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Fiscal 2015 represented another year of exceptional
progress for Radiant highlighted by our acquisition of
Canada-based Wheels Group, Inc. (“Wheels”), our most
significant transaction to date, which positions us as
one of the premier non-asset based third-party logistics
companies in North America. We are very excited with
this game-changing transaction which significantly
expands our scale and provides geographic and service
line expansion through Wheels’ truck brokerage and
intermodal service offering throughout the United States
and Canada.

The heart of our growth strategy has been our ability to
differentiate ourselves in the marketplace by bringing
new value to the agent-based forwarding community.
We do this is by providing our operating partners with a
robust and differentiated platform from which to service
our end customers. The Wheels transaction complements
our legacy freight forwarding operations while further
differentiating us in the marketplace. Quite simply, no
other agent-based forwarding network has the rail and
truck brokerage capabilities or Canada-based solutions
that we now enjoy with Wheels as part of the Radiant
organization. We believe this will not only enhance and
facilitate cross-sale opportunities across the combined
Radiant-Wheels network but will also serve as a catalyst
to help secure new end customers and attract additional
agent stations to our platform.

In addition to the Wheels transaction (April 2015), we
also made a number of strategic acquisitions in support
of our core forwarding operations over the course

of fiscal 2015. Our acquisitions of the agent-based
forwarding network, Service by Air (June 2015), as well
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as the individual operating locations of Minneapolis,
Minnesota-based Don Cameron and Associates, Inc.
(December 2014) and Cincinnati, Ohio-based Highways
and Skyways, Inc. (June 2015) demonstrate our continued
focus and commitment to the agent-based forwarding
community. Even without a full year’s benefit of any of
these transactions, we posted another year of record
financial results. For our fiscal year ended June 30, 2015,
we posted revenues of 502.7 million; net revenues of
$123.7 million and adjusted EBITDA of $17.3 million, an
increase of $2.5 million and 16.9% over the comparable
prior year period.

We also continue to make good progress on the
integration front: (1) in Toronto, we completed our
facilities consolidation combining three separate
Wheels operations under one roof, (2) in New York, we
are combining our company owned SBA and Radiant
operations, (3) in Los Angeles, we are combining our
company owned Wheels, SBA and Radiant operations and
(4) in Cincinnati, we are combining our company owned
Wheels and Highways and Skyways operations. Each
integration represents an opportunity for us to unlock
both revenue and cost synergies across the network as

we combine the strengths of each respective group. In
addition, as we continue to grow and scale the business,
we are creating density in our trade lanes which creates
opportunities for us to leverage our freight volumes to
more efficiently source and manage our transportation
capacity.

(continued)



In July of 2015 we also completed a meaningful equity a

capital transaction closing on a public offering of
6,133,334 newly issued commons shares; including the
full exercise of the underwriters’ overallotment option,
at a price of $6.75 per share. Proceeds from the offering
totaled $38.4 million after deducting the underwriting
discount and offering costs. The proceeds were used to

502.7
repay amounts outstanding under our senior credit facility 297.0 [ 3108
and positions the Company for future growth. w
Going forward, our organic growth strategy will continue

to focus on strengthening existing and expanding new
customer relationships, leveraging the benefit of our new
truck brokerage and intermodal service offerings, while
continuing our efforts on the organic build-out of our
network of strategic operating partner locations. With the
benefit of our recent equity raise, we also believe we are
very well positioned to continue our disciplined approach
of acquiring non-asset based businesses. We have very low
leverage on our balance sheet at this point and continue to
search for acquisition candidates that bring critical mass
from a geographic standpoint, purchasing power and/or
complementary service offerings to the current platform.
This is the same multi-pronged growth strategy that has
consistently delivered profitable growth over the past 10
years and we remain very bullish on the growth platform
that we have created at Radiant and the prospects for our
scalable non-asset based business model in the years
ahead.

Thanks for your continued support and the opportunity to 17 -
represent you at Radiant Logistics - /t’s the Network
that Delivers! ®
74
Bohn H. Crain

Founder, Chairman & CEO
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ADJUSTED EBITDA M@ yiLions)

" Reflects a non-GAAP measure of income management considers useful in analyzing our
results. A reconciliation of our non-GAAP financial measures presented to our GAAP-based
netincome, as well as a description of our non-GAAP measures, is included on the last
page of this Annual Report. Our non-GAAP measures are not intended to replace any
presentation included in our consolidated financial statements.

@ Figures include three months of contributions from Wheels and approximately one month of
contributions from Service by Air and Highways & Skyways.



OUR OPERATIONS

RADIANT operates as a third-party logistics company, providing multimodal transportation
and logistics services primarily to customers in the United States and Canada who are
operating across North America and around the world.

Providing global logistics solutions...

International from over 150 North American operating locations

57% serving over 1 2 ,OOO customers

Domestic with a network of over 10 ,000 carrier partners
(GROSS REVENUE)

LARGEST CUSTOMER IS 3% OF TOTAL NET
REVENUE

68% OF NET REVENUE ATTRIBUTED TO

Top 500 customers

RADIANT.
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CAUTIONARY STATEMENT ABOUT FORWARD-LOOKING STATEMENTS

Cautionary Statement for Forward-Looking Statements

This report contains “forward-looking statements” within the meaning set forth in United States securities laws and regulations — that
is, statements related to future, not past, events. In this context, forward-looking statements often address our expected future business,
financial performance and financial condition, and often contain words such as “anticipate,” “believe,” “estimates,” “expect,”
“future,” “intend,” “may,” “plan,” “see,” “seek,” “strategy,” or “will” or the negative thereof or any variation thereon or similar
terminology or expressions. These forward-looking statements are not guarantees and are subject to known and unknown risks,
uncertainties and assumptions about us that may cause our actual results, levels of activity, performance or achievements to be
materially different from any future results, levels of activity, performance or achievements expressed or implied by such forward-
looking statements. We have developed our forward-looking statements based on management’s beliefs and assumptions, which in
turn rely upon information available to them at the time such statements were made. Such forward-looking statements reflect our
current perspectives on our business, future performance, existing trends and information as of the date of this report. These include,
but are not limited to, our beliefs about future revenue and expense levels, growth rates, prospects related to our strategic initiatives
and business strategies, express or implied assumptions about, among other things: the continued retention of our relationships with
our independent agents; the performance of our historic business, as well as the businesses we have recently acquired, at levels
consistent with recent trends and reflective of the synergies we believe will be available to us as a result of such acquisitions; our
ability to successfully integrate our recently acquired businesses; our ability to locate suitable acquisition opportunities and secure the
financing necessary to complete such acquisitions; the occurrence of no adverse developments effecting domestic and international
economic, political or competitive conditions within our industry; transportation costs remaining in-line with recent levels and
expected trends; our ability to mitigate, to the best extent possible, our dependence on current management and certain of our larger
strategic operating partners; the absence of any adverse laws or governmental regulations affecting the transportation industry in
general, and our operations in particular; and such other factors that may be identified from time to time in our Securities and
Exchange Commission (“SEC”) filings and other public announcements including those set forth below under the caption “Risk
Factors” in Part 1 Item 1A of this report. All subsequent written and oral forward-looking statements attributable to us, or persons
acting on our behalf, are expressly qualified in their entirety by the foregoing. Readers are cautioned not to place undue reliance on
our forward-looking statements, as they speak only as of the date made. We disclaim any obligation to publicly update any forward-
looking statements, whether as a result of new information, future events or otherwise.
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PART I
ITEM 1. BUSINESS
Our Company

9 29

Radiant Logistics, Inc. (the “Company,” “we” or “us”), operates as a third party logistics company, providing multi-modal
transportation and logistics services primarily in the United States and Canada. We service a large and diversified account base
consisting of consumer goods, food and beverage, manufacturing and retail customers which we support from an extensive network of
over 150 operating locations across North America. We provide these services through a multi-brand network comprised of
approximately 31 Company owned offices and 128 locations operated by our independent agents, as well as an integrated international
service partner network located in other key markets around the globe. As a third party logistics company, we have approximately
10,000 asset-based transportation companies, including motor carriers, railroads, airlines and ocean lines in our carrier network. We
believe shippers value our services because we are able to objectively arrange the most efficient and cost-effective means, type and
provider of transportation service since we are not influenced by the ownership of transportation assets. In addition, our minimal
investment in physical assets affords us the opportunity for higher return on invested capital and net cash flows than our asset-based
competitors.

Through our operating locations across North America, we offer domestic and international air and ocean freight forwarding services
and freight brokerage services including truckload services, less than truckload services; and intermodal services, which is the
movement of freight in trailers or containers by combination of truck and rail. Our primary business operations involve arranging the
shipment, on behalf of our customers, of materials, products, equipment and other goods that are generally larger than shipments
handled by integrated carriers of primarily small parcels, such as FedEx, DHL and UPS, including arranging and monitoring all
aspects of material flow activity utilizing advanced information technology systems. We also provide other value-added logistics
services, including customs brokerage, order fulfillment, inventory management and warchousing services to complement our core
transportation service offering.

We expect to grow our business organically and by completing acquisitions of other companies with complementary geographical and
logistics service offerings. Our organic growth strategy will continue to focus on strengthening existing and expanding new customer
relationships leveraging the benefit of our new truck brokerage and intermodal service offerings, while continuing our efforts on the
organic build-out of our network of strategic operating partner locations. In addition to our focus on organic growth, we continue to
search for acquisition candidates that bring critical mass from a geographical standpoint, purchasing power and/or complementary
service offerings to the current platform. As we continue to grow and scale the business, we remain focused on leveraging our back-
office infrastructure to drive productivity improvement across the organization. In addition, as we continue to grow and scale the
business we are creating density in our trade lanes which creates opportunities for us to more efficiently source and manage our
transportation capacity.

Recent Developments
During our fourth fiscal quarter of 2015 (ended June 30, 2015), we completed the following three acquisitions:

. Wheels Group, Inc. (“Wheels”), our most significant acquisition to date, is one of the largest third party logistics providers
in Canada. Wheels significantly expands our scale and provides geographic and service line expansion through its truck
brokerage and intermodal service offering throughout the United States and Canada. Based on its historical financial
statements, Wheels generated approximately CAN$375 million in revenue for the twelve months ended December 31,
2014.

. Service by Air, Inc. (“SBA”) is a domestic and international air freight forwarder serving manufacturers, distributors and
retailers through a combination of three company-owned operating locations and forty independent agency locations
across North America. Based on its historical financial statements, SBA generated approximately $130.7 million in
revenue for the twelve months ended August 31, 2014, including revenue attributable to the operations of SBA’s
Highways and Skyways independent agency.

. Highways and Skyways, Inc. (“Highways and Skyways”) is a provider of a full range of domestic and international
transportation and logistics services, and former agent of SBA. Based on management generated internal historical
financial statements, Highways and Skyways generated approximately $11.5 million in revenue for the twelve months
ended December 31, 2014, $7.5 million of which was reported as SBA revenue and $4.0 million of which was reported as
Highways and Skyways revenue.

Competitive Strengths

As a non-asset based third-party logistics provider, we believe that we are well-positioned to provide cost-effective and efficient
solutions to address the demand in the marketplace for transportation and logistics services. We believe that the most important
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competitive factors in our industry are quality of service, including reliability, responsiveness, expertise and convenience, scope of
operations, geographic coverage, information technology and price. We believe our primary competitive advantages are as follows:

Non-asset based business model

As a non-asset based provider, we own only a minimal amount of equipment. By not owning the transportation equipment used to
transport the freight, which results in relatively no dedicated or fixed operating costs, we are able to leverage our network of locations
to offer competitive pricing and flexible solutions to our customers. Moreover, our balanced product offering provides us with revenue
streams from multiple sources and enables us to retain customers even as they shift from priority to deferred shipments of their
products. We believe our low capital intensity model allows us to provide low-cost solutions to our customers, operate our business
with strong cash flow characteristics, and retain significant flexibility in responding to changing industries and economic conditions.

