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Thank*You*to*Our*Respondents*

We%are%pleased%to%present%the%findings%of%the%2011*Annual*
Trends*in*Logis4cs*and*Transporta4on*

%
Our%hope%is%that%this%data%will%%provide%useful%informa5on%
regarding%current%industry%prac5ce%and%trends,%and%assist%

you%in%beCer%managing%your%organiza5on%
%

Your%con5nued%support%of%this%effort%enriches%the%research%
results%
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2011%

Research*Team*

Karl*B.*Manrodt,*Ph.D.*
–  Professor%
–  Georgia%Southern%University%

%
Mary*C.*Holcomb,*Ph.D.%

–  Associate%Professor%
–  University%of%Tennessee%%

Tony*J.*Ross*
–  Senior%Manager%
–  Ernst%&%Young%LLP%

Tom*Nigh4ngale*
–  V.P.%Communica5ons%and%Chief%Marke5ng%Officer%%
–  ConSway%Inc.%

%
%
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Agenda*

•  Establishing%the%Baseline%
•  Opera5ng%in%the%New%Normal:%The%Drivers%of%
Success%
–  Flexibility%
–  Efficiency%%
–  Differen5a5on%

•  Mandate%for%the%Future%%
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Establishing%the%Baseline%

5%

2011%

Represen4ng*the*Marketplace**

This%is%approximately%
4.5%%of%total%
transporta5on%
expenditures.%%

Sample'represents'over' $34.3*billion*
in'transporta/on'expenditures'

764* respondents'from'16'industry'sectors'represented'this'study''

6%

2011%

39.9%%

14.4%%

10.9%%

9.8%%

1.9%%

5.9%%

6.3%%

10.9%%

43.7%%

11.3%%

12.6%%

9.5%%

5.4%%

5.9%%

5.0%%

6.8%%

0%% 5%% 10%% 15%% 20%% 25%% 30%% 35%% 40%% 45%% 50%%

<$250%million%

$250%million%S%$500%
million%

$500%million%S%$1%
billion%

$1%S%$2%billion%%

$2%S%$3%billion%%

$3%S%$5%billion%%

$5%S%$9%billion%%

>%$9%billion%%%

2011%
2010%

Percent of Respondents 

Annual*Sales*of*Respondents**

Masters%

Contenders%

Challengers%

7%

2011%

Percent of Respondents 

27.0%%

48.2%%

7.4%%

16.8%%

28.7%%

50.8%%

6.2%%

14.4%%

0%% 10%% 20%% 30%% 40%% 50%% 60%%

Customer%Service%

Mix:%%Be%all%things%to%all%
people%

Product%/%market%
innova5on%

Cost%Leadership%
2011%

2010%

Strategy*For*This*Division*or*Business*Unit**

8%



2011%

41.8%%

20.5%%

25.1%%

12.6%%

39.8%%

23.8%%

27.8%%

8.6%%

0%% 10%% 20%% 30%% 40%% 50%%

Reduce%Costs%

Increase%
customer%
sa5sfac5on%

Maximize%
profitability%

Maximize%asset%
u5liza5on%

2011%
2010%

Percent of Respondents 

Overall*Objec4ve*For*This*Division*or*Business*Unit**

9%
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Sales*and*Opera4ons*Planning*(S&OP)**

7.5%%

14.4%%

36.2%%

10.0%%

5.0%%

13.8%%

5.6%%

7.5%%

6.3%%

20.6%%

33.7%%

13.1%%

6.3%%

8.1%%

4.4%%

7.5%%

0%% 5%% 10%% 15%% 20%% 25%% 30%% 35%% 40%%

Highly%involved%

Fairly%involved%

Somewhat%involved%

Neutral%

Some%involvement%

Very%liCle%input%%

No%input%/%involvement%

Do%not%par5cipate%in%this%process%
Customers% Suppliers%

Percent%of%Respondents%

Involvement*by*Key*External*Supply*Chain**Members*

2011%

Supply*Chain*Risks*

2.%
Commodity%

prices%

3.%
Supply%
vola5lity%

1.%
Energy%

(fuel)%prices%

4.%%
%Demand%
uncertainty%

5.%%
Length%of%

supply%chain%

2011%

Planning*for*Fuel*Price*Increases*

What%are%firms%planning%to%do%in%the%event%that%
diesel%fuel%rises%to%$5%per%gallon?%

