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Welcome ta the first installin ent of Fleet Ownet's Small Business Reviewy for 20038, a monthly zeries designed
specificallyto help small trucking companies grovw and prosper.

Let me introduce myself. | am a conzultant for several amall trucking companies on topics ranging fram diver retention
to operations, sales, marketing, safety and general business pradices. I've authored or co-authored z=2veral trucking
buziness books and spent aver 20 vears onthe road az a small trucking business avaner, You'll find mare of my trucking
buziness columnz in two ather P enton P ublications: Drivershag.com and A mercan Trucker Maga rine. I'm alzo the

Truckers' Buzine sz Advizor on Sirius Road Dog Trucking Radio.

Throughout 2003 we'll ook at the challenges and solutions for creating greater success in your trucking operation, and
target issues important to the smaller, leaner, more nimble matar carrier We will be concentrating on finding and
landing dired-ship customers, and the best pradices for recruiting and retaining gualified dhivers. We'll also look &t
better waysto manage vour cash flowy, and help you develop rate strudures that integrate specific revenue needs,
creating a more profitable battom line .

Az we ook back at 2007, it was full of challenges. VWhat can we look fornard to in 20087 According to the economic
forecasters, 2005 iz going to be arepeat of 2007 — only & kit worse. They're saving freight isnt going to pick up until
the heginning of the third quarter (that's July for all of us non-econamics majors] and fuel iz expeded to go over §4 per
gallon by February.

What do we need to doto be prepared for all this doom and gloom? Set a plan that takes all thiz forecasting and call it
wotA-ca se-acenario — prepare forthe worst to make the beg ofit. Keep in mind that these forecasts are usually for an
entire s=qment ofthe econom v and only particular segments of the trucking industry. The advantage of being a small,
lean, nim ble trucking machine is that vou're able to adjust much mare gquickly to economic shits,

To gart the planning process, we need to investigate what's going on with your current cugomer base. What are their
projections? What are their plans for the anticpated increaze in the coa of fuel? What's their word-case-scenario forthe
next 12 monthsy

Moy put ywour heads together and develop a plan that wdill bene fit bath of vou. Mavhe there's a better way to handle the
fuel surcharge or detention tim e — or other situationz that can have a devastating effect on your battam line.

Be prepared to demonstrate what wour current break even point iz and howthe increase in fuel, for example | affectz this
point. Be ready to ask your cugtomers for the same information on howe shipping co s affed their bresk even points.



Next you need to get down to the nitty-gritty. Look at the chasm between your customers' needs and what they can pay,
and your ability to service those needs at a profit. Now is the time to think spherically. The idea here is to keep the ball
rolling, but in a manner that is beneficial to both shipper/receiver and hauler. Both have to look and see where fat can be
trimmed by cutting costs and where profit expectations can be reduced without being detrimental to either company.
The idea here is to work as a team with your customers to develop workable solutions.

The next step is to develop a specific value-added strategy to improve your customer service. Your willingness to go the
extra distance to make sure your customers receive what they want and need is what keeps them coming back.

Working on creating higher value in your services will provide you with some much-needed insurance as business
becomes tougher due to increasing costs and decreasing freight.

Here's a list of how to create value by exceeding your customers' expectations:

« Listen to what they are looking for in a trucking company.

o Ask them what they're not receiving from others; then provide it.

o Ask yourself what information or additional service would make the shipper's life easier.

« Help your customers cut costs without lowering your rates.

« Improve your communication with shippers, keeping them better informed about their shipments.

« Be aware of what services your competition is providing and do more.

« Make sure your customers can reach you or a person in your company on the first phone call.

« Create a raving fan in each customer by becoming his or her raving fan.

« Don't rest on your laurels; scout for innovative ways to improve your services.

« Survey your shippers on how the haul went and what improvements could be made.

These are just a few ideas on how to make 2008 a better year. Remember, you've got to look in your rear view mirrors
to determine what risks to your business are gaining on you. Doing what you've always done and expecting different
results is the fastest way to find a permanent place to park your trucks.

You can reach Timothy Brady attbrady@writeuptheroad.comor 731-749-8567.

Find this article at:
http:/f'www. fleetowner.com/information_technology/feature/challenges_state_trucking/index.htmil



