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EXPLORING  
ZERO-CONTACT 
CONNECTIVITY

A growing number of shippers, third-party logistics (3PL) 
providers and motor carriers are using technology to eliminate 
the touch points between drivers and essential supply chain 
workers during the COVID-19 pandemic.

Drivers are still moving bills of lading (BOLs) and other shipping 
documents between shippers and receivers with every load. 
What has changed is they no longer need paper documents 
or close proximity for obtaining signatures on proof of delivery 
(POD) receipts. The technology has been around for years; 
the pandemic pushed companies that were lagging behind to 
adapt.

New developments in mobile and back-office technology give 
all parties a means to digitally capture, transmit and exchange 
electronic BOLs and PODs. The digital tools can now be scaled 
out within an integrated order-to-cash solution that connects all 
parties for end-to-end visibility and automation.

Going Paperless
Zero-contact freight transactions have some minimum 
requirements for mobile and back-office applications to meet, 
which are outlined below:

  1. The eBOL  Shippers typically print BOLs for drivers to 
accompany loads. Some also send BOLs electronically to the 
carrier in advance with the EDI “211” transaction or by attaching 
them to emails.

Mobile apps that drivers use need to capture and transmit 
images of the paper BOLs and be integrated with a carrier’s 
TMS so that images are indexed to the correct order and 
available to drivers as an eBOL.

 2. The ePOD  When a driver arrives at a delivery location, 
the mobile app they use needs to present an option to enter 
the email or phone number of the signee who will receive the 
eBOL. The digital document is then sent via text or email with a 
link to access a web-based form that allows the signee to use a 
separate device to type or scrawl a signature.

When a signature is captured for an ePOD, the signee needs to 
receive confirmation via email  or text. The driver also needs to 
be notified within the app to be cleared for departure.

 3.Digital Forms  Freight transactions rarely go exactly 
according to plan. When making a delivery, the receiver or 
driver may notice freight that has been damaged or spoiled. 
There is the ability to annotate an eBOL. Likewise, a driver may 
need to record a detention event.

Just as parties would annotate a paper document, they need to 
use an electronic form to annotate fields in the eBOL or attach 
pictures to record exceptions. Arrival and departure times can 
be automatically recorded with a mobile app on an eBOL for the 
shipper or receiver to sign off on to acknowledge a detention event.

Fully digital freight transactions are a holy grail in the transportation  
and logistics industry. Only recently have they become attainable. 
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Expanded Capabilities 
Rather than use applications that only meet the minimum 
requirements for zero-contact transactions, motor carriers 
have the option to expand their mobile connectivity for drivers, 
dispatchers and customers to have end-to-end workflow 
automation and visibility.

To make freight transactions as seamless as possible, 
transportation companies also will need mobile and back-office 
systems that are aligned to have a single order-to-cash system, 
explained Trimble Transportation Senior Director of Product 
Management and Enterprise Portfolio Manager Jay Delaney.

D2Link from Trimble Transportation is a mobile data solution 
that combines the reliability of in-cab platforms with the 
flexibility and convenience of Android or iOS smartphones. 
ePOD and other mobile imaging tools are available for drivers to 
use for no-touch documents and digital signatures.

Fleets can add custom digital forms and workflows in D2Link 
to address unique business needs, he said, and “get the most 
efficiency out of their drivers” by connecting and communicating 
in ways “that their competitors are challenged to do.”

As a mobile app, D2Link helps drivers and fleets expedite the 
workflow when loading, trip planning and unloading by having 
connectivity with Trimble enterprise TMS and mobile fleet 
management systems.

When drivers arrive and cross pre-defined geofences at receiver 
locations, for example, ePODs can be automatically sent to 
the emails or phone numbers on file for the customer. While 
this option exists with D2Link, its use depends on acceptance 
by shippers and receivers, and so far “we haven’t had a lot of 
traction with [fleet] customers doing that,” Delaney said.

Once the ePOD is completed, Delaney says an integrated 
order-to-cash solution from Trimble can use optical character 
recognition (OCR) to extract information and validate 
document types as well as identify exceptions and correct 
errors. The Trimble enterprise TMS system a fleet uses can 
then complete error-free payroll, billing and other parts of the 
freight transaction.

