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Partner Spotlight

Cost Drivers

Community Outreach

A.R.C. Transit serves importers and exporters 
throughout the United States, helping them find 
compatible empty import containers to utilize for 
export bookings and overcome challenges they 
face in an ever-changing global supply chain.

An in-depth look at the impact of Hours of Service 
regulations and driver shortages on freight costs 
and what that spells for the road ahead.

Things don’t always go as planned. But, as Room 
For Grace Founder Jessie Burt learned, sometimes 
that’s the best way for a plan to come together.
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10-11Can Your Audit Flex Its Muscles?
Most companies treat their parcel audit like a gym membership. They sign up and tell 
themselves they are going to use it. Most of us know how the story ends. . . . We’ll tell you 
how to find an audit partner that will do the heavy lifting and help you see the results.
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Q-Tip Air-to-Ground Optimization

With the right data analytics, and a quick time-in-transit study (see last quar-
ter’s Q-Tip), it’s relatively easy to determine whether you are currently shipping 
packages via premium air services when they would arrive on the same day if 
you shipped them on the ground. Of course, your company may have rules that 
govern the required service levels, but if nothing else, you can at least use the 
results of this simple analysis to evaluate those guidelines to ensure that they 
are in the best financial interest of your business.

I
t’s hard to believe that 2016 is already 
behind us and that the New Year isn’t all 
that new anymore. Twenty-sixteen was 
another great year for Transportation 
Impact, and we are excited by what the 

future holds for 2017 and the years ahead. 
The biggest part of our year, of course, was 
the move into our new facility here in Emerald 
Isle, N.C., less than a mile from the small surf 
shop where our company started. 

That move ultimately resulted from the rapid 
growth of our staff. Our employee headcount 
grew more than 60 percent last year, and we 
continue to add new team members to our 
staff to enhance the customer experience. I 
continue to be amazed, both by the number 
of talented young professionals that come 
to work here at TI, and by the loyalty our 
customers demonstrate.

The effectiveness of our company’s services 
is predicated upon supply chain cost savings. 
More importantly, though, we want to make 
things easier for people that work in different 
capacities for our customers; not just in supply 
chain. Hopefully, our cost-saving solutions 
help their employees with their day-to-day 
responsibilities, whether it’s through the GL 
coding we offer through our audit, or the math 
we provide with each invoice that illustrates 
where we delivered savings, by line item. 
We believe that if we can help companies 
keep costs down, then those companies can 
invest the money they save back into their 
organizations and enhance efficiencies or 
otherwise gain a competitive advantage.

If companies have the resources to compete, 
then their employees win, too. Sure, 
Transportation Impact’s growth is important 

to us, but only if our customers are growing 
with us. One thing that separates TI from 
its competitors is that we don’t view a new 
agreement for our customer as the finish line. 
Instead, we see it as the starting line — the 
beginning of a relationship we hope will last 
for a long, long time.

Keith Byrd
Co-Founder, Principal Partner
Transportation Impact
 keith.byrd@transimpact.com
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A.R.C. Transit

A.R.C. Transit serves importers and exporters throughout the United States, helping them find compat-
ible empty import containers to utilize for export bookings and overcome challenges they face in an 
ever-changing global supply chain.

arriers serving 
the final mile of 
the intermodal 
marketplace face 
many of the same 

issues as their domestic counterparts, 
as well as challenges that do not 
exist in the domestic truckload, LTL 
and small package industries. These 
issues include driver recruitment 
and retention, DOT compliance, 
and safety; areas in which all motor 
carriers, regardless of market sector, 
must be ever-vigilant.

Nuances of international container 
shipments traversing deep water 
ports place unique challenges on 
container carriers, commonly called 
draymen. Drivers entering all ports 

in the United States must possess a 
Transportation Worker Identification 
Credential (TWIC) issued by the U.S. 
Customs and Border Patrol. The TWIC 
is a security measure put in place 
after 9/11 to ramp up security at 
ports throughout the U.S. Drivers are 
issued TWICs by CBP after a thorough 
security background investigation. 

