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Mission 
“To be the best in what 

we set out to do, 
completely focused on 

our business, ensuring the 
best products and 

services for our 
customers, consistency 

for our suppliers, 
profitability for our 

shareholders and the 
opportunity of a better 
future for all our team 

members. 
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• Export to over 100 countries   

• 2016 YTD – Shipped 78,000 TEUs (this does not include truckloads to Mexico, Canada and DAF US 
Port shipments)  

• Most of our business is sold on D terms. Risk transfers at named place of delivery.   

• We do not use any outside forwarders and do everything in house at our Corporate office in Colorado.  

• There are 40 people in our department and we report to the CFO of JBS USA mainly because of our 
contract negotiation  and large freight spend.  

• We are broken into 4 regions. The Americas, Asia, Atlantic and Hides. They teams handle logistics, 
documentation, and compliance.  

• We have both internal and foreign sales offices around the world.  

• Our team is responsible for all cold storage and trans load facilities for JBS within the US. This way we 
ensure the location we are putting our product in is good in documentation, trained on Export 
Verification procedures, etc. 

• JBS’s philosophy to have a lean mean team of experts 

 

International Logistics  



7 

• Based on cost/timing  
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JBS OPPORTUNITIES/ISSUES 

• Ocean Carrier Customer Service  

• Delayed response times on bookings and OBL drafts due to customer service teams 
moving overseas  

• Pricing teams having to go overseas to get quotes which cause delays in getting rates  
• Even as VIP with all carriers, we no longer have one or two main contacts to help with 

issues and most carriers now have to go overseas to get answers for any 
questions/requests.  

• Issues at origin and destination terminals because of service contract discrepancies.  
• Constantly changing services due to the new alliance  

• Inland reefer/dry containers 

• Dependent on Import volumes so at the mercy of the ocean carriers 
• Booking out front as told to do so by the carriers does not help to ensure equipment will be 

there when we need it  
• Most carriers won’t allow SOC 
• We do not find out that there is a lack of equipment until our drivers go to pick up the 

containers. This could easily add $1,000 in additional cost to the load. Advance 
communication reduces/eliminates extra costs. 
 

 
Ocean carriers complain they are losing money, but if they were not costing the shipper so much money due to 
their lack of equipment control/bad communication, we may be able to pay them more. 
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M A K I N G  Y O U R  W O R L D  S T R O N G E R  
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