Assisting with Trip Planning
D2Link includes all of the connectivity features in the TMWGo, 
Dash and InMotion driver companion apps for the TMW.Suite 
and TruckMate enterprise platforms. Additionally, it comes 
with real-time shipment visibility and trip planning tools for 
drivers and dispatchers.

When a driver receives a load assignment in D2Link, drivers 
can use a built-in TrueETA feature for trip planning that shows 
where and when the user will run out of hours to effectively 
plan their breaks.

TrueETA calculates the best route and drive time using 
current ELD, traffic and weather data. With this data and 
map intelligence, drivers may decide to extend their break 
times according to personal preferences or to weather and 
traffic patterns.

A map view shows the current route with traffic and weather 
overlays. A driver that is in Wisconsin, for example, may have a 
trip that goes through Chicago and can see how adjustments 
to time and locations for breaks impact his ETA, such as 
planning to stop before Chicago to avoid rush-hour traffic.

Drivers can update a trip itinerary at any time by using a 
timeline view to extend the duration of hours-of-service 
breaks at any location. A driver may want to take an 11-hour 
rest break instead of the minimum 10-hours, for instance.

“ To make freight transactions as seamless as possible, transportation companies also will 
need mobile and back-office systems that are aligned to have a single order-to-cash system”

—  JAY DELANEY,  
SENIOR DIRECTOR OF PRODUCT MANAGEMENT AND ENTERPRISE PORTFOLIO MANAGER, TRIMBLE
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TrueETA recalculates the driver’s ETAs for the remainder of the 
itinerary to show the effect of those changes, Delaney said, as 
well as any changes to ETAs from making additional stops.

The dispatcher is provided with the current ETA in the TMS 
and alerted if the system projects a late delivery. With TrueETA 
as part of an integrated order-to-cash system, drivers, 
dispatchers and customers get “one version of the truth” for 
shipment visibility, Delaney said. “It is all one system, whereas 
if you work with a third party, they have their own ETA agent for 
the mobile device and back office.”

Going Full Circle
Zero-contact freight transactions do not have paper and human 
touch points, but this by itself holds little value if loads fail due to 
preventable errors.  In addition to capturing driver intent in the 
trip planning process, fleets can use D2Link to stay connected 
with drivers for other important details in freight transactions.

Drivers can use D2Link to report any equipment defects they 
find during pre- and post-trip vehicle inspections. The reports 
can include pictures before they are sent to a fleet maintenance 
system, which Trimble also offers, for ordering parts and 
scheduling repairs to minimize downtime.

“You have to think about the entire day to help the driver out,” 
Delaney said. “We have done a lot of things with customization 
to help companies personalize the driver experience and to 
enable them to be more self-sufficient.”

One of the greatest technology advantages that a transporta-
tion company can have in today’s market is to have all of these 
connections and integrations in a single system that can be 
scaled out quickly, Delaney said.

The integrations between D2Link and the mobile and 
back-office systems of Trimble enable zero-contact freight 
transactions with expanded connectivity and functionality in a 
single platform, he said. «

—  JAY DELANEY,  
SENIOR DIRECTOR OF PRODUCT MANAGEMENT AND ENTERPRISE PORTFOLIO MANAGER, TRIMBLE
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“ You have to think about the entire day 
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    —  JAY DELANEY, TRIMBLE
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 Top 5 Ways
Commercial Navigation   
Improves Fleet Efficiency
Truck drivers put themselves and their companies at risk 
whenever they use consumer navigation systems.

Drivers that followed voice-guided consumer navigation 
had more than 3,200 bridge strikes between 2007 and 
2017. Furthermore, 12 fatal crashes occurred when drivers 
struck overhead bridges between 2014 to 2018, according 
to data analysis by Trimble MAPS.

Consumer applications also put fleets at risk of getting a 
$11,000 company fine by putting drivers on roadways with 
truck restrictions.

Commercial navigation platforms account for vehicle 
heights, weights and local roadway ordinances to avert 
these risks, said Rishi Mehra, director of strategy for 
Trimble MAPS, during a recent Freightwaves webinar.

