
THRIVING IN A NEW ERA OF 
GLOBAL TRADE

TMSA EXECUTIVE SUMMIT 2025



I. 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
October 10

IEEPA 
Retaliation: 

100% 
additional 
tariff on all 

Chinese goods

September 26
Section 232 + 

IEEPA:  
pharma, 

furniture, 
trucks

August 1
Section 232:  
Copper tariff 

(50%)

June 4
Section 232: 

Steel & 
aluminum 

tariffs doubled 
to 50%

April 2
IEEPA 

“Liberation 
Day”:  10% 

baseline tariff 
on all imports, 

de minimis

February 1
IEEPA + NEA: 
25% tariffs on 
Mexico and 

Canada, 10% 
additional on 

China

January 20
IEEPA 

authorized 
through 

declaration of 
National 

Emergency



CURRENT ERA | RECENT VOLATILITY
2024

Red Sea 
Attacks

ILA Port Strike 
Threat

US Rail Strike 
Threats

2023
Panama Canal 

Drought
Yellow Corp 
Bankruptcy

2022
Protracted 
West Coast 
Port Labor 

Negotiation 

2021
Ever Given 

Suez Blockage

2020
COVID-19 
Pandemic 

California AB5

2017
ELD Mandate 
and Hours of 

Service 
enforcement

2016
Hanjin 

Shipping 
Bankruptcy







NRF FORECAST | IMPORTS CRASH

"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 resilience tactic your 
company has implemented that 

you’re proud of?



II. The Macroeconomic Reset:  
What’s Driving Global Trade in 2025



CAPITAL IS EXPENSIVE AGAIN



EXPENSIVE CAPITAL RESHAPES 
LOGISTICS



GLOBAL SOURCING IS FRAGMENTING



ENERGY, EMISSIONS, AND COST



TRADE POLICY IS FRAGMENTING





FREIGHT ECONOMY | DEMAND CHANGES

The information 
suggests the shrinking 
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 the forest 

and the trees?



III. Shipper Expectations have 
Changed:  

The Dilemma of Price and 
Partnership



PURCHASER PRIORITIES



PURCHASER PRIORITIES







IV. 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





WHAT IS ONE WAY YOU SUPPORT 
YOUR TEAMS THROUGH TECH 

TRANSITIONS?



V. Winning in 2026:
Six Clear Steps





1. Solve for Complexity
2. Be Frictionless
3. Build Resilience
4. Sell Risk Mitigation
5. Own The Customer Experience
6. Get Help



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