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Where do most of your profits come from? New or
used trailer sales? From service, leasing or parts? At
the recent NTDA Trailer Sales Workshop in Omaha,
NE, attendees spent two days evaluating sales tools,
commission structures, sharing best practices, and
reviewing methods to capture the full value of
customer relationships. Potential new business lines
were also part of the discussion. However, one area
that struck many attendees was the impact of internal
operational practices on overall profits.
In mature industries, where pricing is highly
competitive, the location, product brand and size of the
business combined have less impact on profit going
forward than internal operational practices.
Are your internal practices optimized? To grow
your company, extend your market footprint, enter
new lines of business, increase wallet share and
reach out to new customer segments, you need to
understand where your costs are misaligned, what

drives performance of your staff, particularly your top
performers, and know where results are lagging.
The NTDA Market Outlook is designed to help you
grow your business. Each quarter, we offer information
on the market, new technologies, new customer
segments, ways to optimize operations, reduce costs,
sell more, and embrace change.
Trailer sales continue to set records but that won’t
always be the case, and this industry continues to
evolve, sometimes at hyper-speed. We want to help put
you ahead of these changes.
Every issue of NTDA Market Outlook will deliver new
tech, actionable data, and useful charts, analysis and
stories impacting the trailer industry. As always, the
NTDA welcomes your feedback.
To submit articles or to advertise in this exciting
new publication, contact NTDA President Gwen Brown
toll-free at 1-800-800-4552, direct dial (810) 229-5960,
mobile (810) 844-3124, or e-mail gwen@ntda.org.
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The Trailer Economy — Q4 2018
By Brian Hall
NTDA Public Relations & Meetings Manager
Freight Transportation Research (FTR)
announced September 2018 trailer orders of
56,000 units, a massive 133% year-over-year
increase. Then we nearly witnessed a repeat
with 53,000 units ordered in October. Trailer
orders over the past 12 months (Nov. 1, 2017–
Oct. 31, 2018) now surpass 423,000 units. Expect
strong demand to continue.
According to Don Ake, Vice President,
Commercial Vehicles for FTR, four of the last six
years have been among the highest ever for
trailer builds. Nonetheless, he expects 2018 to
be a record year with 2019 just barely missing
that number:

Year

Trailer Orders Forecast

2018

310,500 * Record

2019

310,000

2020

285,000

2021

270,000

2022

260,000

Into 2020, most signs for trailer sales — and
the overall economy — are positive with trailer
production nearing or surpassing record levels.
In fact, William A. Strauss, Senior Economist with
the Federal Reserve Bank of Chicago, expects
the overall economy to grow through 2021,
albeit not at the pace of 2018 and 2019.
In addition, FTR projects Class 8 truck orders
in North America to total 315,000 in 2018 and
350,000 in 2019, a record for heavy truck orders.
Amidst all this good news, however, the
Federal Reserve continues to increase interest
rates. In September, it increased the fed funds
rate from 2% to 2.25%, the highest since April
2008. This is the eighth increase since December

September 2018 trailer
orders of 56,000 units,
a massive 133%
year-over-year increase.

Into 2020, most
signs for trailer
sales — and the
overall economy — are
positive with trailer
production nearing
or surpassing
record levels.
2015, and they intend to continue raising rates,
at least once more in 2018 and likely three times
in 2019.
The Fed stated that GDP will grow 3.1% in
2018, then go slightly lower, with 2.5% growth
expected in 2019, 2% growth in 2020, and about
2% in 2021.

SPURRING TRAILER
MARKET GROWTH
•

The overall economy
should continue growing
through 2020.

•

Trailers are being used
as mobile warehouses as
e-commerce continues
to grow.

•

Telematics and logistics
are improving loading/
unloading efficiencies,
enabling more deliveries
— increasing trailer
demand.

•

The federal electronic
logging device mandate
is limiting driver hour
and turns and could spur
additional trailer sales.

Continued on Page 3…
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The Trailer Economy — Q4 2018
TRAILER SALES TAILWINDS

TRAILER SALES HEADWINDS

Business investment is expected to remain robust into 2020.

Expect interest rates to continue to climb through 2019.

A possible massive infrastructure bill in 2019 or 2020 could boost GDP
growth — and consumer demand — significantly.