Olffer significant advantages to our strategic operating partners

Our current network is predominantly represented by independent agents, who we also refer to as our “strategic operating partners”,
who rely on us for operating authority, technology, sales and marketing support, access to working capital, our carrier and
international partner networks, and collective purchasing power. Through this strategic alliance, our strategic operating partners have
the ability to focus on the operational and sales support aspects of the business without diverting costs or expertise to the structural
aspect of their operations, thus, providing our strategic operating partners with the regional, national and global brand recognition that
they would not otherwise be able to achieve acting alone.

Lower-risk operation of network of strategic operating partners

We derive a substantial portion of our revenue pursuant to agreements with our strategic operating partners operating under our
various brands. These arrangements afford us with a relatively low risk growth model as each operating partner is responsible for its
own sales and costs of operations. Under shared economic arrangements with our operating partners, we are responsible to provide
centralized back-office infrastructure, transportation and accounting systems, billing and collection services.

Diverse customer base

We service a large and diversified account base of over 12,000 accounts consisting of consumer goods, food and beverage,
manufacturing and retail customers. As of the date of this report, no single customer and no strategic operating partner represented
more than 5% of our net revenues, reducing risks associated with any particular industry, geographic or customer concentration.

Information technology resources

A primary component of our business strategy is the continued development of advanced information systems to provide accurate and
timely information to our management, strategic operating partners and customers. We believe that the ability to provide accurate real-
time information on the status of shipments has and will become increasingly more important in our industry. Our customer delivery
tools enable connectivity with our customers’ and trading partners’ systems, which leads to more accurate and up-to-date information
on the status of shipments. Our centralized transportation management system (rating, routing, tender and financial settlement process)
drives significant productivity improvement across our network.

Global network of transportation providers

We provide worldwide supply chain services, which today include international air and ocean services that complement our domestic
service offerings. These offerings include heavyweight and small package air services, providing same day (next flight out) air
charters, next day a.m./p.m., second day a.m./p.m. as well as time definite surface transport moves. Our non-asset based business
model allows us to use commercial passenger and cargo flights. Thus, we have thousands of daily flight options to choose from, and
our pickup and delivery network provides us with zip code to zip code coverage throughout North America.

Sourcing and managing transportation

As we continue to grow and scale the business, we are developing density in our trade lanes which creates opportunities for us to more
efficiently source and manage our transportation capacity. Through our acquisition of On Time Express, Inc. (“On Time”) in 2013 we
have a dedicated line haul network that provides transportation capacity to our operating locations in certain key trade lanes across
North America. In addition, with our recent acquisition of Wheels our network now has access to truck brokerage and intermodal
capabilities. We believe the benefit of our relative purchasing power along with our recent service line expansion will serve as a
catalyst for margin expansion in our existing business and a competitive differentiator in the marketplace to help us secure new
customers and attract additional strategic operating partners to our network.
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Value added Services

In addition to our core transportation service offerings, we also provide value added supply chain services including customs
brokerage, order fulfillment, inventory management and warehouse and distribution services. We believe that our value added services
allow us to leverage our transportation services in order to generate additional revenue and provide additional convenience to our
customers. With our recent acquisition of Wheels, we have expanded the scope of our value added services to include warehouse and
distribution services in support of U.S. shippers looking to access the Canadian markets, along with an expanded analytical consulting
and reporting services capability. With our recent acquisition of SBA, we have also expanded our customs brokerage capabilities.

Industry Overview

The logistics industry is highly fragmented with thousands of companies of various sizes competing in the domestic and international
markets. As business requirements for efficient and cost-effective logistics services have increased, so has the importance and
complexity of effectively managing freight transportation. Businesses increasingly strive to minimize inventory levels, perform
manufacturing and assembly operations in the lowest cost locations, and distribute their products in numerous global markets. As a
result, companies are increasingly looking to third-party logistics providers to help them execute their supply chain strategies.

Shippers typically manage their supply chains using some combination of asset and non-asset based service providers. We operate
principally as a non-asset based third party logistics provider competing in the three markets of freight forwarding, truck brokerage
and intermodal transportation services. According to Armstrong and Associates, the market for third party logistics services in the
United States and Canada is estimated at approximately $170 billion.

Because non-asset based companies select from various transportation options in routing customer shipments, they are often able to
serve customers less expensively and with greater flexibility than their asset based competitors, who are typically focused on
maximizing the utilization of their own captive fleets of trucks, aircraft and ships rather than the specific needs of the customer. Over
the past two decades, the U.S. third party logistics markets has grown at a cumulative annual growth rate of approximately 9%, higher
than U.S. trade growth and the average growth in GDP.

We believe there are several factors that are increasing demand for global logistics solutions. These factors include:

. Outsourcing of non-core activities;

. Globalization of trade;

. Increased need for time-definite delivery;

. Consolidation of global logistics providers;

o Increasing influence of e-business and the Internet.

Our Growth Strategy

Our objective is to provide customers with comprehensive multi-modal transportation and logistics solutions offered by us through our
Radiant®, Wheels™ Airgroup®, Adcom®, DBA™, Service By Air™ and On Time™ brands. Since inception of our business in
2006, we have executed a strategy to expand operations through a combination of organic growth and the strategic acquisition of non-
asset based transportation and logistics providers meeting our acquisition criteria. We have successfully completed 14 acquisitions
since our initial acquisition of Airgroup in January of 2006, including:

. Automotive Services Group, expanding our services into the automotive industry, in 2007,

. Adcom Express, Inc., (“Adcom”) adding domestic operating partner locations, in 2008;

. DBA Distribution Services, Inc., (“DBA”) adding two Company-owned locations and operating partner locations, in
2011;

. ISLA International Ltd., (“ISLA”) adding a Company-owned location in Laredo, Texas, providing us with bilingual
expertise in both north and south bound cross-border transportation and logistics services, in 2011;

. Brunswicks Logistics, Inc., (“ALBS”) adding a strategic Company-owned location in New York-JFK, in 2012;

. Marvir Logistics, Inc., (“Marvir”) adding a Company location in Los Angeles from the conversion of a former operating
partner since 2006, in 2012;

. International Freight Systems of Oregon, Inc., (“IFS”) adding a Company location in Portland, Oregon, from the
conversion of a former operating partner since 2007, in 2012;



. On Time Express, Inc., (“On Time”) adding three Company-owned locations in Phoenix, Arizona, Dallas, Texas and
Atlanta, Georgia, to providing additional line haul and time critical logistics capabilities, in 2013;

. Phoenix Cartage and Air Freight, LLC, (“PCA”) opening a Company-owned location in Philadelphia, Pennsylvania, in
2014,

. Trans-NET, Inc. (“TNI”) expanding Company-owned operations in Seattle, Washington and providing a gateway of
services to the Russian Far East, in 2014,

. Don Cameron and Associates, Inc. (“DCA), a Minnesota based, privately held company that provides a full range of
domestic and international transportation and logistics services across North America, in 2014;

. Wheels, one of the largest third party logistics providers in Canada, offering truck brokerage services and intermodal
service offering throughout the United States and Canada along with value added warehouse and distribution service
offerings in support of U.S. shippers looking to access the Canadian markets, in 2015;

. SBA, a privately-held corporation based in New York, adding three Company-owned operating locations and forty
strategic operating partner locations across North America, in 2015; and

o Highways and Skyways, a privately held Kentucky-based company, adding a Company-owned location near the
Cincinnati airport from the conversion of a former SBA operating partner in 2015.

We expect to grow our business organically and by completing acquisitions of other companies with complementary geographical and
logistics service offerings. We will continue to make enhancements to our back-office infrastructure, transportation management, and
accounting systems to support this growth. Our organic growth strategy will continue to focus on strengthening existing and
expanding new customer relationships, while continuing our efforts on the organic build-out of our network of strategic operating
partner locations. In addition, we will also be working to drive further productivity improvements enabled through our value-added
truck brokerage and customs house brokerage service capabilities and the optimization of our own transportation capacity
management opportunities available through On Time’s dedicated line haul network.

Our acquisition strategy has been designed to take advantage of shifting market dynamics. The third party logistics industry continues
to grow as an increasing number of businesses outsource their logistics functions to more cost effectively manage and extract value
from their supply chains. The industry is positioned for further consolidation as it remains highly fragmented, and as customers are
demanding the types of sophisticated and broad reaching service offerings that can more effectively be handled by larger more diverse
organizations. We believe the highly fragmented composition of the marketplace, the industry participants’ need for capital, and their
owners’ desire for liquidity has and will continue to produce a large number of attractive acquisition candidates. For the most part, our
target acquisition candidates are generally smaller than those identified as acquisition targets of larger public companies and have
limited ability to conduct their own public offerings or obtain financing that will provide them with capital for liquidity or rapid
growth. We believe that many of these “smaller” companies are receptive to our acquisition program as a vehicle for liquidation or
growth. We intend to be opportunistic in executing our acquisition strategy with a goal of expanding both our domestic and
international capabilities.

Our Operating Strategy

Leverage the People, Process and Technology Available through a Central Platform. A key element of our operating strategy is to
maximize our operational efficiencies by integrating general and administrative functions into our back-office operations and reducing
or eliminating redundant functions and facilities at acquired companies. This is designed to enable us to quickly realize potential
savings and synergies, efficiently control and monitor operations of acquired companies, and allow acquired companies to focus on
growing their sales and operations.

Develop and Maintain Strong Customer Relationships. We seek to develop and maintain strong interactive customer relationships by
anticipating and focusing on our customers’ needs. We emphasize a relationship-oriented approach to business, rather than the
transaction or assignment-oriented approach used by many of our competitors. To develop close customer relationships, we and our
network of operating partners regularly meet with both existing and prospective customers to help design solutions for, and identify
the resources needed to execute, their supply chain strategies. We believe that this relationship-oriented approach results in greater
customer satisfaction and reduced business development expense.

Operations

Through our operating locations across North America, we offer domestic and international air and ocean freight forwarding services
and freight brokerage services including truckload services, less than truckload services; and intermodal services, which is the
movement of freight in trailers or containers by combination of truck and rail. As a third-party logistics provider, our primary business
operations involve arranging the shipment, on behalf of our customers, of materials, products, equipment and other goods that are
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generally larger than shipments handled by integrated carriers of primarily small parcels, such as FedEx, DHL and UPS, including
arranging and monitoring all aspects of material flow activity utilizing advanced information technology systems. We also provide
other value-added logistics services, including customs brokerage, order fulfillment, inventory management and warehousing services
to complement our core transportation service offering.

As a non-asset based provider we generally do not own the transportation equipment used to transport the freight. We generally expect
to neither own nor operate any material transportation assets and, consequently, arrange for transportation of our customers’ shipments
via trucking companies, commercial airlines, air cargo carriers, railroads, ocean carriers and other non-asset based third-party
providers. We select the carrier for a shipment based on route, departure time, available cargo capacity and cost. We may charter
cargo aircraft and/or ocean vessel’s from time to time depending upon seasonality, freight volumes and other factors. We generate our
gross margin on the difference between what we charge to our customers for the services provided to them, and what we pay to the
transportation providers to transport the freight.

The Company is organized functionally in two geographic operating segments: U.S. and Canada. Our transportation services for both
the U.S. and Canada segments can be broadly placed into the categories of freight forwarding and freight brokerage services:

Freight Forwarding. As a freight forwarder, we operate as a non-asset based carrier providing domestic and international air and
ocean freight forwarding services. Our freight forwarding operations involve obtaining shipment or material orders from customers,
creating and delivering a wide range of logistics solutions to meet customers' specific requirements for transportation and related
services, and arranging and monitoring all aspects of material flow activity utilizing advanced information technology systems. We
arrange for transportation of our customers’ shipments via trucking companies, commercial airlines, air cargo carriers, ocean carriers
and other asset and non-asset based third-party providers. We select the carrier for a shipment based on route, departure time,
available cargo capacity and cost. We charter cargo aircraft from time to time depending upon seasonality, freight volumes and other
factors.