Port congestion and limited hours 
of operation combined with drivers’ 
DOT allowable hours create a unique 
challenge for draymen. Drivers can 
only legally drive 11 hours during 
a single 24-hour period. If a driver 
spends two to three hours in line at 
a port to pull a container, the number 
of hours the driver can then spend 
hauling that container to its ultimate 

destination has been drastically 
reduced. This puts tremendous 
pressure on driver availability in a 
market already starved for capacity.

Container chassis
Another unique challenge faced 
by draymen is the condition and 
availability of safe, roadworthy 
container chassis. Ocean containers 
must be transported on specially 
designated chassis, which are 
generally owned by chassis pools 
and leasing companies. Maintenance 
provided by the pools is, at best, 
substandard. Drivers must pick 
through chassis to find equipment 
with roadworthy tires and working 
lights and brakes. This takes time and, 
if the chassis has a service issue, the 

repair cost falls to the driver once 
it is out of the port. 

Containers are often delayed or 
not available for release due to 
customs holds, steamship line 
payment holds or any number of 
US regulatory agency holds. These 
can prevent a driver from being 
allowed to pick up an ocean import 
container. Dray carriers face the 
challenge of scheduling drivers 
around the arrival schedules of 
the container vessels themselves. 
It is not uncommon for vessel 
schedules to slip, causing delays 
in availability of cargo. 

Most of the draymen serving 
ports throughout the US are 

small, independent companies 
operating as agents for a larger 
motor carrier companies. 
Communication, dependability, 
professionalism and technology 
are challenges with which most 
draymen struggle.

Investing in technology
A.R.C. Transit, Inc., saw these 
challenges as an opportunity 
to drastically improve upon a 
market devoid of communication 
and information. Having a 
freight forwarding background, 
CEO Gary Winstead felt a 
“forwarder’s perspective and 
attention to detail” would be well 
received in a market starved for 
dependability. A.R.C. Transit has 

invested heavily in technology, 
including its proprietary shipment 
management tool ARCTrack, which 
automatically pushes updates 
for all milestones related to the 
company’s container moves. 
Further, investment in tablet 
technology has allowed A.R.C. 
Transit to track drivers, upload 
PODs and push delivery orders 
without requiring drivers to 
return to the terminal. This saves 
precious available hours, which 
the driver can turn into productive 
driving time versus non-paying, 
out-of-route miles to drop off or 
pick up paperwork. 

A.R.C. Transit has a team of 
traffic and dispatch personnel 

operating out of its corporate 
headquarters in Wilmington, 
N.C., who constantly monitor 
container availability, vessel 
schedules, container out-gates, 
driver progress and delivery 
confirmations. “Service issues are 
inevitable in all trucking-related 
sectors,” Winstead says. “The 
biggest differentiator between 
A.R.C. Transit and our competitors 
is we proactively push updates, 
good and bad, to our customers. 
Our customers know where their 
cargo is and when to expect 
delivery.”

State of the A.R.C.
Overcoming Market Challenges

Learn more:
arctransit.com
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Shipping Strategy

G
etting in shape is 
something most of us 
have grappled with 
at one point or an-
other. Who knew that 

having so many solutions for such 
a widespread problem could yield 
such futile results?

“Take this pill, pop in this DVD, plug 
in this contraption and watch lard 
literally fall from around your waist 
directly onto the area rug!” they tell 
us.

“It’s easy,” they say.
Of course, we all know it doesn’t 
quite work that way.

So, from time to time anyway, we 
pony up and commit to some sort 
of regimen that’s going to make it 
happen.

“For real, this time,” we tell our-
selves.

And yet between the diets, the dis-
tance running and the yoga classes, 
many of us invariably fall short of 
our goals to trim the fat, to become 
more lean, to run more like a well-
oiled machine.

FLEX ITS MUSCLES?
CAN YOUR AUDIT
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Shipping Strategy Can Your Audit Flex Its Muscles?

Yet there are a few who always 
seem to have it figured out. 
They jog each morning, walk 
the dog every evening, choose 
salad over steak and even 
drink beer. Nothing seems to 
faze them. Never mind how 
they convinced themselves to 
shed pounds in the first place, 
they, we perceive, must have 
the magic bullet.

