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Loscam powvers ahead with
opening of Viet Nam facility

a choreographed dance sequence, that made
out the word “Loscam”, and a gathering of
the elite involved in warehousing, distribution
and manufacturing in Viet Nam. More than 200
dignitaries from both Viet Nam and Australia
attended the famous Reunification Palace for
the Loscam Viet Nam launch.

T here were Lion Dancers, swirling spotlights,

Viet Nam is the latest Asian country to join Singapore, Malaysia,
Indonesia, The Philippines, Thailand, Hong Kong and China, in the
Loscam network of pallet-pooling and hiring operations in Asia. The
company is the largest pallet supplier anywhere in the region, and
Viet Nam’s turbo-charged economy, made establishing a facility in
the country, a must.

The Australian Consul-General, Mr Mal Skelly, who said the
Consulate representing the Australian Government in Viet Nam,
was very supportive of the new Australian business enterprise,
opened proceedings. “Such investments make positive
contributions to the economic development of both Australia and
Viet Nam, as well as furthering the growing bilateral co-operation
ties,” he said.

“As a leading materials handling hire company, with a long track
record in the Asia-Pacific region, Loscam will no doubt, contribute
to improving the standards of the logistics industry in Viet Nam,”
Mr Skelly told the audience. Mr Bob Dalziel, Chairman of the
Loscam Limited Board, said the new entry into the Viet Namese
market was another step in the company’s plan to provide the
finest logistics services to the growing number of Asian countries
who were seeing the need to modernise their distribution methods.

Mr Grant Anderson, Loscam’s CEO, said the Viet Nam operation
was another significant milestone in the Loscam history book.
“Loscam has had a stated objective of expanding its Asian
operations, when it commenced 14 years ago,” he said. “Viet Nam
provides Loscam with the opportunity to service the growing
consumer and manufacturing markets with pooled hire equipment.
The Ho Chi Minh City facility has been strategically selected to
support our rapid growth plans.

“Our new Loscam Viet Nam team is already working hard to
build our business, and service the needs of our customers in this
market.”

Loscam’s new facility is located in the new Viet Nam-Singapore
Industrial Park, Binh Duong Province, and is already providing
pallet-pooling to a number of regional clients. The General
Manager Viet Nam is Nguyen Tran Doan Co, who has recruited a
team of experienced logistics salespeople. The company has also
established a Hanoi office to cater to the growing industrial
expansion taking place to the north of Hanoi in the Haiphong area.
The development of new and important industrial parks, is a
response to the international interest that Viet Nam has created,
since it was admitted to the Word Trade Organisation last year.

LISCAM

LE RA MAT CONG TY LOSCAM VIET NAM
OFFICIAL LAUNCH OF LOS

The Official Cutting of the Ribbon (L-R): Mr Garry Bachell, Business Development Director Asia/Pacific,
Miss Nguyen Tran Doan Co, GM Viet Nam, Mr Mal Skelly, Australian Consul-General, Mr Bob Dalziel,
Chairman Loscam Limited and Mr Grant Anderson, Loscam CEO.

The Australian Consul-General, Mr Mal Skelly, Mr Bob Dalziel, Chairman of Loscam’s
opening the venture. Board, addressed the gathering.

Mr Grant Anderson, CEO of Loscam said the Viet Nam launch was a significant milestone.




Gala event as The Viet Nam
Management
Viet Nam 15

eneral Manager
Gfor Loscam
Viet Nam, Ms

Co Nguyen, holds a
Bachelor of Maritime
Economic degree from
the Viet Nam Maritime
University and an

MBA from the Lincoln
University, Oakland.
Co’s career has been centred on the
shipping, logistics and supply chain
industries.

She entered the shipping industry as an under-
graduate student in 1994 and became one of the
first dedicated employees of Maersk Line when it
established the Representative office in Viet Nam.
During more than nine years with Maersk Viet Nam,
she held various key positions in customer service,
import and export, data quality control and
operations. In 2003, Co moved to Mitsui OSK line,
where she held the position of General Manager.
During her time there, she initiated many major set-
ups, leading, managing customer service, sales and
marketing and training processes in shipping.

Understanding the “logistics perspective” as being
fundamental for business development, Co wanted to
develop her career in Logistics. She lately joined P&O
Nedlloyd, a top-five Logistics and Container Shipping
company in the world, establishing the logistics
function in P&O Nedlloyd holding full responsibility
as Logistics Manager. After one very successful year,
she was promoted to National Sales Manager. When
Maersk took over P&O Nedlloyd in 2005, Co moved
to work as Supply Chain Operations Manager in
the project team of Kuehne & Nagel Lead Logistics,
managing the Logistics function of Nortel, the
Canadian telecommunications company.

