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About 

JORI Logistics

 Founded in 1992

Offices in Calgary, Houston, 

Cebu City  and Almaty

Canadian and U.S. Customs 

Broker

Global Freight Forwarder

50+ Employees

Who is Sam Woods?
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OUR MISSION

Make international logistics and customs 
compliance a competitive advantage for 

importers and exporters, by providing the most 
compelling customer experience possible.



Logistics as a 
Competitive 

Advantage

Chapter Subtitle that describes what this 

section is about



Do you have a 
growth or status 

quo mindset?



Mistake #1: You’re paying too 
much in duties and taxes to the 

government



December 30th, 2018



September 21st, 2017



July 1st, 2020



Import duty is a tax collected 
on imports and some exports by 

a country's customs authorities. 
Depending on the context, 

import duty may also be known 

as a customs duty, tariff, import 
tax or import tariff.



Value of 
the 

Commodity

H.S. Code
Country of 

Origin



How much duty do I have to pay?



Canada Customs Tariff 





Description H.S. Code Country of 
Origin

Duty Rate Commodity 
Value

Applicable 
Duty

Men’s Wool Suit 6203.11.00.00 India 18% $50,000 $9,000

Men’s Wool Suit 6203.11.00.00 Mexico 0% $50,000 $0

Men’s Cotton Suit 6203.19.10.00 India 17% $50,000 $8,500

Example of the impact



It applies to exporters as well…

Same example: U.S. Customs Tariff





In Summary

1. Know the H.S. codes of the products you 

are importing and exporting

2. Know the duty rate of the product you are 

importing or exporting

3. Use free trade agreements from a 

strategic and a tactical level

4. Claim back overpaid duties on past 

imports and exports



Mistake #1B: You’re an exporter 
and you’re paying foreign VAT





Country’s with a VAT in Red



Commodity Name Country of Origin Purchase Value 5% GST Payable upon 
Importation

CNC Machine Mexico $50,000 $2,500

Import VAT - Canada

 **If you are a GST registrant in Canada, you will be refunded this $2,500 though 
the input tax credit

 **If you are not a GST registrant in Canada, you will not be refunded the $2,500



Commodity Name Country of Origin Purchase Value 16% VAT Payable 
upon Importation

CNC Machine Canada $50,000 $8,000

Import VAT - Mexico

 **If you are a VAT registrant in Mexico, you will be refunded this $8,000 though 
the input tax credit

 **If you are not a VAT registrant in Canada, you will not be refunded the $8,000



Commodity Name Country of Origin Purchase Value 0% VAT Payable upon 
Importation

CNC Machine Canada $50,000 $0

Import VAT – U.S.A

 **As a nonresident importer you will pay no VAT on this shipment going into the 
U.S.A



Mistake #2: You believe that you 
don’t have the time or resources to 

turn logistics and customs 
compliance into a competitive 

advantage for your business





Competitive Advantage = Logistics Competence + Strong Logistics Partnerships

The Logistics Formula

 **It takes a long time to become an expert in logistics and customs compliance; 
however with a couple days of training, you can because competent in logistics



Develop Logistics Competence



Mistake #3: You’re using a good 
carrier, for the wrong type of 

shipment. This is costing you money 
on individual shipments



Carriers (trucking companies, courier 
companies, ocean lines, airlines 

etc.)have niches based on the type of 
cargo, and the geographic area of 

the shipment.
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You must choose the right carrier, for the right 

type of shipment to save costs per shipment. 

It applies to all modes of transportation



Ocean freight – Shanghai to Calgary



Ocean freight – Shanghai to Toronto



Mistake #4: You are using the wrong 
carrier, with a great “pricing discount



Carrier A Carrier B Difference

Base Rate 1,300 900 400

Discount 70% 60% 10%

Final Price 390 360 30



Mistake #5: Not designing your 
product with shipping in mind



44

35k – 70k 2k – 8k
40’ ocean 
container

Can it fit in a standard sea can?
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1000 kgs shipment: 1k – 6k 1000 kgs shipment: 5k – 25k

Can it be loaded onto a passenger 
aircraft? Or is it too wide?
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Can it fit on a standard flatbed truck?

