
RACHEL PEACOCK
V.P. of Supply Chains

JTM Food Group

“One of the true
value adds to [this]

project, the RWI
team, is the service

level that they
provide. They think

and see things that I
may not see. It’s not
just the tool, it’s the

service that goes
with it.” 

Cooking up
Intelligent

Solutions for J.T.M

A T  A  G L A N C E
C H A L L E N G E S

Didn't want to strain IT
department
Needed to connect
multiple data sources
and formats

Cost savings
Efficient problem solving
Faster business decisions
Supportive team
Future growth

B E N E F I T S

B U S I N E S S  I N T E L L I G E N C E  A T  R W I
RWI Logistics offers unique business intelligence solutions that set them
apart from their competitors. Unlike other companies that simply sell
software, RWI's talented IT team builds customized dashboards for their
customers, providing ongoing support to ensure that the dashboard
meets all their expectations. They set aside dedicated time to ensure that
everything continues to operate smoothly, help with any snags that may
crop up, and provide fresh, advanced analytics to constantly improve
these dashboards. This collaborative approach allows RWI to quickly
deliver new insights and optimize network initiatives, resulting in cost
savings and advancing continuous improvement.

RWI's business intelligence software, combined with their
knowledgeable staff, provides their customers with complete
transparency for analyzing patterns and trends within their business.
Customers are provided a web-based application that includes a
customizable portal with the ability to manage customers, vendors, and
carriers from one consolidated location. After a few weeks of customizing
and building, a customer's dashboard is ready for implementation. Once
the data is connected, it will automatically refresh, eliminating the need
for replication of any normalization or standardization. RWI's dashboard
also includes filters and drill-down capability features, giving customers
the ability to delve deeper into their data and understand the root cause
of their business questions. 

C U S T O M E R  P R O B L E M
JTM Food Group (located in Harrison, OH) is a finished goods
manufacturer for the food service, school, and retail industries, with
products sold in restaurants, entertainment facilities, colleges, and
grocery stores. In 1960, Jack Maas opened Maas Brothers Meats, a small
family-owned butcher shop. As business grew, the company rebranded
as JTM Food Group. The new name pays homage to Jack Maas while also
evolving to include their increase in product offerings. Today, JTM is
focused on staying true to their faith-based roots, following the J.T.M.
way, and giving back to their community. As the company has grown,
they have worked to maintain the family values that started it all.



S O L U T I O N  A N D  I M P L E M E N T A T I O N
To solve JTM's problem, RWI presented their software as a solution to
JTM's concerns by introducing Megan Fortenberry, RWI's VP of
Technology and Continuous Improvement, to Rachel Peacock, JTM's V.P.
of Supply Chains. RWI had been refining their software as a service for
years, so Megan was able to effectively demonstrate how RWI could
address all of JTM's concerns. After some discussion, JTM agreed to
explore this solution and shared some of their data with RWI to prepare
a demo.

JTM was concerned that changing their data would make it harder for
them to find the information they were used to accessing, as they were
already familiar with pivot tables. Therefore, it was essential to have easy
access to data concerning their freight costs, including their per-pound
costs, weight utilization, and fill rates. To address these concerns, RWI's
team built a demo that would display the data in a way that JTM was
already familiar with (using pivot tables) and added some additional
visual elements to enhance data accessibility and demonstrate the full
potential of the dashboard's capabilities.

However, J.T.M started to notice some growing pains within their
business. They were looking to move away from the “back of the napkin
approach” that they had been relying on for about 30 years. When one of
RWI’s Sales Directors, John Horan, reached out to JTM's Director of
Logistics and Distribution, Paul Burton, in early 2022, J.T.M and RWI’s
partnership began. At the time, they were working mostly off of
spreadsheets, pieces of paper, and tribal knowledge. JTM wanted a more
efficient and effective way to compare carrier performance, improve cost
visibility, and manipulate raw data while piecing together reports. 

While JTM already had a BI service in use, it wasn't servicing the entire
company and their IT team managed all customization, implementation,
and troubleshooting. JTM didn’t want to add strain to their employees'
schedules and sought a software solution provider that offered set up
and support. JTM also needed to decrease the time it took their supply
chain team to access and organize data. This team was spending hours
on spreadsheets for each question, which drained their manager’s time
and slowed down progress. JTM needed a solution to pull many files with
different format types, from multiple unconnected data sources, and
assist with translating and visualization, so they could simplify their data
and deliver immediate answers to their freight questions.

JTM and RWI were able to quickly implement the service over a 6-week
period with regular communication and diligence from both sides,
resulting in a highly successful transition for JTM. Rachel Peacock and
Steve Marksberry have been through many implementations over the
last 20 years. When asked about their experience with RWI, Rachel
Peacock said, “This implementation has gone very smoothly. It was very
successful right out of the gate. No big stumbling blocks, no big gaps in
progress…he and I have been through some really ugly
[implementations] but working with the RWI team has been great.”
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“At any point,  I
can call  Michelle

or Megan and say,
‘ I  need help’  and
[they] have both

stepped up to the
plate every time.”

-Rachel Peacock

R E S U L T S  A N D  O N G O I N G  P R O G R E S S
This has become a promising relationship between the two companies.
“Our relationship/partnership has developed very strongly since we
started this project,” said Rachel Peacock. “At any point,” Rachel
continued, “I can call Michelle [Hamad] or Megan [Fortenberry] and say ‘I
need help’ and [they] have both stepped up to the plate every time.”

As a result of their new partnership, JTM was able to easily visualize their
per-pound weight costs, freight cost per mile, and overall market prices
per lane. They also gained a better understanding of accessorial charges,
fill rate, and average freight spend, allowing them to compare their
carrier rates to market values for similar lanes and improve their carrier
negotiations to save even more money. 

One example has been a large distributor for JTM. They wanted to switch
from a delivered price to a pick-up price for their orders. JTM could
quickly look up shipping costs and determine how much to charge for a
pick-up allowance and calculate the cost effectiveness. The ability to pull
these reports easily has given JTM a glimpse of ROI in the near future,
with JTM already seeing significant cost savings thanks to RWI's business
intelligence services.

JTM has been able to use this dashboard in meetings, which has opened
up new opportunities that might have been lost previously due to
wasted time compiling data. Although the BI service may have started as
a temporary solution for JTM, they are now appreciating the benefits of
having a support team and a customized dashboard. J.T.M is open to
future opportunities with RWI, they have started to work on importing
their inbound freight data onto the business intelligence dashboard.
Once they have the whole package (inbound and outbound) they will be
able to better identify cost saving’s opportunities.

"At RWI, we deliver a
unique solution that’s more

than just technology; it’s
based on the years of

experience building our
own solution. Our in-depth

industry knowledge and
skills enable us to swiftly

deploy fresh insights to our
customers, enhancing their

business operations and
delivering efficiency and

cost savings to their
organization. Our passion is

to partner with our
customers and support

them through their
continuous improvement

journey."

-Megan Fortenberry