Co joined Loscam in March 2007 to work with
two full-time dedicated staff.

She is married and has a cozy family with two
daughters aged five and eight. She enjoys organising
family activities with other parents who have children

the same age as hers.
ew Business
N Development
Manager for Viet

Nam is Peter Grave.
Peter is 29 and single
and comes from
Melbourne. He has a
Bachelor of Commerce
and Bachelor of Arts
= from Deakin University
. and speaks Indonesian.

Previously, Peter spent nine years in FMCG sales
and account management, with major brand names
like Nestlé, KCA, Foster’s Group and most recently,
with McCormick Foods Australia. He has had
positions including National Account Manager with
both Coles Group and Woolworths.

Peter said he is looking forward to the challenges
that lie ahead in Viet Nam and growing the LOSCAM
business, as this “new Asian tiger” economy gathers
momentum. He also plans to do some travelling in
the region, working with other Loscam businesses
throughout S E Asia.

The Loscam Team at the warehouse located at VS|Ralfidustrial Park HCM City



DKSH says cost and
quality essential

T he Swiss supply chain service provider,

DKSH, who re-established its presence

in Viet Nam in 1990, is another major
logistics company in Viet Nam that has
embraced the benefits of using Loscam
pallets, as its business expands throughout
the country.
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CG Operations Warehouse Manager, Diethelm Viet
Nam, Dang Thi Ngoc Diem, told the “Loscam Asian
Leader” that not only does the company provide logistics
services for Pharma, and FMCGs like Kiwi, but also
distributes raw materials and technical products from its
main warehouse and DC at the VSIP Industrial Park in
Ho Chi Minh City, to other DCs located at Hanoi and
Da Nang.

“Before Loscam came to Viet Nam, we were
distributing goods on our own pallets,” said Miss Diem.
“We will continue to use our pallets and will complement
these with pallets from Loscam. The distribution channels &3 ggg;ﬁlggrfgﬂﬁ'ie,gggget)iem
we have here in Viet Nam, cover the total range from

...while cost was always an important part
of any transaction, many of the customers
Diethelm distributes for, are pharmaceutical
companies, who are very meticulous about
the standard of pallet their products are
transported on”

Thi Ngoc Diem

t N T Lo b -
supplying supermarkets to small, family retail businesses. We replenish our I'-le.” 'il'klw? “Iw I -
regional DCs from here, and these regional DCs distribute to the many et ! =
customers we have all over Viet Nam. mﬁ

“The HCMC warehouse in the VSIP, holds around 8,000 pallets, and we v - T
use outside contract trucking companies to move these products to either
our customers or other warehouses up north. In total, we have 180 people
working here and all our pallets are controlled by an internal pallet controller
located within the warehouse.”

Miss Diem said that while cost was always an important part of any
transaction, many of the customers Diethelm distributes for, are pharma-
ceutical companies, who are very meticulous about the standard of pallet their
products are transported on. “Once the products are shipped out on pallets
from our DC, they are then broken into loose cartons and manually handled
when they get to a customer.”

Asked what changes Diethelm had experienced in their distribution
system over the past five years, Miss Diem said trade across all areas of the
company’s business was ballooning, with an increase of around 100%
shipped from the central DC. “Supermarkets are also having a major effect on
the way we distribute,” she added, “because delivery involves long waiting
times, and we have bans on certain size trucks using the metropolitan streets.

“While there is a growing demand for overseas products, 60% of what
Diethelm delivers is locally manufactured.”




3A Pharmaceuticals raises the bar for
distribution companies in Viet Nam

At

Pharmaceuticals in Viet Nam, you quickly

get the impression that this executive is
committed to the company, and projects a great
sense of pride in what 3A Pharmaceuticals has
achieved in a relatively short period of time.

T alking to Mr Eric Lam, the CFO for 3A

3A Pharmaceuticals distributes pharmacy leaders like
Ensure, PediSure and Gain 1Q, and other health products.
Around 33% of the company's turnover is catering to the
adult market, with the remainder targeting the growing
markets in baby care, children’s and school-age segments.
“We strongly believe in getting the hospitals involved, and
educating expectant mums at an early stage. This way they
get used to our product and we believe if they start with our
products, they will stay with us as their children grow up,”
said Eric.