Mehra said the benefits of using commercial navigation 
go beyond driver safety.

“There is a very big misconception out there in the 
market that navigation is just a tool for the drivers,” he 
said. “It also is a great tool for fleets.”
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1. CONTROLLED APPLICATION SETTINGS. Fleets can use a back office web portal to control their navigation 
settings. The settings ensure fleetwide safety and consistency, he said. Users can “not leave anything to chance” by 
setting vehicle profiles, specifying load type (53’ dry van, hazmat, etc.), and selecting options to minimize use of toll roads 
and avoid areas of risk, he said.

Navigation settings in the web portal are synced to CoPilot navigation in the cab. The navigation can automatically 
re-route drivers in severe weather events as updates come from state-issued road closures and traffic flow guidelines.

2. VERIFIED COMMERCIAL LOCATION DATA. Trimble MAPS did a survey and found that 25% of the  
customer location data that fleets use is inaccurate by more than one-half mile for entrance and exit locations.

Data engineers and scientists at Trimble MAPS use precise GPS data to mark shipper and receiver locations with 
geofences. With the pre-defined locations, the navigation routes drivers to entries, docks, and exits based on vehicle 
types and preferred travel paths.

The ongoing development is removing guesswork that otherwise would add time to routes and increase driver frustration 
and dangerous vehicle maneuvers, he said.

3. SITE GUIDANCE IN THE LAST MILE. Once drivers arrive at truck-specific entry locations, the navigation 
routes them on truck-specific paths to docks to avoid dangerous maneuvers.

Fleets can use Trimble’s pre-verified, site-specific notes for arrivals as well as create their own customer notes and  
voice-guided information. The CoPilot Truck application can give drivers pop-up messages with contact names and 
numbers to call, detailed site procedures, expected wait times and more.

The information helps drivers improve efficiency and safety. It also helps shippers and carriers track detention and 
optimize relationships, he said. To date, Trimble MAPS has gathered metadata for site guidance on 65,000 locations.

“All of that rich information brings a new dimension to a navigation solution,” he said.

4. DYNAMIC ETAS AND AUTOMATED NOTIFICATIONS. Fleets can automate communications between 
drivers, dispatchers and customers for estimated time of arrival (ETA) of shipments.

The initial ETA is calculated with the route plan and updated dynamically when drivers encounter weather events, traffic 
incidents or take longer breaks than planned, for example. Dispatchers also receive real-time alerts if a driver deviates 
out of a route plan.

Real-time visibility of shipment ETAs and route compliance helps fleets improve customer service and asset utilization, 
Mehra said.

5. REAL-TIME VISIBILITY AND POST-TRIP INSIGHT. After a load is delivered, fleet managers can review the 
plan versus the actual trip to see results for distance, drive time, toll costs and more. Managers can use the reporting for 
coaching drivers and to improve routes to remove guesswork, he said.

Trimble MAPS did a plan versus actual analysis of 155,000 trips from five long-haul carriers. The analysis showed the 
fleets could have saved a total of $222,763 and 3,117 hours per month, on average, if drivers had followed the route that 
was sent to them.

In summary, Mehra said that Trimble MAPS commercial navigation solutions help fleets improve safety, efficiency and 
driver relationships by taking control of route settings and by giving drivers better guidance down to the final mile.

CoPilot Truck navigation is available on all major telematics providers. Fleets can customize and embed the application in 
their own workflows and configure the look and feel of the driver UI by using an SDK kit from Trimble MAPS, he said. «
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Among the many ways the COVID-19 pandemic forced changes on the North American freight transport 
industry has been to drive growth in spot market activity. The go-to place to post and find excess loads 
and capacity, the spot market is increasingly meeting truckload capacity challenges caused by ongoing 
supply chain disruptions. 

“Advanced, data-driven solutions facilitate collaboration 
between shippers and carriers to optimize how freight moves 
and help to overcome volatility in the spot market,” Caruso 
said. “Without requiring any heavy lifting, they streamline 
processes and enable companies to capitalize on supply chain 
opportunities.”

Caruso’s comments came during a recent webinar—The 
Smart Way to Move Spot Market Freight—that was hosted by 
Loadsmart. Loadsmart is a digital freight technology company 
that automates quoting and booking of truckload freight.

