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T he world is changing and
to keep pace, transporta-
tion needs to tweak its

hiring paradigm before it’s too late.
But first, some background:

According to the American Truck-
ing Associations’ recently released
U.S. Freight Transportation Mar-
ket Forecast, tonnage continues to
go up. In 2002, U.S. trucking
companies hauled 8.9 billion tons
of freight (68% of the total
freight) and collected $585 billion.
Last year, total tonnage reached 9
billion and U.S. trucking compa-
nies collected $610 billion — 87%
of the total freight revenue in the
United States.

For the 600,000 interstate carri-
ers on file at the Office of Motor
Vehicles, and approximately as
many intrastate carriers, ample
opportunities for growth and
expansion paint a bright future for
the transportation industry. The
question then becomes: “Will the
industry be staffed well enough to
take advantage of what looks to be
a slam dunk for success?”

In some quarters, that answer is

a resounding “No!”
Tighter economies, higher costs

and, therefore, lower profitability
in the early years of the new mil-
lennium led some companies to
what the corporate community
now refers to as “dumbsizing.”
Even as business opportunities
continued on an even keel, some
companies reduced the size of
their workforce to the point of
inefficiency and, in some cases,
unprofitability.

Add to this a similar practice,
termed “corporate anorexia,”
where management’s fear of profit
loss leads to excessive cost-cut-
ting; and you have a huge cohort
of workers who are looking to

jump ship just as soon as more job
opportunities make themselves
available.

In the interim, the paranoia cre-
ated by cost cuts and downsizing
(or dumbsizing) has left in its
wake battalions of severely over-
worked and burned-out employ-
ees, from drivers and clerks to
middle and senior managers, just
waiting to leave. Called “warm-
chair attrition,” this loss of pro-
ductivity — because employees
dislike their jobs and are just wait-
ing for the right time to quit and
move on to something better — is
rampant in freight companies of
all sizes.

As the job market continues to
turn around and American house-
holds get their budgets back in
balance, expect to see thousands
of transportation workers looking
for greener pastures — unless the
industry begins tweaking the para-
digm, and doing it sooner rather
than later.

Thanks to layoffs and other mod-
ern business practices, loyalty is no
longer automatic or immediate.
Today’s employees are loyal in
direct proportion to the employer’s
demonstrated fairness, generosity
and willingness to actually take

care of employees in their times of
need. If these elements are not
part of the picture, employees will
come and go at the speed of light
— particularly if other job options
are within their reach.

Other business elements have
changed, as well. Training has
improved and more skill sets are
required for every job. Systems
have become more complex and
it’s no longer possible to take a
good driver and put him or her on
the road without specialized train-
ing in multiple electronic systems
and routines.

To be profitable, today’s trans-
portation industry requires top-
notch employers hiring workers
with unsurpassed skills who are
willing to commit to long-term
relationships. Longevity and loyal-
ty must be first on the list of prior-
ities for any company. Continuity
is key to success in every aspect of
transportation — from customer
service to vendor relationships
and from regulatory compliance
to balanced management of costs
and profits.

In short, transportation leader-
ship must be willing to step up to
the plate, change outmoded cor-
porate mindsets and begin hiring
those individuals — from the top
down — who will bring their orga-
nizations into new operational
paradigms that will benefit not
only employees and management
but also customers as well.

Robins Consulting LLC is a
specialized executive search firm
that serves the needs of the
trucking industry and shippers.
The author can be reached at
(214) 866-0122, or by e-mail at
craig@robinsconsulting.com. The
company’s Web address is
www.robinsconsulting.com.
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PEOPLE

Freight Sales
Can you sell 3-4 day service
between CA and the East Coast?
2 days between FL and NY/NJ?
EDI Express, a growing LTL
freight carrier has immediate
openings in NJ and South FL
for experienced sales reps.
Competitive compensation.
Fax resume to: Jerry Kelleher 