The company achieved a big boost in sales and acknow-
ledgement when Abbott Laboratories selected 3A to
distribute their range of products throughout Viet Nam.

To comply with the strict requirements that 3A Pharma knew
would be expected, a specially-fitted, air-conditioned DC,
with steel racking installed was established in Ho Chi Minh
City. “We were referred to Loscam when we built the
warehouse,” explained Eric. “Everything in the facility has to
comply to a very high standard. We are not going to spend

a lot of money building a warehouse and then put in sub-
standard pallets. Good solid, reliable pallets are required when
you're lifting goods on pallets some many metres above the
floor. We need the very best pallets, so the products we stack
on them, go up and come down in one piece. So we turned
to Loscam.”

He said the company was the first to have refrigerated

warehousing and had been using Loscam pallets in the new
DC for the past four months. ""We were invited by Abbott
Laboratories to do their in-sourcing, so we are helping them
with the marketing “pull”” and not just the direct “push.”
In the next 12 months, we'll have two new DCs in Da Nang
and Hanoi. We had the senior Abbott people here when we
opened the new warehouse, and they couldn't believe what
we have done here.”

Another customer order on its\way out of the
3A Pharmaceuticals’s warehouse:

Eric said the association with Loscam,
““has worked out very nicely and we
appreciate the added value service that
Loscam has provided. We are looking at their
Hire Management Service in the future.”

He said 3A Pharma products had various
channels of distribution, including direct sales
where 3A Pharma salesmen go to the market
shops, big wholesalers and larger consumers
of its products. ““We have ‘ethicals’ who go
to hospitals, and distributors for the greater
metro area, where we can't do the coverage
ourselves. These direct agencies are huge
and have other products beside our own.
We have set a standard, that if you order our
products, you will have delivery within 24
hours.” The Da Nang and Hanoi DC, which
will be built at the end of this year, will be a
smaller replica of the main refrigerated DC
in HCMC.

“It's very exciting working for this
company,” admitted Eric, ““and our annual
growth over the last five years has been
above market.”

Loscam
Packaging
Equipment
(Shanghai)
Co Ltd

Ph: (+86) 212 890 9682
Fax: (+86) 212 890 9999

PT. Loscam
Indonesia

Ph: (+62) 21 893 6078
Fax: (+62) 21 893 6079

Loscam
(Philippines)
Inc.

Ph: (+63) 2 809 0954
Fax: (+63) 2 850 0905

Loscam Asia
Pte Ltd
Singapore

Ph: (+65) 6863 0316
Fax: (+65) 6863 0312

Loscam
(Thailand)
Limited

Ph: (+66) 35 215 549
Fax: (+66) 35 215 365 6

Loscam

Viet Nam Co
Ltd.

Ph: (+84) 8 824 8434
Fax: (+84) 8 823 6288
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New CEO
brings
practical
experience

to new role

he new CEO of Loscam Limited,

Grant Anderson, can proudly say
that what he’s learnt over the years
didn’t all come from textbooks. | am
an Adelaide boy, born and bred, he
said when speaking to the LOSCAM
LEADER | started as a fitter and
turner at Chrysler before joining an
engineering company called Rainfords,
which was later sold to Britax plc.
During my 27 years with the company,
| headed up the engineering, sales and
marketing, logistics, purchasing and
manufacturing functions. | later
became Manufacturing Director
implementing LEAN practices and
eventually Managing Director.

Britax produced automotive car parts, and child
seats, for the Australian and export markets. We
were exporting around 85% of our production to
the US, UK, Spain, India, Korea and Japan
explained Grant. | did a lot of work developing
Asian markets, and was eventually the Asian
Regional Managing Director. It was during this
time that he recognised the potential for Australian
companies in Asia and gained wide experience
there. ""We acquired two companies in Korea, and
| chaired the Board of a joint venture company
in India, where a second plant was set up. We
established two factories in China, set up a licencee
in Thailand and an office in Japan.

The company later undertook rationalisation,
and decided to focus on automotive products.
When Schefenacker purchased Britax, Grant joined
PBR Automotive in Melbourne, as their Asian
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CEO of Loscam Limited, Grant Anderson

President and later became President of PBR International. The company at
that time, had an $850 million turnover. *'It was quite a large operation,"'
said Grant, ""and there was a lot of cost pressure in the marketplace, from
automotive customers like GM in the US, in particular. Their tendency was
to combine quotes worldwide and leverage off that, to reduce the price.
This was one of the reasons PBR set up a casting operation in China.