Earlier this year as well, Kuebix and Loadsmart announced that 
every shipper in Kuebix can now access real-time Loadsmart 
spot quotes for truckload shipments in Kuebix’s load matching 
platform, Community Load Match. The collaboration builds on 
Kuebix’s existing integration with Loadsmart’s digital freight 
platform.

With the advanced integration, Caruso explained, when a user 
searches for a truckload spot rate in Kuebix Community Load 
Match a real-time Loadsmart rate appears that can then be 
immediately booked and managed in the Kuebix TMS. 

The addition of instantly bookable Loadsmart rates further 
enhances Community Load Match’s current contract and 
spot rate capabilities. Community Load Match’s rapidly 
growing carrier community from Trimble’s network of 1.3 

Among the many ways the COVID-19 pandemic forced changes 
on the North American freight transport industry has been to 
drive growth in spot market activity. The go-to place to post and 
find excess loads and capacity, the spot market is increasingly 
meeting truckload capacity challenges caused by ongoing 
supply chain disruptions.

Data from DAT Solutions, which operates the industry’s largest 
load board network, shows shippers and freight brokers 
posting more loads on the spot market at a time of year when 
demand for truckload capacity usually declines. In particular, 
load-to-truck ratios, which measure the number of available 
loads relative to the number of available trucks, have increased.

The elevated load levels are an indication of how freight trans-
portation stakeholders are using the spot market to address 
supply chain imbalances, which are the result of the pandemic’s 
impact on consumers and businesses. Managed correctly, the 
spot market can be a valuable means of supplementing existing 
capacity with reliable alternatives at favorable rates. 

For large enterprise and smaller shippers alike, however, 
meeting the challenges of moving freight effectively on the spot 
market takes a combination of actionable data and a scalable, 
intuitive transportation management system (TMS). Improved 
visibility into shipping processes—and analytics—make it 
possible to eliminate supply chain inefficiencies, noted Keith 
Caruso, operations manager at Kuebix, a Trimble Company.

 
 THE INTEGRATED APPROACH 
  to Navigating Supply Chain Disruption  
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 opportunities to grow 

Your Invitation to Join Community Load Match
Here is your chance to connect 
with shippers who matter to your 
business. Introducing Community 
Load Match from Kuebix, a Trimble 
Company. Community Load Match 
brings you new opportunities for 
spot and contract business and 
helps you build direct relationships 
with new shipping customers.

With a specially designed algorithm, 
being in the community puts your 
business name and reputation 
front-and-center to the right 
shippers, in the right lanes at the 
right times. 

By participating in Community Load 
Match, your company becomes 
well-positioned to compete for 
loads in real-time and generate 
more revenue. It’s how efficient, 
effective and moneymaking 
business transactions take place in 
the new decade.

“ The spot market still largely uses 
analog processes in a digital 
world. That leads to unpredictable 
performance, time-consuming rate 
discovery, a lack of visibility and 
reliability, and ultimately shipper 
frustration.”

— CASEY MONAHAN, 
DIRECTOR, LOADSMART

HOW COMMUNITY LOAD MATCH WORKS

Connect Directly with Shippers
Onboarding new customers is quick and easy once you 
become a Community Carrier. In minutes, shippers can 
add your carrier rate agreement to their Kuebix account 
for contract and spot opportunities. This enables the 
entire booking process to take place in the cloud in 
real-time for easy information tracking and updates.

Receive Load Tenders
As a Community Carrier, you will receive load tenders 
via email or integration to your TMS. Simply log in to 
view new activity and accept tenders digitally. For more 
advanced capabilities, Kuebix can also connect directly 
to your ERP system.

Improve Customer Service
Deliver the tech-enabled customer experience that 
today’s customers demand, including real-time 
information and visibility, by becoming a Kuebix 
Community Carrier.

 

SIGN UP. IT'S FREE

million commercial trucks offers access to contract rates for 
shippers and intermediaries with regular lanes. For small- to 
medium-size businesses (SMBs) and shippers with occasional spot 
requirements, Community Load Match provides competitive spot 
rates when shippers and intermediaries don’t have the volume to 
set up contract rates. For carriers, Community Load Match’s spot 
opportunities help to reduce empty miles when balancing lanes and 
repositioning assets.