No%changes%to%the%
current%network%

Pass%the%increases%
along%to%the%
customer%

Improve%load%
planning%

Network%op5miza5on/%
redesign%

Improve%route%planning%
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Opera5ng%In%The%New%Normal%

13%

2011%

The*Changing*Landscape*

2011%Flexibility%

15%

The%ability%to%quickly%meet%an%increasing%variety%
of%customer%requirements%at%the%“right”%cost,%
5me%and%place%while%crea5ng%maximum%value%
for%the%company.%
%
The%capability%to%alter%and%adapt%in%a%reversible%
manner%according%to%needs.%%
%

2011%

Focus*on*Opera4onal*Flexibility*

Number of Flexibility Initiatives 

Completed or Currently Being 

Implemented 

 

Challengers  1 to 5 

       Contenders  10 or more 

   Masters   6 to 9 
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Top*5*Ac4ons*Completed*to*Improve*Opera4ng*Flexibility%

Used%a%freight%broker%for%shipping%needs%

Used%mul5ple%transporta5on%modes%to%meet%
delivery%schedules%

Integrated%internal%systems%(e.g.%OMS%and%
WMS)%

Aligned%labor%force%skills%to%beCer%meet%
changing%demand%requirements%

Shined%inventory%within%our%logis5cs%
network%%%
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Top*5*Ac4ons*Being*Implemented*to*Improve*Opera4ng*
Flexibility%

Integrated%internal%processes%

Increased%collabora5on%with%key%suppliers%

Increased%collabora5on%with%key%customers%

Reduced%supply%lead%5me%%

Used%mul5ple%transporta5on%modes%to%meet%
delivery%schedules%

18%
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Supply*Chains*and*Opera4ng*Flexibility*

*%
%
%
%
%
%
%
%
%
%
%
%

Overall*strategy*for*the*division*or*
business*unit 

Average*number*
of*discrete*supply*

chains 

Cost*leadership 3.21 

Mix:*Be*all*things*to*all*people 3.35 

Customer*service 3.02 

Product*/*market*innova4on 2.22 

2011%

Why*do*we*need*different*supply*chains?*

#1**

Customer%
requirements%

41.0%%

#2*

Business%unit%or%
division%

requirements%
31.7%%

#3*

Product%
characteris5cs%

18.6%%
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How*Oden*is*Your*Network*Design*Reviewed?*

We%have%not%
reviewed%our%
network%design%

7.3%%
Every%6%months%

13.0%%

On%an%annual%
basis%
27.9%%

Between%1S2%
years%
14.2%%

Between%2S5%
years%
15.5%%

More%than%
5%years%
1.8%%

Only%when%a%
significant%change%

occurs%
20.3%%

2011%

Factors*Driving*Supply*Chain*Network*Redesign*

Cost%to%serve%

Changing%customer%requirements%

Energy%(fuel)%costs%

Total%landed%costs%

Inventory%reduc5on%

2011%

Domes4c*Visibility*on*a*Plateau**

NOTE:%1%=%very%visible;%7%=%not%very%visible%

5.
6%

4.
3&

4.0% 3.7% 3.5%

Supplier%Supplier’s%%
Supplier% Company% Customer%Outbound%Inbound%

2011 

5.2& 3.0&3.8& 2.5& 2.3& 4.0&

2010 

5.1% 3.6* 3.2% 2.9* 2.3% 3.6%

2
3%

2011%

Interna4onal**Transporta4on*Visibility*Improving*

NOTE:%1%=%very%visible;%7%=%not%very%visible%
5.
6%

4.
3&

4.0% 3.7% 3.5% 4.
9%

Supplier%Supplier’s%%
Supplier% Company% Customer%Outbound%Inbound%

2011 

5.7& 3.9&4.7& 3.9& 3.4& 5.1&

2010 

5.4& 3.2&3.7& 3.1& 2.5& 3.9&

2
4%



2011%Efficiency%

25%

A%measure%of%how%well%we%u5lized%the%
available%resources%to%accomplish%the%
goals%of%the%firm.%