""The pallet business has similar processes and markets to automotive, but
a different set of customers. | am looking forward to getting my head around
those new customers."

Loscam s strength is its customer-

focus. Our people are very dedicated to

serving their customers, which focuses
the company on where it goes.

Grant said having two suppliers in the market, creates real
opportunitites for Loscam. Talking to our people around Australia in
particular, we see great opportunities attracting new customers up and down
the supply chain. The customers want to be treated as a true customer and
that is where we are going to focus our attention. Loscam is a great business.
In terms of its process or product, it is fairly simple. In terms of customers, it
has a very broad and wide portfolio. And that is an aspect that we have to
manage efficiently.

Two areas of attention in the short term are: Further development of our
Asian operations, where we are the largest provider of pallet pooling in the
market, as shown with our aggressive expansion into China and Viet Nam.
We’ll support our customers there, and as they grow in that market, we will
follow and support them.

From a product point of view, we need to look at other areas, in
Australia in particular. There is potential for new products and we re
identifying those specific requirements at the moment. We have opened a
new facility in northern Queensland to accommodate future growth in that
region. We will continue to study other regional areas within Australia, and
if there is a good business case for moving forward with them, we’ll do it.

Summing up, Grant said: Loscam s strength is its customer-focus. Our
people are very dedicated to serving their customers, which focuses the
company on where it goes. The footprint within Australia and Asia is very
strong. This gives us the platform to grow rapidly in the developing Asian
markets whilst using our experience in Australia to develop new products.

We thank Neil McBain for his service to the company. Neil will continue
to advise and consult to the Board and remains a Director. We wouldn’t have
the company we have, without Neil’s effort and hard work.

—



Brother international likes
Loscam and that’s a fax!

Arlie Gagarin

has been operating in Australia

since 1977, and while it has made
its presence felt here over those 30
years, the company’s manufacturing
ability goes back to 1908 when the
Yasui Sewing Machine Company was
established in Japan. In 1961, the
company moved into the area of
business machines and machine tools,
with the production of portable
typewriters, and this was followed by
the introduction of the world’s first
high-speed dot-matrix printer.

Brother International (Aust) Pty Ltd,

In this country, they have been at the forefront
of fax, digital, and multi-function centres, catering
to Australia’s business needs. The national
distribution centre for Brother is a modern, clean,
warehouse of some 7,500 sq metres, situated near
the Rose Hill racecourse, where seven full-time
employees and 18 temps work.

According to Warehouse Supervisor, Charlie
Rohloff, the company has been a Loscam customer
for just over 12 months. “Their pallets have been

With Loscam, if we suddenly
need pallets, they are there the
next day. They are proactive and
their service is very good.”

very good, and the service great,” enthused Charlie.
“One of the things that has impressed us, is the
quality of their product. | think over all that time,

we’ve only ever had three pallets that we were critical

of. This is very good when you consider that when
| place an order, we’re looking at something in the
order of 480 at a time.”

Warehouse Manager, Arlie Gagarin, was also
complimentary, and explained what he looked for
when deciding on which pallets would carry their
range of electronic equipment. “As a Warehouse
Manager, | look at the costs, as well as the service,”
he said. “With Loscam, if we suddenly need pallets,
they are there the next day. They are proactive and
their service is very good.”

Charlie added that the new facility handled all
distribution for fax machines, accessories, typewriters,
copying machines and sewing machines.

“We found that a lot of the customers we dealt
with also used Loscam. It was evident that Loscam
pallets were widespread. And it’s very rare now for
us to have any pallet other than Loscam.”

Another key member of the Brother team is
Brendan Reynolds, their Pallet Controller. “My role
at Brother is to ensure that transactions are correct

i ]
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Arlie Gagarin and Charlie Rohloff, \Warehouse Supervisor.

and | use Loscam’s HMS system. It’s a great tool even though we
don’t use it to its full advantage. But we get out of it what we need.
I’m enjoying it because it’s nice and easy to use, and we can fix
problems with it as well. | know at any one time, how many pallets
we have, and where they are.”

Loscam sales executive Louise Guillfoyle, while only being in her
sales position for a few months, has been with Loscam for more than
two years as a Sales Co-Ordinator. It was Louise who undertook all
the administration when Brother came on board. “They are an
important account, and very nice people to deal with. I’'m confident
that our business will grow as theirs does.”

- I:l

Brendan‘Reynolds with Loscam’s Louise Guillfoyle and Charlie Rohloff,
in front-of Brother’s wide product range.