Full load: 2 – 8kFull load: 2 – 80k



Mistake #6: You’re relying too 
much on one courier company 

for international shipments



Courier Carriers vs. Standard Carriers



1. Shipments under 150lbs can be moved for very 
good prices and service levels on a courier service

2. Shipments over 150lbs should be quoted using a 
non-courier service. This means getting quotes 
from multiple standard carriers.

3. You should be using multiple courier companies if 
you have freight going to different destinations

Courier service vs. courier company



Courier Companies

1. Don’t confuse “courier service” with 
“courier companies”

2. Courier companies typically have customs 
brokerage and freight forwarding divisions

3. Ask your freight forwarding company if 
they can resell courier services as part of 
their service offerings

4. Generally you’ll get more hands-on service 
with a smaller freight forwarding company 
that is reselling courier services







Mistake #7: You don’t have a 
strong plan in place for low 

probability, high consequence 
logistics events





Potential Problem Solution
Lost, damaged or missing cargo 

• Ship happens

• Make sure you have a shipment 

insurance plan

Customs audits and inspections

• The import or exporter of record must 
take accountability. The government 

DOES NOT care about your sob story

• Make sure you are import and export 

customs compliant

Transportation delays 

• Transportation authority strikes
• Changes in freight capacity 

(specifically air / ocean) which may 
cause your shipment to be delayed

• Carrier insolvencies

• Weather
• Equipment break downs

• Loading / unloading issues

• Stay informed and plan accordingly

• Plan for delays
• Understand the important of transit 

time
• Use reliable carriers
• Use reliable partners

• Hope is not a sustainable long term 
strategy



Mistake #8: You have a belief 
that a small customs broker or 

freight forwarder can’t 
compete on price and can’t 

provide global logistics solutions
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Mistake #9: You are working 
with a customs broker and 

freight forwarder that you are 
not on a first-name basis with



Customs brokers and freight 
forwarders are not hot shot lawyers

 Build a relationship and ask questions without a 
fear of being charged (be reasonable)

 Hold your customs broker and freight forwarder 
accountable. They should not be charging you 
consulting fees for their own mistakes

 Have a point of contact that will go the extra mile 
because they know you and “it’s personal”

 Have a point of contact that thinks strategically 
and day-to-day

 Anyone can move freight from point A to point B. 
Who do you want to work with during a 
challenging or critical shipment?



Mistake #10: You are not “in 
control” of your freight



Control of my freight?
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 Buyers take responsibility for the 

transportation and logistics on import 

shipments instead of leaving it in the 

vendors hands

 Sellers take responsibility for the 

transportation and logistics on export 

shipments instead of pushing this 

responsibility on to customers.



Why should I control my freight as 
an exporter?

 Jeff Mindset

 As an exporter you want to be easy to buy 
from

 You can reach clients in different markets if 
you have logistics competence

 Preparing the shipment takes time. You may 
as well make money at this by marking up 
the shipping costs



Why should I control my 

freight as an importer?
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 Warren Mindset

 Better pricing

 Control over transit times

 Someone to yell at if a shipment is 

delayed or late

 You are in control of the insurance 

claim for lost or damaged freight

 Better record with Canada or U.S. 

customs



BUT…I don’t want to create more work for my team…
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Exporters

 Save time by working with the logistics 
company of your choice, not the one 
your customer picked

 Get paid for the work your shipping / 
receiving department does, by 
marking up the cost of freight

 How much time does your team 
spend handling transportation issues 
that are our of their scope, but they 
do anyways to keep the customer 
happy?

Importers

 Save time by working directly with a 

logistics company, rather than working 

with your vendor’s logistics company

 Save time by knowing all your costs 

upfront and not getting dinged with 

extra fees 

 When you vendor arranges the freight 

is it to your door? Or do you have to 

arrange customs and “last mile” 

delivery



Thank you!

https://www.jorilogistics.com/jori-university/
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https://www.jorilogistics.com/jori-university/

