mincron.com P o
281-999-7010 WWW.mincron.com ® O c=0 o [ Wholesale Distribution No T M ) Y o o0
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COST BASIS

TRANSACTION: scalable, depending on the number of transactions
SYSTEM: pricing for a complete install

USER: scalable, depending upon system user

GLOBAL CAPABILITIES
YES: supports global logistics management
SOME: provides limited global logistics functions
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Motek davidp@motek.com i
323-653-4333 www.motek.com o L o o RF-Based, Real-Time WMS Yes (] ® 00 o ® 0 0O (I )
myLogistics sales@mylogisticsonline.com )
704-892-6400 www.mylogisticsinc.com e o ® 0 00— ® Private Fleet No o000 0 o o e oo
New Generation Computin sales@ngcsoftware.com .
305-556-9122 pEing www.ngcsoftware.com L o——0 Fashion Apparel, Footwear Yes | @ o o ([ [ o [ )
Nulogx kelly.kilpatrick@nulogx.com Manage/execute full transportation
416-915-9100 www.nulogx.com L *—o lifecycle Some | @ e ® 00O o o
nVision Global sales@nvisionglobal.com . .
770-474-4122 www.nvisionglobal.com oo o Logistics & Supply Chain Software Yes | @ e ®© 0O [ I ) [ )
OATSystems sales@oatsystems.com RFID Solutions, Consumer Packaged
781-907-6100 www.oatsystems.com ® —e Goods Some e
One Network Enterprises inquiries@onenetwork.com . .
972-385-8630 P www.onenetwork.com [ o]0 High-Tech, Defense, Public Sector Yes [ ) o 0 o O 6 06 0606000 0 O C I M ) o
Optiant sales@optiant.com . L
731-238-8855 www.optiant.com o Cc=0 Inventory Planning & Optimization Yes [ ) [ ) () ()
Oracle sales@oracle.com )
800-ORACLE-1 ——— p— ® 00 o Enterprise Software Yes | @ o 00 0000000600000 OCOO
Order Logistics contactus@orderlogistics.com )
217-328-0455 www.orderlogistics.com L *—o Global Sourcing Yes | @ o ® L ® 00 o o e e 00
ORTEC aberry@ortec.com . .
678-392-3100 R o =0 0il, Gas & Chemicals, CPG Yes ® 06 0 0O o0 0O Y o0 ®
PeopleNet sales@peoplenetonline.com o0 o—o Onboard Computers, Mobile
952-227-7200 www.peoplenetonline.com Communications Yes |@ ® ® 000 o 0 o (]
PINC Solutions info@pincsolutions.com
510-845-4900 www.pincsolutions.com [ ] o Food, Frozen Food Some o o () o ( ] ( ]
PMC sales@pmcorp.com o
313-441-4460 WWW.pmCOrp.com { Healthcare, Insurance, Financial Some o o o0 o0 Y
PowerTrack, U.S. Bank info@powertrack.com
800—925—'4324 www.gowertrack.com o o Trade Financing, Business Intelligence | Some | @ o
Precision Software, A Division of 0AD  info@precisionsoftware.com
312-334-8600 www.precisionsoftware.com ® o *—o Global Trade Management Ys |1©O © © © @ © ® o o () (B ® o o
Prophesy Transportation Solutions  sales@prophesylogistics.com Transportation Management &
800-776-6706 www.prophesylogistics.com LA *—o Logistics No ® o o ( e o o o
QuestaWeb sales@questaweb.com Automated Import/Export Customs
908-233-2300 www.questaweb.com e o ——o Compliance Yes | @ o ® ® oo e o ®
Quintig stephen.gallagher@quintig.com o—o—o Advanced Planning & Scheduling
610-964-8111 www.quintig.com e e Optimization No L o o o [ ) [ ]
p
Railcar Management sales@railcarmgt.com . .
404-355-6'?34 www.railcarmgt.com ® Lan Rail Transportation Ys |@ ® L ® [ ] ® 0 o
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*Zebra includes Navis, proveo and WhereNet

Logistics IT
Companies

COST BASIS
TRANSACTION: scalable, depending on the number of transactions
SYSTEM: pricing for a complete install

USER: scalable, depending upon system user

GLOBAL CAPABILITIES

YES: supports global logistics management
SOME: provides limited global logistics functions
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RedPrairie info@redprairie.com o—o—o Labor Management, Retail Execution

877-733-7724 www.redprairie.com o000 L o000 Management Yes L o 0000 o000 LN L

SAP America (none) . . .