“The spot market still largely uses analog processes in a digital 
world,” said Casey Monahan, director at Loadsmart during 
the webinar. “That leads to unpredictable performance, time-
consuming rate discovery, a lack of visibility and reliability, and 
ultimately shipper frustration.”

With Kuebix and Loadsmart together, Caruso and Monahan agreed, 
shippers don’t need a team of experts, or to devote time and 
resources to enable best practices for spot market freight. 

“The synergy between these two companies and their technologies,” 
Monahan added, “eliminates surprises, enhances the ability to 
address supply chain imbalances by moving freight on the spot 
market, and allows customers to focus on their core businesses.” «
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Supply chain visibility, according to Suriya Anjumohan, a 
transportation & logistics industry analyst at Frost & Sullivan, 
has become the most sought-after service by shippers and is a 
priority capability for logistics service providers. 

“With economies slowly reopening, shippers and logistics 
service providers are prioritizing transparency to attain 
operational efficiency and control costs,” Anjumohan wrote. 
“Freight visibility with data-powered tools helps shippers and 
logistics companies drive proactive management practices. 
Today, in the 24/7 digital world, it’s not just about having 
greater visibility for shippers; it has evolved to the need for 
real-time freight visibility to keep operations moving and on 
schedule.”

Coming Into Focus
Moving beyond simple track-and-trace solutions, Anjumohan 
noted that freight visibility is a mandatory business 
requirement for shippers and logistics and transportation 
service providers. And as soon as a shipment is scheduled with 
a carrier, stakeholders such as shippers, freight forwarders 
and end-customers prefer to have a single dashboard view for 
shipments.

Today, the focus is no longer on just shipment status but rather 
on access to more information about the condition of cargo in 
transit and real-time location, Anjumohan added. The reason? 
Actionable insights into off-schedule shipments help shippers 
make more informed decisions across the supply chain for 
improved operational planning, procurement operations and 
performance benchmarking, enhanced customer experience, 
and risk-mitigation strategies.

A higher level of strategic collaboration for integrated supply 
chain visibility among stakeholders such as logistics services 

providers, shippers, and freight brokers has been transformed 
from siloed applications into electronic data interchange and 
application program interface-powered solutions. Real-time 
supply chain visibility for freight management has become a 
reality for shippers and logistics service providers by leveraging 
technologies such as big data analytics and cloud computing 
platforms. 

Examples Abound
Focusing on these developments, Supply & Demand Chain 
Executive has published several articles on the subject. In 
one report, for example, Teradata Corporation, a provider of 
database and analytics-related software and services, advised 
seeing real-time data as an asset. “Companies that recognize 
the power of data and analytics and use them to optimize 
planning and operational processes to proactively manage 
unforeseen supply and demand volatility can maximize service 
to their customers and will lead the competition in the future,” 
it said.

In Supply Chain Vital Signs: What They Are and Why They 
Matter, The Boeing Company said supply chain companies 
need to focus on data and advanced analytics, as well as 
processes. “Data fuels the intelligent supply chain,” it stated. 
“Advanced analytics allow organizations to anticipate future 
scenarios and make better recommendations in supply chain 
planning, sourcing and transportation. Advanced analytics 
will help organizations become more proactive and actionable 
in managing their supply chains, both in taking advantage of 
future opportunities and avoiding potential future disruptions.”

The basic units of a supply chain are its processes, Boeing also 
related. “Siloed, difficult-to-use business systems complicate 
processes and hamper operations,” it wrote. “A well-defined 
process guarantees reliability.”

Freight transparency technologies, now a core requirement for 
transportation and logistics companies, are a key to success.

VISIBILITY’S  
PROMISE 
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What Sets Businesses Apart
Freight visibility technologies can also be a competitive 
advantage for carriers by differentiating services and 
capabilities from the competition. A visibility platform that is 
integrated with enterprise and transportation management 
systems provides added value that can help win new business. 
Perhaps more importantly, it can also set the stage for a 
customer relationship based on transparency and open 
communication.