Freight Brokerage. We also provide significant bi-modal brokerage capabilities providing truck load (“TL”), less—than-truckload
(“LTL”) and intermodal services throughout the United States and Canada. We have a sales presence in approximately 25 key markets
across North America which is managed through our centralized service centers in Chicago, Illinois and Toronto, Ontario. We offer
temperature-controlled, dry van, intermodal drayage, and flatbed services and specialize in the transport of food and beverage,
consumer packaged goods and frozen food and refrigerated products.

As a truck broker, we match the customers’ needs with carriers’ capacity to provide the most effective service and price combination.
We have contracts with a substantial base of carriers allowing us to meet the varied needs of our customers. As part of the truck
brokerage services, we negotiate rates, track shipments in transit and handle claims for freight loss and damage on behalf of our
customers. For our LTL service, we employ a point-to-point model that we believe serves as a competitive advantage over the
traditional hub and spoke LTL model in terms of faster transit times, lower incidence of damage, and reduced fuel consumption.

As an intermodal marketing company (“IMC”), we arrange for the movement of our customers’ freight in containers, trailers and rail
boxcars, typically over long distances of 750 miles or more. We contract with railroads to provide transportation for the long-haul
portion of the shipment and with local trucking companies, known as “drayage companies,” for pickup and delivery. As part of our
intermodal services, we negotiate rail and drayage rates, electronically track shipments in transit, consolidate billing and handle claims
for freight loss or damage on behalf of our customers.

To complement our core transportation service offerings, we also provide a number of value added, including customs brokerage,
order fulfillment, inventory management and warehousing services.

Information Services

The regular enhancement of our information systems and ultimate migration of acquired companies and additional operating partner
locations to a common set of back-office and customer facing applications is a key component of our growth strategy. We believe that
the ability to provide accurate real-time information on the status of shipments has become increasingly important and that our efforts
in this area will result in competitive service advantages. In addition, we believe that centralizing our transportation management
system (rating, routing, tender and financial settlement processes) will drive significant productivity improvement across our network.

In our forwarding operations, we use a web-enabled third-party freight forwarding software (Cargowise) that is integrated to our third-
party accounting system (SAP). These systems combine to form the foundation of our supply-chain technologies, which we call
“Globalvision”, and which provides us with a common set of back-office operating, accounting and customer facing applications used
across our network. In our brokerage operations, we utilize Wheels’ TEDS system for transportation management and Megatrans for
intermodal services. In our warehousing operations, we use Microsoft’s Navision. These systems are connected to Epicor for
accounting and financial reporting. All systems are integrated with “Wheelslink”, our online customer facing application providing
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information and reporting across all services. We have and will continue to assess and invest in technologies to maintain a “best-of-
breed” technology solution set using a combination of owned and licensed technologies.

Sales and Marketing

We principally market our services through our network of Company-owned and strategic operating partner locations across North
America. Each office is staffed with operational employees to provide support for the sales team, develop frequent contact with the
customer’s traffic department, and maintain customer service. Our current network is predominantly represented by strategic operating
partners that rely on us for operating authority, technology, sales and marketing support, access to working capital, our carrier
network, and collective purchasing power. Through this strategic alliance, our operating partners have the ability to focus on the
operational and sales support aspects of the business without diverting costs or expertise to the structural aspect of their operations,
providing our partners with the regional, national and global brand recognition that they would not otherwise be able to achieve by
solely serving their local market. We have no customers or operating partners that separately account for more than 5% of our
consolidated net revenues, although we do have a number of significant customers and operating partner locations with volume and
stature, the loss of one or more of which could negatively impact our ability to retain and service our customers.

Research and Development

During the past two years, we have not spent any material amount on research and development activities.

Competition and Business Conditions

The logistics business is directly impacted by the volume of domestic and international trade. The volume of such trade is influenced
by many factors, including economic and political conditions in the United States and abroad, major work stoppages, exchange
controls, currency fluctuations, acts of war, terrorism and other armed conflicts, United States and international laws relating to tariffs,
trade restrictions, foreign investments and taxation.

The global transportation and logistics services industry is intensively competitive and is expected to remain so for the foreseeable
future. We will compete against asset based and other non-asset based third party logistics companies, consultants, information
technology vendors and shippers’ transportation departments. This competition is based primarily on rates, quality of service (such as
damage-free shipments, on-time delivery and consistent transit times), reliable pickup and delivery and scope of operations. Certain of
our competitors have substantially greater financial resources than we do. However, we believe the incremental service offerings
enabled through our acquisition strategy (e.g. On Time’s dedicated line haul network and Wheels’ truck brokerage and intermodal
capabilities) will serve as a catalyst for margin expansion in our existing business and a competitive differentiator in the marketplace
to help us secure new customers and attract additional operating partners to our network.

Business Organization

With the recent acquisition of Wheels, we have determined that we have two geographic operating segments: United States and
Canada. The differences in our operating and reportable segments from the Company’s last annual report are related to the acquisition
of Wheels. Further information regarding our geographic operating segments may be found in Part II, Item 7 of this Form 10-K under
the subheading “Results of Operations,” and in the Notes to Consolidated Financial Statements in Note 13, “Operating and
Geographic Segment Information.”

Regulation

Interstate and international transportation of freight is highly regulated. Failure to comply with applicable state and federal regulations,
or to maintain required permits or licenses, can result in substantial fines or revocation of operating permits or authorities imposed on
both transportation intermediaries and their shipper customers. We cannot give assurance as to the degree or cost of future regulations
on our business. Some of the regulations affecting our current and prospective operations are described below.

Air freight forwarding operations are subject to regulation, as an indirect air cargo carrier, under the Federal Aviation Act as enforced
by the Federal Aviation Administration of the U.S. Department of Transportation, and the Transportation Security Administration of
the Department of Homeland Security. While air freight forwarders are exempted from most of the Federal Aviation Act’s
requirements by the Economic Aviation Regulations, the industry is subject to ongoing regulatory and legislative developments that
can impact the economics of the industry by requiring changes to operating practices or influencing the demand for, and the costs of,
providing services to customers.

Surface freight forwarding operations are subject to various state and federal statutes, and are regulated by the Federal Motor Carrier
Safety Administration of the U.S. Department of Transportation and, to a very limited extent, the Surface Transportation Board. These
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federal agencies have broad investigatory and regulatory powers, including the power to issue a certificate of authority or license to
engage in the business, to approve specified mergers, consolidations and acquisitions, and to regulate the delivery of some types of
domestic shipments and operations within particular geographic areas.

The Federal Motor Carrier Safety Administration also has the authority to regulate interstate motor carrier operations, including the
regulation of certain rates, charges and accounting systems, to require periodic financial reporting, and to regulate insurance, driver
qualifications, operation of motor vehicles, parts and accessories for motor vehicle equipment, hours of service of drivers, inspection,
repair, maintenance standards and other safety related matters. The federal laws governing interstate motor carriers have both direct
and indirect application to the Company. The breadth and scope of the federal regulations may affect our operations and the motor
carriers that are used in the provisioning of the transportation services. In certain locations, state or local permits or registrations may
also be required to provide or obtain intrastate motor carrier services.

The Federal Maritime Commission, or FMC, regulates and licenses ocean forwarding operations. Non-vessel operating common
carriers are subject to FMC regulation, under the FMC tariff filing and surety bond requirements, and under the Shipping Act of 1984,
particularly those terms proscribing rebating practices.

United States customs brokerage operations are subject to the licensing requirements of the Bureau of Customs and Border Protection
of the Department of Homeland Security. As we broaden our capabilities to include customs brokerage operations, we will be subject
to regulation by the Bureau of Customs and Border Protection. Likewise, any customs brokerage operations must also be licensed in
and subject to the regulations of countries into which freight is imported.

Personnel

As of the date of this report, we have 760 employees, of which 733 are full time. None of these employees are covered by a collective
bargaining agreement. We have experienced no work stoppages and consider our relations with our employees to be good.

ITEM 1A. RISK FACTORS

RISKS PARTICULAR TO OUR BUSINESS

You should carefully consider the risk factors set forth below as well as the other information contained in or incorporated by
reference into this Form 10-K before investing in our common stock. Any of the following risks could materially and adversely affect
our business, financial condition or results of operations. In such a case, you may lose all or part of your investment. The risks
described below are not the only risks facing us. Additional risks and uncertainties not currently known to us or those we currently
view to be immaterial may also materially adversely affect our business, financial condition or results of operations. The future
trading price of shares of our common stock will be affected by the performance of our business relative to, among other things,
competition, market conditions and general economic and industry conditions.

Risks Related to our Business

We need to maintain and expand our existing strategic operating partner network to increase revenues.

We sell our services through Company-owned locations and through a network of strategic operating partners throughout North
America operating under the Airgroup®, Adcom®, Distribution By Air™ (aka “DBA”)and Service By Air™ (aka “SBA”) network
brands. For the years ended June 30, 2015 and 2014, approximately 63% and 68% of our consolidated net revenues were derived
through our strategic operating partners. We believe our strategic operating partners will remain critical to our success for the
foreseeable future. Although the terms of our strategic operating partner agreements vary widely, they generally cover the manner and
amount of payments, the services to be performed, the length of the contract, and provide us with certain protections such as partner-
funded reserves and indemnification obligations, and in certain instances include a personal guaranty of the independent owner.
Additionally, certain of our strategic operating partner agreements may impose restrictions on us, including our ability to provide
services in certain territories or to certain customers and our ability to hire employees of our strategic operating partners. Certain of
our strategic operating partner agreements are for defined terms, while others are subject to “evergreen” terms, contain automatic
renewal provisions or are at-will on a month-to-month basis. Regardless of stated term, in most situations, the agreements can be
terminated by the strategic operating partner with prior notice. As certain agreements expire, there can be no assurance that we will be
able to enter into new agreements that provide for the same terms and economics as those previously agreed upon, if at all. Thus, we
are subject to the risk of strategic operating partner terminations and the failure or refusal of certain of our strategic operating partners
to renew their existing agreements. This risk is often accentuated upon the acquisition of a new agency-based network as, for example,
we experienced the loss of certain strategic operating partners when we acquired DBA in 2011, and could face similar departures in
connection with our recent acquisition of SBA, particularly as certain of their agents are operating under month-to-month
arrangements. We have a number of customers and strategic operating partner locations with significant volume and stature, although
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with the benefit of our recent acquisitions, no single strategic operating partner location represents more than 2.5% of our net
revenues. We cannot be certain that we will be able to maintain and expand our existing strategic operating partner relationships or
enter into new strategic operating partner relationships, or that new or renewed strategic operating partner relationships will be
available on commercially reasonable terms. If we are unable to maintain and expand our existing strategic operating partner
relationships, renew existing strategic operating partner relationships, or enter into new strategic operating partner relationships, we
may lose customers, customer introductions and co-marketing benefits, and our operating results may be negatively impacted, and we
may be restricted from growing in certain territories or with certain customers, except through our strategic operating partners.

If our strategic operating partners fail to maintain adequate reserves against unpaid customer invoices, or if we are unable to
offset against amounts payable by us to our strategic operating partners for unpaid customer invoices, our results of operations
and financial condition may be adversely affected.

We derive a substantial portion of our revenue pursuant to agreements with independently-owned strategic operating partners
operating under our various brands. Under these agreements, each individual strategic operating partner office is responsible for some
or all of the bad debt expense related to the underlying customers being serviced by the strategic operating partner. Certain of our
strategic operating partners are required to maintain a security deposit with us that is recognized as a liability in our financial
statements and used as a bad debt reserve for each strategic operating partner. We charge the bad debt reserve account of each of our
strategic operating partners for any accounts receivable aged beyond 90 days. The bad debt reserve account may carry a deficit
balance when amounts charged to this reserve exceed amounts otherwise available in the bad debt reserve account. In these
circumstances, deficit bad debt reserve accounts as well as other deficit balances owed to us by our strategic operating partners are
recognized as a receivable in our financial statements. Other strategic operating partners are not responsible to establish a bad debt
reserve, however, they are still responsible for deficits and their strategic operating partner agreements provide that we may withhold
all or a portion of future commission checks payable to the strategic operating partner in satisfaction of any deficit balance. As of June
30, 2015, a number of our strategic operating partners had a deficit balance in their bad debt reserve account totaling approximately
$624,000. To the extent any of these strategic operating partners cease operations or are otherwise unable to replenish these deficit
accounts or repay the deficit balances, we would be at risk of loss for any such amount.