Time, money, willpower, what-
ever it is, we wish we had more 
of it. Then we promptly chase 
that wish with a few gulps of 
cabernet and get on with our 
lives.

The audit industry
If you think about it, the same 
problem plagues the audit in-
dustry.

Finding a good company to 
audit small package carrier 
invoices has become increas-
ingly difficult during the last 
several years. Not long ago, 
the concept was still relative-
ly new, and the industry was 
somewhat fenced in around 
companies that pitched indus-
try experience as vital to the 
equation.

Now the barriers to entry have 
been lowered by the new fad 
of “tech-first” companies that 
leverage their ability to dis-
cern the complexities of the 
invoice process through online 
platforms that translate aggre-
gate data into reports, charts 
and dashboards.

Commodity-based 
What remains is largely a com-
modity-based industry. The 

sheer number of providers 
leaves many consumers with 
the false impression that one 
auditor is as good as the next.

Companies with industry ex-
perience and those that lean 
more heavily on technical 
acumen each bring a lot to the 
table. As with most choices, 
though, the best decision for 
an organization typically boils 
down to somewhere in the 
middle.

There is one universal truth, 
however, that many consum-
ers in this niche B2B space 
regularly overlook: that no au-
ditor can perform better, from 
a cost-recovery standpoint, 
than the market will allow. And 
the market is solely dictated 
by the carriers whose services 
are being audited. Simply put, 
even the best technology can 
only capture the amount of 
credits that there are to be 
captured. That amount, of 
course, is a finite number.

So where does that leave the 
consumer?

Well, to start, it illustrates that 
cost recovery has indeed be-
come a commodity. So long 
as an auditor has all the rules 
scripted correctly, no single 
party is likely to vary much 
from the others.

It is more important, though, 
to realize that there is far more 
value within the data intelli-
gence provided by an auditor 
than any of the hard-dollar 
savings your company will re-
cover. And that’s where much 

of the parity within the indus-
try ends.

A company’s ability to com-
bine an airtight credit-recov-
ery strategy with user-facing 
technology is what separates 
vendor from value. It’s no se-
cret that buyers across all in-
dustries are quick to jump at 
low-cost solutions. Still, the 
you-get-what-you-pay-for ad-
age can be dangerously hard 
for companies to fully under-
stand.

That’s because the tangible 
value of the credits recovered 
by an auditor are only frac-
tional relative to the overall 
value of the right solution. 
If all things are equal, the 
choice is obvious between 
two companies that can find 
you $20,000 in credits in a 
given year. You should choose 
the one that takes the smallest 
share, which currently ranges 

between 25 and 50 percent 
— a $5,000 difference in the 
example above.

However, the most overlooked 
part of the value that an audit 
brings an organization is the 
backend support and solu-
tions that a company provides 
a buyer to identify and secure 
harder-to-find savings. Credit 
recovery is nearly 100-per-
cent automated. Therefore, if 
that’s all you’re getting from 
an auditor, you’re not getting 
nearly enough. The eye-catch-
ing charts and reports on the 
dashboard? Yep, those are au-
tomated, too.

What you should be looking 
for isn’t an auditor, but a part-
ner.

Business decisions
The best auditors in the in-
dustry (and there are several 
very good ones) will offer a 

mix of revenue recovery, tech-
nology and live support. Used 
effectively by the buyer, the 
right audit partnership can 
yield significant results that 
are both measurable and sur-
prisingly cost-effective. Com-
panies that invest in effective 
audit partnerships increase 
productivity by outsourcing 
grunt work to their auditor and 
using the data they receive on 
the back end to make import-
ant business decisions, like 
changing behavior or reallo-
cating resources.

Rather than becoming bogged 
down in the minutiae of day-

to-day cost drivers, they trust 
their auditing partner to per-
form due diligence and notify 
them proactively of any issues 
they should be aware of. Of-
ten, this represents a perfect 
partnership, since the auditor 
is paid based on performance. 
The customer can rest assured 
that the auditor is doing its job 
and will happily pay for the re-
sults, since the costs are cov-
ered by resources that before 
were going unnoticed.