2011%

Checking*On*Financial*Performance*

Cash*to*cash*
cycle****

50.2*days***

Average*days*
sales*

outstanding**
26.3*

*
*

Inventory*
turns*g*
finished*
goods********
11.7* Days*sales*in*

finished*
goods*

inventory**
33.5*

2011%

Challengers*Outperform*Other*Size*Firms*

* 

Contenders*

(<$500*million*

in*annual*

sales) 

Challengers**

($50*million*

and**$3*billion*

in*annual*

sales) 

Masters*

(>$3*billion*

in*annual*

sales) 

Cashgtogcash*cycle*(days) 48.1 53.4 45.0 

Inventory*turns 11.4 18.8 11.0 

Days*sales*in*inventory 34.9 32.5 40.0 

Days*sales*outstanding 26.8 32.6 35.0 

2011%

Reducing*Inventory*is*a*Major*Priority*

At%the%product%
group%level%

12.4%%
At%the%

company%(or%
enterprise)%

level%
20.5%%%At%the%

business%unit/%%
division%level%

30.1%%

At%the%supply%
chain%level%
19.3%%

Currently%not%
engaged%in%
this%type%of%
project%
17.7%%
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Methods*Being*Used*to*Reduce*Inventory**

Collabora5ve%forecas5ng%/%demand%
planning%

EndStoSend%supply%chain%
inventory%op5miza5on%

Lean%/%Six%Sigma%

Product%
ra5onaliza5on%

More%sophis5cated%technology%

More%reliable%suppliers%

2011%

Changing*the*Cost*to*Serve*

Highly%fixed%
3.7%%

Fixed%
11.7%%

Somewhat%
fixed%
13.0%%

Balanced%
between%fixed%
and%variable%

50.6%%

Variable%
12.3%%

Somewhat%
variable%
6.8%%

Highly%
variable%
1.9%%

Current*Cost*Structure*of*the*Firm*

2011%

Domes4c*Transporta4on*Spending*%
Percent%of%Sales%

Percent of Respondents 

31%

14.3%%

23.2%%

18.3%%

12.2%%

9.5%%

22.6%%

15.20%%

19.80%%

20.30%%

10.10%%

13.40%%

21.20%%

0%% 5%% 10%% 15%% 20%% 25%% 30%%

<1%%

1S2%%

2S3%%

3S4%%

4S5%%

>5%%

2011%

2010%

2011%

Interna4onal*Transporta4on*Spending%
Percent%of%Sales%

36.6%%

16.4%%

14.0%%

8.9%%

6.5%%

17.4%%

44.3%%

13.3%%

12.3%%

10.8%%

4.9%%

14.3%%

0%% 10%% 20%% 30%% 40%% 50%%

<1%%

1S2%%

2S3%%

3S4%%

4S5%%

>5%%

2011%
2010%

Percent of Respondents 

32%
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0.1%%

2.4%%

3.3%%

4.2%%

5.4%%

5.5%%

6.2%%

8.3%%

12.3%%

20.0%%

32.1%%

0.0%% 10.0%% 20.0%% 30.0%% 40.0%%

Domes5c%Ocean%(Barge)%

Other%Modes%

Intermodal%

Rail%

Air%Freight%

Small%Package%

Surface%Parcel%

Interna5onal%Ocean%

Private%Fleet%

LTL%

TL%

Percent*of*Budget*Spent*on*Transporta4on**
By%Mode%

Percent of Respondents 

33%

2011%

Logis4cs*and*Transporta4on*Management*
State%of%Maturity**

Postponement%