Failure to comply with obligations as an “indirect air carrier” could result in penalties and fines and limit our ability to ship
freight.

We are regulated, among other things, as “indirect air carriers” by the Transportation Security Administration of the Department of
Homeland Security. These agencies provide requirements, guidance and, in some cases, administer licensing requirements and
processes applicable to the freight forwarding industry. We monitor our compliance and the compliance of our subsidiaries with such
agency requirements. We rely on our strategic operating partners to monitor their own compliance, except when we are notified of a
violation, when we may become involved. Failure to comply with these requirements, policies and procedures could result in penalties
and fines. To date, a limited number of our strategic operating partners have been out of compliance with the “indirect air carrier”
regulations, resulting in fines to us, which we attempt to collect from the strategic operating partners. There is no assurance that
additional violations will not take place, which could result in penalties or fines or, in the extreme case, limits on our ability to ship
freight.

Our business will be seriously harmed if we fail to develop, implement, maintain, upgrade, enhance, protect and integrate
information technology systems.

We rely heavily on our information technology systems to efficiently run our business, and they are a key component of our growth
strategy. To keep pace with changing technologies and customer demands, we must correctly interpret and address market trends and
enhance the features and functionality of our technology platform in response to these trends, which may lead to significant ongoing
software development or licensing costs. We may be unable to accurately determine the needs of our customers and strategic operating
partners and the trends in the transportation services industry, or design or license and implement the appropriate features and
functionality of our technology platform in a timely and cost-effective manner, which could result in decreased demand for our
services and a corresponding decrease in our revenues. Despite testing, external and internal risks, such as malware, insecure coding,
“Acts of God,” data leakage and human error pose a direct threat to our information technology systems and operations. We may also
be subject to cybersecurity attacks and other intentional hacking. Any failure to identify and address such defects or errors or prevent a
cyber-attack could result in service interruptions, operational difficulties, loss of revenues or market share, liability to customers or
others, diversion of resources, injury to our reputation and increased service and maintenance costs. Addressing such issues could
prove to be impossible or very costly and responding to resulting claims or liability could similarly involve substantial cost. We must
maintain and enhance the reliability and speed of our information technology systems to remain competitive and effectively handle
higher volumes of freight through our network and the various service modes we offer. If our information technology systems are
unable to manage additional volume for our operations as our business grows, or if such systems are not suited to manage the various
service modes we offer or businesses we acquire, our service levels and operating efficiency could decline. We expect customers and
strategic operating partners to continue to demand more sophisticated, fully integrated information systems from their supply chain
services providers. If we fail to hire and retain qualified personnel to implement, protect and maintain our information technology
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systems or if we fail to upgrade our systems to meet our customers’ and strategic operating partners’ demands, our business and
results of operations could be seriously harmed. This could result in a loss of customers or a decline in the volume of freight we
receive from customers.

In addition, acquired companies will need to be integrated with our information technology systems, which may cause additional
training or licensing cost and disruption. In such event, our revenue, financial results and ability to operate profitably could be
negatively impacted. The challenges associated with integration of our acquisitions may increase these risks.

During fiscal 2016, we anticipate installing the updated version of our accounting software package. At the same time, we will be
integrating the financial reporting systems of several acquired operations. If we experience problems with the installation or operation
of the accounting system update, or if we fail to adequately onboard the data of our recently acquired operations into the new system,
our business and financial results could be negatively affected.

Our management information and financial reporting systems are spread across diverse platforms and geographies, and we
depend on information provided by strategic operating partners and acquired companies, not all of which have systems that are
compatible with ours.

The growth of our business through acquisitions and strategic operating partners has resulted in our reliance on the accounting,
business information, and other computer systems of these acquired or affiliated entities to capture and transmit information
concerning customer orders, carrier payment, payroll, and other critical business data. Our intention is to convert acquired companies
to our main accounting system, including the recent acquisitions of Wheels, SBA, and Highways and Skyways, but given that these
transactions occurred recently, they have yet to be integrated. As long as an acquired business remains on another information
technology system, we face additional manual calculations, training costs, delays, and an increased possibility of inaccuracies in the
data we use to manage our business and report our financial results. Any delay in compiling, assessing, and reporting information
could adversely impact our business, our ability to timely react to changes in volumes, prices, or other trends, or to take actions to
comply with financial covenants, all of which could negatively impact our stock price.

We depend on third-party carriers to transport our customers’ cargo.

We rely on commercial airfreight carriers and air charter operators, ocean freight carriers, trucking companies, major U.S. railroads,
other transportation companies, draymen and longshoremen for the movement of our customers’ cargo. Consequently, our ability to
provide services for our customers could be adversely impacted by: shortages in available cargo capacity; changes by carriers and
transportation companies in policies and practices such as scheduling, pricing, payment terms and frequency of service or increases in
the cost of fuel, taxes and labor; and other factors not within our control. Reductions in airfreight or ocean freight capacity could
negatively impact our yields. Material interruptions in service or stoppages in transportation, whether caused by strike, work stoppage,
lock-out, slowdown or otherwise, could adversely impact our business, results of operations and financial condition.

We operate principally as a non-asset based transportation and logistics services company. As a result, we depend on a variety of
asset-based third-party carriers, whose actions we do not directly control.

The quality and profitability of our services depend upon our effective selection and management of third-party carriers. Changes in
the financial stability, operating capabilities and capacity of our third-party carriers could affect us in unpredictable ways, including
volatility in pricing and to our ability to remain profitable. Any determination that our third-party carriers have violated laws and
regulations could seriously damage our reputation and brands, resulting in diminished revenue and profit and increased operating
costs.

Our profitability depends on our ability to effectively manage our cost structure as we grow the business.

We have increased, and intend to increase, our revenue through organic growth, adding strategic operating partners, and acquisitions.
We believe that certain of our costs, such as those related to information technology, physical locations, senior management, and sales
and general operations, and excluding non-cash amortization, should grow more slowly than our net revenue, which would lead to
improved net revenue margins over time. Historically, our net revenue margins have fluctuated, and have not always improved as we
have grown. To the extent we fail to manage our costs, including purchased transportation, strategic operating partner commissions,
personnel expenses, and sales and general expenses, our profitability may not improve or may decrease. This could adversely impact
our business, results of operation, financial condition, and the trading price of our common stock.

Our business is subject to seasonal trends.

Historically, our operating results have been subject to seasonal trends when measured on a quarterly basis. Our first and fourth fiscal
quarters are traditionally weaker compared with our second and third fiscal quarters. As a result, our quarterly operating results are
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likely to continue to fluctuate. This trend is dependent on numerous factors, including the markets in which we operate, holiday
seasons, climate, economic conditions and numerous other factors. A substantial portion of our revenue is derived from customers in
industries whose shipping patterns are tied closely to consumer demand which can sometimes be difficult to predict or are based on
just-in-time production schedules. Therefore, our revenue is, to a large degree, affected by factors that are outside of our control.
There can be no assurance that our historic operating patterns will continue in future periods as we cannot influence or forecast many
of these factors.

Comparisons of our operating results from period to period are not necessarily meaningful and should not be relied upon as an
indicator of future performance.

Our operating results have fluctuated in the past and likely will continue to fluctuate in the future because of a variety of factors, many
of which are beyond our control. A substantial portion of our revenue is derived from customers in industries whose shipping patterns
are tied closely to economic trends and consumer demand that can be difficult to predict, or are based on just-in-time production
schedules. Because our quarterly revenues and operating results vary significantly, comparisons of our results from period to period
are not necessarily meaningful and should not be relied upon as an indicator of future performance. Additionally, the timing of
acquisitions, as well as the revenue and expenses of the acquired operations, the transaction expenses, amortization of intangibles, and
interest expense associated with acquisitions can make our operating results from period to period difficult to compare. Accordingly,
there can be no assurance that our historical operating patterns will continue in future periods or that comparisons to prior periods will
be meaningful.

Economic recessions and other factors that reduce freight volumes could have a material adverse impact on our business.

The transportation industry historically has experienced cyclical fluctuations in financial results due to economic recession, downturns
in business cycles of our customers, interest rate fluctuations and other economic factors beyond our control. Deterioration in the
economic environment subjects our business to various risks that may have a material impact on our operating results and cause us to
not reach our long-term growth goals, and which may include the following:

. A reduction in overall freight volumes in the marketplace reduces our opportunities for growth. In addition, if a downturn
in our customers’ business cycles causes a reduction in the volume of freight shipped by those customers, our operating
results could be adversely affected;

. Some of our customers may face economic difficulties and may not be able to pay us, and some may go out of business.
In addition, some customers may not pay us as quickly as they have in the past, causing our working capital needs to
increase;

. A significant number of our transportation providers may go out of business and we may be unable to secure sufficient

equipment or other transportation services to meet our commitments to our customers; and

. We may not be able to appropriately adjust our expenses to changing market demands. In order to maintain high
variability in our business model, it is necessary to adjust staffing levels to changing market demands. In periods of rapid
change, it is more difficult to match our staffing level to our business needs. In addition, we have other primarily variable
expenses that are fixed for a period of time, and we may not be able to adequately adjust them in a period of rapid change
in market demand.

Higher carrier prices may result in decreased net revenue margin.

Carriers can be expected to charge higher prices if market conditions warrant, or to cover higher operating expenses. Our net revenues
and income from operations may decrease if we are unable to increase our pricing to our customers. Increased demand for truckload
services and pending changes in regulations may reduce available capacity and increase carrier pricing.

We face intense competition as a third party logistics provider.

The transportation and logistics industry is intensely competitive and is expected to remain so for the foreseeable future. We face
competition from a number of companies, including many that have significantly greater financial, technical and marketing resources.
Customers increasingly are turning to competitive bidding processes, in which they solicit bids from a number of competitors,
including competitors that are larger than us. Increased competition may lead to revenue reductions, reduced profit margins, or a loss
of market share, any one of which could harm our business. There are many factors that could impair our profitability, including the
following:

. competition with other transportation services companies, some of which have a broader coverage network, a wider range
of services, more fully developed information technology systems and greater capital resources than we do;
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. reduction by our competitors of their rates to gain business, especially during times of declining growth rates in the
economy, which reductions may limit our ability to maintain or increase rates, maintain our operating margins or maintain
significant growth in our business;

o shift in the business of shippers to asset-based trucking companies that also offer brokerage services in order to secure
access to those companies’ trucking capacity, particularly in times of tight industry-wide capacity;

. solicitation by shippers of bids from multiple transportation providers for their shipping needs and the resulting depression
of freight rates or loss of business to competitors; and

. establishment by our competitors of cooperative relationships to increase their ability to address shipper needs.

Our industry is consolidating and if we cannot gain sufficient market presence, we may not be able to compete successfully against
larger companies in our industry.

There currently is a trend within our industry towards consolidation of the niche players into larger companies that are attempting to
increase global operations through the acquisition of regional and local freight forwarders, brokers, and other freight logistics
providers. If we cannot gain sufficient market presence or otherwise establish a successful strategy in our industry, we may not be able
to compete successfully against larger companies in our industry.

If we are not able to limit our liability for customers’ claims for loss or damage to their goods through contract terms and limit our
exposure through the purchase of insurance, we could be required to pay large amounts to our customers as compensation for
their claims and our results of operations could be materially adversely affected.

