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Itôs AFTERSHOCK - ing  
 
No doubt most, if not all of our friends and 
regular visitors to the VICS website read the Wall 
Street Journal and other sources of information, 
e.g. Integrated Solutions for Retailers.  If you try 
to comprehend all of the information, e.g. US 
Retail Sales, adjusted for seasonality, prior 
month, prior year, etc. it can get confusing. I 
have to keep reminding myself that when sales 
are compared to last year, that the economy 
started to go south in 2008, and as early as 2007 
for some businesses. VICS began to s ense the 
decline of the economy in 2007, based on the 
pull back we saw in various areas by our 
members.  It got worse in 2008 and then there is 
the rest of the story.  
Iôm reading  AFTERSHOCK by David Wiedemer 
PhD, Robert A.Wiedemer and Cindy Spitzer. Their 
first book, which included forecasts for the 
ñpopping of the Housing Bubble, the collapse of 
the Private Debt Bubble, the Stock Market Bubble 
and the Decline of Consumer Spending,ò was 
written in 2006.  The book goes on to explain 
that this is not merely a  down market cycle, nor 
is it a typical recession. It is a multi ïbubble 
economy that is being hit by a Bubblequake.  The 
next bubbles about to burst include the Dollar 
Bubble and the Government Debit bubbleò 
AFTERSHOCK is the accumulation of the bursting 
of all the bubbles which will have a serious affect 
on employment, etc, etc.  
In reading the book it was obvious that we had 
experienced a number of the bubbles, with 
official unemployment at 9.5%, and estimates of 
17% due to those who have dropped out of t he 
job market, those who unemployment benefits 
have expired, part time workers, etc.  There is 
no doubt that there is an impact on retail sales, 
which is being reflected in reported retail sales.  
I have read several articles in the WSJ about 
essentially fl at retail sales, while profits for some 
have risen and had a positive impact on their 
stock prices. There are many companies that 
have been productive, learning how to the same 
with less resources.  Reminds me of an old 

adage, ñYou canôt save your way to prosperityò.  
Itôs going to take the return of the consumer, for 
retail sales to turn around.    
 

http://www.smeal.psu.edu/psep/topic/programs/cpfr/
http://www.ups.com/bussol?loc=en_US&viewID=metaCategoryView&contentID=ct1_solg_met_industry&WT.svl=PNRO_L1
http://www.ups.com/bussol?loc=en_US&viewID=metaCategoryView&contentID=ct1_solg_met_industry&WT.svl=PNRO_L1
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Joeôs Corner (Continued)

 
Collaboration is not an option ï  
                                 itôs a survival tactic 
While reading The Wall Street Journal  and other 
sources of information, I canôt help but think about 
Peter Senge PhD, MIT, who has written that 
companies will respond to problems though 
innovation, turning around a serious situation, only 
to go back to the business model that got them in 
troub le in the first place.  He also says that ñwhat 
are todayôs solutions are tomorrowôs problemsò I 
think we can all relate to what Dr.Senge has 
discovered in his research.  
 
Professor Stan Fawcett, who is now with Georgia 
Southern University, has written abou t the 
importance of collaboration, yet in practice there are 
only a small number of companies that have risen to 
the 3 stage of collaboration.  Much of this has to do 
with trust, which is another topic that Dr. Fawcett 
has researched, to find that there ar e great 
opportunities to learn how to develop trusting 
relationships.  
All of these subjects have been rattling around in my 
head and Iôm coming out on the side of the pundits 
who believe the economic recovery will be take place 
sometime in 2012 or later! I f Dr. Wiedemerôs 
predictions come true, well the consequences are too 
expensive to include in this column.  
Companies are going to have to be far more creative 
than they have been, especially in the capital goods 

sector and to a lesser extent in the discret ionary 
spending sector.  The necessities sector will fare 
better, but still will be impacted.  
 
Going back to Professors Fawcett and Senge, 
companies should begin preparing be developing a 
collaborative culture within their organizations, and 
then reach out  to their trading partners and 
suppliers.  It canôt be about gaining at the expense 
of suppliers, raw material suppliers or any other 
service provider; everyone has to enjoy realized 
benefits to continue in business. At one time it was 
about selling more w ith less, which is still one of the 
goals. Today itôs about each organization 
understanding the impact of embracing supply chain 
management as a mission critical business practice.  
I will take the liberty of sharing Professor Doug 
Lambertôs (Ohio State U.) model of supply chain 

management. You will note that it includes the entire 
organization!  
 