PreSpaid%freight%to%collect%
Use%of%green%carriers%

Shining%inventory%in%the%network%
Use%of%cross%docking%

%

Use%of%core%carriers%
Use%of%dedicated%transporta5on%

Carrier%tracking%
Transporta5on%exper5se%in%house%

Load%planning%
Shipment%consolida5on%

MOST*MATURE*PRACTICES* NO*PLANS*TO*IMPLEMENT*

2011%DIFFERENTIATION%

35%

The%ability%to%separate%into%dis5nct%groups%%
for%the%purpose%of%dis5nguishing%between%them.%

2011%

“One*Size”*Service*Does*Not*Fit*All*

7.3%%

9.3%%

14.9%%

19.0%%

26.0%%

23.5%%

Other%

Revenue%

Overall%profitability%

Volume%of%business%

Strategic%importance%

Do%not%segment%customer%base%

Method*of*Customer*Segmenta4on*
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Are*You*Capable*of*Differen4a4ng*Your*Service?*

Very%highly%
capable%
9.7%%

Very%capable%
44.8%%

Somewhat%
capable%
31.3%%

Capable%
7.3%%

Low%capability%
3.1%%

Very%low%
capability%
2.1%%

Not%capable%at%
all%

1.7%%
2011%

Mode of Transportation 2011 2010 

TL 79.8% 78.1% 

LTL 72.4% 78.6% 

Rail  68.2% 58.9% 

Intermodal 77.1% 76.5% 

Parcel 85.4% NA 

Air freight 85.3% NA 

Ocean 75.4% NA 

Transporta4on*Performance*Scorecard*

NA%=%Not%available%

2011%

93.8%%

94.1%%

96.3%%

96.8%%

96.0%%

97.6%%

80%% 85%% 90%% 95%% 100%%

OnS5me%
Delivery%

Perfect%
Order%

Correct%
Invoice%

Mean of Respondents 
Mean of Respondents 

2011* 2010*

Differen4a4ng**Between*Best*and*Average*Customer*

92.3%%

94.3%%

96.8%%

96.3%%

96.3%%

98.2%%

80%% 85%% 90%% 95%% 100%%

OnS5me%
Delivery%

Perfect%
Order%

Correct%
Invoice%

Best%
Customer%

Average%
Customer%

2010*

Mean of Respondents 

39%

2011%

“Best”*Customers*Get*Beoer*Service*

3.6%%

6.2%%

4.1%%

2.2%%

4.3%%

2.6%%

0%% 5%% 10%%

Damage%

Backorders%

Shipments%
resul5ng%in%
complaints%

Best%
Customer%

Average%
Customer%

2.3%%

3.3%%

2.4%%

1.4%%

2.4%%

1.9%%

0%% 5%% 10%%

Damage%

Backorders%

Shipments%
resul5ng%in%
complaints%

2011% 2010%

Mean%of%Responses%Mean%of%Responses%

40%
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2.0%%

11.3%%

13.7%%

16.7%%

13.3%%

3.8%%

11.9%%

27.3%%

4.0%%

9.6%%

10.2%%

10.2%%

6.8%%

2.8%%

16.4%%

40.1%%

0%% 10%% 20%% 30%% 40%% 50%%

Other%

Third%party%provider(s)%

Manual%/%spreadsheets%

Sonware%package%developed%inShouse%

Silo%systems%that%are%integrated%

Commercially%purchased%“best%of%breed”%
sonware%package%–%ASP%%

Commercially%purchased%“best%of%breed”%
sonware%package%–%installed%on%your%network%