When freight visibility technology is in use, employee 
satisfaction can improve as well. In its absence, sales, account 
management, dispatch and customer service personnel are 
chained to computers and phones. But with visibility tools, 
the information they need is pushed proactively throughout 
transportation and logistics operations, and can be delivered 
automatically to shippers and other stakeholders.

20/20 Vision
Improving shipment visibility is also valuable for brokers and 
third-party logistics providers (3PLs). For example, they can 
enable technologies that use integrated information to secure 
loads that fill gaps in their networks, resulting in additional 
revenue-generating freight and lower costs for shippers.

Better visibility into freight location also streamlines business 
processes for brokers and 3PLs. In particular, leveraging 
data from integrated transportation management systems 
and visibility solutions advances analytics capabilities for 
trend analysis, performance metrics reporting and proactive 
planning that helps reduce costs and keep customer service 
levels high.

As the demand for supply chain transparency increases from 
customers, transportation and logistics service providers can 
take advantage of advanced supply chain visibility solutions 
that have become easily accessible for even small and 
medium-sized companies with IT budget constraints. «

SAVE THE DATES
August 29-September 1
in.sight user conference  
+ expo 2021

LEARN MORE

No Load Goes  
Uncovered.
Match Truckload Freight  
with Empty Capacity

LEARN MORE

“ Siloed, difficult-to-use business 
systems complicate processes and 
hamper operations. A well-defined 
process guarantees reliability.”

—  Supply Chain Vital Signs: What They Are and 
Why They Matter, The Boeing Company
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In late 2019 and into early 2020, freight 
and logistics companies were wrestling 
with several challenges. It proved to be 
a feast-and-famine cycle. It led to freight 
carrying capacity shortages and gluts 
driven by tariffs, trade wars and disputes 
and their influence on manufacturing 
activity and inventory volumes. Also in the 
mix—consumer and business spending 
and demand for goods. Other areas of 
impact included the:

	■ Need to invest in premium equipment 
to attract and retain drivers

	■ Fuel price uncertainty

	■ ELD implementation and 

	■ Proposed Hours-of-Service rule 
changes. 

However, each paled in comparison to 
the wholesale transformation of the 
supply chain from the COVID pandemic, 
and its effect on transportation and 
logistics services providers. But, much 
like the truck drivers who haul vital 
freight across North America every day, 

It would be hard to 
find anyone who would 
disagree that 2020 was 
a year unlike any other. 
It would be equally 
difficult to find anyone 
who isn’t looking to 
leave in the rearview 
mirror a year marked 
by economic upheaval, 
a global pandemic with 
wide-ranging impact 
and a tumultuous US 
election cycle.

the most important thing to do now is to 
look forward.

In fact, as we navigate the first quarter of 
the new year there is promising news. Data 
from American Trucking Associations in a 
report on truckinginfo.com, for example, 
noted how “most major freight indexes 
continue to advance.” In particular, growth 
in intermodal loads is rising to record 
levels, driven by low retail inventories. In 
addition, data from the Institute for Supply 
Management indicates an expansion in 
manufacturing activity.

By Comparison
In the past, those levels have been seen as 
precursors of rising truck tonnage, espe-
cially for loads of consumer and essential 
goods. Freight carrying capacity remains 
tight. There are reports of increased 
confidence among trucking companies 
and that level of confidence has led to 
growth in truck and trailer orders.

In its 2021 Freight Market Outlook, 
third-party logistics company Sunset 

-CAUTION-  
What  
to expect 
in 2021
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Transportation, in conjunction with 
Stifel Transportation & Logistics Equity 
Research, presented its insight into 
the Q4 2020 and 2021 freight market, 
capacity, and ongoing COVID-19 impacts.

The year 2021 looks to be more complex 
with a fast-paced shift occurring in how 
freight moves across domestic and 
international markets, the companies 
related. Shippers should anticipate 
somewhat of a freight recovery, they 
said, but “COVID-19 changed everything 
about freight movement, and it did so at 
an incredibly rapid speed.” 

Among the changes that shippers and 
transportation operations should be 
aware of include that different freight is 
moving, with essential goods replacing 
non-essential items. It is also moving 
to different destinations on different 
modes with increases in ground freight 
activity seen among parcel, truckload 
and intermodal operations. A Last Mile 
strategy is now a must for shippers, 
they added.

