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a. Port/Rail Expertise
● Share Good News:

ITS Port Rail Ramp Index
● Track Interest:

a. Media Coverage
b. Demand Generation

● Impact
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Kara Brown | Chief Executive Officer
Brown was one of the first employees at Echo Global Logistics which grew quickly in three years and 
her name is on the company’s 2009 IPO press release [NYSE: ECHO]. In 2017 after a successful 
corporate career including SEKO Logistics, OHL (now Geodis), and Rubicon Global, she partnered 
with Will Haraway, another industry veteran, to start LeadCoverage. Brown is also an active force in 
empowering women leaders. She is on the board of the Entrepreneur's Organization Atlanta chapter, 
LaunchPad2x, and co-founded CloseHer, a community for women in sales.

Will Haraway | Chief Content Officer
Haraway has 20+  years of executive experience in B2B Technology Marketing. Will is a certified 
analyst relations practitioner by the Knowledge Capital Group and has helped companies including 
Manhattan Associates, Aptos, BluJay, Everstream Analytics, and Rubicon Global improve their brand 
reputations with marketing results that help increase sales. 
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Patrick McFarland | Senior Director, Marketing
McFarland is a seasoned marketer and journalist. He leads the ITS marketing team and is 
responsible for corporate branding, marketing, advertising, sales support, internal and external 
communication, public relations, community outreach, online content and social media strategy. He 
is an integral part of the University of Nevada, Reno Supply Chain & Transportation Management 
Program at The College of Business, and a board member of the Transportation Sales and Marketing 
Association. 

Paul Brashier | VP Drayage and Intermodal
Brashier has been in sales and logistics for almost 20 years and has worked for major companies such as 
Schneider National, Coors Brewing and Coca-Cola. He leads the Drayage and Intermodal team and is 
responsible for community liaisons with various business and industry groups. When he isn’t working, he 
spends time with his wife and family, travels, and volunteers for the Down Syndrome Network of Northern 
Nevada.



Phased Execution

Phase 1 Phase 2 Phase 3

Brand: Unknown to Known Demand Gen Revenue 
Management Process

Lead Generation Measurement

Industry wide awareness: “Tell the 
ITS story.”

Turn passive interest prospects into 
active prospects

Turn passive interest prospects into 
active prospects

Deliverables: 
Brand Promise
Service Definitions
Content Calendar

Deliverables: 
Martech Recommendation 
HubSpot + Sales Intel

Deliverables: 
Martech Recommendation 
HubSpot + Sales Intel
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Timeline

August 2022

ITS + LC Kickoff 

Kickoff

October

Manifest + Loriann 
Larocco in Person 

Meeting

Manifest

June 2023

ITS Port Rail Ramp 
Index Sets News Cycle

News Cycle 
Acceleration

September

Ideation of Port Rail 
Ramp Index

Ideation of  Index

February - 
June

Production + Team Effort

Monthly Rail 
Ramp Inex
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6 7 8

PR 
Discovery 
Intake + 
Identify 
Content

The Process

LC Pitches to 
the National 

+ Trade 
Press

LC Manages 
Pickup with 

Media
(CNBC/JOC/
Railway Age)

LC Creates 
Landing 
Page + 

Emails + 
Social Posts

Collect 
Inbound 
Leads in 

LinkedIn + 
HubSpot

LC Pumps 
Calls to 

Action with 
Paid Media

LC Qualifies 
Leads

Results 
Q1’23 
$4.2M 

ITS Create 
Deliverables 
for Website 
+ Pitching



Share Good News:

ITS’ Port/Rail 
Drayage Index 



Monthly Index

 ● Launched August 2022
● Based on Internal ITS’ proprietary 

Port/Rail data
● Context by ITS Experts/Thought 

Leaders
● Analyzes Previous Month
● Forecasts Upcoming Month



Coverage



Coverage
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2022 Media Coverage- Oct-Dec
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Share of Voice Q1 2023
Publicity By Section: 
● Knight-Swift: $1,932,121
● ITS Logistics: $1,670,688
● Schneider: $979,994
● J.B. Hunt: $677,335
● Arrive: $73,133
● Radial: $50,333

Content: 
● Schneider: 11  

○ 4 Earnings Releases
● J.B. Hunt: 10  

○ 4 Earnings/Trade Related Releases
● ITS: 7

○ 2 More Releases than Normal in Q1
○ Index became International in February 

● Knight-Swift: 6 
○ 3 Earnings/Trade Related Releases

● Radial: 2 
○ 0 Releases in February

● Arrive: 2 
○ 0 Releases in January



Track Interest 
Campaign Performance 
+ HubSpot 
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Deliverable to Market
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Demand Generation Impact
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ill

s Impact:
October ‘22 - June ‘23
● 5,700 individual Decision 

Makers at F1000 companies 
engaged w/LinkedIn Ads 

● ~1,500+ directly influenced ICP 
contacts 

● MoM improvement as 
awareness grows 

● Q1’23 $4.2M opps attributed just 
to Index 
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Q1 Paid Ads Executive Summary
Google and LinkedIn Ads

● Google Ads have been effective at delivering warm leads with an immediate business need 
● Supercharging PR with LinkedIn Ads for the Freight Index drove a surge of new leads for ITS in Q1 of 2023

AD SPEND LEADS DELIVERED TO ITS COST/LEAD DELIVERED

$80k-$100K 224 ~$500
PIPELINE REVENUE

$4,200,000
DEALS WON CONVERSION RATE

10%
*Date range for data is 11/1/22 to 4/30/23

SAMPLE OF LOGOS WITH REVENUE ASSOCIATED



19

Index Drives Sessions 
Impact of LC engagement: Activation of Paid Search, Referrals, Organic Social, Email Marketing, and Paid Social 

Port Rail Ramp 
Index Specific

Building on ITS’s 
GREAT Organic Work

Continued MoM Improvement of Influenced Contacts



IMPACT
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June 2023
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Real Time Response
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Real Time Response
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Index Sets The Cycle!
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Anyone Can Do This

Step 1

Find Your Index + 
Have a Point of 

View
Step 2

Share it 
consistently with 
the marketplace

Step 3

It takes a team - 
depend on 

partners to hold 
you accountable

Step 4

Be Ready when 
the news-ready 
event happens.

This takes 6 on the ITS team 
(marketing/data science/operations)
Takes 5 on the LeadCoverage team 

Be the resource reporters know they can count on.


