Ford Motor Co. 





Transportation process needs to protect vehicles 





The biggest challenge Ford Motor Co. faces in getting its products from the assembly line to its overseas customers is the preservation of original plant quality.





"From inland plants, vehicles are usually shipped 600 to 1,000 miles via rail to a railhead, then hauled away by truck to a port," said Mike Theodore, Ford's manager for process leadership and sales distribution. "After the sea crossing, vehicles are again railed and/or trucked to destination. The entire transportation process needs to protect those vehicles against environmental fallout and to deliver them at original plant quality."





Ford was the top U.S. auto exporter in the first quarter of 1997, shipping 37,045 vehicles from the United States to all overseas destinations. This represented an increase of 15% over the same period in 1996. Some 95% of its vehicle exports move on roll-on, roll-off vessels. The remainder, normally destined for smaller markets, move in containers, as do virtually all components.





General Motors' exports came in second at 31,774 vehicles. Chrysler placed third at 26,413, followed by Honda at 19,089, and Toyota at 8,437.





Mr. Theodore, who served as a Navy pilot in Vietnam during the war, also had some experience on assault transport ships in the amphibious Navy -- "interesting but not directly relevant to the way we deliver Ford products to overseas markets. More to the point, I had an extensive international background prior to starting my career with Ford and was lucky enough to get into Ford's international operations."





The criteria for selecting an ocean carrier, a task handled by Ford's transportation procurement office, part of the company's material planning and logistics function, "are the same as for any other supplier," Mr. Theodore said. 





"Quality comes first. Customer satisfaction is paramount and is the joint focal point of our efforts." 





Ford also looks for ocean carriers that are committed to a program of continuous improvement. "That's essential," he said, "to maintain competitive costs and practices."





Teamwork between Ford and its transportation providers is a must, Mr. Theodore said, "to foster mutual trust and respect. Our carriers are our partners; a mutually beneficial relationship between Ford and its carriers is fundamental."





Ford views its carriers as an extension of itself. "Their interface with our downstream customers needs to reflect the same high priority that Ford puts on delivering the highest quality product on time at a competitive price," Mr. Theodore said.





Looking ahead, Mr. Theodore expects the Internet to play an increasingly important role in keeping Ford, its worldwide dealers and its customers in touch. "Integrated logistics management requires state-of-the-art, real-time information flow to the receiving dealers and customers." -- Don Amerman October heavy-truck sales sped, hitting a


nearly 3-year high





JOURNAL OF COMMERCE STAFF





Heavy-truck buyers pushed sales into the fast lane in October, giving the industry its biggest month in nearly three years.





October sales of 18,062 heavy trucks jumped 28% from a year before, boosting year-to-date deliveries of 146,128 vehicles to a 1.3% gain, according to U.S. retail figures from the American Automobile Manufacturers Association.





A brisk economy and strong orders got the credit for the sales boom in a year that was originally forecast to yield a double-digit loss.





Sales in the heavy or class 8 category, defined by gross vehicle weight ratings of more than 33,000 pounds, will now easily top 175,000 this year and could go as high as 180,000, said Ken Kremar at consultants WEFA Inc. in New York. That would translate to an increase of nearly 6% over 1996.





Manufacturers are working on over six months of backlogged orders, giving them a chance to repeat the performance next year.





"At this level, flat is wonderful," said Mr. Kremar.





Freightliner Corp. of Portland, Ore., led the pack, with October sales of 4,958 trucks, up 27.1% from a year before, while 10-month sales of 41,300 continued to lag by 2.5%. Freightliner's market share so far this year stood at 28.3%, but the recent addition of the Ford Motor Co. heavy-truck business, renamed Sterling Truck Corp., gave the company a total of 35.6%.





Paccar Inc. of Bellevue, Wash., held a 21.7% share, based on sales of its divisions, Peterbilt Motors Co. of Denton, Texas, and Kenworth Truck of Kirkland, Wash. At Peterbilt, October sales of 1,959 vehicles advanced 18.7%, although year-to-date deliveries of 16,577units remained 0.4% behind the 1996 pace, yielding an 11.3% market share.





Kenworth monthly sales of 1,639 trucks gained 15.1%, but 10-month sales of 15,066 fell 0.6% for a 10.3% share. Combined Paccar sales of 3,598 vehicles rose 17% last month, while sales of 31,643 truck so far this year declined 0.5%.





October sales of 4,507 trucks soared 56.8% at Navistar International Transportation Corp., giving the Chicago-based manufacturer a 19.4% market share as year-to-date deliveries


of 28,314 vehicles climbed 15.9%.





At Mack Trucks Inc. of Allentown, Pa., sales of 1,900 units were up 39.9% last month, while sales of 17,678 vehicles so far this year rose 5.6%, producing a 12.1% share.





October sales of 1,683 vehicles gave Volvo Heavy Truck Corp. of Greensboro, N.C. a 40.3% boost last month.