What to Expect
For 2021, the companies said to expect 
growth in freight volumes next year as 
goods production recovers and more 
products flood the market. But while 
intermodal capacity is expected to 
help compensate for tighter truckload 
capacity, freight demand will be 
inconsistent in 2021, they added. Finally, 
they advised that e-commerce and 
rapid consumer delivery expectations 
will continue to impact freight costs and 
capacity availability so shippers should 
prepare multiple scenarios.

Challenges remain, of course. Results of 
the American Transportation Research 
Institute (ATRI) Top Industry Issues 
survey released during the American 
Trucking Associations’ Management 
Conference and Exhibition, identified key 
industry concerns, including the driver 
shortage, truck parking, driver com-
pensation and retention, and insurance 
costs. The not-for-profit research 
organization received responses from 
3,122 truck drivers, motor carriers and 
other industry stakeholders – an all-time 
record for the 16-year-old survey.

“For a number of reasons, 2020 [was] 
a tremendously challenging year for 
our industry and our country, but as 
ATRI’s survey lays out, there are a 
number of issues we must address in 
addition to the ones put in front of us 
by this pandemic,” said ATA Chairman 
Randy Guillot, president and CEO of 
Southeastern Motor Freight and Triple G 
Express Inc. “From finding and keeping 
qualified drivers to the increased costs of 
insurance and burdens imposed on our 
industry by unwarranted lawsuits, ATRI 
has identified the issues our industry 
cares most about and outlines plans for 
how we can solve them.”

What Lies Ahead
Still, by many accounts it appears 
that 2021 holds significant promise 
for the trucking industry. Americas 
Commercial Transportation (ACT), in 
its latest North American Commercial 
Vehicle OUTLOOK, projects 2021 to be a 
transition year. That conclusion is based 
on the anticipation of global economic 

recovery from the negative impact of 
COVID-19. As a result, the demand for 
North American commercial vehicles 
will continue to increase. 

While ACT's President and Senior 
Analyst, Kenny Vieth, acknowledged 
that there isn't a clearly visible forecast 
for 2021, he did point to several factors 
that could signal that a strong year 
is ahead. The combination of a 
structurally sound economy that was in 
place prior to the coronavirus sweeping 
through the country, ample government 
support and a great deal of pent-up 
demand for products and services of 
all types appear to be the ingredients 
needed for the economy to rebound.

Even though shippers are still strug-
gling, it's imperative that they start 
thinking about all of 2021 now, ACT 
also noted. Though the recovery rate 
is expected to be relatively slow for the 
rest of 2020, once the new year arrives 
don't be surprised to find that 2021 
starts off strong.

There remains significant uncertainty 
about what lies ahead. Yet across the 
industry there is general consensus 
that 2021 will be a positive and  
profitable year. «

“ ... From finding and keeping qualified drivers to the increased 
costs of insurance and burdens imposed on our industry 
by unwarranted lawsuits, ATRI has identified the issues our 
industry cares most about and outlines plans for how we can 
solve them.” —  RANDY GUILLOT,  

ATA CHAIRMAN, PRESIDENT AND CEO OF SOUTHEASTERN 
MOTOR FREIGHT AND TRIPLE G EXPRESS INC.
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As I prepared for semi-retirement, I 
found myself reflecting on how much 
truck transportation has changed 
since I first entered more than 50 years 
ago. After many trips down memory 
lane, I summarized a few of the most 
compelling changes that are continuing 
to impact our operations today. 

The most obvious change is the 
increasing complexity of our vehicles. 
Advancements in vehicle technology are 
driving our industry at a frenzied pace 
on so many fronts. It is hard to argue 
with the results as trucks of today are 
aerodynamic computerized marvels on 
wheels with all the comforts of a modern 
passenger car. They do all this while 
more than doubling the fuel economy of 
the trucks I first drove many years ago.  