Rising oil prices.

The Class 8 truck sales and truck build forecasts are robustly positive
(350,000+/year into 2020).

Trade tariffs and trade wars.

The driver shortage appears to be easing.

Signs that industrial manufacturing and hauling are slowing,
albeit still in positive territory.

Low unemployment is fueling demand for more consumer goods.
FTR estimates 90,000 trailers from the late-1990s need to be replaced.
Faster loadings — technology and processes are improving cargo
management and fewer empty miles.

Value of North American Freight
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Industrial Production Index
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But industrial production continues to stay positive
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BUILD LASTING VALUE
Strengthen your trailer dealership with solid advice
and industry experience you can use.

WEALTH ADVISORY | OUTSOURCING | AUDIT, TAX, AND CONSULTING
Investment advisory services are offered through CliftonLarsonAllen Wealth Advisors, LLC,
an SEC-registered investment advisor. ©2018 CliftonLarsonAllen LLP | 26-0579

Bret Kruse | 314-925-4332
Tim Reynolds | 913-491-6655
CLAconnect.com
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Know Your (Future) Customers — Millennials
By Brian Hall
NTDA Public Relations & Meetings Manager
Millennials are not children. “Millennials” is the
term given to those born between 1981 —
when Ronald Reagan first became President
— and 1996. That’s when Bill Clinton was
re-elected to serve his second term. That means
millennials are between 22–37 years old. More
importantly, millennials are about to become
your next employee and soon your biggest
buying target.
Millennials have surpassed Baby Boomers as
the single largest generation. Millennials are
62 million strong, with about 56 million in the
labor force.
Millennials mostly came of age during the
Great Recession, meaning they may have less
money at their disposal than expected, and
they are not at all eager to spend needlessly.

They are the first true Internet generation
and use smart phones and the Internet as a
primary means of conducting both business
and personal affairs. They are always on,
always connected, and expect a response
immediately. CAUTION: MILLENNIALS DON’T
THINK LIKE YOU.

Millennials helped elect Barack Obama and
embrace the notion of diversity in schools,
in communities, and in the workplace. Since
you are going to employ many millennials
and since many millennials will soon buy your
products, the NTDA took a deep dive into how
they think, act and what they want.

Know Your Millennials
Market Size

Millennials are the largest demographic in the workforce! There are about 62 million millennials in the U.S., with
about 56 million active in the labor force. By contrast, there are about 53 million Gen X workers and only now about
41 million Baby Boomers.

Digital Learners

Millennials say they learn more from using technology (e.g. smart phones, Internet and online classes) than from
direct interactions with people. That means smartphone apps, Web sites, social media presence, online surveys, and
the like are critical to how you conduct business.

Constant Feedback

Millennials prefer regular feedback over annual reviews. Millennials also think feedback should go up, not just
down — they believe criticizing their boss or company policy is acceptable.

Over-sharers

Millennials are much more likely than older groups to tell co-workers exactly how much they make — and possibly
to demand that companies make salaries/benefits publicized throughout the company. One survey found that 30%
of millennials discussed their pay with co-workers versus just 8% of Baby Boomers.

Hustlers

By some measures, nearly 1/3 of all millennials work a side business in addition to their regular job.

Savvy Investors

Millennials came of age during the 2008 financial crisis and saw their job prospects and their parents’ nest egg
decimated. This makes them careful spenders but also more eager to invest in more sophisticated and potential
“home run” investment opportunities.

Debt Haters

The high cost of higher education plus entering the work force during the great recession has led millennials to
focus on minimizing debt wherever possible.

Flex Time

Millennials care more about flex-time and “work life balance” than a promotion. The 9:00 a.m.–5:00 p.m., Monday–
Friday tradition may not work for many of them, even in sales.

Tech Focused

According to Pew Research, 97% use the Internet, 92% use a smartphone, 64% use a tablet, and 85% use social
media. These percentages are all far ahead of Gen X, Boomers, and others.

Highly Educated

Forty percent of millennial workers have at least a bachelor’s degree.
Continued on Page 5…
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Know Your (Future) Customers — Millennials

To understand
millennials, remember
these three core
millennial values:
1) Thrift
2) Technology
3) Diversity.