 
 
Iôve had personal experience with marketing found in 
a supplierôs organization and merchants with 
retailers.  Basically they donôt get supply chain 
management, and yet I have said time and time 
again, that marketing/merchants have as much to do 
with effective supply chain management as those 
responsible for SCM.  
 
In conclusion é 
Itôs critically important to move your organization to 
one of adopting collaborative p ractices as soon as 
possible.  Remove silos and take advantage of every 
learning opportunity that comes your way.  The best 
business practices are not secret and most of them 
come down to executing the basics as a foundation.  
I have also said that it take s the willingness of the 
company change agent to experience one or more 
ñbloody noseò.  Which is the analogy I have used for 
the change agent to be willing to sell 
collaboration/trust within their organization, at all 
levels.  Rejection can be debilitating , but the strong 
will survive!  The future will be bleak for some until 
the economy turns around, but it doesnôt have to be 
your company if you become the proactive change 
agent.  
 

All the very best, Joe öö

 
 

 

VICS Empty Miles Program  -  in the news  

SCL Endorses VICS Empty Miles  

 

TORONTO ï Todayôs Trucking (a Canadian  

transportation business news magazine  operated by 

Mondo Times, the worldwide media guide with 27670 

media outlets ) reported  The Supply Chain & 

Logistics Association of Canada (SCL)  says the 

VICS Empty Miles service will help drive 

transportation cost efficiencies and support the 

sustainability efforts of its members.  The Empty 

Miles service i s an industry - led backhaul transport   
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SCL Endorses Empty Miles  (Continued)  

solution for the North American supply chain, created 
through collaboration between the global standards 
organization GS1 and the Voluntary Interindustry 
Commerce Solutions Association (VICS).  

 

"This service successfully addresses a perpetual 
challenge in the transport supply chain network, 
namely, reducing empty backhauls," says SCL 
president Bob Armstrong. "With ongoing market  
 
pressures impacting Canadian transport compa nies, 
leveraging this important online tool is imperative to 
increasing productivity, achieving savings and 
realizing environmental sustainability goals."  

The Empty Miles program has been recognized as 
one of Canada's top sustainable corporate business 
ini tiatives by Walmart Canada's "Share Green" best 
practices.  

The program matches a company's trucks and 
trailers on the return leg of their journey with cargo 
that can be retrieved or delivered along the return 
route. In tandem with removing empty transport 
vehicles from the road, Empty Miles has been shown 
to curb greenhouse gas emissions, decrease fuel 
consumption, increase user productivity and save 
money.  

 

"The service offers an opportunity for companies to 
share transportation data in a way that they've never 
had visibility to do before," says GS1 president and 
CEO N. Arthur Smith. "Endorsement from SCL 
further validates that Empty Miles presents tangible 
environmental and business benefits for the 
Canadian transport and logistics industry."  

The program w as launched in Canada in February 
2010. It has been in place in the U.S. since 2009. In 
one case study released earlier this year, leading 
American retailer Macy's realized an increase of 30 
backhaul loads per week, or a projected 1,500 loads 
per year, and  a reduction in annualized 
transportation costs by an average of $25,000, as a 

result of using the service. . öö 

 

eBizprise Brand Supply Chain Center Opening 
Ceremony  

 
In August, 2010, the Brand Supply Chain Center 
(BSC Center) managed  by eBizprise, Inc. was 
established in Tianjin Binhai Service Outsourcing 
Industrial Park .  eBizprise is the secretariat  for VICS 
Asia Pacific.   

 

 
The goal of the organization will be to i nitiate 
educational programs such as monthly workshops or 
VICS CPFR® Certification Program to promote the 
benefits of implement ing  VICS guidelines and the 
concept of standardization for the whole value chain.   
The Center will host marketing events to p romote 
the awareness of VICS and what will be 

accomplished in the Asia / Pac  region.   eBizprise will 
initiate alliances  with partners such as CNTAC (China 
National Textile & Apparel Council) and CCFA (China 
Chain Store and Franchise Association) on behalf  of 
VICS membership.    

