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|. Disruption is the Default:
Why Stability is Gone For Good




Disruption isn’t an event
anymore — it’s the operating
environment.




Black Swan

Have a Significant Impact on the
World

And are Characterized by
1.Rarity
2.Extreme Impact

3.Retrospective Predictability







CURRENT ERA | TARIFF ESCALATION
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CURRENT ERA | RECENT VOLATILITY

2024
Red Sea
Attacks 2022
ILA Port Strike Protracted 2020 2016
Threat West Coast COVID-19 Hanjin
US Rail Strike Port Labor Pandemic Shipping
Threats Negotiation California AB5 Bankruptcy
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Yellow Corp Service
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NRF FORECAST | IMPORTS CRASH

Monthly imports 2024-2025

(TEU-Millions)
'SE i

5
-« w

@ 2024 @ 2025

8

&

206
215
14

w s}
2 2
S
{“

*P QE'

Source: NRF/Hackett Associates Global Port Tracker *Forecast

"The uncertainty of U.S. trade policy is making it
impossible to make the long-term plans that are
critical to future business success. These tariffs
and disruptions to the supply chain are adding
costs that will ultimately lead to higher prices
for American consumers.” - Jonathan Gold, VP
for Supply Chain and Customs Policy, National
Retail Federation (NRF)




MULTI DIMENSIONAL DISRUPTION




MULTI DIMENSIONAL DISRUPTION




What’s one resmence
company has |mpl M
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Il. The Macroeconomic Reset:
What’s Driving Global Trade in 2025




CAPITAL IS EXPENSIVE AGAIN
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EXPENSIVE CAPITAL RESHAPES
LOGISTICS

S

Capital Efficiency Inventory Pullback Mode Shifts




GLOBAL SOURCING IS FRAGMENTING




ENERGY, EMISSIONS, AND COST

($/mit)
2500

2000
Platts SAF EXW NWE

1500
1000
500
Platts Jet CIF MWE Cargo
0
Apr-20 Jul-20 Oct-20 Jan-2 1 Apr-2 1 Jul-21

source: S&P Global Platts




TRADE POLICY IS FRAGMENTING

UNASUR
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FREIGHT ECONOMY | DEMAND CHANGES

utbound Average Length of Haul, United States of America (DALOHA.USA) 7

M Theinformation
ﬂ /\ M suggests the shrinking
B load lengths are being
driven by simultaneous
growth in demand for
loads moving lower
than 100 miles and
shrinking demand for

loads moving greater
than 450 miles




What’s one change your company
has made to help you see t
- and the tree




Ill. Shipper Expectations have
Changed:
The Dilemma of Price and
Partnership




PURCHASER PRIORITIES

“| seek operational excellence. I'm "Within my industry, there are unique “I want innovative ideas. | need a partner
looking for evidence that the provider logistics requirements. | need a logistics that provides regular recommendations
executes day-to-day operational details partner that understands the challenges on how to improve logistics operations.”
accurately and on time.” of storing, managing and delivering

my products.”

Ops Excellence - 247% Industry - 21% Innovation - 9%

Flexibility - 23% Cost - 1/% Technology - 3%

"My company's logistics requirements “I'm under constant pressure to reduce “The right technology is critically
are constantly changing. | need a costs. | need a logistics partner who important. | need a partner that
logistics partner that is flexible and can understands that pressure and is leverages the most up-to-date
help me adapt quickly to the demands constantly thinking about how to do logistics management systems
of the business.” more, for less.” so that | can fully automate and

optimize my supply chain.”




PURCHASER PRIORITIES

TOP CHALLENGES SHIPPERS FACE

Cutting transport costs 22%

Business process improvement 22%

Improving customer service 18%

Supply chain visibility 16%0

Managing inventory 15%

Reducing labor costs 146%0

Expanding to new markets via selling 11%

Finding, training, retaining qualified labor 1 1%

Technology strategy and implementation 10%







 CONFIDENCE =
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V. Sales & Marketing in Freight:
Activity vs. Influence







SALES SKILLS | WHAT IS IMPORTANT

Active Listening Linkage Storytelling
Business Acumen Curiosity Coachability
Follow-Through Public Speaking Reflection

Responsibility Problem-Solving Negotiating

Social Selling Networking Industry Knowledge







E 7:\' YOLESUPPORT
AMS THROUGH TECH
TRANSITIONS’?




V. Winning in 2026:
Six Clear Steps







. 'Solve for Complexity

O hwWNA

Be Frictionless

Build Resilience

Sell Risk Mitigation

Own The Customer Experience
Get Help




Anthony Pagnotto

Vice President, Global Sales and Marketing
apagnotto@mohawkglobal.com | mohawkglobal.com
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