In our freight forwarding operations, we have liability under law to our customers for loss or damage to their goods. We attempt to
limit our exposure through release limits, indemnification by the air, ocean, and ground carriers that transport the freight, and
insurance. Moreover, because a freight forwarder relationship to an airline or ocean carrier is that of a shipper to a carrier, the airline
or ocean carrier generally assumes the same responsibility to us as we assume to our customers. When we act in the capacity of an
authorized agent for an air or ocean carrier, the carrier, rather than us, assumes liability for the safe delivery of the customer’s cargo to
its ultimate destination, unless due to our own errors and omissions. However, these efforts may prove unsuccessful and we may be
liable for loss and damage to the goods.

In addition to legal liability, from time to time customers exert economic pressure when the underlying carrier fails to cover the costs
of loss or damage. We have, from time to time, made payments to our customers for claims related to our services and may make such
payments in the future. Should we experience an increase in the number or size of such claims or an increase in liability pursuant to
claims or unfavorable resolutions of claims, our results could be adversely affected.

There can be no assurance that our insurance coverage will provide us with adequate coverage for such claims or that the maximum
amounts for which we are liable in connection with our services will not change in the future or exceed our insurance levels. As with
every insurance policy, there are limits, exclusions and deductibles that apply and we could be subject to claims for which insurance
coverage may be inadequate or even disputed and such claims could adversely impact our financial condition and results of
operations. In addition, significant increases in insurance costs could reduce our profitability.

We may be subject to claims arising from transportation of freight by the carriers with which we contract.

We use the services of thousands of transportation companies in connection with our transportation operations. From time to time, the
drivers employed and engaged by the carriers we contract with are involved in accidents which may result in serious personal injuries.
The resulting types and/or amounts of damages may be excluded from or exceed the amount of insurance coverage maintained by the
contracted carrier. Although these drivers are not our employees and all of these drivers are employees, owner-operators, or
independent contractors working for carriers, from time to time, claims may be asserted against us for their actions, or for our actions
in retaining them. Claims against us may exceed the amount of our insurance coverage, or may not be covered by insurance at all. A
material increase in the frequency or severity of accidents, liability claims or workers’ compensation claims, or unfavorable
resolutions of claims could materially and adversely affect our operating results. In addition, significant increases in insurance costs or
the inability to purchase insurance as a result of these claims could reduce our profitability. Our involvement in the transportation of
certain goods, including but not limited to hazardous materials, could also increase our exposure in the event one of our contracted
carriers is involved in an accident resulting in injuries or contamination.

We are subject to various claims and lawsuits that could result in significant expenditures.

Our business exposes us to claims and litigation related to damage to cargo, labor and employment practices (including wage-and-
hour, employment classification of independent contractor drivers, sales representatives, brokerage agents and other individuals, and
other federal and state claims), personal injury, property damage, business practices, environmental liability and other matters. We
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carry insurance to cover most exposures, subject to specific coverage exceptions, aggregate limits, and self-insured retentions that we
negotiate from time to time. However, not all claims are covered, and there can be no assurance that our coverage limits will be
adequate to cover all amounts in dispute. For example, we are currently defending an employment-based claim with a wage and hour
component that would not be covered by our insurance (description included in this report), and a claim for which the amount of
asserted damages relating to the shipment of a customer’s goods exceeds our coverage limits. Based on the early stages of both of
these proceedings, we are unable to determine the likelihood of a successful defense or the ultimate amount of any damages that
would be awarded. To the extent we experience claims that are uninsured, exceed our coverage limits, or involve significant aggregate
use of our self-insured retention amounts, the expenses could have a material adverse effect on our business, results of operations,
financial condition or cash flows, particularly in the quarter in which the amounts are accrued. In addition, in the future, we may be
subject to higher insurance premiums or increase our self-insured retention amounts, which could increase our overall costs or the
volatility of claims expense.

Our failure to comply with, or the costs of complying with, government regulation could negatively affect our results of operation.

Our business is subject to heavy, evolving, complex and increasing regulation by national and international sources. Regulatory
changes could affect the economics of our industry by requiring changes in operating practices or influencing the demand for, and the
costs of providing, services to customers. Future regulation and our failure to comply with any applicable regulations could have a
material adverse effect on our business.

If we are unable to maintain our brand images and corporate reputation, our business may suffer.

Our success depends in part on our ability to maintain the image of the Radiant®, Wheels™ Airgroup®, Adcom®, Distribution By
Air™, Service By Air™ and On Time™ brands and our reputation for providing excellent service to our customers. Service quality
issues, actual or perceived, even when false or unfounded, could tarnish the image of our brand and may cause customers to use other
freight-forwarding companies. Damage to our reputation and loss of brand equity could reduce demand for our services and thus have
an adverse effect on our business, financial position and results of operations, and could require additional resources to rebuild our
reputation and restore the value of our brands.

Issues related to the intellectual property rights on which our business depends, whether related to our failure to enforce our own
rights or infringement claims brought by others, could have a material adverse effect on our business, financial condition and
results of operations.

We use both internally developed and purchased technology in conducting our business. Whether internally developed or purchased, it
is possible that the user of these technologies could be claimed to infringe upon or violate the intellectual property rights of third
parties. In the event that a claim is made against us by a third party for the infringement of intellectual property rights, any settlement
or adverse judgment against us either in the form of increased costs of licensing or a cease and desist order in using the technology
could have an adverse effect on us and our results of operation.

We also rely on a combination of intellectual property rights, including copyrights, trademarks, domain names, trade secrets,
intellectual property licenses and other contractual rights, to establish and protect our intellectual property and technology. Any of our
owned or licensed intellectual property rights could be challenged, invalidated, circumvented, infringed or misappropriated; our trade
secrets and other confidential information could be disclosed in an unauthorized manner to third-parties or we may fail to secure the
rights to intellectual property developed by our employees, contractors and others. Given our international operations, we seek to
register our trademarks and other intellectual property domestically and internationally. The laws of certain foreign countries may not
protect trademarks to the same extent as do the laws of the United States. Efforts to enforce our intellectual property rights may be
time consuming and costly, distract management’s attention and resources and ultimately be unsuccessful. Moreover, our failure to
develop and properly manage new intellectual property could adversely affect our market positions and business opportunities.

Our failure to obtain, maintain and enforce our intellectual property rights could therefore have a material adverse effect on our
business, financial condition and results of operations.

We may not successfully manage our growth.

We intend to grow rapidly and substantially, including by expanding our internal resources, making acquisitions and entering into new
markets. We may experience difficulties and higher-than-expected expenses in executing this strategy as a result of unfamiliarity with
new markets, change in revenue and business models and entering into new geographic areas.

Our growth will place a significant strain on our management, operational and financial resources. We will need to continually
improve existing procedures and controls as well as implement new transaction processing, operational and financial systems, and

procedures and controls to expand, train and manage our employee base. Our working capital needs will increase substantially as our
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operations grow. Failure to manage growth effectively, or obtain necessary working capital, could have a material adverse effect on
our business, results of operations, cash flows, stock price and financial condition.

Our loans and credit facilities contain financial covenants that may limit current availability and impose ongoing operational
limitations and risk of compliance.

We currently maintain (i) a USD$65.0 million revolving credit facility (the “Senior Credit Facility””) with Bank of America, N.A. (the
“Senior Lender”) on its own behalf and as agent to the other lenders named therein, currently consisting of the Bank of Montreal (as
the initial member of the syndicate under such loan), pursuant to an Amended and Restated Loan and Security Agreement (the “Senior
Loan Agreement”), (ii) a CAD$29.0 million senior secured Canadian term loan from Integrated Private Debt Fund IV LP (“IPD”)
pursuant to a CAD$29,000,000 Credit Facilities Loan Agreement (the “IPD Loan Agreement”), and (iii) a USD$25.0 million
subordinated secured term loan from Alcentra Capital Corporation ($10.0 million) and Triangle Capital Corporation ($15.0 million)
(collectively, the “Subordinated Lenders”) pursuant to a Loan and Security Agreement (the “Alcentra/Triangle Subordinated Loan
Agreement”). Repayment of the foregoing credit facilities is secured by our assets and the assets of our subsidiaries, including,
without limitation, all of the capital stock of our subsidiaries.

Under the terms of the foregoing credit facilities, we are required to comply with certain financial covenants, including maintaining a
fixed charge coverage ratio ranging from 1.05 to 1.0 and 1.1 to 1.0, depending on the type of loan facility and whether certain
conditions are triggered. In addition, (i) under the IPD Loan Agreement, we are required to maintain (a) a debt service coverage ratio
of at least 1.2 to 1.0 and (b) a senior debt to EBITDA ratio of at least 3.0 to 1.0, and (ii) under the Alcentra/Triangle Subordinated
Loan Agreement, we are required to initially maintain a maximum adjusted leverage ratio and a maximum total leverage ratio of up to
3.75 to 1.0 and 4.25 to 1.0, respectively, with such amounts decreasing by .10 for every year of the loan, such that during the final year
of the loan, the maximum adjusted leverage ratio and the maximum total leverage ratio will be 3.25 to 1.0 and 3.75 to 1.0,
respectively.

Our compliance with the financial covenants of our credit facilities is particularly important given the materiality of such facilities to
our day-to-day operations and overall acquisition strategy. If we fail to comply with these covenants and are unable to secure a waiver
or other relief, our financial condition would be materially weakened and our ability to fund day-to-day operations would be
materially and adversely affected. Accordingly, we intend to employ EBITDA and adjusted EBITDA as management tools to measure
our historical financial performance and as a benchmark for future financial flexibility.

Under our credit facilities, we are prohibited from declaring and paying dividends unless: (i) there are no existing events of default
under the credit facility or an event of default would not be caused by the declaration or payment of such dividend, and (ii) upon
giving pro forma effect to the dividend, (1) the amount available under the credit facility after the pro forma effect of such dividend is
equal to the greater of 20% of the U.S. borrowing base under the Senior Credit Facility or $12.5 million, and (2) U.S. availability is at
least $7.5 million.

At times we operate with a significant amount of indebtedness, which is secured by substantially all of our assets, subject to
variable interest rates, and contains restrictive covenants.

Our substantial indebtedness could have adverse consequences, such as:

. require us to dedicate a substantial portion of our cash flow from operations to payments on our indebtedness with our
lenders, which could reduce the availability of our cash flow to fund future operating capital, capital expenditures,
acquisitions and other general corporate purposes;

. expose us to the risk of increased interest rates, as a substantial portion of our borrowings are at variable rates of interest;

. require us to sell assets to reduce indebtedness or influence our decisions about whether to do so;

. increase our vulnerability to general adverse economic and industry conditions;

o limit our flexibility in planning for, or reacting to, changes in our business and our industry;

. restrict us from making strategic acquisitions, buying assets or pursuing business opportunities; and

. limit, along with the financial and other restrictive covenants in our indebtedness, among other things, our ability to

borrow additional funds.

In addition, violating covenants in these agreements could have a material adverse effect on our business, financial condition and
results of operations. Consequences if the violations are not cured or waived could include substantially increasing our cost of
borrowing, restricting our future operations, termination of our lenders’ commitments to supply us with further funds, cross defaults to
other obligations, or acceleration of our obligations. If some or all of our obligations are accelerated, we may not be able to fully repay
them.
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Dependence on key personnel.

For the foreseeable future, our success will depend largely on the continued services of our Chairman and Chief Executive Officer,
Bohn H. Crain, as well as certain of the other key executives and executives of our acquired businesses because of their collective
industry knowledge, marketing skills and relationships with vendors, customers and strategic operating partners. Should any of these
individuals leave us, we could have difficulty replacing them with qualified individuals and it could have a material adverse effect on
our future results of operations.

Our results of operations could vary as a result of the methods, estimates, and judgments that we use in applying our accounting
policies.