The Center will be the sole provider of the VICS 
CPFR® Certification program in the Asia Pacific 
region.   Dr. Wenwey Hseush  ï CEO of eBizprise,  
and Christy Liu, are the CPFR® Certification 
Facilitators for VICS .    The business s olutions 
provided by the company include those for sales 
forecasting, Supply chain management, Demand 
chain management, Logistics management, 
Business - to -business (B2B), Sales and operations 
planning (S&OP), Collaborative planning, forecasting, 
and repleni shment (CPFR), and business consulting 
services .     
 
eBizprise, Inc. has been a VICS member since its 

founding in  2000.   öö 
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Profiles in Leadership  
Innovator, problem solver, profit maker, strategist, visionary, ðLEADER .     

In this new series entitled ñProfiles in Leadership ò, the Voice of VICS  

will focus on the many qualities that define leadership and individuals who 
exemplify them  

 

Entrepreneurial Leadership:  
Tony Salvaggio  

Leaders are those who shape the world in which we 
live; entrepreneurs are the leaders who shape the world 
of business.  Pioneering a business and building an 
innovative concept from the ground up takes a certain 
type of individual.  A successful entreprene ur must have 
patience, strength, confidence, courage, inventiveness, 
and intelligence.   Perhaps even more importantly, he 
must be trustworthy and capable of placing trust in his 
people.  

One such individual who embodies the notion of an 
entrepreneurial le ader is Tony Salvaggio. Tony is the 
founder, CEO and President of Computer Aid, Inc. 

(CAI), a global IT services firm managing active 
engagements with over 100 Fortune 1000 companies 

and government agencies around the world.    
Headquartered in Pennsylvani a, with offices and staff 
throughout the United States, Canada, Europe, and the 
Asia Pacific region, CAI provides IT services in a variety 
of delivery options including on -site, off -site, and 
blended solutions. They employ a global staff of 3,000 
technical  and managerial professionals.     

In our interview with Tony, we learned a good deal 
about the company but we gained even more insight 

about the leadership qualities that Tony has deeply 
integrated into its foundation.     Understanding the 
companyôs success is to understand the individual 
responsible; his background, his vision, his inspiration, 
his story.  

An Entrepreneurial Drive from the Beginning:  

Prior to founding CAI in 1981, Tony Salvaggio  spent 22 
years at IBM.   The day after graduating with a B.S. 
degree in Electrical Engineering from Pennsylvania 
State University, Tony began a successful career at one 
of the largest IT hardware and services companies in 
the world.   But throughout most of that time, he felt a 
need to be independent ï to be on his own  -  and 
eventually he took the plunge.     

ñMy inspiration goes all the way back to 1971. At this 
time I had been with IBM for 8 years.  I was just 
promoted from a staff position to a manage ment 
position in Poughkeepsie, NY.    The next step after 
about a year in Poughkeepsie,  was a promotion to  first 
line manager where I was part of an account 
management team.    And so I went  back to the field to 
be a manager of sales people and engineers  working 
with IBMôs large accounts. While I was there I got a real 
birdôs eye view of what large corporate life was all 
about. It was here I realized that in those days in a 
corporation like IBM,   I would spend 2 years in a job 
and then I would be moved t o another job in another 
city and then to another job and another new city.  As 
much as I loved and respected IBM, I realized the 
future I wanted for my family was not the constant 
change that moving every few years brought with it.  I 
was married with thr ee children under the age of five 
and I decided that the perfect life is to live in one place, 
develop roots in the community, raise a family, and 
provide stability and security for them.    I knew I 
couldnôt do that in a large corporation.  The answer, I 
believed, was to either join a smaller corporation or to 
start my own business.ò   
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We have a culture 
that says ôThe 
way we do it 
today is the worst 
weõll ever do it.õ   
 
We absolutely DO 
NOT believe ôif 
itõs not broke 

donõt fix itõ 

Profiles in Leadership  (Continued)  

The ñCalculatedò Transition to Entrepreneur:  

