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¡¡EXPERIENCIA PERSONAL….
MI HISTORIA!!



• Global Transportation Management 
System (TMS)

• Managed Services
• Engineering and Consulting Services

GLOBAL TRANSPORTATION MANAGEMENT

• Customs/Cross-border to, 
from, and within Mexico 
and Canada

• International Control Tower
• Global Trade Management
• Cross-docking/Transloading

GLOBAL TRADE

• TL, LTL, Intermodal, 
and Specialized 
Freight Types

• Capacity Design
• Cross-client 

Collaboration Services

STRATEGIC CAPACITY

ADVANCED 
TECHNOLOGY  

PLATFORM

• Control Tower and Visibility

• TMS SaaS Planning,
Optimization, and Execution

• Network Services (Dynamic  
continuous moves, LTL 
Pooling, Cross-dock, 
Dedicated Fleet, etc.)

• Business Intelligence, 
Advanced Analytics, Data 
Science

TECHNOLOGY & CORE SERVICE OFFERINGS
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HISTORY

2000 2009

2011 2012

2013

2014 2015

2016 2017 2018

2020
Lanehub
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CHALLENGES FACING SHIPPERS
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INABILITY TO 
FORECAST

COST PRESSURESMARKET ISSUES 
AND VOLATILITY

INCREASED CUSTOMER 
DEMANDS

GLOBAL SUPPLY
CHAIN COMPLEXITY

CHALLENGES FACING SHIPPERS

ACCESS TO LATEST
TECHNOLOGY & 

TALENT
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 The index is for dry van, flatbed and reefer loads in the spot and contract market.
 The index is the compounded van average linehaul rates of all the spot lanes for the given 

week.
 200+ dry van lanes are monitored and 400+ flatbed lanes. Each lane has an equal weight

in the compounded average regardless of its volume for both spot and contract rates.
 The presentation shows the van spot and contract rates index for week 37 of 2021, 

starting from 09/06/2020.
 The top lanes by percentage of change include only those with more than 70 shipments in

the week.
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INTRODUCTION



 In week 37 of 2021 the overall average van spot rates increased $0.02 compared to previous week
average rates.
 Spot rates were mixed across regions; Northeast, West and Midwest saw increases $0.13, $0.05 

and $0.04 respectively, Southwest and Southeast regions saw small decreases of $0.03 each 
compared to previous week average spot rates.
 DAT Trendlines show that Dry van spot rates reach new heights; Dry van national average rates

broke through the $2.50/mile barrier for the first time.
 Morgan Stanley slides are updated every two weeks, this report contains updated slides.
 Cass report slides contains August’s index.
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WEEK 37 OBSERVATIONS



VAN SPOT RATE INDEX
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TRANSPLACE 2021
Weekly Average Van Spot Rate
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Weekly Average Van Spot Rate by Region
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TRANSPLACE 2017-2021



Average Van Spot Rate Index by Origin Regions – Week 37
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TRANSPLACE 2021



Average Van Spot Rate Index by Destination Regions – Week 37
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TRANSPLACE 2021



Midwest Region Weekly Average Van Spot Rate
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TRANSPLACE 2021



FLATBED SPOT RATE INDEX
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Weekly Average Flatbed Spot Rate
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TRANSPLACE 2021

*Only lanes > 250 miles



REEFER SPOT RATE INDEX
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Weekly Average Reefer Spot Rate
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TRANSPLACE 2021

*Only lanes > 250 miles



VAN, FLATBED & REEFER CONTRACT RATE INDEX
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Weekly Van Spot vs Contract Average Rates

22 9/22/2021 © Proprietary and confidential. All rights reserved.

TRANSPLACE 2021



Weekly Average Van Contract Rate
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TRANSPLACE 2021



Weekly Average Flatbed Contract Rate
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TRANSPLACE 2021

*Only lanes > 250 miles



ADDITIONAL DAT,
MORGAN STANLEY AND CASS CHARTS
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National Spot Rates: Van, Flatbed, Reefer

 Dry van national average rates broke through the $2.50/mile barrier for the first time

 It was only 16 months ago truckers were in Washington D.C protesting unsustainable freight rates, with the national average around $1.00/mile at the
time. Since then, we’ve witnessed an historic jump in both freight rates and spot market volumes, resulting in record numbers of new carriers entering
the industry.

Source: DAT Trendlines: Sep 6th 2021 to Sep 12th 2021 –https://www.dat.com/industry-trends/trendlines

DAT TRENDLINES
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https://www.dat.com/industry-trends/trendlines


Last 7 Business Days
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VAN HEAT MAP

Dry van load-to-truck
ratio heat maps, the
darker the color, the
tighter the capacity.

Source: DAT L/T – Previous 7 days : Sep 6th 2021 to Sep 12th 2021 – https://marketmaps.dat.com/default

https://marketmaps.dat.com/default


Last 7 Business Days

Flatbed load-to-truck
ratio heat maps, the
darker the color, the
tighter the capacity.