TRAINING MILLENNIALS
According to the Pew Research Center, 10,000
Baby Boomers retire every day, and have since
2011. This pace will continue until 2031. That
means we are about a decade away from an
entirely different workforce — and buying
contingent — from top to bottom.
Another pressing issue facing trailer dealers,
OEMs and other companies, is that millennials
are techies, but not necessarily technical.

7

Millennials grew up during a strong
emphasis on college and a de-emphasis
on vocational training. This may require
additional effort on your part to hire and
train staff with the necessary skills for your
business. If you do find workers with the skills
you need, you may have to compete harder
for them.

Millennials Are Cautious Buyers
Peer Reviews

According to a study in Forbes® Magazine, millennials are much more likely to buy — or not buy — based on online
reviews and what friends and colleagues tell them about a product or business. Similarly, millennials appreciate
when a business makes it easy to leave a review or promote their purchase with friends and colleagues.

Limited Funds

Millennials graduated with disproportionately high college debt and entered a poor job market and economy.
Together, these have saddled this group with large amounts of debt and made them cautious spenders.

New Credit

Because of their concerns about adding more debt, many millennials prefer payment options spread over months
or years, but without compounding interest and no hidden fees.

Value(s) Shoppers

More so than older persons, millennials buy from companies they believe have values that align with theirs. How
you treat your employees, your suppliers, where your product is made, and even the values of the owners all
matter.

Social Media

Millennials learn about your company, products and even customers via Facebook and other social media more so
than most other communications channels.

Individuality

Despite all the above, millennials view themselves as each unique and are appreciative of companies that treat
them as such. They also prefer to buy products that they view as being on the cutting edge.

Less And More

White millennials believe they will be financially worse off than their parents. They buy, plan and act accordingly.
However, minority millennials believe they will be better off than their parents.

w w w. n t d a . o r g
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How Blockchain will Impact Trailer Dealers
By Brian Hall
NTDA Public Relations & Meetings Manager
You may have heard of blockchain or bitcoin.
The two are closely related. Blockchain is a
highly secure method of digitally recording
and verifying transactions or accounts.
Bitcoin is the “reward” received by those
who contribute their computing power to
maintain the blockchain. That is, to make sure
that every record is correct, verifiable and
immediately accessible.
Bitcoin is a cryptocurrency — digital
money that can be used to buy and sell
goods online. It’s possible that in the nearfuture, your business will buy, sell or even
pay staff in bitcoin. However, it is much more
likely that within just a few years you will
be using blockchain in some area of your
business.

Bitcoin is secure
digital money based
on blockchain
technology
Blockchain requires computer processing
and cryptography to function, but it is easy
to understand: it is a widely distributed and
unalterable ledger of online transactions.
These transactions can include anonymous
purchases online, the purchase record of a
semi-trailer, the complete history of a trailer’s
service repair, title of ownership, nearly
anything. Using blockchain means the data
cannot be changed or deleted, even when
it involves multiple parties who may or may
not know one another. This means that

BENEFITS OF BLOCKCHAIN
•
•
•
•
•
•

Secure
Trusted
Digital
Transparent
Records cannot be altered
Records are always available
and verifiable

buyers and sellers can safely engage in online
transactions, which are typically much faster
and cheaper to process, and easier to store,
retrieve and share than traditional methods.
Blockchain gets its name from how it
works. Multiple transactions are bundled
into what’s called a “block,” and this block
has a timestamp, and the block is then
immediately appended to all the previous
blocks that occurred before it. Together,
the blocks form a “block chain.” It is nearly
impossible to alter or delete even a single
block in a blockchain, and any attempted
change would impact every other block in
the chain, immediately triggering a red flag.
That makes blockchain a secure method
of documenting business transactions,
ownership and service records.
Blockchain is a great vehicle for enabling
transactions between multiple and even
anonymous parties, without the need of a
(costly) third-party intermediary to verify,
record and/or process the transaction.
For example, using the blockchain to buy
a house would mean there is no need to
have a bank verify available funds, no need

for a title company to run a title search, no
costly legal fees to validate claims. All that
information has been previously verified and
is secure and unchangeable. This means far
lower costs and paperwork for all facets of
commerce.
Along with computer processing and
cryptography, the other key element of
the blockchain is that it is a distributed
record. Hundreds, thousands, even millions
of computers can maintain a copy of the
blockchain. Hack one computer or even a
group of computers or try and alter even a
single element of a single transaction in just
one block, and that copy of the blockchain
no longer matches all the others — signaling
it’s been tampered with and is no longer
usable. There is no single point of failure.
USES OF BLOCKCHAIN
The blockchain creates a secure, verifiable
record of a transaction, a business process,
and of the many steps and interactions
involved. That makes it perfect for digital
records management, auditing, titling, and

Figure 1: All transactions form a continuous chain of blocks. Image by CapitalOne DevExchange.

