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SUPPLY CHAIN PROFITABILITY



Energy Excellence Recognition Program

Qualitative Quantitative



• Energy Champion/Team

• Energy Waste Walks

• Site-Specific Energy KPI Goals

• Energy Efficiency Action Plans

• Energy Monitoring Activities

















WWW.GCCA.ORG/ENERGYEXCELLENCE

Now 
accepting 

applications! 



GROW THE INDUSTRY







57% 29% 14%

Respondent Company Function

Food 
Manufacturers/Processors

Refrigerated/Frozen 
Distribution

Agriculture production, 
Retail, HRI



Respondent Position

67% Directors/Managers

11% C-Suite Executives

9% CEO/Owners

13% Other



Respondent Company Revenue

$100,000,000 or 
Greater

55%

$ $ $ $
$50,000,000 -
$10,000,000

100,000,000 –
50,000,000

Less than 
$10,000,000

20%



Customer Headquarters 

69%

13%

5%



Needs & Wants in a Cold Chain Provider



KPIs Ranked

1.Shipping Accuracy
2.Warehouse Cost per Unit
3.On-Time Delivery/On-Time 

Shipment
4. Inventory/Cycle Count Accuracy
5. Out-bound Turn Times
6. In-bound Turn Times
7. Recent Warehouse Audit Score (AID, BRC, 

SQF, etc.)
8. Warehouse Shrinkage (adjustments) 
9. Case Pick Percentage 



I think the industry could use some 
standardization, frankly, in terms of 
their reporting back to their clients or 
retailers. So, With some consistency 
there, I think that to me, represents a 
big step that can be made. 

“
”- 2017 Retailer Focus Group 
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Reputation

Pricing

Traceability

Established Relationship

Location

Customer Service

Regulatory Compliance

Factors in selecting a 3PL partner



Temperature-Controlled Logistics Costs in the Last 24 Months



Companies with an annual revenue greater than 
$100,000,000 saw ‘Warehouse Cost Per Unit’ drop 
to #4 compared to #1 in overall reporting.

When looking at company type or function, those 
in refrigerated or frozen distribution saw 
“Warehouse Cost Per Unit” drop to last place (#9). 

Warehouse Cost Per 
Unit Discrepancies



Cost Shares are derived from most recent 
GCCA Productivity & Benchmarking program

Labor
35%

Rent / Lease / 
Mortgage

31%

Electricity
8%

Repairs
4%

Supplies
1%

Other
21%
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Detractor Passive Promoter

30% 34% 36%

How likely are customers to promote the use of temperature-
controlled 3PL services?



“Overall satisfaction with your 
primary cold chain provider.”



Net Promoter Score
In the NPS range of -100 to 100+, anything above 0 is considered “good”, while anything above 50+ is “excellent.”

3.6-100 +100
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Pricing Insufficient Capacity Customer Service Issues Poor Management of
Operations

Most common reasons for ceasing work with a 3PL



Sustainability efforts

Regulations & compliance

Quality standards

Operations

Human resources

Food safety & protecting the brand

e-Commerce and non-traditional delivery

Changing market place

Automation & technology

Financial

Business trends in the next 5 years



My cold chain provider plays an important role in my company’s food safety.



Cold chain 3PL providers are experts in temperature and supply chain management.
They partner with fresh/frozen food companies and retailers to provide distribution, 

warehousing and value-added services that enable these companies to:

Protect and enhance the brand





Thank You!

Corey Rosenbusch
crosenbusch@gcca.org

@CoreyRosenbusch

+1 703 373 4300
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