
Your business.
A better-connected
network.
Transportation strategy that connects your operations,
markets and growth.

RAIL   /   ROAD   /   TERMINALS   /   MARINE



THE PEOPLE + THE PHILOSOPHY

Unlocking value.
Building what comes next.

Hunt Cary
Founder & Principal

I founded Vector because I believe transportation can be a powerful
driver of business growth. Too often, unreliable service, disconnected
decisions and inherited constraints limit what a business can achieve. My
ambition is to help clients move beyond those barriers: unlock value in
their networks, reach new markets and create the capacity to grow with
confidence.

Leading rail networks, automotive logistics, transload and marine businesses across North America has
taught me that progress begins with understanding what matters to the customer. It takes the courage
to question familiar answers, the judgment to recognize real constraints and the ability to bring people
together around a better way forward.

That is the spirit we bring to every Vector mandate. We look across the full journey, from the plant or
origin to the customer's destination, and connect commercial priorities with operating reality. We ask
where value is being lost, what is standing in the way and which changes can make the greatest
difference.

I want clients to see Vector as a partner invested in their future: candid in our advice, ambitious about
the possibilities and accountable for our work. We earn that trust by turning analysis into decisions,
helping people act and staying focused on results that matter.

See the opportunity. Remove the barriers.
Build a stronger business for what comes next.

The Vector philosophy
The right people. The right experience. The best tools for the mandate.

We build each engagement around the client's ambition and the decisions ahead. Our culture combines
curiosity with discipline: understand the whole system, test what matters and develop a solution people can
put to work.

Client purpose Listen closely, understand the barriers and agree on the business outcomes that will
define success.

Practical intelligence Select the expertise the mandate needs. Use data, analysis and digital tools to test
options and sharpen judgment.

Shared accountability Work openly with client teams and partners. Establish ownership, measure progress and
adapt as conditions change.



THE APPROACH + THE APPLICATION

Business priorities.
Practical solutions.
Start with the issue that creates a reason to act: lost sales, unreliable service, excess cost or a constraint
on growth. A focused discovery assignment establishes the facts, then defines a solution mandate with
clear scope, deliverables and measures of success.

01

Understand
Listen to stakeholders.
Establish the baseline
and cost of inaction.

02

Evaluate
Test routes, modes,
capacity and interfaces.
Compare total value.

03

Align
Define the solution,
business case and
commercial agreements.

04

Deliver
Assign actions, track
performance and adapt
as conditions change.

WHAT A VECTOR MANDATE CAN LOOK LIKE
Hypothetical scenarios and conceptual imagery; no completed-project results implied.

Automotive | Protect the delivery promise
The trigger: Extended transit times, first- and last-mile delays, and en route disruptions,
compounded by limited haul-away options, are causing missed dealer commitments and
putting sales and customer confidence at risk.
The mandate: Trace plant release, rail schedules, ramp dwell and truck handoffs. Develop
a coordinated service plan with clear ownership and contingency options.
Client deliverable: A lane-level action plan and carrier discussion brief. Track arrival
reliability, dwell and dealer commitments.

Intermodal | Improve the full delivery cycle
The trigger: Attractive line-haul rates are offset by inventory delays, inconsistent
deliveries, missed retail receiving windows and costly recovery moves.
The mandate: Compare gateways, rail services, terminal dwell, equipment availability and
drayage against demand and receiving constraints. Test alternatives on total delivered
cost.
Client deliverable: A preferred network option, pilot plan and service requirements. Track
variability, inventory days and delivered cost.

Industrial products | Create room to grow
The trigger: A new market or production expansion may exceed rail, terminal, storage or
vessel-handling capacity.
The mandate: Test volume and service assumptions, compare routes and transfer options,
and bring in specialist engineering expertise to assess bottlenecks.
Client deliverable: A phased operating and investment roadmap. Track throughput,
capacity, equipment needs and capital requirements.

Demonstrate value first. Expand into broader mandates and ongoing advice.



Make the network
work for the business.
More reliable service. A clearer view of total cost.
A practical path to the capacity your business needs.

Vector connects commercial priorities with operating reality, so the next decision leads
to a solution your organization can implement.

Bring Vector your next network decision.
One corridor. One service issue. One growth opportunity.

Hunt Cary  /  Founder & Principal

Email: hxcary@yahoo.com

Phone: (630) 470-2408

Web: [WEBSITE ADDRESS]
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