Continued on Page 7…
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How Blockchain will Impact Trailer Dealers
SHOULD YOU INVEST IN
BITCOIN?
Bitcoin is what enables the blockchain to function. Bitcoin is digital money (cryptocurrency)
and can be used to buy and sell goods online.
Some also buy and hold bitcoin as an investment.
BE CAREFUL

SAMPLE BLOCKCHAIN
APPLICATIONS
•
•
•
•
•
•
•
•
•

Title of Ownership
Bill of Sale
Proof of Registration
Signed Contract
Personal Identification
Track Ownership History
Track Service/Repair History
Inspection Proofs
Promote fractional interest
in assets — multiple parties
can verify their percentage
ownership and sell their 		
shares at any time.

more. With blockchain, it’s not just about
faster, more secure digital transactions, but
knowing that the transaction is verifiable
at any time, which reduces the uncertainty
about what to buy, or who to buy from,
or with whom to conduct business. The
record of origin, service, maintenance and
ownership of a trailer, for example, can
be immediately authenticated once the
blockchain is commonplace.
Blockchain supports virtually any
transaction that requires cash, credit or
paperwork. Because the blockchain is
essentially unalterable, any transaction

recorded to the blockchain creates
a permanent record. This means, for
example, if a customer purchases
a used trailer, all prior transactions
involving that trailer can be verified:
the history of any service or repairs, the
legal proof of ownership, where it was
manufactured and when, all the states
in which it has been registered, and
so on. This doesn’t mean anyone can
know the people associated with these
records, however. Blockchain supports
anonymity of transactions. However, since
it is an unalterable, historical record, any
challenges to the authenticity can be
easily disproven.

Blockchain is a secure,
unalterable record of
transactions.
BLOCKCHAIN IN DEVELOPMENT
There are three types of blockchain
networks: public, private and consortium
blockchains. With a public blockchain,
anyone can conduct transactions and
the record of that transaction is “written”
onto the blockchain. This is how bitcoin
works. Anyone can buy, sell or make
purchases using bitcoin and a record of
those purchases — the money spent — is
permanently recorded.