The urge to be an entrepreneur, was very deep.  
However, Tony didnôt act hastily upon this drive.  ñFor 
the next ten years, I was on a search for this ñperfect 
lifeò and somewhere around 1980 I locked in on the 
idea of an IT outsourcing business that focused on 
delivering superior performance and results to their 
clients.    This seeme d to be a relatively young business 
sector and there werenôt many companies in it that 
were highly focused on performance and productivity. I 
had a good friend who was retiring from Bethlehem 

Steel.   We talked a number of times about this new 
idea and abo ut 6 months after being retired he said to 
me, óI donôt think I can do this, letôs move on your 
outsourcing idea.ô So he and I started out as partners 
putting together a company which included my 
Volkswagen Rabbit and a computer in my basement.     
It was two years before we had our first office which 
was about 14 feet by 8 feet with 4 workers.   It was 
another three years before the business was sufficient 
enough that I felt I could leave IBM and put bread on 
the table for my family.ò 

Inspiration:  

In build ing a business from the ground up, there must 
be some sort of inspiration. We asked Tony during the 
process of shaping and growing CAI into what it is 
today, if there were any business models that provided 
a mold for the sculpture that is his company.  

ñMy inspiration came with quite a bit of luck.  At the age 
of 20, I graduated from Penn State and stepped into 
IBM.   Quite frankly, I probably went to work for the 
greatest company in the world at that time. IBM was a 
spectacular model -- they believed in respe ct for the 
individual, the power of the person, fun, hard work, and 
they were a meritocracy ïmeaning if you were good at 
what you did, it was a wonderful place to be and you 
were rewarded accordingly.   This fascinating world 
called computers was just gett ing started, and IBM was 
at the heart of all.    They did so many things right at 
that time and I still say to this day óour model is IBM 
1967.ô  They may have changed over the years, but 
that time and atmosphere was a fantastic environment 
and it has help ed me shape CAI.ò 

Mission and Culture:  

Pursuing Excellence -    ñMission and culture have 
always been critical to us. In 1985, with 20 people,   we 
wrote a mission statement which stands to this day.  
That mission was that óWe were to be the premier 
software organization in the world -- bar none.ô  This 
meant we were going to be better than IBM, we were 
goin g to be better than Hewlett Packard, and we warred 
to be that, we warred to be the best.   Our mission 
defines who we are and what we focus on.  We set 
very, very high standards for ourselves -  which results 
in a culture that is never quite happy with wher e we are 
at any point in time.  We have a culture that says óThe 

way we do it today is the worst weôll ever do it.ô  We 
absolutely DO NOT believe óif itôs not broke donôt fix itô; 
we believe óbreak everything over 
and over again, re -engineer it, 
and go to the next level for 
constant improvementô.  Our 
corporate newsletter is called 
Pursuing Excellence and itôs 
themed around the concept that 
we should be constantly searching 
for better methods to do 
everything .ò 

The Intellectual Collective  -  
ñOur management teamsô job is to 
be focused on serving their 
people, and if we serve our 
people, then our financial results 
will follow.   Within that context, 
we are dedicated to open 
communications and respect for 
people and their thoughts and ideas.  We work as 
óIntellectual collectiveô - where every voice has an equal 
spot at the table.    I tell my people they donôt work for 

us-- every person in this company is an entrepreneur.  
They are a one person company, and they are selling 
their services to CAI and our customers . If they think 
that way, they in turn will satisfy CAI and our customer 
as well.ò  

Building An Organization:  

Talent  -  ñSince there is such a distinct culture and 
mission at CAI, there has always been a high emphasis 
on attracting the right talent.   A lon g time ago we 
realized that this is a technology based business 
meaning a certain IQ is necessary; you have to be 
smart enough to handle the technical side of this 
business so a good, solid intellect is the first part of our 
criteria.  

Energy -  The second part that is critically important is 
energy.   I like high energy people -- people who get 
excited, who love to do things, and who take great 
pride in what they do. The people I hire are those 
whose personal manager is in the mirror.   

