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MANAGING GROWTH AND CHANGE

Empire expanded into the education sector in 2016. That brought supply chain complexity by way of increased sales and product volumes, new
suppliers and new products into the company’s supply chain.

The education sector is also very seasonal, and time-sensitive, Trevor says, as many customers require furniture to be delivered and installed by
Empire during school holiday periods to minimise disruption and safety risks.

When that involves the Australian summer school holidays, it also means Empire required extra sea freight space at a time when shipping is tight
due to the Christmas trade period.

It is the relationships the AXIMA team in Australia and overseas has cultivated with the shipping lines and Empire’s suppliers that made achieving
the increased space for their freight forwarding requirements as stress-free and cost-effective as possible.

Another recent challenge for the company was the requirement to ship containers into New Zealand from its suppliers in Asia for the first time.
The Manager of AXIMA's Brisbane branch, Karen Dawson, made that process “very simple”, Trevor says. AXIMA, along with New Zealand 3PL and
freight forwarding company Fliway are both part of the Yang Kee Group which means the one group are working to support customers on both
sides of the Tasman.

I really appreciate AXIMA's proactive approach to continuous improvement.

Trevor Gerrand, Operations Manager, Empire

BOTTOM-LINE BENEFITS

Overall, Trevor says that “working with AXIMA means | don’t really
have to think about the freight forwarding process as they work as an
outsourced freight and logistics team for us.”

“I have trust and confidence in Karen, her team and everyone
at AXIMA,” Trevor says. “So I’'m free to deal with the other side of the
process, which is getting products out to customers.”

AXIMA also works pro-actively to find ways to make the company’s
supply chain more efficient. Regular meetings between Empire
and AXIMA provide an opportunity to discuss potential improvements
to shipping arrangements.

“Each month, | meet with Empire Furniture and complete a review
of ourfreight forwarding and Customs services and their experiences,”
Karen says.

As part of the reviews, subjective and objective KPIs are reviewed
including costs, transit times, and equipment and supplier
performance.

During the meeting, it is also an aim to review forward supply
chain plans, Karen explains. This might include discussing where
their business is going in the next 6-12 months, new suppliers,
and increases or decreases in volumes due to specific projects
or seasonal fluctuations. This, in turn, helps inform freight forwarding
allocations and future rate negotiations.

“We look at process improvements in terms of both soft and hard
costs to assist Empire,” Karen adds.

Trevor says he does not have to “look or hunt” for ways to achieve
improved supply chain efficiency and bottom-line benefits as they are
proactively suggested by AXIMA. “I really appreciate AXIMA'sproactive
approach to continuous improvement.”

Some of the suggestions AXIMA has made have brought costs down
considerably.

“We are saving thousands,” says Trevor. “The relationship that has
developed between AXIMA and Empire makes AXIMA a vital part
of our supply chain and a trusted partner.”

“AXIMA’s people are customer-focused,” he says.

“The team that works with us is my favourite thing about AXIMA —they
make all the difference. It is a positive, open and honest relationship.
You can’t underestimate the importance of honesty. People at AXIMA
will do their utmost to help me out.”

We are saving thousands.

The relationship that has developed
between AXIMA and Empire makes
AXIMA a vital part of our supply
chain and a trusted partner.

Trevor Gerrand, Operations Manager, Empire
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The AXIMA approach

“We take an interest in each client’s business and their supply chain success, not just how many sea freight containers they will move each
month or how many kilograms of airfreight they have,” Karen says. Volumes may be important to ensure competitive value, but she believes
that having a strong client-provider relationship is advantageous to both businesses.

! ! The team that works with us is my favourite thing about AXIMA - they make ’ ,
all the difference. It is a positive, open and honest relationship. You can't
underestimate the importance of honesty. People at AXIMA will do their utmost
to help me out.

Trevor Gerrand, Operations Manager, Empire

“Our focus on client relationships enables the correct growth focus and provides opportunities to implement supply chain strategies now
and in the future,” she explains. “When we talk supply chain strategies we need to focus on budget restraints and measures to increase
productivity for both the client and AXIMA.”

Karen says the question she likes to ask clients is, “Was it painful or easy?” Then there is the follow-up “How can we make it better?”

“Our client’s forecasted requirements, as well as process improvements through value-add, is what allow us to become long-term partners
—as our clients grow, we grow. If our clients are successful, AXIMA is successful.”

! ! AXIMA's people are customer-focused. ’ ,

Trevor Gerrand, Operations Manager, Empire
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