While the price of bitcoin has skyrocketed over
the past two years, it is still a highly speculative
investment. A single bitcoin was valued just
below $800 in November 2016, reached almost
$19,000 in November 2017, and currently hovers
around $6,400.
Bitcoin and blockchain are intertwined.
Blockchain is the means of securely recording
and verifying online transactions anonymously
between multiple parties that may not
regularly do business with one another. This
requires a great deal of computing power
across potentially millions of computers to
ensure complete confidence in the records. To
encourage development of this global, public
blockchain — in other words, to contribute
computing resources to verify the accuracy
of all transactions — persons who devote
computer resources to the effort are rewarded
with bitcoins. That’s why some call them “bitcoin
miners.”
Because there is a limited number of bitcoins
(no more than 21 million), and because they can
be used as anonymous cash online, they have
value. Nobody really knows what that value is or
should be. Thus, the price can fluctuate wildly.
Bitcoin have also been used for illegal activities,
leading some to speculate that governments
may try to ban their use. (Bitcoin is already
banned in China.)
Some experts believe giant digital companies
like Facebook, Google or Amazon may simply
offer their own blockchain-like services free-ofcharge (just like they offer e-mail and search
at no charge), and this could cause the value
of bitcoin to plunge because nobody will then
use the public blockchain, which supports
bitcoin. Another worry: Storing your bitcoin. It’s
theoretically possible for someone to hack your
“bitcoin wallet” and steal all your bitcoin.
You can purchase Bitcoin through popular
digital trading platforms like Coinbase or
Robinhood.
Continued on Page 8…
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How Blockchain will Impact Trailer Dealers
Continued from Page 7…
A private blockchain is restricted to only
those registered on a designated network.
For example, in theory Facebook could
operate a blockchain available only to those
registered on its site, where users could
conduct business securely, but only within
the Facebook ecosystem.
A consortium blockchain is best suited for
when multiple related parties are involved.
For example, a theoretical freight consortium
blockchain would be used to record when
a product is shipped, purchased, serviced,
when the goods are loaded, unloaded, when
an inspection occurs, and so on. Everyone
that is part of the consortium can have
their transactions written to the industry
blockchain, and any previous actions can
be verified. This could prove useful for the
building, buying and servicing of trailers
across North America, and for the shipment
of goods throughout the region, with a
private blockchain verifying each drop-off,
point of origin, bill of sale, and so forth.
IBM already has over 1,000 employees
building industry-specific consortium
blockchains. A food safety blockchain in
development records where a shipment
of food comes from, like bananas from
Columbia, for example. Who took shipment,
when, where was the food dropped off, who
inspected it, where was it shipped out to,
which stores took possession of it, and when
was it sold to customers, are all recorded
onto the blockchain. This creates a digital
“paper trail” that can be instantly reviewed in
case of issues involving food spoilage, illness,
or other concern. It is cheaper and more
accessible than using paper records, and
more secure.
UPS DEVELOPING A BLOCKCHAIN FOR
SHIPPING
UPS is developing a blockchain for shipping.
Freight and logistics in the U.S. are valued
at nearly $2 trillion annually, and within this
ecosystem are countless levels of paperwork,
review, sign-offs, errors, lost documents and
fraud. If there’s a problem, an audit, a fight
over ownership, the unalterable records in
the blockchain should effectively and at less
cost determine what’s correct.
UPS is a member of the Blockchain in
Transport Alliance (BiTA), which seeks to
develop blockchain technology standards
and awareness of blockchain for the global

Figure 2: Bitcoin is the reward for verifying blocks in the blockchain. Bitcoin is a highly volatile
investment.
shipping industry. Together, the goal is to
have a highly accessible, trusted digital ledger
which contains a record of every interaction
across the supply chain.
HOLDING IT BACK
Several issues are holding back widespread
use of blockchain. Since it is a decentralized
virtual network, it cannot process financial
transactions at the speed or scale of current
private networks, like Visa, for example.
Regulatory uncertainty about who may use
blockchain, and how it will be accepted in
courts, is another pressing concern. With
blockchain, multiple parties are involved,
some known, some unknown. This scares off
many businesses and government entities.

For all its promise, today’s blockchain is like
the very early days of online computing, when
AOL was king, and the Internet was used only
across a few college campuses.
While the spread of blockchain technology
seems to be inevitable to some, much like
HTTP and the Internet were 20 years ago,
it has still not reached a tipping point, and
very few companies are using blockchain
to conduct business or maintain records.
However, the promise of fewer errors, less
paperwork and a radical drop in costs
associated with completing a deal continues
to spur blockchain activity by venture
capitalists, technology companies and those
hoping to create an industry platform for
effective record keeping.

Insurance Solutions for the Trailer Industry

NTDA-Preferred
Insurance Program

Property
General Liability
Product Liability
Workers’ Compensation
Crime/ERISA
Umbrella/Excess
Dealers Open Lot
Garage Liability
Garage Keepers
Personal (home, auto, etc.)
Employment Practices Liability

Becky Harding, CPCU
Director of Association Programs
844.784.4438 | bharding@jdfulwiler.com
www.jdfulwiler.com

This NTDA-preferred program has
availability for all companies, regardless
of size. We provide consistent
underwriting guidelines you can count
on from underwriters who are experts
in the trailer industry.
At JD Fulwiler & Company Insurance
we are dedicated to serving NTDA
members and affiliates with
our specially-designed
Trailer Dealers Assure program.
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Trailers for a Greener Future
By Brian Hall
NTDA Public Relations & Meetings Manager
Trailers are not self-propelled and have
no engine, so do not emit greenhouse
gasses (GHG), though optimizing loads
and using the latest tech for trailers can
have a significant impact on truck fuel
usage and GHG emissions. As freight
hauled by semi-trailers grows in volume
and value, what trailers offer to aid

trucking efficiency and improve the
environment becomes more important
than ever.