One of the many positives coming from 
the increasing complexity of our vehicles 
is their ability to generate tremendous 
amounts of data, which can help us 
make better repair and operational 

decisions. When I first started 
repairing trucks many years ago there 
was limited record-keeping or analysis 
performed to aid in the decision-
making processes. Instead, most 
fleets were managed by experience 
or just went by gut instinct. That all 
changed with the rise of spreadsheets 
and computerized systems. There is 
so much data available today, from so 
many sources, the challenge is how 
do we collect it and turn it into useable 
information. 

As far as we have come in the last 50 
years with vehicle technology, I am 
truly in awe of where we are heading. 
While VP of Fleet Services with Ruan, 
I explored several alternative energy 
technologies and I believe it is possible 
that in just a few short years the 
unthinkable may happen; diesel may 
not be the dominant energy source 
in the future. With advancements in 
electric and hydrogen technologies, I 

see one or both technologies eclipsing 
the diesel engine as the preferred 
power plant. I am excited and 
encouraged as to how this move away 
from hydrocarbons will improve our 
industry and environment.  

As I look back on the standard 
practices from when I began, I 
cringe at the impact we had on our 
environment. As a teenager, I worked 
in my grandfather’s shop, servicing 
trucks, and it was standard practice 
to dump used oil and filters out on 
the ground or provide it to the local 
county who used it to control dust on 
gravel roads. I also remember riding 
with my grandfather following one of 
his other trucks and him taking pride 
in its performance evidenced by the 
black smoke and fire coming from its 
exhaust. Today, I am happy to say we 
are embracing sustainability and are 
committed to improving the air we 
breathe and the water we drink. 

 Career Notes: 

 The Maturation  
 of Fleet                
 Maintenance      

by Guest Columnist James L. Cade, Principal

I have officially semi-retired in 2020, meaning that I 
have disengaged from my full-time career role at Ruan 
to pursue another passion. Specifically, I am now working 
with fleets to develop younger fleet managers and 
participate in short- to medium-term project.
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The increasing complexity of our 
vehicles, and our focus on sustainability, 
has required the role and skills of 
the people maintaining our vehicles 
to change as well. My first job 
was lubricating the chassis of my 
grandfather’s small fleet each weekend, 
where I was often referred to as a 
“grease monkey.” A few years later, I 
beamed with pride when someone first 
referred to me as a “mechanic.” 

Not much later, I moved into 
maintenance management and 
eventually came to lead the 
maintenance services of the largest 
truck leasing company in the world.  

As VP of Maintenance for Ryder, I 
realized that the role of a “mechanic” 
had an image problem. To many 
people, the title of “mechanic” was still 
associated with terms such as “grease 
monkey” or “shade tree mechanic” 
despite the evolving skills and tools 
required to maintain our vehicles. This 
image problem continues to be the 
basis of today’s shortage of qualified 
repair people in our industry. For this 
reason, I support changing the name 
of “mechanic” to “technician” which 
accurately reflects their role. Just 
changing a name, however, is not the 
end-all solution to the image problem. 
We as an industry, need to celebrate and 
recognize the skills of our technicians 
to encourage further development. By 
recognizing their achievements, we will 
also highlight the importance of the 
technician’s role and help draw in new 
recruits to our ranks. 

     — JAMES L. CADE

“ There is so much data available today, from 
so many sources, the challenge is how do we 
collect it and turn it into useable information.”

WHAT’S NEW? 
Visit Our Website

CARRIERS

With five decades of experience in 
maintenance, James L. Cade is principal of 
his new venture. Assets & Maintenance 
Insights (AMI) is focused on assisting 
fleets in lowering the Total Cost of 
Ownership (TCO) of assets. AMI accom-
plishes this by providing fleet management 
expertise based on need. Available services 
are either project-based or providing 
short- to medium-term fleet leadership 
services until more permanent solutions 
are put in place. 

INTERMEDIARIES

SHIPPERS

Although I am looking forward to 
semi-retirement, there is also a piece 
of me that is sad to walk away from 
my day-to-day fleet management 
responsibilities. Although I have had 
ups and downs along my journey, I 
thoroughly enjoyed helping to shape 
our direction and preparing the next 
generation of leaders. There are 
exciting challenges for our industry in 
the coming years, but I know we will 
rise to meet them just as we have over 
the past 50 years. «
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