Source: DAT L/T – Previous 7 days: Sep 6th 2021 to Sep 12th 2021 – https://marketmaps.dat.com/default
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FLATBED HEAT MAP

https://marketmaps.dat.com/default


Last 7 Business Days

Reefer load-to-truck
ratio heat maps, the
darker the color, the
tighter the capacity.

Source: DAT L/T – Previous 7 days: Sep 6th 2021 to Sep 12th 2021 – https://marketmaps.dat.com/default
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REEFER HEAT MAP

https://marketmaps.dat.com/default


PLATAFORMAS DE TECNOLOGIA

Prediccion/Riegzo del Servicio
Concepto de Torre de Control

BI, Analitica Avanzada, Data (IA).

Ejecucion de Movimientos 
Continuous

REAL-TIME NOTIFICATION

SHIPMENT LEVEL MAPS

PUBLIC TRACKING PORTAL

SERVICE RISK PREDICTION

PROACTIVE SHIPMENT
VISIBILITY

ENHANCE EXCEPTION 
MANAGEMENT



PLATAFORMAS DE TECNOLOGIA

Access to BI Tool with Real Time Data!!!



Entendiendo al Cliente Excelencia Operativa

Colaboración y total 
visibilidad - Predicitibilidad

Cadenas de Suministro
Integradas (Planeación).

OPORTUNIDADES EN LAS REDES 
DE SUMINISTROS



MANTENLO HUMANO…



¿QUÉ ES LA VENTA CENTRADA EN EL CLIENTE?

La venta centrada en el cliente eleva a su cliente y EMPATIZA con sus 
NECESIDADES en cada etapa del proceso de ventas. Te ADAPTAS a las 

circunstancias específicas del cliente fomentando un DIALOGO bidireccional, 
AJUSTANDOTE a su línea de tiempo y sirviendo como su mejor aliado para 

RESOLVER problemas.

JOHN HOLLAND (CCS)



MARK SHONKA (Beyond Selling Value) 

5 MEJORES PRÁCTICAS PARA
VENDER DE MANERA EFECTIVA 

EN UN AMBIENTE VIRTUAL



JEB BLUNT (Virtual Selling)

Parte I. Fundamentos … y así todo cambio.
Parte II. Disciplina Emocional. 
Parte III. Citas de Ventas Virtuales. 
Parte IV. El Teléfono.
Parte V. Texto, email, Mensajes Directos y Chat. 
Parte VI. Social Media.
Parte VII. Ventas Virtuales son Ventas.



Carmine Gallo (Talk like Ted)

1. Las ideas son como “moneda”.
2. La Pasión es contagiosa.
3. Cuenta una historia.
4. Crea una experiencia Multisensorial.
5. Prepara, practica y Conversa.
6. Enseña a tu audiencia algo nuevo.
7. Genera momentos con Carga emocional.
8. Entrega una presentación dinámica.



Tony Seba (Clean Disruption)



DIFERENTES CANALES 
DE VENTA SOCIAL



OPORTUNIDADES EN LAS REDES 
DE SUMINISTROS

Transformación del 
conocimiento.

Consciencia real de la salud. Verdadera omni-canalidad.

Nuevo ecosistema de
trabajadores y relaciones.

Transformación en las redes 
de abastecimiento.

Mitigación de desastres vía 
ecosistemas.



TENDENCIAS EMPRESARIALES - SUSTENTABILIDAD



INTERM ODAL C ROSSBORDER S ERVICES :
I N T E R M O D A L C O N T R I B U T E S T O A C L E A N E R E N V I R O N M E N T

Intermodal contributes to meet your sustainability programs

o Savings – IM Fuel surcharge is 45% lower than Trucks

o Fuel efficiency – 3 Times more efficient than Trucks

o Lower emissions – Regular truck generates 3X more nitrogen oxides than a locomotive

o Less Highway congestion – Single IM train takes 300 trucks off the highway in a move

By using Intermodal you are taking tons of 
C02 and trucks off the environment in benefit of

your family and the community



T OTAL IM C 0 2 E M IS S IONS B R EA KDOWN

This shows the total number of CO2 emission pounds and the savings generated vs Truck (65%) 
The Intermodal emissions number (considering 218 loads per year) is broken down by the 

three legs of the IM Service (origin & destination drays, and rail move).

Emissions Savings
Over OTR

989,854
65%

14,519

502,376

22,725

IM Emissions

539,620

IM CO2 Emissions as a Portion of OTR CO2 Emissions
(in lbs)

Orig Dray Emissions 

Rail Emissions

Dest Dray Emissions



CARBON FOOTPRINT SUMMARY

765 anual 
tons of CO2 

for 218 loads 
per year

270 anual 
tons of CO2 

for 218 loads 
per year

C02 savings = 495 tons per year



TENDENCIAS EMPRESARIALES - SUSTENTABILIDAD



“when you purchase transportation capacity, 
you are buying weight and cube……

……if your transportation operation is 
significantly “constrained” by either factor, 

there may be value in considering 
collaborative transportation alternatives.”