TECHNOLOGY

WHAT IT DOES

Fuel savings numbers from the North
American Council for Freight Efficiency

GREEN BENEFIT

LRRT

Low rolling resistance tires (LRRT) reduce the
LRRTs can save 1%–3% of fuel usage, a sizable
friction between tire and road, thus decreasing savings with the added benefit of reducing carbon
the energy required to pull the trailer.
emissions.

WIDE-BASE SINGLE TIRES

Wide-base tires offer appreciable fuel savings
over multiple standard tires, though issues
regarding long-term reliability could limit
payback.

Wide-base tires can save 2%–4% of fuel usage.

TRAILER SKIRT

A trailer skirt, also called a fairing, reduces
drag, which saves fuel and lowers emissions.
Trailer skirts are typically made of plastic or
fiberglass.

Fuel savings are estimated at 3%–7%, meaning they
reach payback in less than two years.

TRAILER TAIL

Like a trailer skirt, the trailer tail reduces drag,
which cuts fuel usage. Also like a skirt, they
achieve optimum savings on long-haul routes.

Fuel savings are estimated at 4% or more, meaning
they reach payback in less than two years.

GAP REDUCERS

Gap reducers attach to the front of the trailer
to minimize the gap between tractor and
trailer, reducing air turbulence and drag.

Gap reducers offer a minor but consistent fuel
savings of more than 1%.

SOLAR PANELS

Solar panels are installed on trailers for
multiple benefits. To help power the “hotel
load” for drivers who sleep in their cabs and
require power for HVAC and other comforts.
To power telematics systems that allow fleet
management and logistics hubs to know
where a trailer is, what is its load, and where
it can be sent. Solar is also used to aid in the
operation of liftgates and to help start reefer
engines, cutting down on diesel emissions.

Varies by usage and location.

AUTOMATIC TIRE INFLATION
SYSTEMS

These popular devices are becoming
widespread in use and offer a typical payback
time of under two years.

One percent fuel savings.

CARGO MANAGEMENT

Cargo management software tools help
optimize trailer usage, meaning less “empty
miles” where a trailer isn’t fully (or at all)
loaded to capacity.

An American Transportation Research Institute
study found 15%–20% of for-hire fleet miles were
essentially “empty miles” with the truck hauling
an empty trailer. That’s a massive waste of fuel.
All fuel saved isn’t just good for the economy but
good for the environment.

w w w. n t d a . o r g

ship smarter
NTDA members save on small package,
LTL, and full truckload shipments
Enroll today at
PartnerShip.com/94NTDA

14

w w w. n t d a . o r g

Preparing for a New Normal in the Trailer Industry
Trailer sales are as good as they have ever
been, and trailer builds are setting records.
Freight Transportation Research (FTR) expects
this year to be a record for trailer builds, at
310,500, with next year almost a repeat, with
310,000 orders. However, the great times
cannot last forever. That said, many industry
pundits do think that even when the market
inevitably slows, the industry will reset to a
“new normal.”
The reason for this widespread view is
that semi-trailers remain the best value in
the industry and in transportation, and will
continue to be so, even as the economy
undergoes significant changes. Put simply,
the economics will to continue to favor
truck freight into the foreseeable future with
trailers carrying the bulk of the economy’s
goods.

Factors responsible for the trailer
industry’s new normal include:
• Economy: The expected long-term growth
of the national and global economy
• Amazon: E-commerce for consumers and
business will continue to expand — e.g.,
the “Amazon effect”
• Evolving Delivery: On-time delivery, lastmile delivery, new distribution hubs and
the evolving modes of freight delivery
favor trucks and trailers
• Fuel: Prices are expected to remain 		
relatively stable
• Green Tech: Technologies including skirts
and solar panels that reduce greenhouse
gas emissions are being rapidly adopted,
particularly in new trailers, and these en
courage more trailer use
• Driver Tech: Autonomous trucks and
platooning will help put more trailers on
our roads
• Refrigerated Goods: Growth and
innovation of products requiring
refrigerated transportation, including
new food services and pharmaceuticals
• Better Data: Data-driven platforms that
offer a better means of connecting trucks,
drivers, trailers and distribution points
make trailers an even better value
• Mobile Warehouses: The rise in use of
trailers as mobile warehouses, connected
to the growth of e-commerce and the
demand for rapid delivery.