IN ADDITION: Loscam wooden pallets are accepted by all major
retail chains. Let Loscam streamline your supply chain.
Contact Louise Guillfoyle on 0419 623 626.



Innovation built into
everything that Britax does

hankfully, there has been a
I growing awareness over the past

decade, of the importance of
ensuring that children in cars are as
safe as engineering can make them.
Without a doubt, Britax Childcare Pty
Ltd an Australian manufacturing
company, is leading the way in child
restraint technology, and in 2006, were
winners of an Australian Design Award
for their revolutionary AHR™ (Active
Head Restraint) range of products.

Under their brand name ““Safe-n-Sound,™”
the Baby Safety Capsule was first invented by
the company 30 years ago; to their AHR™ today,
driving in vehicles is a lot safer thanks to Britax. For
many years, the focus had been on frontal crashes,
and while this has helped reduce the numbers of
infant deaths, new figures show a startling increase
in serious injuries right across Australia.

Head and neck injuries are the two highest
forms of serious injuries for all passengers. With this
in mind, and knowing that a high proportion of
accidents are actually side impact, Britax safety
engineers designed the AHR™ system, which is
used in two models - the Meridian and Platinum.

What we look for in a pallet
provider, is naturally price, but
also the interraction created
between the two companies.
It is very important. It’s really
about forging a partnership
situation with our suppliers,”

While the product is state-of-the-art and the
only one of its kind in the world, the company
still has to market and distribute the AHR™ and
its other products to the market. And that’s
where Dennis Matic, Britax’s DC Manager at
Sunshine in Melbourne, comes in. “I’'ve been
with the company seven years in July,” said
Dennis, “and came from a distribution
background. We have eight people in the
warehouse and it is the only warehouse Britax
has in Australia for both national and
international distribution. From here we supply
major department stores like Target and BIG W,
as well as specialty independent retailers.”
Dennis said all the child safety products were
made in Australia, with strollers and other
products made overseas.

He said the company had been dealing with
Loscam for more than 12 years. “What we look
for in a pallet provider, is naturally price, but also
the interraction created between the two
companies. It is very important. It's really about
forging a partnership situation with our
suppliers,” explained Dennis. ““Loscam is very
helpful when they come in to see us; they do

4

Britax’s Janﬂle Dedini afjd DC Manager,
Dennis Matic.

"
Loscam Vic/Tas Sales M@nager, Dahiel Bunn&lr,
|

stock takes and reconcile our account, which
other pallet suppliers won’t do. And when they
do that sort of thing, it’s a big help.”

Dennis said they hadn’t invested in
Loscam’s HMS system, but were looking at its
implementation a little further down the track.
“Pallets are a means to an end for us, in
transporting our product range and storing our
merchandise. We tend to ship about 16 boxes
to a pallet. Loscam has always given us good
pallets, their quality has never been an issue.
Another advantage is that we are able to
deliver or pick up pallets on a ‘same day’ basis.
We have always had exceptional service.”

Janelle Dedini who works in marketing with
Britax, said the company has well in excess of
100 SKU'’s, with the child car safety area being
much larger than the nursery and wheeled
goods side and with exports going to Korea,
Malaysia, New Zealand and other countries.

The final word came from Loscam’s Vic/Tas
Sales Manager, Daniel Bunnett, who has just
become a father for the first time. ““My wife
and | are having our first baby this month, and
we have been in the market for a baby
capsule,” said Daniel. “Those who install these
capsules have to be accredited and when | saw
the installer he said: ‘I only install top of the
range Safe-n-Sound restraints’, so it’s a
testament to the product. Loscam is privileged
to have an outstanding partnership with a
company like Britax, who’s providing
outstanding service to the community.”

IN ADDITION: Loscam's On Line and Hire Management Systems
provide real time, efficient and cost-effective equipment management.
Call 1300 309 930 for more information.



Woolworths stamp their leadership
when it comes to DC Innovation

ith the constant battle to
W reduce costs across the
supermarket battlefield, the

logistic supply chain area has become
an extremely important tactical
position, that all companies want to
capture. While food and general
merchandise companies struggle to
take substantial costs out of their
supply chain operations, Woolworths
Limited rolls forward with their
logistics plans to change the way it
distributes product within Australia.

A major change has been the reduction of the
number of medium-size DCs it had, and the
building and creation of “Super DCs” located in
key distribution areas. The latest of these and the
most sophisticated is the recently-opened Brisbane
Regional Distribution Centre (BRDC) at Larapinta,
in Brisbane’s south-west. This RDC, which has
brought a new standard to all participants - the
suppliers, pallet suppliers, and Woolworths
themselves - is ratcheting up what is required and
critical to, the smooth flowing of stock through
their new operation.

