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New twists,
risky turns
Logistics managers at the epicenter of
make-or-break decisions in 2021

TPM21: 25 February – 3 March 2021 I A Virtual TPM Experience
RATE REVERBERATIONS
Will spot rate strength ripple
into annual contracts?

FIRST STEPS
Despite 2020 progress, long road
ahead for decarbonization

INVESTMENT CROSSROADS
3PLs forced to choose between
customer tools, back-end automation

SOARING PRICES
Air cargo carriers extend space
guarantees, but at premium rates
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No industry,
geography, or
channel has
been spared
from supply
chain disruption as the
COVID-19
pandemic has spread. While the
world continues to battle the virus,
we continue to figure out how to
outmaneuver uncertainty into 2021.
There are a number of lessons to be
learnt and addressed, broadly outlined below.
Talent. If we do not have the
“right” talent driving our supply
chain, we are already losing. “Right”
here does not mean somebody who is
an expert in supply chain, but rather

◀ “Eliminating ambiguity
becomes critical when dealing
with partners who need
clear direction.”
Abir G. Thakurta

a team of people operating with resilience and flexibility. We continue to
search for talent in the market.
Systems, technology, and data.
This pandemic has proved that working with system, technology, or data
constraints adds non-value-added
work and increases the complexity of
the uncertainty exponentially. Visibility and analytics technologies are
key to answering critical questions.
Strategic partnerships. It is
imperative to ensure that all partners are orchestrating in unison and
executing on our strategy to push
forward during these uncertain
times. We will continue to create
win-win scenarios with our partners
(factories and logistics partners)
based on service/price balance.
Communication. Clear, consistent, concise, and cohesive
communication (the 4C strategy)
is critical internally and externally
within our supply chain. Eliminat-

ing ambiguity becomes critical when
dealing with partners who need
clear direction.
Agility and responsiveness with
resilience. We need an agile, resilient, and flexible culture in our
supply chain these days. Being agile
involves responding profitably to
variable consumer demand, planning with the assumption that plans
must be continuously altered and
focusing on execution daily with
available information. Course correction is inevitable.
A prolonged black swan event
like this only highlights issues
within our supply chains. When this
pandemic is over, we need to make
sure we focus on those gaps, fix
those issues, and build a supply chain
(with people, process, technologies,
partners) that is agile and resilient to
the next disruption.
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First, carriers enter the year
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Spot rates have sustained historic highs in 2020
a seemingly great base rate in just a few additional
through coordinated management of capacity and
invoice lines. Question the cause, the amount, and
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2021 be the year lines learn to quote all-inclusive
before it all breaks down. Given the lock-grip
prices and become less about the consortia and more
alliances have on capacity, you may find rate negotiations heavy going. So push for unbreakable service
about the customer?
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2018 was
dubbed an
“unprecedented year”
for the transportation
industry. We
were so young
and naïve then! Now we know 2018
was a practice run for 2020. Most
companies have contingency plans
for cyberattacks and natural disasters
— very few had a plan for a pandemic.
Although the reasons differed, the
result was the same: Demand for
trucking capacity exceeded supply.
Working for the world’s largest
home improvement retailer comes
with great responsibility, especially
when the business is identified
as “essential.” With customers
forced to spend time at home, sales
increased significantly, and our shipment volume increased even more.
Our e-commerce business experienced Cyber Monday volume for
numerous consecutive weeks, without the normal year-long planning
process established for large-volume
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