Just because the trailer industry is
expected to reset to a new normal, does not
mean that trailer dealers should continue to
do business as before.
The recent NTDA Trailer Sales Workshop in
Omaha, NE brought together sales managers
and trailer sales staff with a combined
240 years of sales experience. Along with
discussions of operational excellence,
improving sales performance and identifying
new metrics to measure performance, two
other areas to optimize growth emerged:
1. Devising the best sales commission plan
for individual staff and the overall team.
2. Determining what incentivizes new
employees — it’s not always only money.
SALES COMMISSIONS
A lively discussion during the
trailer sales workshop came from
examining the sales commission
plans that work for some trailer
dealers, and those used in other
industries. These include:
•
Salary + commission: This is
common throughout the
industry.
•
Salary + quarterly bonus: With
bonus based on quarterly gross
sales.

•

Salary + split commission:
Where the commission is split by
the lead sales, say 85%, and with the
rest of the team, 15%. This works in
environments where the entire team
provides some level of administrative
support and prompt, happy delivery.
•
Commission only: May work for select
performers, though best suited in a
market where products and services are
highly differentiated.
Determining which structure works best
for your sales team requires additional
considerations.
Who sets the sales price? What is the true
scope of your territory? Do sales members
fully trust the calculations that lead to the
final number? Another consideration, should
there be a commission at all?

Continued on Page 11…
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Continued from Page 10…
The automobile industry is moving toward
this model, where dealers sell with little
markup but seek to increase sales volume and
expand maintenance and service offerings.
Best Buy uses a model where sales staff
become product line experts, knowing
everything about the newest televisions or
laptops, for example, to ensure the customer
gets exactly what they want. These associates
operate on salary, receiving no commission,
or possibly salary and a bonus based on
overall department goals.
MONEY NOT THE ONLY INCENTIVE
The Best Buy model is becoming appealing
as millennials enter the labor force and take
on new sales positions. Turns out, many
millennials are skeptical about the fairness of
complicated commission formulas. Plus, they
like being a product expert more so than a
salesman. In addition, they seek a work-life
balance that may limit some of the aggressive
tactics and hours that many older sales
members relish.
Reminder: The pay and commission plan
that works for your sales team now may
not be best going forward, that was a key
takeaway of the workshop discussion.

OWNING YOUR CUSTOMERS
Not lost in the workshop discussion over the
best pay plans for each trailer dealer was the
acknowledgement that every customer your
sales team sells to is your customer.
This means that all the relevant information
about that customer, every interaction, every
purchase and request, all the concerns they
had and what they liked most and least from
their experience should be captured and
accessible from within your CRM.

How do you get your
top performers to input
all that information into
your sales platform?
There were many considerations, but all
agreed that it’s imperative to capture that
data. What happens with that customer if
your sales associate leaves? Some attendees
stated that their sales representatives
are extremely protective — some even
maniacally territorial — of their customer
records and keep that data in their own Excel
spreadsheet and will not share the data in
the company’s CRM system. They seemed
to think this practice is fine if the sales rep
is a good one. Remember though, the sales
representative does not own the customer
data — the company does. Do you have
something in writing that states your sales

