
In the recent wake of truck driver shortages and rising fuel 
costs ODW has made a commitment to create campuses 
that are “driver friendly”—campuses that support truck 
movement and meet the changing needs of drivers as 
industry needs continue to shift.

The commitment to enhance the Yard Management System 
on the 83 acres of campus at ODW includes security, 
technology and accessibility. Security personnel are posted 
at the two entrance gates to verify incoming and outgoing 
truck traffic. In addition, ODW has 
also added a third shift in addition to 
weekend availability and expanded 
hours of operation.

Within the next several months 
ODW will have the capability to 
track each truck from the time it 
enters the campus to the time it 
leaves the campus. As soon as the 
trailer arrives on campus it will be 
available on-line immediately—in 
“real time”.  This is important for 
the customer in terms of visibility of 
the product, performance metrics, 
arrival and departure of trailers, 
and sitting time of trailers. This 

Driver Friendly Campuses at ODW

technology will also provide information such as number of 
loads, time on campus, and location on campus.

“By providing drivers with increased access, flexibility, security, 
and a customer-driven, “driver-friendly” campus, ODW is truly 
demonstrating their commitment to efficiency—to getting 
trucks and products on and off campus in a timely manner”, 
said Nate Dadosky, Information Technology Specialist at ODW.

Webster defines it as a general term indicating the extent of one’s powers, 
capacities or possibilities. And at ODW it means a lot of things. It’s as 
simple as it is complex. As focused and direct as it is circuitous. And we 
think it stands out—like we do. It’s memorable—like our services. And it 
differentiates ODW from other transportation and logistics providers.

We’ve got RANGE in SPACE—We have a campus that encompasses 1.5 
million sq. ft. of space right here in Columbus.

We’ve got RANGE in FLEXIBILITY—We have over 300 people on our 
campus in Columbus and we can shift these people as the needs of our 
customers change.

We’ve got RANGE in being an ASSET-BASED PROVIDER—Dist-Trans, ODW’s 
customized transportation trucking company, includes 105 drivers, 70 
power units and 220 trailers.

We’ve got RANGE in the commitment we offer to our customers—a range 
of possibilities that includes a comfort level to customers that nothing is 
outside of our SCOPE—and that this “get it done attitude” embodies the 
core values of the way we do business.

“There are incredible synergies that come with a campus and the ability to 
shift space and labor to meet the needs of our customers,” said Jeff Clark, 
vice-president of sales and marketing at ODW. “This truly sets us apart from 
other logistics providers.”

We’ve Got Range...
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I ask everyone that I interview the same 
question. “How do you build trust in 
relationships?” I’ve heard a variety of answers, 
some good, some not so good. I ask the 
question because I think trust is one of the 
core foundations of life. Consider that without 
trust we get uncertainty, and ultimately, fear.

Still unsure? Consider a common chair.  
Trusting a chair, although thinking about it 
might seem odd, is pretty straightforward. I’ve 
sat in chairs all my life, and with one comical 
exception in Ms. Brubaker’s 7th grade English 
class, they have held me when I sit. I trust a 
chair will hold me. Moreover, I have overcome 
my fear that a chair will not hold me. In fact, if 
I were still concerned about falling, I probably 
would not sit very often.

Okay, so trusting a chair is easy. Building trust 
between people is a bit more complex. In 
our relationships, business or otherwise, trust 
is the foundation for what will be shared 
and the closeness that can be achieved 
between two parties—in business terms I 
liken that closeness to that often used term 
“partnership”. Without trust, communication 
and connectedness are futile. And if we are not 
able to communicate and trust one another, 
we have to work alone. And working alone is 
not an option in the logistics business. So, if 
we are better off working together, we had 
better learn to trust one another.  How?

I think trust is built on one part experience 
and one part faith. Experience tells us if we 
will see a consistent result given the same 
circumstances. Faith requires us to believe, 
given the same situation, the same result will 
occur again the next time. Accordingly, more 
experiences will increase our ability to trust.  
The lesson here is to seek out experiences.  
Try new things. So how does this relate to 
logistics?