INF LUENCE OF “CONSTRA INTS”

► Freight characteristics of specific products can create paradigms in 
regards to how we interpret the utilization of transportation 
capacity

► If your tendency is to view transportation capacity as strictly cube
or weight, you may be a victim of “constraint based” logic

►By viewing the “constraint” as an “opportunity”, we can determine 
if there is significant merit to implementing a collaborative 
transportation solution

►With adequate product density differentials, lane similarities, and
loading characteristics, collaborative solutions have been proven
to reduce the landed cost per unit shipped by 15%-30%

8,000 Lbs, 3,975 CuFt

56,000 Lbs, < 700 CuFt



COLLABOR AT IVE EXAMPLE S
S I M U L A T I O N T O O L S ( O T R / I M L )

Flexibility for Product Substitutions 
As HDS SKU changes, substitutions are

possible for LDS.

Yield – 42,744#
8 Pallets of Tile (HDS)

(133%)
(48%)

102 Electric Ranges (LDS) (85%)
Capacity Utilization 

100% of Weight
81% of Cube



COLLABORATIVE BENEFITS

► Soft Benefits – Environmental & Quality of Life
 Carbon footprint – reduced fuel usage, modal improvements
 Impact on public infrastructure
 Reduced highway congestion, frequency of accidents

► Hard Benefits - Economics
 Capacity availability
 Reduced shipping delays, higher customer satisfaction
 Reduced logistics $/unit – 15%-

30% Improved financial performance 
Additional market share

M I T I G A T  I N G T R A N S P O R T  A T  I O N C O N S T R A I N T S



KEYS TO COLLABOR AT IVE SUCCESS

► Change Focus - Constraint to Opportunity

► Recognize the Value of a Facilitator/SME

► Respect the “Recipe” for Results

► Design & Implement Solutions

► Create “Attractive” Benefits Sharing Process

► Dedication to Execution – Solve Challenges



S H I P P E R O F C H O I C E
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SAMPLE QUESTIONS
Category Standards Implemenation  

Status
Ease of 

Implementation

SHIPMENT PLANNING & EXECUTION Transitional 2.0 2.2 2.0 1.8
Turn trailers within 24 hours Deployed 3 1 2 1
Offer balanced tendering throughout the week Inactive 2 3 0 0
Minimize loading & unloading times (live loads in < 2 hours max) On Hold 1 1 1 2
Provide forecasts, monitor actual volume, & communicate major volume shifts Planning 3 2 2 4
Provide ample amount of tender lead time Deployed 2 2 3 2
Provide type of commodity with clear identification & requirements up front Deployed 1 1 4 1
Tender loads to maximize carrier / driver efficiency Deployed 3 4 3 2
Allow reasonable transit times based on compliance with government regulations On Hold 1 2 1 3
Bill of Ladings are prepared accurately and in advance of driver arrival Deployed 3 2 3 4
Train & educate Planning 1 4 3 1
Collaborate with a 3PL Inactive 2 2 0 0
FACILITIES Transitional 1.9 3.0 3.3 2.4
Offer Drop & Hook capabilities Planning 1 3 2 1
Provide shipment status information & updates. Proactively communicate when load will be ready Planning 2 3 3 1
Provide 24-hour access to drop / pick-up loads, allow weekend drop / pick-up Deployed 3 3 4 2
Ensure staff shows respect & friendliness to drivers Deployed 1 3 3 2
Maintain a rapid check-in / check-out procedure Planning 3 3 2 3
Provide drivers lounge with amenities (vending, temp control, access to WiFi, clean male/female restrooms) Deployed 2 3 4 4
Provide safe & secure parking for breaks, staging lanes for load / unload, allow overnight parking On Hold 2 3 4 1
Display clear and visible signage communicating where driver should go within facility Deployed 1 3 4 4
Provide yard jockey service to stage trailers, eliminate congestion & help identify maintenance concerns Deployed 2 3 4 4
SHIPPER PROFILE Standardized 1.6 2.4 3.0 1.4
Improve payment terms & process (reducing time to pay) Deployed 1 2 4 0
Demonstrate willingness to explore entire carrier network and suite of services Deployed 2 3 3 3
Pay lumper charges direct to the carrier via invoice Deployed 1 3 3 2
Provide fair market accessorials Deployed 3 4 3 1
Honor rates & lane awards for agreed upon term Deployed 1 3 0 0
Provide the opportunity to negotiate incumbency status within preferred shippers’ network prior to bid Deployed 2 2 4 1
Provide carriers with feedback on rates, lane requirements, & competitive information Deployed 1 0 4 3
TECHNOLOGY, CLAIMS, SCORECARDING Developmental 1.8 2.0 2.0 1.8
Automated tendering (EDI) with all information required Deployed 2 2 2 1
Direct communication with Shipping Office Planning 1 2 3 2
Create & actively monitor a KPI scorecard program. Planning 3 2 1 1
Recognize & award carriers / drivers for exceptional performance Planning 2 2 1 2
Provide accurate and complete documentation & ensure carrier understands the claim process up front Deployed 1 2 3 3
IT Technology Integration Inactive 3 2 0 3

Impact Self Rating Carrier Rating Action Items





SAMPLE RESULTS BY CATEGORY



EL NACIMIENTO DEL INTERNET DE LAS COSAS (IOT)



TENDENCIAS NOTABLES
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