The right platform
Furthermore, optimization op-
portunities can quickly become 
huge wins for companies that 

are invested in the power of 
the right audit platform. For 
the same reasons companies 
outsource their negotiations 
to teams with more informa-
tion and experience, compa-
nies that build a rapport with 
a quality audit partner achieve 
far more financial benefit than 
those looking for a plug-n-play 
solution to recoup credits for 
late deliveries and billing inac-
curacies.

In the end, counting on an au-
dit to get your supply chain 

into shape comes with similar 
pitfalls to setting the bar at 
“beach bod.” A gym member-
ship is a logical place to start, 
but the card they give you to 
hang on your keychain isn’t 
fooling anyone into thinking 
you know what time spin class 
starts.

And even though you might 
have to pay a little extra for a 
membership that includes a per-
sonal trainer, you will be much 
happier with the results.

What you should be

looking for isn’t an auditor, 

but a partner.

Optimization opportunities can quickly become huge 
wins for companies that are invested in the power of 
the right parcel audit platform.
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Community Outreach Room for Grace

O
ne Sunday in 2011, 
back when Jessie 
Moulton was still 
Jessie Moulton, she 
went to church with 
her parents while 
visiting them in Ore-

gon. The rallying cry from the pulpit that 
day moved her to do something, she says, 
but she lived thousands of miles away, 
outside of Atlanta, and was working on 
her MBA.

Nevertheless, she started making plans.

A few years later, in 2014, they started to 
take shape. That October, while working 
at Campbell University, Moulton filed for 
a 501(c)3 and bought a home in Coats, 
North Carolina, just outside Buies Creek, 
home to the Campbell Camels.

The next June, Moulton planned to move 
out of her new house and make it avail-
able to homeless teens in the community, 
and thus answer the call the pastor had 
made to his congregation back in Oregon.

Things didn’t go as planned.

In January 2015 (six months ahead of 
schedule), Moulton received a different 
call.

“It was a local middle school guidance 
counselor,” Moulton recalls. “She said she 
had heard that I may be able to help one 
of her student’s families that had just lost 
everything in a house fire.”

So, five days later, Moulton and her room-
mates traded places, in a way, scrambling 
to find a new place to live so they could 
give a family with nowhere to turn some-
where to go.

And thus, Room For Grace was born.

Today, Jessie Moulton is Jessie Burt. Last 
July, she married Branden, son of Trans-
portation Impact co-founder Travis and his 
wife Cassie. Room For Grace has served six 
families so far, as well as four teenage girls 
who aged out of foster care. The average 
stay for a tenant is about seven months. 
If the house is occupied, Room For Grace 
helps families find a rental and provides 
financial support to help them pay the 
rent if the house is occupied.

The charity raises about $50,000 per year 
via donations and through its annual golf 
tournament, held each September at Keith 
Hills Golf Club in Buies Creek. The foun-
dation also got a boost during last year’s 
NASCAR Sprint Cup Pure Michigan 500, 
when the Room For Grace logo adorned 
the rear of Richard Petty Motorsports’ No. 
9 Ford Fusion, driven by Sam Hornish Jr. 
and sponsored by TI.

While the main house is still in Coats, Burt 
said she hopes to establish a home in 
Carteret County, where she and her hus-
band now live, and where Transportation 
Impact is headquartered, and eventual-
ly build a five- to seven-unit complex to 
serve her family’s new community.

Here, she hopes, RFG can continue to car-
ry out its mission of providing short-term, 
rent-free housing to families in emergen-
cy situations, and transitional housing and 
life skills for teens that have aged out of 
the foster care system — if everything 
goes as planned.

plan
c o m e s  t o g e t h e r

W H E N  A
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Freight Services

COST
DRIVERS

“The American Transportation Research Institute 
reports the cost of drivers makes up about 33% of the 
total cost per mile to operate a truck. Clearly the cost 
of driver labor significantly contributes to the cost of 
transportation overall — on par with fuel.”