The third party logistics business is a service 
business, and any service, at its core, is based 
upon a promise. We promise to our customers, 
and to their customers, to get the job done for 
them everyday. And we ask our team for that 
same commitment—to promise their best and 
deliver on that promise.

Earning our customers’ trust is a true business 
challenge. Frequently our customers have 
some very legitimate concerns. Concerns 
are heightened if a company is new to 
outsourcing or has not previously worked 
with a 3PL. So what does ODW do to offset 
these concerns? Establish trust and learn. 
Ask a lot of questions. People generally know 
their concerns before a relationship exists. 
Sometimes it is very clear, other times we 
have to probe. As we probe, we generally find 
the concern is linked to a key part of our 
customer’s business. In other words, if we 
don’t fully understand a concern, we don’t 
fully understand our customer’s business, trust 
can’t happen, and a partnership opportunity is 
missed.

We believe trust is based upon honesty, 
responsiveness, experience, preparation, 
integrity, and confidence. At ODW the core 
of our mission is predicated on developing a 
trust with our customers. That is the basis of 
our contract with you. Technology, process and 
other factors are important, but much more 
important is establishing relational trust with 
our clients. Building trust in the supply chain.  
That’s a foundation on which to build a supply 
chain partner. Will you give us the chance to 
earn your trust?

John Ness serves as President of ODW 
Logistics, Inc. and Dist-Trans Co. He can be 
reached for comments, discussion or questions 
at 614-492-7900 or jness@odwlogistics.com

Building Trust





Both on and off the road ODW continues to 
provide support to their customers and this 
commitment to customer service was recently 
demonstrated with a total computer system 
integration project.

Last year ODW began the process of 
transitioning Ralston Foods to a new 
enterprise wide support system.  This new 
“system of record”, referred to as Enterprise 
1, is a fully integrated system capable of all 
inventory, order processing, demand planning, 
accounting, customer orders, supplies and 
inventory history.

“ODW provided us with the critical support 
we needed to make a seamless transition, said 
Bill Farrow, Director of Warehouse Services 
at Ralston Foods.  We experienced a very 
successful implementation of the new system 
with no interruption to business.”

ODW worked behind the scenes by providing 
front-end testing, system support to EDI links, 
upgrades, host implementation and continued 
business support.

“The system testing prior to transition, 
the detailed training of support staff, and 
staying on top of issues throughout the 
implementation all contributed to the success 
of the project”, said Sherri Gatrell, Customer 
Service Lead at ODW.

Throughout the transition there were specific 
windows of activity and ODW provided a 
clean cutover from one system to another 
without any problems

“Within a one-day period we went from one 
system to another, and with ODW’s support, it 
was flawless”, said Farrow.

Working Behind the Scenes

Global Goods Jugglers

Logistics is the universal thread or “pipeline” that plans 
and coordinates the delivery of products and services to 
customers all over the world. The goal of these logistics 
activities is to satisfy the needs of the ultimate consumer by 
ensuring that the right product in the right quantity, in 
the right condition, is delivered to the right customer at 
the right place, at the right time at the right cost.

And with nearly 10% of a company’s total costs going towards 
transportation, Columbus is committed to creating advanced 
logistics jobs and a strong economic climate of growth 
opportunities in the central Ohio area.

The Advanced Logistics Council, co-chaired by Nick 
LaHowchic of Limited Brands and Benjamin Ritchey of 
Battelle, is leading Greater Columbus’ pursuit of advanced 
logistics opportunities. The council represents shippers, 
transportation service providers, airports, attorneys that 
work in transportation related fields, developers, education, 
research, material handling, engineers, and other senior level 
executives that have come together to work diligently to build 
Columbus’ competitive advantages in the transportation arena.

