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Raising the bar

How Dan Sanker developed betler supply chain logistics solutions to grow CaseStack Inc. By Anne-Margaret Sobota

an Sanker knew there was a belter

way Tor companies (o manage their

supply chains, and he set our o
prove it with CaseStack [ne.

With his Internet-basced network, com:
panies are better able to consolidate
aperations, access information and save
an ghipping costs,

“Our systems decide how best to deliv-
or gooils,” says Sanker, CEO of the Santa
Monica-based supply chain logistics out
sourcing company. “Clients use {our sys-
tem ) to better predict Toture demand so
they can manufaeture the right amount
o meet future orders, or so they can
Ioad the warehouses with the right
anount of product. This reduces out of
stocks and reduces inventory carrying
cosis,”

The company grew from 524 million
in revenue in 2004 to 535 million in
25,

Smart Business spoke with Sanker
about what sers his company apard
and how he plans o continue its mapid
growtl,

[} How do you distinguish yourself from
your competitors?

We are [inm believers in the coneept
of collaboration as a ool o reduce
costs andd build sales The industry has
nob been well-known for collaborating
with trading partners, but we're really
trying toy o that.

We have a technology platform,
there's nothing ke it in the industry,
For example, we have a sertes of opli-
mizers that each and every trans
portation or warehouse {(transaction)
feeds through to determine the least-cost,
highest-serviee altemative. Its easy 10 nse
It's easy to ntegrate with, And it has a lot of
funetionality, and that’s cnitical.

Every timme we upgrade anything for one
client, we just upgraded it for every client,
andd nobody has o do anything. And that's
a pretty big competitive advantage as well

Our goal for next year is to double the
size of this company.

0: How are you preparing to meet that
goal?

It requires a constant vigilance to
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msues [ mentioned before. s almost
like we've been restructuring for six
years because we wanl to keep growing.
The minute we stop for a quarter, there
will be implications 1o that

We've ... restructured the (organiza-
tiomal) chart guite a bit, o there's differ-
et roles that exist, there's different peo-
ple in the roles,

Beeling up customer service is a huge
ane, 1 really value a higher level of cus-
tomer service and leveling the playing

el for our clients. We all need o have

a very sort of ‘dog with a bone’ anitnde
as far as customer service goes. [ts not
easy W keep that, and [ think this is a
year for us to really renew that

Some of it is just culture. We need o
actually care about every customer’s
shipment like it mattered to us because
it was our shipment. It comes down (o
that level of detaill. Every single ship-
ment needs to matter. IUs a cultural thing
where you try to empathize with cus-
LOINErs.

0: How do you maintain that attitude as
you grow?

I don't think it's 2 kind of manuoal-
driven Lype thing. It goes bevond just
training, but there is a training
aspect. There are some people that
can't grasp it, and unfortunately, they
can't stay.

If they stay, they will, over Lime,
deteriorate the culture.

It's something that's very difficult
hecause you have o constantly read-
dress the issue, IUs not a small issue,

but it's a lot of small nuances
every day. IU's easy to just brush
them under the rug And you
don't always get 1o them as fast
as you probably should, but it's
one of those issues that you
really have to take a hard look at
every once in a while,

Q: How do you enable employees to
contribute to the success of the
company?

We constantly restructure things.
There's certain things people lke
to do and they're good at, and
instead of trying to make them do
things all the time that they don'’t
like and they're not good at ... why
nob try o pul them in positions
where they are set up to succeed?

The way to dao it is Lo let people gel
some  multifunctional experience,
One, it helps them find their niche.
Two, it gives them broader exposure
s0 that whatever job they do next,
they're probahly better at it. Because
if you move from an operations role
to o sales role to an accounting role to
an engineering role ., then you're going
to e betler manager, and eventually
we're going to be able 1o promote you,

I really want ta ger people to have
goodd career paths and Lo gel the expe-
rence they need. Its really manage-
ments job Lo make sure that people
have a path above them. It means they
may need (o take a break amd do some
other thing for a while,

HOW TO REACH: CaseShick, wwwe casestack com