A key member of the Woolworths’ Logistics
Division is Patrick Duggan, who has been working
on this new DC project for many months. “We
have commissioned nine DCs in the past two years
and Brisbane is the latest, the biggest, and by far
the most automated of the recent DCs we have
opened,” explained Patrick. “Traditionally, when a
truck driver is delivering a product into the manual
RDCs of Wodonga, Perth or Adelaide, it gets
unloaded at the dock, picked up and put away by
a fork. Job completed. This is a conventional DC
operation.

“However, in Brisbane, the stocked pallet is
lifted and positioned by huge automated cranes.
The pallet will pass through various sensors as it
moves from the dock, and if the pallet does not
conform 100% to a pre-set criteria, it will be

“Our requirement is for quality pallets and
we have been working with Loscam in an
education program to not only explain to
them what we have to have, but what they
have to impart to their customers.”

Patrick Duggan, Merchadise Logistics Specialist

rejected. This rejection can occur through the pallet having broken or damaged boards, or nails
extruding, or if the shrink-wrap is not applied correctly. This can mean the whole pallet load
could be rejected. In addition, if the label stuck on the pallet is not accurate, we will have to
replace that label with a correct label and then we incur costs, as it means time and manpowver.
So for Loscam clients, it’s paramount that the pallets they use to deliver to this RDC, are of the
very best quality.”

Patrick said it was crucial that suppliers understand that damaged, splintered, or loose-
pallet boards will no longer be accepted. Near enough is no longer good enough! “Our
requirement is for quality pallets and we have been working with Loscam in an education
program to not only explain to them what we have to have, but what they have to impart to
their customers. The new Brisbane RDC has the highest standard of any Woolworths’ facility in




Australia, especially when it comes to the quality of the pallets
demanded. We have said to Loscam customers, ‘if you have faulty
pallets in your pool, and if you have issues with them, return them, as
Loscam will re-issue new ones’. That vigilance will mitigate problems for
you when you deliver your products to Woolworths Brisbane.”

He said all suppliers needed to make sure their pallets meet these
requirements. “If your pallets are not correct, it may hamper your
efficiency, because your drivers may have delays unloading which holds
up their departure afterwards,” said Patrick. “We’ve communicated our
requirement to about 500 vendors in Queensland and had information
sessions for the top 60% or 80% volume vendors, at our head office.”

The future of DCs Is
here at Larapinta

Phil Rennie, Brisbane RDC’s Transition and Operations Planning
Manager, said the shed size was 75,000 sq metres, sitting on 25
hectares. “We have room for expansion of up to a third more,”
explained Phil. “This RDC will supply our stores from northern NSW,
Lismore and Grafton right up to Weipa.”

Arriving pallets proceed along the infeed conveyor to a stock station,
where they are checked for weight, oversize, pallet integrity, fork
tunnels, and barcodes. It is at this stage, that the pallet will be rejected
or accepted. From there, pallets are transported to a lift and sent to a Hi
Bay. Only nine pallets can be rejected at any one time and held aside,

before the automated lift system stops. If this happens, Woolworths’
personnel have to fix the problem manually. If it can’t be fixed, the pallet is
extracted from the conveyor and fixed later. Being fully-computerised, an
operator can identify the problem immediately, be it wrap sticking up, or a
pallet’s baseboard missing.

The LCS system used in the centre knows where every pallet is, based
on the code dates. It does the scan and checks to make sure the pallet
matches the given information. The heaviest pallet is 1800kg in weight,
which typically is bottled water or long-life milk.

The new centre is the largest and best facility in the Southern
Hemisphere and will have about 1200 permanent staff, with 800 on day
shift when it is fully-operational in September this year. Loscam has been
vitally involved with this new project and supplied pallets that were used
in the test-run leading up to the final commissioning.




Wine storage

company offers

more personal service

ine Storage & Logistics Pty Ltd, is a new
W South Australian company, that sees big
opportunities in the Australian wine

industry. Its two Directors, Mark Wheeler and Guy Fens,
have established their business to store palletised wine

for small to medium-size growers. Their typical markets

are growers doing from the 20 to 10,000 tonne mark.