[12]   ///   QREVIEW · October - December, 2016 · NO.9/Q4   ///   transportationimpact.com ANALYZESTRATEGIZEREALIZE    ///   [13]



The current pool of drivers is 
also of an aging demographic. 
An economy near full employ-
ment only adds to the chal-
lenge of recruiting new driv-
ers. Less obvious too are the 
additional costs to companies 
for the hiring incentives most 
have to offer and other recruit-
ing costs that weren’t neces-
sary in the past. Finding and 
retaining drivers costs more 
than it ever has, and this trans-
lates to higher freight rates.

The impact of HOS and the 
driver shortage on transpor-
tation costs has been severe. 
Regulations and employment 
markets are cyclical just like 
everything else, so with time 
their negative impact on the 
cost of shipping may lessen. 
For the time being, however, 
both will continue to put up-
ward pressure on freight rates 
by limiting the supply of carri-
er capacity in the market.

Freight Services

L
ike many things, trans-
portation costs are 
heavily influenced by 
what’s going on in the 

broader economy. But this is 
just one factor — it’s really 
supply and demand within 
the logistics industry that set 
freight rates for shippers. 

Demand in this cost equation 
is largely driven by things like 
the strength of manufacturing 
and consumer retail trends, 
with supply most often im-
pacted by the operating con-
straints placed on the carriers 
providing capacity to the mar-
ketplace. This includes regula-
tions like HOS (Hours of Ser-
vice) and market conditions 
like the driver shortage. Both 
are specifically related to driv-
er labor and have the potential 
to place upward pressure on 
transportation costs.

The American Transportation 
Research Institute reports the 
cost of drivers makes up about 
33% of the total cost per mile 

to operate a truck. Clearly the 
cost of driver labor significant-
ly contributes to the cost of 
transportation overall — on 
par with fuel.

How is it that HOS regulations 
and the driver shortage are im-
pacting logistics costs?

In simple terms, HOS limits 
the amount of time drivers can 
drive — or at least the way in 
which much of their time can 
be used. This is not an argu-
ment for or against HOS, but 
simply to explain how it fur-
ther limits the “supply” part 
of the capacity equation. With 
HOS, carriers need more driver 
labor to get the same amount 
of work done than pre-HOS.

HOS regulations also have the 
potential to slow down ser-
vice performance by carriers. 
While the cost impact is less 
quantifiable, slower deliveries 
unquestionably hurt retail-
er’s supply chains and disrupt 
production for manufacturers. 

These are both real concerns 
for logistics professionals, who 
face constant pressure to op-
timize their logistics networks 
with better, faster and cheaper 
transportation. 

The driver shortage has im-
pacted cost in a similar way to 
HOS by removing supply, but 
for different reasons. Above all 
else, it has become harder to 
find qualified drivers. Unfortu-
nately truck driving as a career 
does not have the appeal it 
once did, and the pay is often 
not competitive — even com-
pared to many jobs requiring 
less training.

Driving can be a very difficult 
lifestyle as well. Being on the 
road for days and weeks at a 
time does not make for a work-
life balance that most people 
find acceptable. And, being 
very male dominated makes 
it even less appealing to many 
women — which eliminates a 
big group of potential driver 
candidates.

“THE IMPACT OF H.O.S. AND 
THE DRIVER SHORTAGE 
ON TRANSPORTATION COSTS
HAS BEEN SEVERE.” 

Cost Drivers

ANALYZESTRATEGIZEREALIZE    ///   [15][14]   ///   QREVIEW · October - December, 2016 · NO.9/Q4   ///   transportationimpact.com



  Emailed $419 worth of automated address corrections to distribution center.
  Scheduled monthly email audit-savings report for parcel review meetings.
  Set up GL coding for web orders, service department and warehouse.
  Noted $1,284 in soft-dollar savings opportunities and customized dash-   
         board with Air-to-Ground report.

What did you do
before your first cup of coffee?

Schedule a 20-minute Parcel Intelligence Dashboard demo. Learn how you can 
optimize your shipping spend and capture all your FedEx and UPS refunds.
transportationimpact.com   //   info@transportationimpact.com   //   252.764.2885