The methods, estimates, and judgments that we use in applying our accounting policies have a significant impact on our results of
operations (see “Critical Accounting Policies” in Part II, Item 7 of this report). Such methods, estimates, and judgments are, by their
nature, subject to substantial risks, uncertainties, and assumptions, and factors may arise over time that lead us to change our methods,
estimates, and judgments. Changes in those methods, estimates, and judgments could significantly affect our results of operations.

Terrorist attacks and other acts of violence or war may affect our operations and our profitability.

As a result of the potential for terrorist attacks, federal, state and municipal authorities have implemented and continue to follow
various security measures, including checkpoints and travel restrictions on large trucks. Such measures may reduce the productivity of
our independent contractors and transportation providers or increase the costs associated with their operations, which we could be
forced to bear. For example, security measures imposed at bridges, tunnels, border crossings and other points on key trucking routes
may cause delays and increase the non-driving time of our independent contractors and transportation providers, which could have an
adverse effect on our results of operations. Congress has mandated security screening of air cargo traveling on passenger airlines
effective July 2010, and for ocean freight, effective July 2012, which have increased costs associated with our air and freight
forwarding operations. War, risk of war, or a terrorist attack also may have an adverse effect on the economy. A decline in economic
activity could adversely affect our revenues or restrict our future growth. Instability in the financial markets as a result of terrorism or
war also could impact our ability to raise capital. In addition, the insurance premiums charged for some or all of the coverage currently
maintained by us could increase dramatically or such coverage could be unavailable in the future.

We intend to continue growing our international operations and will become increasingly subject to variations in the international
trade market.

We provide services to customers engaged in international commerce, and intend to grow our international business in the coming
years. For the years ended June 30, 2015 and 2014, international transportation revenue accounted for 43% and 39% of our revenue,
respectively. This amount is expected to increase after giving effect to our recent acquisition of Wheels Group Inc. (“Wheels”). All
factors that affect international trade have the potential to expand or contract our international business and impact our operating
results. For example, international trade is influenced by, among other things:

. currency exchange rates and currency control regulations;
° interest rate fluctuations;
. changes in governmental policies, such as taxation, quota restrictions, tariffs, other forms of trade barriers and/or

restrictions and trade accords;
. changes in and application of international and domestic customs, trade and security regulations;

. wars, strikes, civil unrest, acts of terrorism, and other conflicts, such as the recent conflict in the Ukraine that has led to
the imposition of economic sanctions by the United States and the European Union against Russia;

. natural disasters and pandemics;

. changes in consumer attitudes regarding goods made in countries other than their own;

. changes in availability of credit;

. economic conditions in other countries and regions;

o changes in supply chain design including those resulting from near shoring, widening and deepening of canals, and port

congestion or disruption;
. changes in the price and readily available quantities of oil and other petroleum-related products; and

. increased global concerns regarding environmental sustainability.
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If any of the foregoing factors have a negative effect on the international trade market, we could suffer a decrease in our international
business, which could have a material adverse effect on our results of operations and financial condition.

In connection with our international business, we are subject to certain foreign regulatory requirements, and any failure to comply
with these requirements could be detrimental to our business.

We provide services in parts of the world where common business practices could constitute violations of the anticorruption laws,
rules, regulations and decrees of the United States, including the U.S. Foreign Corrupt Practices Act, the U.K. Bribery Act and of all
other countries in which we conduct business; as well as trade control laws, or laws, regulations and Executive Orders imposing
embargoes and sanctions; and anti-boycott laws and regulations. Compliance with these laws, rules, regulations and decrees is
dependent on our employees, subcontractors, consultants, agents, third-party brokers and customers, whose individual actions could
violate these laws, rules, regulations and decrees. Failure to comply could result in substantial penalties, damages to our reputation and
restrictions on our ability to conduct business. In addition, any investigation or litigation related to such violations may require
significant management time and could cause us to incur extensive legal and related costs, all of which may have a material adverse
effect on our results of operations and operating cash flows.

International operations expose us to currency exchange risk and we cannot predict the effect of future exchange rate fluctuations
on our business and operating results.

After giving effect to our recent acquisition of Wheels, we generate significant revenues from international operations, including a
substantial amount in Canada. During the quarter ended June 30, 2015, which was the first quarter in which we utilized the newly
acquired Wheels operations, approximately 47% of our revenues were generated from international operations, 45% of which is
attributable to Wheels. Our international operations are sensitive to currency exchange risks. We have currency exposure arising from
both sales and purchases denominated in foreign currencies, as well as intercompany transactions. Significant changes in exchange
rates between foreign currencies in which we transact business and the U.S. dollar may adversely affect our results of operations and
financial condition. Historically, we have not entered into any hedging activities, and, to the extent that we continue not to do so in the
future, we may be vulnerable to the effects of currency exchange-rate fluctuations.

In addition, our international operations also expose us to currency fluctuations as we translate the financial statements of our foreign
operations to the U.S. dollar. There can be no guarantee that the effect of currency fluctuations will not be material in the future.

Ineffective internal controls could impact our business and operating results as well as our public reporting and stock price.

We are a relatively small company that has grown rapidly, and we face additional challenges of disparate systems and geographically
dispersed management. Our internal controls over financial reporting and disclosure are strained at times due to acquisitions and other
corporate development activities. From time to time, we have experienced delays in filing certain reports required under the Exchange
Act.

Our internal control over financial reporting may not prevent or detect misstatements because of its inherent limitations, including the
possibility of human error, the circumvention or overriding of controls, or fraud. Even effective internal controls can provide only
reasonable assurance with respect to the preparation and fair presentation of financial statements. If we fail to maintain the adequacy
of our internal controls, including any failure to implement required new or improved controls, or if we experience difficulties in their
implementation, our business and operating results could be harmed and we could fail to meet our financial reporting obligations.

Risks Related to our Acquisition Strategy

There is a scarcity of and competition for acquisition opportunities.

There are a limited number of operating companies available for acquisition that we deem to be desirable targets. In addition, there is a
very high level of competition among companies seeking to acquire these operating companies. We are and will continue to be a very
minor participant in the business of seeking acquisitions of these types of companies. A large number of established and well-financed
entities are active in acquiring interests in companies that we may find to be desirable acquisition candidates. Many of these entities
have significantly greater financial resources, technical expertise and managerial capabilities than us. Consequently, we will be at a
competitive disadvantage in negotiating and executing possible acquisitions of these businesses. Even if we are able to successfully
compete with these entities, this competition may affect the terms of completed transactions and, as a result, we may pay more or
receive less favorable terms than we expected for potential acquisitions. We may not be able to identify operating companies that
complement our strategy, and even if we identify a company that complements our strategy, we may be unable to complete an
acquisition of such a company for many reasons, including:

. failure to agree on the terms necessary for a transaction, such as the purchase price;

. incompatibility between our operational strategies or management philosophies with those of the potential acquiree;
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. competition from other acquirers of operating companies;
. lack of sufficient capital to acquire a profitable logistics company;

. unwillingness of a potential acquiree to agree to subordinate any future payment of earn-outs or promissory notes to the
payments due to our lenders; and

. unwillingness of a potential acquiree to work with our management.

Risks related to acquisition financing.

We have a limited amount of financial resources and our ability to make additional acquisitions without securing additional financing
from outside sources is limited. In order to continue to pursue our acquisition strategy, we may be required to obtain additional
financing. We intend to obtain such financing through a combination of traditional debt financing or the placement of debt and equity
securities. We may finance some portion of our future acquisitions by either issuing equity or by using shares of our common stock for
all or a portion of the purchase price for such businesses. In the event that our common stock does not attain or maintain a sufficient
market value, or potential acquisition candidates are otherwise unwilling to accept our common stock as part of the purchase price for
the sale of their businesses, we may be required to use more of our cash resources, if available, in order to maintain our acquisition
program. If we do not have sufficient cash resources, we will not be able to complete acquisitions and our growth could be limited
unless we are able to obtain additional capital through debt or equity financings. The terms of our credit facility require that we obtain
the consent of our lenders prior to securing additional debt financing. There could be circumstances in which our ability to obtain
additional debt financing could be constrained if we are unable to secure such consent.

Our credit facilities place certain limits on the acquisitions we may make.

Under the terms of our credit facilities, we may be required to obtain the consent of each of our lenders prior to making any additional
acquisitions.

We are permitted to make additional acquisitions without the consent of the lenders only if certain conditions are satisfied. These
conditions include the following: (i) the absence of an event of default under the Senior Credit Facility, (ii) the acquisition must be
consensual; (iii) the company to be acquired must be in the transportation and logistics industry, located in the United States, Canada
or certain other approved jurisdictions, and have a positive EBITDA for the 12 month period most recently ended prior to such
acquisition, (iv) no debt or liens may be incurred, assumed or result from the acquisition, subject to limited exceptions, and (v) after
giving effect for the funding of the acquisition, we must have availability under the Senior Credit Facility of at least the greater of 20%
of the U.S.-based borrowing base and Canadian-based borrowing base or $12.5 million, and U.S. availability of at least $7.5 million.

In the event we are not able to satisfy the conditions of our credit facilities in connection with a proposed acquisition, we must either
forego the acquisition, obtain the consent of the lenders, or retire the credit facility. This may prevent us from completing acquisitions
that we determine are desirable from a business perspective and limit or slow our ability to achieve the critical mass we need to
achieve our strategic objectives.

To the extent we make any material acquisitions, our earnings will be adversely affected by non-cash charges relating to the
amortization of intangibles, which may cause our stock price to decline.

Under applicable accounting standards, purchasers are required to allocate the total consideration paid in a business combination to the
identified acquired assets and liabilities based on their fair values at the time of acquisition. The excess of the consideration paid to
acquire a business over the fair value of the identifiable tangible assets acquired must be allocated among identifiable intangible assets
including goodwill. The amount allocated to goodwill is not subject to amortization. However, it is tested at least annually for
impairment. The amount allocated to identifiable intangibles, such as customer relationships and the like, is amortized over the life of
these intangible assets. We expect that this will subject us to periodic charges against our earnings to the extent of the amortization
incurred for that period. Because our business strategy focuses, in part, on growth through acquisitions, our future earnings will be
subject to greater non-cash amortization charges than a company whose earnings are derived solely from organic growth. As a result,
we will experience an increase in non-cash charges related to the amortization of intangible assets acquired in our acquisitions. Our
financial statements will show that our intangible assets are diminishing in value, even if the acquired businesses are increasing (or not
diminishing) in value. Because of this discrepancy, we believe our EBITDA, a measure of financial performance that does not
conform to generally accepted accounting principles (“GAAP”), provides a meaningful measure of our financial performance.
However, the investment community generally measures a public company’s performance by its net income. Further, the financial
covenants of our credit facility adjust EBITDA to exclude costs related to share based compensation and other non-cash charges.
Thus, we believe that EBITDA and adjusted EBITDA provide a meaningful measure of our financial performance. If the investment
community elects to place more emphasis on net income, the future price of our common stock could be adversely affected.
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We are not obligated to follow any particular criteria or standards for identifying acquisition candidates.

Other than as required under the credit facility, we are not obligated to follow any particular operating, financial, geographic or other
criteria in evaluating candidates for potential acquisitions or business combinations. We will determine the purchase price and other
terms and conditions of acquisitions. Our stockholders will not have the opportunity to evaluate the relevant economic, financial and
other information that our management team will use and consider in deciding whether or not to enter into a particular transaction.

We may be required to incur a significant amount of indebtedness in order to successfully implement our acquisition strategy.

Subject to the restrictions contained under our current credit facilities, we may be required to incur a significant amount of
indebtedness in order to complete future acquisitions. If we are not able to generate sufficient cash flow from the operations of
acquired businesses to make scheduled payments of principal and interest on the indebtedness, then we will be required to use our
capital for such payments. This will restrict our ability to make additional acquisitions. We may also be forced to sell an acquired
business in order to satisfy indebtedness. We cannot be certain that we will be able to operate profitably once we incur this
indebtedness or that we will be able to generate a sufficient amount of proceeds from the ultimate disposition of such acquired
businesses to repay the indebtedness incurred to make these acquisitions.