OBefore we started, we looked at the industry for at least 14
months,O said Mark, who comes from the Riverland wine region
and whose family has been involved in storage and logistics for
more than 40 years. Mark is a passionate enthusiast, who has
grown up with many of the people in the wine industry. OOur
focus,O he said, Ohas been to put a different philosophy in place,
when looking after our customers.O

OWe are storing palletised wine, which is what they term, their
Ofinished product®,0 added Guy. OWe are not dealing with the big
guys, more the second and third-tier and boutique categories.O
Guy said for these wineries, storage and distribution is a bit of a
mixed bag. Some stored their own wines and others store their
wine at the big bottling lines. OSome of the transport companies

Guy Fens|

hen speaking to Loscam,

e emphasised the
Importance to us of pallet
control. We liked the
Loscam online system (HMS)
and we had that installed
and ready to go from day
one. | suppose what we also
liked about them, was their
attitude to customer service
and their approach.O

also store, but they donOt know the wine industry. Whereas we do. We are
different because we have employed specialist wine people, who come from
the industry. They have solid reputations. And we have hit the road running,
because from the start, we had the people who know the industry.O

Since starting, the company has received a very positive reaction from the
market, as wine makers realised they offer more than just storage - a complete
service. OWe do whatever is required to get their finished product out the
door,0 said Mark. OTo do that, we have put in an online system, with benefits
that other companies just canOt match. OOur warehouse management system
actually allows customers to view and manage their product details online. They
can place their orders; review stock levels; see if something has already been
despatched - all online. WeOre the one who can offer everything through one
online service. We have established a rigorous process and shown people that it
works. With the online facility, our customers can be overseas developing new
markets, go online and see the last delivery of product, or what we have
warehoused at any point in time. And that information is available 24/7.

We have put a lot of work into developing the system and our customers
appreciate the advantages it gives them.O

In addition, the company offers adjunct services like labelling, transportation,
carton picking - all the associated aspects of distribution. OQuite often, there is a
label on a bottle that is not appropriate to the market it has been sold into,0 said
Mark. OSo we can strip the old label off and put on a new one.O

Guy said pallets were a big part of their business, and will be a growing part.
OWhen speaking to Loscam, we emphasised the importance to us of pallet
control. We liked the Loscam online system (HMS) and we had that installed
and ready to go from day one. | suppose what we also liked about them, was
their attitude to customer service and their approach - the Challenger approach
- which is similar to the approach that we have in the marketplace. We have
had some great service already from them and are very happy.

OWe were determined from the start, to turn around the philosophy of
neglect of the smaller wine makers, and we have plans to take what we have to
a wider market. What we are offering, is really important, because it saves them
a lot of headaches. It creates efficiency for them and cuts costs. And frankly, lets
them get on with what they do best - which is making great wines.O




Freight service looks at strong
growth in the next 18 months

Managing Director, Arthur Tzaneros, sees

strong growth for the company in the next
12 to 18 months, as they grow their business
nationally. “We have had large growth in the 12
months we’ve been around,” said Arthur to the
“LOSCAM LEADER”, “and we have opened up three
Port-related facilities in that time. We’ve expanded
our fleet from zero trucks up to more than 35, and
we expect to grow even more in the near future. We
have factored in either expansion at our current sites
and/or future new sites.” Australian Container Freight
Services started in Sydney in December 2005,
purchasing a facility from P&O Ports at Port Botany,
and returning it to the Tzaneros family.

c ustralian Container Freight Service (ACFS)

Logistics and warehousing flows through Arthur’s veins, as his
family were the former owners of Smith Bros Trade and Transport
Terminal in Sydney and Brisbane. “The family sold our business to
P&O in 2001 and re-entered the market in 2005 in our own right, via
Australian Container Freight Services,” Arthur said. “We specialise in
containerised landside solutions, which covers warehousing, transport
and container depot operations. We generally deliver containers to
and from the Ports, unpack or pack containers and provide FCL
storage, Quarantine and Customs-related services.”

Arthur said that good condition pallets
were essential, and can’t be damaged in
any shape or form, or Big W won’t
accept them.

He said that ACFS breaks the products down to pallet sizes, or to
the configuration of the clients’ needs, and delivers the product as
per the customer’s requirement. “Containers don’t necessarily have
to come back to our warehouse for unpacking. Our area of expertise
is 3PL, which involves bringing the goods back to our warehouse
and undertaking the unpacking and palletising process. 3PL
solutions, is the growing area of our business, and is our prime
focus. All our facilities are within the port precincts across the eastern
seaboard, and we’ll continue to grow to be a national company,
and develop facilities and the Australian ports.”