610-661-1000 WiWisap.com ®© ® ® ©® 0|® ® O| PRICINGVARIES |0 © @ © Collaborative Business Solutions Ys |®© © © © © © © © © © © © © © © © © © 0 @ O O O O

Smart Software info@smartcorp.com o—o Demand Forecasting & Planning,

800-762-7899 www.smartcorp.com o e e ® Inventory Optimization Some o o o o ®

SmartTurn info@smartturn.com Wholesale & Distribution, Food &

888-667-4758 www.smartturn.com ® ol 000 Beverage, Construction, Agriculture Some o0 o o o 000 ® o L

3 sales@smc3.com . -
225-845-8090 www.smc3.com 000000000 e S o ¢ e ¢
i inquiry@st X L -
g&e;l_lgggl_)gl(nefce w\:l\:\ll?terslilst;ig:mec:::?com 0 00 0|0 o =0 o0 00 Communications, Media, Finance Ys |® ©@ © Y o0 0 o000 0O ® o000
i info@ lychain. .
300y saoszag DR — oo ° o ° Planning, ATP/CTP sme | ® o @ o X °
info@us.syspro.com e
R 98649 PO () ole ° Distribution Yes © 000000 00 000 00 o000
i rmurphy@tclogic.com o—o

;g!-lggllg4-5152 wwl:/th)cI\c/)gicco?rll e e o e e e Some o o o0 ®

Technology Group International sales@tgiltd.com Dashboards, Workbenches, Financial

Y oo e oo ool oo oo oo o Romrt iriter vs |6 e oo eoe0ee0e0e o o000 000000

TECSYS info@tecsys.com Healthcare, High-Volume, Industrial &

800-922-8649 www.tecsys.com 0000|000 e e o Heavy Equipment Distribution Yes e 00 ® 00060000 000606000900

Terra Technology sales@terratechnology.com Multi Enterprise Demand Sensing &

203-847-4007 www.terratechnology.com LA ® ® e e ® Inventory Optimization No o o o

ToolsGroup us-info@toolsgroup.com o—o CPG, Electronics, Aftermarket Parts,

617-494-0080 www.toolsgroup.com o060 ® e e ® Wholesale & Retail No o o

info@tradeb X
;rsagfgesgn-'moo wwwradebeam.com o ® *—o o000 Global Trade Management Yes o ® °® o000 o
i Dave@t lysis. i

506- 646 1600 e X0 ° X Online TWS system some |@ @ ° ° ° o0

TransportGistics sales@transportgistics.com o—o—o Transportation & Logistics

631-567-4100 www.transportgistics.com ©0 0060|000 000 Management Yes L o o e 00000 ® L ®

TransWorks jerry.bell@trnswrks.com

260-487-4470 www.trnswrks.com (N ) o o C=0 ([ } [ ) End-to-End Transport Management Some | @ [ ) [ BN ) o 0 [ ) I ) N )

USTC Logistics fsigman@ustclogsitics.com TMS, Audit & Payment, Data &

800-245-2839 www.ustclogistics.com o oo |o LA Reporting Ys | @ o 000 L ®

Web Freight Pro sales@webfreightpro.com o0 o o o olo—o—e PP P . e A - o000 ° PREPIPS PREPIPS PP o0 0060

800-758-6065 www.webfreightpro.com ST R ELCL G T e I Yes

. st . .
Zebra Enterhrise Solutions ssales@navis.com o000 |00 o0 ® ® ® ®|  Suppiy ChainExecution Solutions s | ® eo0ecoo0 eeee0 o0 o
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