Collaborati on -  The third part is finding people who 
are capable of working in groups and teams because 
business at the end of the day, is not a lone wolf 
environment; you have to be able to work with people; 
you have to be somewhat empathetic to people; you 
have to understand people; and you have to be able to 
communicate.   When we bring people that fit these 
criteria into our business,  we always win.ò 

Senior Managers  ï Tony identified an additional 
requirement that has proven to be critical when seeking 
senior lea ders.   ñSomething that has been a lesson for 
us is that itôs hard to bring a stranger into the business 
at the management level.  If you were to look at the 
top 100 people in our business, at least 80 of them 
knew each other before they came to CAI.  We k now 
our people are right because we knew them before they 
joined us and they knew our culture.ò  
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Profiles in Leadership  (Continued)  

Vision for the Future:  

During the years CAI has been in business, information 
technology has evolved at a very rapid pace.   We asked 
Tony what he sees in store for the IT industry, and 
specifically what he sees for CAI.      

ñAt CAI, we look at how companies have spent 1 to 3 
percent or higher of their total revenue for the past 30 
years on IT software, hardware, and services.     In fact, 
those investments have produced tremendous results ï 
for example electronic banking systems, airline control 
systems, and email systems to na me just a few.     Over 

that period, weôve found that it always could have been 
done at a lower cost and with greater productivity.    
Weôve also evidenced that trend is independent of 
technology.   It was true in 1985 when we were talking 
about mainframes ;   it was true in 1992 when we were 
talking about client servers;  it was true in 2005 when 
we were talking about PCs and networks;   and itôs true 
today when weôre talking about the internet.     Itôs all 
about methods, practices and techniques.   Itôs bringing 
people, processes, and ideas together for greater 
efficiency, better controls and lower costs.ò 

A Lasting Impression:  

CAI, like other successful young companies started the 
same way -- with an idea that was sparked by the 
limitless passion and energy  of the founder and 
incorporated into the fabric of the organization.     Itôs 
very easy to see how Tonyôs personal values have 
shaped CAI.    In fact, it is for that reason that we asked 
him what steps heôs put in place to ensure the company 
will continue  to grow and be successful.   

He explained by saying, ñCompanies that are founded 
with a clear sense of purpose exist to advance that 
cause.  Weôve worked very hard to communicate our 
mission throughout the organization and I believe weôve 
built the approp riate structure to advance that mission 
with or without me.ò     

ñIôm a big believer in the fact that you should have as 
much distribution of control and decision making as 
possible, but it should be highly organized.   Weôve 
broken our business into three  sectors we call regions.  
Each is led by a CEO with stand -alone financial 

operations.     I interact with them on a routine basis for 
business reviews and we come together as a team to 
collaborate and to plan, but I now spend most of my 
time trying to mak e sure that our products remain fresh 
and unique.   Lately, Iôve also been focused on business 
expansion, such as our international partnering 
programs.  So in terms of the current business, itôs 
almost like Iôm not here.   I feel very confident that 
these  CEOôs can run the business in my absence and itôs 
clearly understood within the company that this is the 
case.ò        

The Embodiment of Entrepreneurial 

Leadership: 

Accenture recently conducted a survey to identify 

the traits that combine to create the 

entrepreneurial leader.    

 Acts in a visibly entrepreneurial way.  

 Communicates pro-entrepreneurial 

values. 

 Encourages the sharing of information 

throughout the organization. 

 Possesses an ability to inspire others to do 

extraordinary things. 

 Has the ability to articulate a vision 

compellingly to any audience and to instill 

it with a sense of great importance.  

 A relentless compulsion to challenge the 

status quo.  

After our interview with Tony, it seems apparent that he 
clearly exemplifies thes e traits.  He is a highly driven 
man who had the courage to take the leap from a 
successful career with a large multi -national firm to 
grow his own business from the ground up.   He has not 
only created his own success but has provided  the 
opportunity for his associates to do the same.    

In future ñProfiles in Leadershipò articles, the Voice of 
VICS plans to focus on other leadership qualities and 
those who characterize them.    

Your thoughts and suggestions are welcome. öö 
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Former VICS Board Member on the Move  

 
After serving as CIO of Kohl's 
Department Store since May 2005, 
former VICS Board of Directors 
member, Jeff Marshall has 
departed for Rue La La, a  
members -only, upscale shopping 
site, where he will be chief 

operating officer.  