In Brishane, the company has currently a warehouse of 6,000 sq
metres, which is expanding to 18,000 sq metres in the near future,
awaiting development completion. “We got involved with Loscam
through our client Big W,” explained Arthur. “We are Big W'’s
preferred supplier for their containerisation and unpacking services,
and Loscam is the pallet provider we use to service Big W. After
unpacking in Brisbane on the Port, the goods go to their DC at
Warwick, in Queensland.

“We’re loading out about 1,000 pallets a day and we’d have a
few thousand pallets in the warehouse at any one time. In the busy
times, we’d have 5 to 6,000 in storage and between 1 and 2,000
pallets going out a day. In the peak, we’d have about 50 people a

day in the warehouse and we a have duplicate situation in
Sydney, and Melbourne with other clientele.”

Arthur said that good condition pallets were essential,
and can’t be damaged in any shape or form, or Big W
won’t accept them. “We’re extremely happy with Loscam
and I'd recommend them to anybody. As a company, they
seem to me to be very customer-focused. ACFS is owned
and managed by Terry Tzaneros and myself.”

IN ADDITION: Loscam is committed to providing the highest standard of pooling pallet available and is well
aware of the expectations of the modern retail environment. Greg Lelliott can be contacted on 0408 059 725.



Loscam strikes Swedish
Match with their service levels

edhead Matches are one of

the great Australian icons, and

like Vegemite, Four’n’Twenty
pies, and other brands, have become
part of our manufacturing culture.
The name and brand had a recall
of 99% when a market survey was
undertaken. Originally owned by
Bryant and May, the match factory
building with its clock tower, can still
be seen in Church Street Richmond.
In their day, Bryant and May were
unique amongst manufacturing
plants, in that they created a model
factory offering workers conditions
and amenities, far ahead of their
time. Not only did they have a dining
room for their employees, but also
had a tennis court and bowling green
constructed in the 1920s.

In 1998, the Swedish Match Company,
another company with a long, proud
history, purchased Bryant and May, and
the match production moved overseas.
Redheads are still made by the Swedish
Match Company and the national

distribution centre for Australasia
is now centred at Noble Park, a
southern Melbourne suburb.
Operations Assistant, Karen
Delves, who’s been with the
company for two years, said
that while matches came from
overseas, the Noble Park
operation still made fire-lighters.
“We have 45 people employed
here, and when we reviewed our
pallet requirements, it involved
Terry Sweeney our Distribution
& Production Manager, Lennie
Wines, the Loscam Sales
Executive and Keith Dargavel,
Loscam’s State Manager.
“Good pallets are critical for
us. Our grocery orders are sent
out as pallet loads as against one or two
cartons at a time. If the guys get pallets
which aren’t in good condition, with boards
that aren’t secure, they have to do the
packing again, which involves time and
money.

“While cost is a major consideration and a ‘given’, what
really has impressed us, is the service level that Loscam has
provided. It is the major difference between Loscam and our
previous supplier. The guys in the warehouse have a bad
habit of telling me at the last minute, that they’ve run out
of pallets. They’ll say: ‘Karen, I've got two pallets left.” The
benefits of dealing with Loscam are that | can fax the order
through and they’re here the same day or the next morning.
That takes a great deal of worry off my shoulders. It’s a great
bonus, because previously, we’d have to wait a couple of
days to get pallets. So now | don’t stress if they tell me
they’re low on pallets.”

While the company has Loscam’s HMS system for
tracking and reconciliation, Lennie visits the warehouse
once a month to undertake reconciliations.

“And that’s another aspect of Loscam service we didn’t
have in the past. The previous suppliers came to see us when
we changed and said they thought Loscam were crazy to
come and reconcile for us, saying: ‘What if there was a
mistake?” And my answer was: what if there wasn’t a
mistake! It is part of their service.”

Lennie said when he visits to conduct the monthly
reconciliation, he goes through all reports line by line, so
Karen is aware of what is what. Karen added, “If you get
service at the right cost, it’s an added bonus. Yes, money is
critical, but service is equally as important. If you’re waiting
for pallets and can’t get them, price starts to be immaterial.”

“If you get service at the

right cost, it’s an added

bonus. Yes, money is

critical, but service is
equally as important. If you’re
waiting for pallets and can’t get
them, price starts to be
immaterial.”

In Addition: Many of Australia’s iconic brands depend on Loscam products to deliver
their products on a daily basis. Contact Lennie Wines on 0407 049 297.
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