“We recognize that transportation and logistics is a key 
growth area for our region,” said David Powell, president, 
CompeteColumbus.  “Stakeholders in our community are 
working together to build on this competitive advantage.”

Through the collaboration of public and private entities with 
a vested interest in transportation-related development, efforts 

Columbus—A Transportation Center of Excellence

Continued growth in the lane segment 
between Columbus to Chicago has made 
Dist-Trans a significant player in the 
transportation arena.  And this growth, 
combined with ODW’s dependability of 
scheduling and timely specific delivery 
patterns has enabled ODW to provide these 
services to other importers in the market.

“Goods in motion are better than goods 
waiting in warehouses, said Gary Plewe, 
Director of International Operations at ODW. 
There are dollars connected to inventory and 
when inventory stops, dollars are stagnate. 
When the product moves through the 
pipeline, dollars are in constant motion.”

This stagnate time, or “dwell” time, has been 
greatly reduced by the introduction of the 
Air Manifest System (AMS). Prior to April 
2005, documents were physically tendered 
through U.S. customs taking 24-48 hours for 
the customs clearance process. Now, when a 
carrier leaves its origin airport, U.S. customs 
allows the goods to receive electronic 
clearance at the time the goods are in the air 
or “wheels up”—and when the carrier lands, 

85% of the goods have already been cleared by 
U.S. customs. The clearance happens prior to 
its’ arrival at the destination port.

Once a carrier lands, goods are recovered, 
sorted according to customer specifications, 
repacked, relabeled, and any other issues are 
corrected prior to shipping.

The manifest details pertinent information 
including weight, shipper, value, commodity, 
country of origin, Harmonized Tariff code 
and consingnees.

“In the retail industry, goods need to move 
quickly in the supply chain from manufacturer 
to consumer, said Plewe. If imported goods 
are delayed at ports, the potential dollars 
associated with the sale of these goods are also 
delayed, and until the consumer can get their 
hands on the product, someone is carrying the 
cost of those goods on their books.”

“Wheels Up” Gets Goods Moving
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In a cavernous building here, workers speed around on 
motorized vehicles between rows of cardboard boxes.  They 
rise up on hydraulic lifts to reach the tops of stacks stretching 
28 feet high.  A man on a foot-powered scooter races to 
check inventories of products ranging from DVD players to 
antiwrinkle cream and heart-surgery devices.  Forklift drivers 
honk as they make their way across the dusky building the 
size of five football fields.

are being funded by Columbus Chamber members investing in 
the ColumbusAmerica Economic Development Campaign.

To be competitive in Advanced Logistics, communities must 
provide solid transportation assets and good proximity to 
markets. With a well-developed highway system, service by two 
railways, future intermodal expansion plans, a foreign trade 
zone, two international airports, more than 210 square feet 
of warehousing and distribution space, and excellent market 
access—75% of the U.S. within a two-day drive—50% within 
a one-day drive—Columbus continues to be a transportation 
center of excellence with the potential to be a significant 
leader in the logistics arena. 

“The Wall Street Journal 

article was a great 

recognition of our 

associates commitment to 

the mission and values of 

ODW Logistics, said John 

Ness, President, ODW 

Logistics, Inc.  It was a 

validation of our dedication 

to ODW customers.”

This warehouse and several others operated by ODW Logistics, 
Inc. are the temporary home to tens of thousands of products 
made in 120 locations around the world by hundreds of 
manufacturers……….

After six months of correspondence with the management 
team at ODW,  Wall Street Journal reporter Kris Maher visited 
ODW Logistics and spent the day touring warehouses and 
talking with many associates.  As a result, ODW was featured 
on the front page of the Marketplace section of  The Wall Street 
Journal on July 5, 2005.  

“This article was a great recognition of our associates 
commitment to the mission and values of ODW Logistics, said 
John Ness, President, ODW Logistics, Inc.  It was a validation of 
our dedication to ODW customers.”

To view the entire article go to www.odwlogistics.com