We may experience difficulties in integrating the operations, personnel and assets of acquired businesses that may disrupt our
business, dilute stockholder value and adversely affect our operating results.

A core component of our business plan is to acquire businesses and assets in the transportation and logistics industry. There can be no
assurance that we will be able to identify, acquire or profitably manage businesses or successfully integrate acquired businesses into
the Company without substantial costs, delays or other operational or financial problems. Such acquisitions also involve numerous
operational risks, including:

. difficulties in integrating operations, technologies, services and personnel;

. the diversion of financial and management resources from existing operations;

. the risk of entering new markets;

. the potential loss of existing or acquired strategic operating partners following an acquisition;

. the potential loss of key employees following an acquisition and the associated risk of competitive efforts from such

departed personnel,
. possible legal disputes with the acquired company following an acquisition; and

o the inability to generate sufficient revenue to offset acquisition or investment costs.

As a result, if we fail to properly evaluate and execute any acquisitions or investments, our business and prospects may be seriously
harmed.

In certain acquisitions, we may recognize non-cash gains or losses on changes in contingent consideration. We include contingent
consideration based on future financial performance as a portion of the purchase price of certain acquisitions. To the extent that an
acquired operation underperforms relative to anticipated earnings levels, we are able to off-set certain levels of future unpaid purchase
price for such acquired operations. This will result in the recognition of a non-cash gain on the change in contingent consideration.
This occurred in connection with the performance of the Company’s ISLA, ALBS, Marvir, IFS, On Time, PCA, DCA and Highways
and Skyways operations. In the alternative, to the extent an acquired operation over performs anticipated earnings levels, we will
recognize a non-cash expense on change in contingent consideration. These non-cash gains and expenses may have a material impact
on our financial results, and the impact could be opposite to the underlying results of the acquired operation.

Not every acquisition is structured utilizing contingent consideration. Our acquisition in 2011 of DBA and our recent acquisitions of
Wheels and SBA were structured without using contingent consideration. We will be unable to reduce the purchase price of these
entities if they underperform relative to anticipated earnings levels.

We recently acquired Wheels, SBA and Highways and Skyways and are currently integrating their businesses into our operations.

On April 2, 2015, we acquired all of the capital stock of Wheels through a court-approved plan of arrangement. Wheels now operates
as our wholly-owned subsidiary. There can be no assurance of Wheels’ ability following the acquisition to maintain and grow its
revenues and operating margins in a manner consistent with its most recent operating results. Moreover, Wheels was our largest
acquisition to date, and our ability to integrate Wheels’ operations with our historic operations, to realize cost synergies with Wheels,
and manage the effects of the acquisition on Wheels’ existing customers and employees may be challenging.
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In June 2015, we acquired SBA and Highways and Skyways. These acquisitions were smaller than Wheels, but on a combined basis,
the three acquisitions may strain our resources and ability to effectively integrate the companies into our operations. If we fail to
integrate any or all of these companies effectively, or fail to achieve our revenue and cost expectations, our financial condition, results
of operations, and stock price could be adversely affected.

Claims against us or other liabilities we incur relating to any acquisition or business combination may necessitate our seeking
claims against the seller for which the seller may not indemnify us or that may exceed the seller’s indemnification obligations.

There may be liabilities we assume in any acquisition or business combination that we did not discover or underestimated in the
course of performing our due diligence investigation. A seller will normally have indemnification obligations to us under an
acquisition or merger agreement, but these obligations will be subject to financial limitations, such as general deductibles and a cap, as
well as time limitations. There can be no assurance that our right to indemnification from any seller will be enforceable, collectible or
sufficient in amount, scope or duration to fully offset the amount of any undiscovered or underestimated liabilities. Any such
liabilities, individually or in the aggregate, could have a material adverse effect on our business, results of operations or financial
condition.

We may face competition from parties who sell us their businesses and from professionals who cease working for us.

In connection with our acquisitions, we generally obtain non-solicitation agreements from the professionals we hire, as well as non-
competition agreements from senior managers and professionals. The agreements prohibit such individuals from competing with us
during the term of their employment and for a fixed period afterwards and seeking to solicit our employees or clients. In some cases,
but not all, we may obtain non-competition or non-solicitation agreements from parties who sell us their business or assets. Certain
activities may be carved out of or otherwise may not be prohibited by these arrangements. We cannot assure that one or more of the
parties from whom we acquire assets or a business or who do not join us or leave our employment will not compete with us or solicit
our employees or clients in the future. Even if ultimately resolved in our favor, any litigation associated with the non-competition or
non-solicitation agreements could be time consuming, costly and distract management’s focus from locating suitable acquisition
candidates and operating our business. Moreover, states and foreign jurisdictions may interpret restrictions on competition narrowly
and in favor of employees.

Therefore, certain restrictions on competition or solicitation may be unenforceable. In addition, we may not pursue legal remedies if
we determine that preserving cooperation and a professional relationship with the former employee or his clients, or other concerns,
outweigh the benefits of any possible legal recourse or the likelihood of success does not justify the costs of pursuing a legal remedy.
Such persons, because they have worked for us or a business that we acquire, may be able to compete more effectively with us, or be
more successful in soliciting our employees and clients, than unaffiliated third parties.

Risks Related to our Common Stock

The market price of our common stock may fluctuate significantly, and this may make it difficult for you to resell our common
stock at times or at prices you find attractive.

The market price of our common stock may fluctuate significantly as a result of a number of factors, many of which are outside our
control. The current market price of our common stock may not be indicative of future market prices. Fluctuations may occur in
response to the other risk factors listed in this prospectus supplement and for many other reasons, including:

. actual or anticipated variations in earnings, financial or operating performance or liquidity, including those resulting from
the seasonality of our business;

. our financial performance or the performance of our competitors and similar companies;

. the public’s reaction to our press releases, other public announcements and filings with the SEC;
. changes in estimates of our performance or recommendations by securities analysts;

. failure to meet securities analysts’ quarterly and annual projections;

. the impact of new federal or state regulations;

. changes in accounting standards, policies, guidance, interpretations or principles;

. the introduction of new services by us or our competitors;

. the arrival or departure of key personnel;

. acquisitions, strategic alliances or joint ventures involving us or our competitors;

. technological innovations or other trends in our industry;
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. news affecting our customers;

. operating and stock performance of other companies deemed to be peers;

. regulatory or labor conditions applicable to us, our industry or the industries we serve;

° market conditions in our industry, the industries we serve, the financial markets and the economy as a whole;
. changes in our capital structure; and

. sales of our common stock by us or members of our management team.

In addition, the stock market historically has experienced significant price and volume fluctuations. These fluctuations are often
unrelated to the operating performance of a particular company. These broad market fluctuations may cause declines in the market
price of our common stock.

Volatility in the market price of our common stock may make it difficult for you to resell shares of our common stock when you want
or at attractive prices. In addition, when the market price of a company’s common stock drops significantly, stockholders often
institute securities class action lawsuits against the company. A lawsuit against us could cause us to incur substantial costs, including
settlement costs or awards for legal damages, and could divert the time and attention of our management and other resources.

Provisions of our certificate of incorporation, bylaws and Delaware law may make a contested takeover more difficult.

Certain provisions of our certificate of incorporation, bylaws and the General Corporation Law of the State of Delaware (“DGCL”)
could deter a change in our management or render more difficult an attempt to obtain control of us, even if such a proposal is favored
by a majority of our stockholders. For example, we are subject to the provisions of the DGCL that prohibit a public Delaware
corporation from engaging in a broad range of business combinations with a person who, together with affiliates and associates, owns
15% or more of such corporation’s outstanding voting shares (an “interested stockholder”) for three years after the person became an
interested stockholder, unless the business combination is approved in a prescribed manner. Our certificate of incorporation provides
that directors may only be removed for cause by the affirmative vote of 75% of our outstanding shares and that amendments to our
bylaws require the affirmative vote of holders of two-thirds of our outstanding shares. Our certificate of incorporation also includes
undesignated preferred stock, which may enable our board of directors to discourage an attempt to obtain control of us by means of a
tender offer, proxy contest, merger or otherwise. Finally, our bylaws include an advance notice procedure for stockholders to nominate
directors or submit proposals at a stockholders meeting.

Trading in our common stock has been limited.

Although our common stock is traded on the NYSE-MKT, it remains relatively illiquid, or “thinly traded”, as compared to the volume
of trading activity associated with larger companies whose shares trade on the larger national exchanges. Because of this limited
liquidity, stockholders may be unable to sell their shares at the prices or volumes they desire. The trading price of our shares may from
time to time fluctuate widely. The trading price may be affected by a number of factors including events described in the risk factors
set forth in this report as well as our operating results, financial condition, announcements, general conditions in the industry and the
financial markets, and other events or factors. In recent years, broad stock market indices, in general, and smaller capitalization
companies, in particular, have experienced substantial price fluctuations. In a volatile market, we may experience wide fluctuations in
the market price of our common stock. These fluctuations may have a negative effect on the market price of our common stock.

The influx of additional shares of our common stock onto the market may create downward pressure on the trading price of our
common stock.

We have completed several acquisitions which often include the issuance of additional shares pursuant to the purchase agreements.
During the fiscal year ended June 30, 2015, we have issued approximately 7.1 million unregistered shares of our common stock as part
of the purchase price, or associated with the financing of a transaction. In addition, we may issue additional shares in connection with
such acquisitions upon the achievement of certain earn-out thresholds or in connection with future acquisitions as part of the purchase
consideration. The availability of additional shares for sale to the public under Rule 144 of the Securities Act of 1933, as amended (the
“Securities Act”) and sale of such shares in public markets could have an adverse effect on the market price of our common stock.
Such an adverse effect on the market price would make it more difficult for us to sell our equity securities in the future at prices we
deem appropriate or to use our shares as currency for future acquisitions which will make it more difficult to execute our acquisition
strategy.

The issuance of additional shares may result in additional dilution to our existing stockholders.

We have filed universal shelf registration statement that allows us to publicly issue up to $100 million of additional securities,
including debt, common stock, preferred stock, and warrants. After giving effect to our July 2015 public offering of common stock,
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approximately $48.3 million remains available under the shelf registration statement. The shelf registration is intended to provide
greater flexibility to us in financing growth or changing our capital structure.

At any time we may make private offerings of our securities. We have issued, and may be required to issue, additional shares of
common stock or common stock equivalents in payment of the purchase price of businesses we have acquired. This will have the
effect of further increasing the number of shares outstanding. In connection with future acquisitions, we may undertake the issuance of
more shares of common stock without notice to our then existing stockholders. We may also issue additional shares in order to, among
other things, compensate employees or consultants or for other valid business reasons in the discretion of our board of directors, which
could result in diluting the interests of our existing stockholders.

The exercise or conversion of our outstanding options, warrants or other convertible securities or any derivative securities we issue in
the future will result in the dilution of the ownership interests of our existing stockholders and may create downward pressure on the
trading price of our common stock. We are currently authorized to issue 100 million shares of common stock. As of September 24,
2015, we had 48,728,827 outstanding shares of common stock. We may in the future issue up to 4,432,769 additional shares of our
common stock upon exercise of existing options.

We may issue shares of preferred stock with greater rights than our common stock.

Our certificate of incorporation authorizes our board of directors to issue shares of preferred stock and to determine the price and other
terms for those shares without the approval of our stockholders. Any such preferred stock we may issue in the future could rank ahead
of our common stock in many ways, including in terms of dividends, liquidation rights, and voting rights.

As we do not anticipate paying dividends on our common stock, investors in our shares of common stock will not receive any
dividend income.

We have not paid any cash dividends on our common stock since our inception and we do not anticipate paying cash dividends on our
common stock in the foreseeable future. Any dividends that we may pay in the future will be at the discretion of our board of
directors, and will depend on our future earnings, any applicable regulatory considerations, our financial requirements and other
similarly unpredictable factors. Our ability to pay dividends on our common stock is further limited by the terms of our credit facilities
and outstanding Series A Preferred Stock. Accordingly, investors seeking dividend income should not purchase our stock.