rep cannot take your customer data with him
or her if he or she leaves the company?
Your company may want to restrict
access privileges by user to certain accounts
or to sensitive data. More importantly,
your company should ensure its account
information is safe. Are multiple, unprotected
Excel spreadsheets the most reliable way to
manage your data? Internal policies regarding
CRM systems and data management should
be set from the top down so that leads,
contacts, cases, opportunities, customers
and other ancillary records are professionally
maintained and mined to their maximum
potential.
The company should be able to mine
customer data and improve it. How can you
improve the sales experience if you don’t
know what the experience was like for your
customer(s)? If you want to construct a more
complete profile of your customers — who
they are, where they are from, what prompted
their purchase — and especially if you want
to increase “wallet share” of your customers,
you need that data.
Some sales members may balk at this.
However, there may be no better time to
implement changes than when times are
good.
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Measuring ELDs Impact on Trailer Sales
The electronic logging device (ELD) mandate
that went into effect earlier this year requires
drivers to log their total hours of service. This
includes time on the road, break times, even
the time spent waiting for a trailer to be unloaded. One of the many benefits of the ELD
mandate is that it could also spur additional
semi-trailer sales.
There are nearly 1.9 million truck drivers
in America. It’s not an easy life. Median pay
is about $43,000 a year, and drivers are often
away from their family for days or weeks at a
time. There are also lots of rules. The FMCSA
states drivers may not work more than 14
straight hours, and no more than 11 of these
may be driving (drivers also spend time unloading, loading, completing paperwork, and
other tasks). After this 14-hour shift, drivers
must be off-duty for 10 consecutive hours
before starting work again. Drivers are also
limited to driving no more than 60 hours in
seven days or 70 hours in eight days, and they
must have a 34-hour break before starting
another seven- or eight-day shift. It’s a hardcharging, logistical puzzle.
It’s also hard to document compliance.
That’s why back in 2012, Congress passed
the “Moving Ahead for Progress in the 21st
Century” act — commonly referred to as
MAP-21. As part of this act, Congress required
the FMCSA to develop rules mandating use of
ELDs. These electronic logging devices would
replace paper logs that are easier to fudge
and more prone to data errors. The first deadline for drivers to comply with the ELD rule
was in December 2017, and strict enforcement began in April 2018. A fleet can be fined
and a driver sidelined for hours if no ELD is
present. (Note: fleets that had a non-certified
ELD in their trucks before December 2017
have until December 2019 to replace their
outmoded ELDs or bring the existing devices
up to spec.)
BETTER DATA, FEWER ACCIDENTS
Implementing the ELD mandate has caused
a great deal of confusion for many fleets and
drivers. Much of this will no doubt get worked
out. However, by logging hours of service
and other data, ELDs can significantly reduce
paperwork, ensure driver compliance with
federal hours of service (HOS) rules, improve
logistics management, and save fuel by monitoring speeding and improving routing.

By automating collection of driver data,
and enforcing hours of service rules, this
should reduce driver fatigue. The FMCSA estimates ELDs could prevent more than 1,500
crashes and 24 deaths every year. In fact, insurance providers like Progressive are already
offering discounts for drivers and small fleets
that share their ELD driving data. Progressive,
for example, collects vehicle speed, location,
and diagnostics information from the ELD,
then uses that to determine any potential
insurance discount. An ELD is hardwired into
the truck’s engine control module (ECM) that
records the vehicle’s movement.

ELD AT-A-GLANCE
• ELD replaces the old paper logbook,
reducing mistakes and fakes.
• Drivers must log their hours of service
(HOS).
• ELD must be “integrally synchronized”
with a truck’s engine to ensure
compliance.
• ELDs can send archived and real-time
data back to the fleet manager.
• ELDs can additionally record data on
speeding, idling, braking and routing.
• Smart phones and tablets can serve as
a de facto ELD if they meet the FMCSA
requirements and there is a hardwired
connection to the truck’s engine.
TRAILER SALES OPPORTUNITIES
The ELD mandate should also help increase
semi-trailer sales. For tractor-trailer drivers,
the longer you’re on the road, the more money you make. However, ELD-monitored hours
of service limits should put pressure on fleets

to hire more drivers. More drivers means
more trucks which means more trailers.
Those 400- to 600-mile routes once reliably
completed in one day, may now take two, for
example. Unaccounted for downtimes during
loading or unloading will now be recorded,
revealing that many drivers are putting in too
many hours. Again, this should put added
pressure on delivery and transportation companies to hire even more drivers, meaning
more semi-trailers. More drivers, more trucks
and more trailers is a good thing.
Trucking remains the best value for hauling
freight, even with the ELD mandate. According to the American Trucking Associations,
the trucking industry makes up about 80% of
the $900 billion generated by all transportation modes. As e-commerce grows, expect
trucking — and trailers — to become even
more necessary and grab an even larger share
of freight delivery.
With ELDs, drivers now have hard actual
limits on hours of service, and the government can easily review the actual data. This
should lead to better driving, more drivers
and create additional opportunity for trailer
sales.
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