Marshall will be based in Boston and report to Rue 
La La CEO Ben Fischman, who founded the 
company in 2008.  
As COO, Marshall will have responsibility for all 
technology, fulfi llment and operations at Rue La La,  
 
Before moving to Kohl's, Marshall was CIO of 
Men's Wearhouse, which he joined in 1996, 
holding positions including president of the 

corporate apparel division, and VP of information 
and technology. Prior to that, Marsh all --  a former 
chairman of the National Retail Federation's CIO 
Council  and VICS Board member  --  founded Icon 
Network Services.  

Fischman praised Marshall's "experience in 
building world -class infrastructure for retail and 
non - retail brands" and called him  "a dynamic 
leader who constantly challenges himself and his 

team to drive results.  

As Rue La La's chief operating officer, he will have 
the opportunity to marry his experience with the 
energy of the private sale business, yielding a n 

immediate impact on Rue La La's business." öö

 
 

 
Business by the Book  

 
Making change work can be major work.  
 
When change has to occur, how do people 
manage themselves? If change is required 
for a group of people, how do you manage 
the emotions that come with it?  
 
Switch: How to Change Things When 
Change is Hard , is the new book from 
Made to Stick  authors Chip Heath and 
Dan Heath.  It addresses change and 
the change process associated with it.  

 
Elephant And Driver Must Be One So That 
The  Struggle Of Change Can Be Won  

 
Switch  draws inspiration from an analogy in the 
book ñThe Happiness Hypothesis ò by University 
of Virginia psychologist Jonathan Haidt.  In 
Happiness , Haidt equates the operation of the 
human mind to an elephant and a driver who sits on 
top.  The elephant represents the emotional side, 
while the elephant driver is the rational side.  Both 
aspects have strengths and weakness.  
 
Our emotions can overwhelm our rational thought 
(i.e. the reason for the elephant -driver metaphor; 

the  elephant is bigger than the driver), while relying 
solely on rational behavior can ñoveranalyze and 
over think things é Chances are you know the 
people with Rider problems é your colleague who 
can brainstorm for hours but canôt ever seem to 

make a decisio n.ò Switch  dedicates itself 
to change processes that manage both 
aspects ð direct the rider & motivate the 
elephant ð along with a third segment, 
Shaping the Path, that details the steps 
once driver and elephant are mastered.  
 
Readers will be able to tell that the 
Heaths applied a great deal of thought in 
balancing familiar material with 

originality.  Stick  readers will mostly 
likely treat the new material as a natural 
evolution of the first book. They will read 
pages on how to remove ambiguity from 

enactin g change, for example, and clearly recall 
Stickôs paragraphs of concreteness without a full deja 
vu feeling.  Where Made To Stick  explained what 
makes a idea survive, Switch  takes a more granular 
step in explaining how we individually adopt ideas, 

managing  the influences in the process.  öö 
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VICS Meetings & Events  

Date  2010 Meetings/Events  Location  

Sept 26 -29  
CSCMP Annual Global Conference 2010  
Details & Registrations  

San Diego, CA  

Oct 12 -13  
RFID Forum  
Information  
Registrations & Details   

Fayetteville, AR  

Oct 19 -20  
VICS CPFR® Knowledge Networking & Committee Meeting  
Details & Registrations   
Hosted by Accenture  

Chicago, IL  

Oct 20 -21  
VICS Board of Directorsô Meeting 

Hosted by Accenture  
Chicago, IL  

Nov 1 -3 
AIM Expo  
Details & Registration  
Event Flyer   

Chicago, IL  

Nov 9 -11  
VICS CPFR® Certification Program  
Program Description  
Details & Registrations  

Lawrenceville,NJ  

Nov 9 -11  

The University of Tennessee  
College of Business Administration  
Supply Chain Strategy and Management Forum  
Details  

Knoxville, TN  

 

 

 

  

 
 

www.cpgmatters.com/vics.html  
 

 
http://www.bernardsands.com/rpm.asp . 

 
 
 
 

www.vics.org  
VICS  
Princeton Pike Corporate 
Center  

1009 Lenox Dr., Suite 202  
Lawrenceville, NJ  08648  

 
Tel: 609 -620 -4590  
Fax: 609 -620 -1201  
Email: admin@lists.vics.org  

 
Websites  
www.vics.org  
www.emptymil
es.org  

 
Joe Andraski  
President & CEO, VICS  
jandraski@vics.org  
 
 

 
Tony Galli  
Managin g Director  
tgalli@vics.org  
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