310-323-0751 or e-mail:
Jerry@edi-express.com 

(10652451)

REGIONAL ACCOUNT MANAGER
PACIFIC NORTHWEST

Covenant Transport seeks an individual for the position of Account Manager for the Pacific
Northwest.  Ideally this person will be based in the Portland, OR or Seattle, WA area with
the ability to travel throughout all of the Northwest.  Candidates must possess computer
skills, have excellent people skills, and be aggressive “deal closers”. They must also have a
proven sales record (preferably in truckload) with verifiable references.  Individuals will
focus on new business growth opportunities in the region.  Covenant Transport offers an
excellent pay package and benefits program for the right individual.  Please send resumes to:  

Judy Hooker
email: hoojud@covenanttransport.com
or fax to: 423-821-7634

EOE

(10743619)

Covenant Transport

DIRECTOR
Cargo Claims &

Over/Short/Damage Department
Northwest Georgia-based LTL and
Air Cargo Road Feeder Service
Carrier needs experienced Claims,
OS&D professional. Should have
several years experience, preferably
in an LTL environment. Knowledge
of Claims processing, rules & regula-
tions and OS&D procedures is vital.
Position offers excellent starting
salary, relocation/benefits package
and opportunity for advancement.
Send résumé’s to:

Claims Position
Post Office Box 1178

Monteagle, TN 37356-11178
or e-mail to

chuckontrucks@yahoo.com

(10735209)

REGIONAL SALES MANAGER
ACS & PrePass, the Nation’s Weigh Station Bypass System, is seeking
a self-motivated, highly experienced Regional Sales Manager for the
Southwest region serving the states of NM, AZ, NV, and Southern
California. This Regional Manager will be responsible for expanding
the existing customer base, maintaining relationships with existing
customers, and assisting with special projects as required. Offering
a competitive base compensation plus commissions and an attrac-
tive benefits package. Qualified candidates can fax resumes to (866)
728-2860 or mail them to:

PrePass Sales & Marketing Department
101 North 1st Ave., Suite 2200, Phoenix, AZ 85003
Please include job code HR-CVOSWRSM on all submissions.

(10742111)

Director of Heavy Haul Operations 
San Diego, CA

Responsible for the management and business development of the Heavy
Haul operations activity. Assignment requires strong liaison with customer
base, and Independent Contractor fleet. Position duties will include respon-
sibility for load analysis, pricing, and assignment of equipment, ancillary
support, route planning, permitting and shipment tracking. Candidate must
possess demonstrated knowledge of over-dimensional  transportation
requirement, including state, federal and ICC regulations. Computer literacy
and experience with Transportation Management software and on board
computer systems is necessary. Company offers attractive salary, benefits
including medical, dental, vision, LTD and moving expenses. Email
resume/salary history to jobs@sptnet.com or Fax 858-535-0492 

(10749028)

SOUTHERN PRIDE TRUCKING, INC.

DIRECTOR OF SAFETY
Combination Truckload and LTL Carrier seeking experience Safety Officer to lead Safety
Department of a company in immediate need of improvement.  

Candidate should have prior Safety Management experience. Directory will be responsible for
staff which includes Compliance, Log Audit, Insurance, Recruiting, and Driver Orientation.  

Prefer applicant with vast trucking experience. In addition candidate must possess a current
endorsed CDL. Job applicant expected to have a track record of contributing to successful carri-
er growth. This fleet desires a 20 to 25 truck per year growth with experience qualified drivers.
Hazardous Material, OSHA, Insurance Claim Procedures and DOT regulation knowledge
required. Management expects on going improvement in the Driver Training Process. Position
demands Hands ON involvement, not a desk sitter.  

Carrier located in a Midwest City of less than 50,000. Good Highway access. Job position
required frequent out of town travel to terminals located in Midwest.  

Salary will be negotiated on basis of experience and commitment. Benefits include Health
Insurance, Vacation, and 401K program.  Respond to: TT Box 1140

(10747027)