Commercially%purchased%sonware%package%
that%is%part%of%our%ERP%

2011%
2010%

Tools*and*Techniques*to*Manage*Domes4c*Distribu4on*

Percent%of%Respondents%

41%

2011%

2.0%%

19.4%%

19.4%%

18.4%%

7.1%%

9.2%%

14.3%%

10.2%%

3.5%%

19.8%%

12.8%%

17.4%%

11.6%%

12.8%%

11.6%%

10.5%%

0%% 10%% 20%% 30%% 40%%

Other%

Third%party%provider(s)%

Manual%/%spreadsheets%

Sonware%package%developed%inShouse%

Silo%systems%that%are%integrated%

Commercially%purchased%“best%of%breed”%
sonware%package%–%ASP%%

Commercially%purchased%“best%of%breed”%
sonware%package%–%installed%on%your%network%

Commercially%purchased%sonware%package%
that%is%part%of%our%ERP%

2011%
2010%

Percent%of%Respondents%

Tools*and*Techniques*to*Manage*Domes4c*Transporta4on*

42%

2011%

The%Mandate%for%the%Future%

43%

2011%

How*Will*You*Compete?*

Flexibility*is*essen4al*
•  Remains%the%greatest%challenge%of%the%three%drivers%

–  Too%few%ini5a5ves/ac5ons%have%been%completed%for%opera5onal%
flexibility%

–  Improvement%in%supply%chain%visibility%is%at%a%stands5ll%

Efficiency*is*vital*
•  Performance%in%this%area%is%highly%related%to%strategic%direc5on%

–  Cost%leadership%firms%have%high%capability%in%this%area.%Product%/%market%
innova5on%firms%are%low%scorers%for%this%driver%

–  Transporta5on%management%is%at%a%very%mature%stage.%%What%form%will%
new%innova5on%take?%

Differen4a4on*is*impera4ve*
•  High%scores%for%most%firms%in%this%area.%The%data%suggest%that%

this%may%be%an%“elevated”%self%assessment%
–  The%gap%between%“best”%and%“average”%customer%appears%to%be%closing%
–  Move%to%more%sophis5cated%tools%and%techniques%for%managing%both%

distribu5on%and%transporta5on%

%44%
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The*FgEgD*Composite*Score*

Strategy High Medium* Low Total 

Mix:*Be*All*Things*to*All*
People 

39.5 35.6 24.9 100.0 

Customer*Service 37.8 26.0 36.2 100.0 

Cost*Leadership 36.0 30.6 33.4 100.0 

Product*/*Market*
Innova4on 

21.3 34.0 44.7 100.0 

2011%

FgEgD*Composite*Score*

High%

Medium%%Low%

Mix:%Be%All%Things%to%
All%People%

Customer%Service%

Cost%Leadership%

Product%/%Market%
Innova5on%

%46%

2011%

FgEgD*Individual*Score*–*Mix*Strategy*

High%

Medium%Low%

Flexibility%

Efficiency%

Differen5a5on%

%47%

2011%

FgEgD*Individual*Score*g*Customer*Service*Strategy*
High%

Medium%Low%

Flexibility%

Efficiency%

Differen5a5on%

%48%
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FgEgD*Individual*Score*g*Cost*Strategy*

High%

Medium%Low%

Flexibility%

Efficiency%

Differen5a5on%

%49%

2011%

FgEgD*Individual*Score*–*Product/Market*Innova4on*Strategy*

High%

Medium%Low%

Flexibility%

Efficiency%

Differen5a5on%

%50%
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CONTACT**INFORMATION**

*
*
*
Karl*B.*Manrodt,*Ph.D.*
Georgia%Southern%University%

kmanrodt@GeorgiaSouthern.edu%
%

Mary*C.*Holcomb,*Ph.D.*
University%of%Tennessee%

mholcomb@utk.edu%
%

Tom*Nigh4ngale*
ConSway%Inc.%
%%%%%%%%%%%%Nigh5ngale.Tom@conSway.com%

%
Tony*J.*Ross*
Ernst%&%Young%
%%%%%%%%%%%%Tony.Ross@ey.com%
%

For%full%study%results:%
%hCp://www.transporta5onStrends.com%%

%
*
%
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