If we are unable to pay quarterly dividends to the holders of our Series A Preferred Shares, we may be subject to additional
penalties and requirements, all of which could have a negative effect on the holders of our common stock.

We are required to pay quarterly dividends on the shares of our Series A Preferred Shares equal to 9.75% per annum per $25.00 stated
liquidation preference per Series A Preferred Share. If we do not pay dividends in full on the Series A Preferred Shares on any two
dividend payment dates (whether consecutive or not), then the per annum dividend rate will increase by an additional 2.00% per
$25.00 stated liquidation preference, or $0.50 per annum per Series A Preferred Share, commencing on and after the day following
such second dividend payment date. On each subsequent dividend payment date on which cash dividends on the Series A Preferred
Shares are not declared and paid, the annual dividend rate on the Series A Preferred Shares payable shall increase by an additional
2.00% per annum per $25.00 stated liquidation preference per Series A Preferred Share, up to a maximum annual dividend rate on the
Series A Preferred Shares of 19.00%. The increase in dividend rates would have a detrimental effect on the value of the Company and
the holders of its common stock.

In addition, while the voting rights of Series A Preferred Shares is extremely limited, in the event that we fail to pay six quarterly
dividends, whether consecutive or not, on the Series A Preferred Shares or fail to maintain a listing on a national securities exchange,
the holders of Series A Preferred Shares will have the right, voting together as a class with all other classes or series of parity
securities upon which like voting rights have conferred and are exercisable, to elect two additional directors to serve on our board of
directors. The appointment of such two designees to our board of directors could inhibit our ability to execute our business plan and
pursue additional acquisitions.

If securities or industry analysts do not publish research about our business, or publish negative reports about our business, our
stock price and trading volume could decline.

The trading market for our common stock, to some extent, depends on the research and reports that securities or industry analysts
publish about our business. We do not have any control over these analysts. If one or more of the analysts who cover us downgrade
our shares or lower their opinion of our shares, our share price may decline. If one or more of these analysts ceases coverage of our
business or fails to regularly publish reports on us, we could lose visibility in the financial markets, which could cause our share price
or trading volume to decline.
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Risks Related to our 9.75% Series A Cumulative Redeemable Perpetual Preferred Stock (“Series A Preferred Shares”).

We cannot assure you that quarterly dividends on, or any other payments in respect of, the Series A Preferred Shares will be made
timely or at all.

We cannot assure you that we will be able to pay quarterly dividends on the Series A Preferred Shares or to redeem the Series A
Preferred Shares, if we wanted to do so. Quarterly dividends on our Series A Preferred Shares will be paid from funds legally
available for such purpose when, as and if declared by our board of directors. You should be aware that certain factors may influence
our decision, or adversely affect our ability, to pay dividends on, or make other payments in respect of, our Series A Preferred Shares,
including, among other things:

. the amount of our available cash or other liquid assets, including the impact of any liquidity shortfalls caused by the
below-described restrictions on the ability of our subsidiaries to generate and transfer cash to us;

o any of the events described our filings with the SEC or the documents incorporated by reference herein or therein that
impact our future financial position or performance;

o our ability to service and refinance our current and future indebtedness;

. changes in our cash requirements to fund capital expenditures, acquisitions or other operational or strategic initiatives;

. our ability to borrow or raise additional capital to satisfy our capital needs;

o restrictions imposed by our existing, or any future, credit facilities, debt securities or leases, including restricted payment

and leverage covenants that could limit our ability to make payments to holders of the Series A Preferred Shares; and

. limitations on cash payments to shareholders under Delaware law, including limitations that require dividend payments be
made out of surplus or, subject to certain limitations, out of net profits for the then-current or preceding year in the event
there is no surplus.

Based on its evaluation of these and other relevant factors, our board of directors may, in its sole discretion, decide not to declare a
dividend on the Series A Preferred Shares for any quarterly period for any reason, regardless of whether we have funds legally
available for such purpose. In such event, the sole recourse will be the rights as a holder of Series A Preferred Shares specified in the
certificate of designation for such shares, including the right to cumulative dividends and the further right under certain specified
circumstances to additional interest and limited conditional voting rights.

In addition, under our credit facility, we are prohibited from declaring and paying dividends unless: (i) there are no existing events of
default under the credit facility or an event of default would not be caused by the declaration or payment of such dividend, and (ii) the
amount available under the credit facility after the pro forma effect of such dividend is equal to the greater of 20% of the borrowing
base under the credit facility or $5.0 million.

The Series A Preferred Shares represent perpetual equity interests.

The Series A Preferred Shares represent perpetual equity interests in us and, unlike our indebtedness, will not entitle the holders
thereof to receive payment of a principal amount at a particular date. As a result, holders of the Series A Preferred Shares may be
required to bear the financial risks of an investment in the Series A Preferred Shares for an indefinite period of time. In addition, the
Series A Preferred Shares will rank junior to all our indebtedness and other liabilities, and to any other senior securities we may issue
in the future with respect to assets available to satisfy claims against us.

Increases in market interest rates may adversely affect the trading price of our Series A Preferred Shares.

One of the factors that will influence the trading price of our Series A Preferred Shares will be the dividend yield on the Series A
Preferred Shares relative to market interest rates. An increase in market interest rates, which are currently at low levels relative to
historical rates, may reduce demand for our Series A Preferred Shares and would likely increase our borrowing costs and potentially
decrease funds available for distribution. Accordingly, higher market interest rates could cause the market price of our Series A
Preferred Shares to decrease.
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The Series A Preferred Shares have not been rated, and the lack of a rating may adversely affect the trading price of the Series A
Preferred Shares.

We have not sought to obtain a rating for the Series A Preferred Shares, and the shares may never be rated. It is possible, however,
that one or more rating agencies might independently determine to assign a rating to the Series A Preferred Shares or that we may
elect to obtain a rating of our Series A Preferred Shares in the future. In addition, we may elect to issue other securities for which we
may seek to obtain a rating. The market value of the Series A Preferred Shares could be adversely affected if:

o any ratings assigned to the Series A Preferred Shares in the future or to other securities we issue in the future are lower
than market expectations or are subsequently lowered or withdrawn, or

. ratings for such other securities would imply a lower relative value for the Series A Preferred Shares.

Our Series A Preferred Shares are junior to our debt liabilities and lease obligations, the debt and other liabilities of our
subsidiaries and third-party holders’ of equity interests in our subsidiaries and the interests could be diluted by our issuance of
additional shares of preferred stock, including additional Series A Preferred Shares, and by other transactions.

Our Series A Preferred Shares are subordinated to all of our existing and future indebtedness and lease obligations. As of June 30,
2015, we and our subsidiaries had outstanding indebtedness and liabilities of approximately $224.2 million, all of which is senior in
right of payment to the Series A Preferred Shares. Our existing indebtedness restricts, and our future indebtedness may include
restrictions on our ability to pay dividends to preferred shareholders.

Our certificate of incorporation currently authorizes the issuance of up to five million shares of preferred stock in one or more classes
or series, and we will be permitted, without notice to or consent of the holders of Series A Preferred Shares, to issue additional Series
A Preferred Shares or other securities that have rights junior to such shares, up to the maximum aggregate number of authorized shares
of our preferred stock. The issuance of additional preferred stock on a parity with or senior to our Series A Preferred Shares would
dilute the interests of the holders of our Series A Preferred Shares, and any issuance of preferred stock senior to or on a parity with our
Series A Preferred Shares or of additional indebtedness could adversely affect our ability to pay dividends on, redeem or pay the
liquidation preference on our Series A Preferred Shares.

Except in limited circumstances, no provisions relating to our Series A Preferred Shares protect the holders of our Series A Preferred
Shares in the event of a highly leveraged or other transaction, including a merger or the sale, lease or conveyance of all or
substantially all our assets or business, any of which might adversely affect the holders of our Series A Preferred Shares.

Holders of Series A Preferred Shares have extremely limited voting rights.

The voting rights of Series A Preferred Shares is extremely limited. However, in the event that six quarterly dividends, whether
consecutive or not, payable on Series A Preferred Shares are in arrears or a listing failure has occurred and is continuing, the holders
of Series A Preferred Shares will have the right, voting together as a class with all other classes or series of parity securities upon
which like voting rights have conferred and are exercisable, to elect two additional directors to serve on our board of directors.

Investors should not expect us to redeem the Series A Preferred Shares on the date the Series A Preferred Shares becomes
redeemable by the Company or on any particular date afterwards.

The shares of Series A Preferred Shares have no maturity or mandatory redemption date and are not redeemable at the option of
investors under any circumstances. By their terms, the Series A Preferred Shares may be redeemed by us at our option either in whole
or in part at any time on or after December 20, 2018 or, under certain circumstances, may be redeemed by us at our option, in whole,
sooner than that date. Any decision we may make at any time regarding whether to redeem the Series A Preferred Shares will depend
upon a wide variety of factors, including our evaluation of our capital position, our capital requirements and general market conditions
at that time. You should not assume that we will redeem the Series A Preferred Shares at any particular time, or at all.

The Series A Preferred Shares are not convertible and purchasers may not realize a corresponding benefit if the trading price of
our common stock rises.

The Series A Preferred Shares will not be convertible into common shares or other of our securities and will not have exchange rights
or be entitled or subject to any preemptive or similar rights. In addition, the Series A Preferred Shares will earn dividends at a fixed
rate (subject to adjustment). Accordingly, as noted in greater detail above, the market value of the Series A Preferred Shares may
depend on, among other things, dividend and interest rates for other securities and other investment alternatives and our actual and
perceived ability to make dividend or other payments in respect of our Series A Preferred Shares. Moreover, our right to redeem the
Series A Preferred Shares on or after December 20, 2018 or in the event of a change in control could impose a ceiling on their value.
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ITEM 1B. UNRESOLVED STAFF COMMENTS

None

ITEM 2. PROPERTIES

Our principal executive offices are located in Bellevue, Washington. We also conduct business from Company-owned offices
operating from the following leased locations:

o Atlanta, Georgia e Jamaica, New York o Portland, Oregon

o Bloomington, Minnesota e Laredo, Texas e Quebec, Canada

e Carson, California e Lawrence, New York o Santa Fe Springs, CA

o Dallas, Texas o Louisville, Kentucky o Taylor, Michigan

o Edison, New Jersey e Memphis, Tennessee o Woodbridge, New Jersey
o Folcroft, Pennsylvania o Mississauga, Ontario o Woodbury, New York

o Hebron, Kentucky e Phoenix, Arizona o Woodridge, Illinois

We believe our current offices are adequately covered by insurance and are sufficient to support our operations for the foreseeable
future.

ITEM 3. LEGAL PROCEEDINGS

From time to time, we and our operating subsidiaries are involved in claims, proceedings and litigation, including the following:

DBA Distribution Services, Inc. — Bretta Santini Pollara v. Radiant Logistics, Inc., United States District Court, Central District of
California, Case No. 12-344 GAF

In December 2012, we recovered an award in arbitration against the former shareholders of DBA. The award arose out of a prior
arbitration action against the former shareholders of DBA in which we asserted, among others, certain claims for indemnification
under the Agreement and Plan of Merger (the “DBA Agreement”) dated March 29, 2011, based upon breaches we believe occurred
under the DBA Agreement. These breaches included, among others, the breach of certain non-competition and non-solicitation
covenants by Paul Pollara, one of the DBA selling shareholders, and Bretta Santini Pollara, a former DBA employee and wife of
Mr. Pollara.

In a related matter, in December 2011, Ms. Pollara filed a claim for declaratory relief against us seeking an order stipulating that she is
not bound by the non-compete covenant contained within the DBA Agreement signed by her husband, Mr. Pollara. On January 23,
2012, we filed a counterclaim against Ms. Pollara, her company Santini Productions, Dan