How To Make Money in the Transportation Industry

The transportation industry generates nearly one trillion
dollars per year, and that number is unlikely to decrease.
As long as companies make products, they will need a transportation
service to get them from the factory to the consumer.
Products are essentially a company’s blood, sweat and tears.
Getting them to their customers quickly and undamaged is why
they’re in business. Therefore, it isn’t hard to understand why
transportation is the lifeblood of a vibrant economy.
There are different niches that spring from that basic
premise that create a variety of income opportunities.
Trucking systems, for instance, are designed to help make
corporate America run more easily and efficiently. Fitting into
this exciting, expanding industry is just one way to make money
with a Supply Pointe franchise.

1. Leverage Your Assets
Investors spend large sums of money to acquire a fleet of trucks,
trailers, drivers and dispatchers to move products all over the U.S.
The overhead is high, the work is hard, the risk is significant, but
the reward can be excellent. It’s why quality trucking companies
are always in strong demand in the American economy.
They can:
• Control service quality
• Control equipment quality
• Provide dropped trailers for customers
• Control employee quality
• Make it easier to find customers
As important as these benefits are, they are not guaranteed. If your trucks break down too
frequently, if your service underperforms, if your driver or support staff are rude or unavailable,
corporate America will send you packing. Their products are too important to arrive damaged
or late. Their customers are too important to keep waiting or to disappoint.
But assuming a trucking company does all of these things right and provides excellent service, they still
have one very significant problem: They have to get their trucks back home. If a trucking company has
a truck on the road empty, they’re losing money. That introduces the next category for trucking – brokerage.

2. Promote Brokerage
Brokerage connects available trucks dispersed around the country with suitable customer freight
opportunities. It’s a viable way to help trucking companies get their trucks back home and enable
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Everybody wins.

customers to enjoy some freight savings. Licensed professionals called brokers use the internet to find
freight for trucks trying to return to base, or to find available drivers who can take their freight to its

destination. Web-based programs available for a fee post freight opportunities
and driver availability. The broker then puts both entities together. Dial

a Truck, or DAT, is one well-known program the industry uses to bring
these parties together. Imagine you own a truck and you’re based
in Cincinnati. Your local customer needs a delivery to Chicago.

After the delivery, you or the trucker can check the web to look
for freight near Chicago that’s headed to, or near, Cincinnati.

You want to get your truck back without a loss, so you accept
a low rate to capture the freight. Now you can get your truck
home at a profit, and some customer near Chicago just got
a good deal on a freight shipment to Cincinnati.

The original customer had their shipment successfully

delivered to Chicago. The second customer got their freight

to Cincinnati at a reduced cost. The trucking company made

money thanks to proper truck usage. But how does the broker

make money?

A talented broker offers a customer a good price, then finds a truck

to haul it for less than their customer quote. The difference between

these costs is the profit margin for the broker. There is great money

to be made in brokerage, but like anything else, there are good and bad 			

elements.
The bad elements:

• You can’t control the service. If a trucker takes your load and then finds one that pays

better at the last minute, they can then drop your load, and leave you and your customer hanging.

• You can’t control the quality of the equipment or the driver used for delivery.

• You underprice a load to the customer to win the business, but now it’s too low for any

trucker to want it. That can result in no profit for the broker, lost money or a lost customer.

The good elements:

• There is no overhead for equipment ownership and maintenance.
• There are no drivers or dispatchers to hire.
• You have a competitive edge in pricing.
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3. Consider a Franchise Business Opportunity
As you can imagine, a freight broker is very busy. Monitoring and responding to various postings can be
time consuming and tedious, but there is an art to what the good ones do. Knowing how to professionally
talk to customers, trucking companies and drivers is a skill that not everyone possesses, but this skill is in
continuous demand.
You might be wondering how brokers can perform all of these tasks and still find
customers to grow their business? The answer is they can’t. That’s where you
come in. One of the many benefits of being a Supply Pointe franchisee is
you become a certified agent trained to find business for a brokerage.
Not just any brokerage, one of the best, well-staffed and well-known
brokerages in the U.S.
As an agent, you will get a healthy percentage of the aforementioned
profit margin. With your selling efforts, the brokerage can
concentrate on what it does best, providing service. The better the
service, the more freight customers will provide. Ongoing freight
movement creates residual income for you, and residual income is
hugely important when building any successful business.
With a Supply Pointe franchise, you will partner with a very large
brokerage company that is second to none in service and has a vast
array of resources including state of the art communication, technology
and man power. You will work with fully trained teams of customer support
people who can move virtually any type of freight anywhere in the world. Your
customers will receive very competitive pricing, great service and professional, friendly
communication.
You will receive a good part of the profit margin, and your customers will label you as a reliable resource.
Even better, this credibility with the customer provides you with other potential income opportunities.
Unlike other transportation-related franchises, as part of the Supply Pointe team, you will also sell wooden
pallets, crates, corrugated boxes, industrial bags, provide wood waste removal services and more.
Our unique system provides our customers with a single source for many of the products and services
they use every day. It makes their job much easier to work with you than to have to work with a variety
of vendors to get the same things. This creates multiple streams of income for you in a variety of large
and interconnected industries.
Essentially, our system provides you with multiple doors to enter to do business with corporate America.
By selling freight, you become part of the customer supply chain. This positions you to expand this
relationship into other products or services the customer needs that you can easily provide.
With Supply Pointe, not only do you have the means to make residual income in the lucrative transportation
industry, you can sell other related products and services. No other transportation franchise can make the
same claim. Our fees are lower, our opportunities are greater and more diverse, there is little to no overhead
and a residual income awaits you in industries that are vital to American commerce.
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Contact us at supplypointefranchise.com for more information
on Supply Pointe franchise opportunities, and change your life.

This white paper and the franchise sales information on this site do not constitute an offer to sell a franchise. The offer of a franchise can only be made through
the delivery of a Franchise Disclosure Document (FDD.) Certain states require that we register the FDD in those states. Such registration, or exemption, does not
constitute approval of the information in the FDD by that state agency. The communications on this web site are not directed by us to the residents of any of those
states. Moreover, we will not offer or sell franchises in those states unless we have registered the FDD (or obtained an applicable exemption from registration) and
delivered the FDD to the prospective franchisee in compliance with applicable law.

