
Mike Doran has been promoted
from membership sales associate to
regional vice president of allied
membership, and at TRANSPORT

TOPICS’ Jack Brady has been pro-
moted from associate publisher of
business operations to vice president
of business operations.

“Coming off a tremendously suc-
cessful year, one that saw member-
ship and revenue grow and
significant policy victories in Wash-
ington, it seems only fitting to reward
some of our key contributors,” ATA
President Bill Graves said.

Roth has spent nearly two decades
as point person on highway issues.

Doran will help grow memberships
in the eastern United States. “We are
working to make sure that the allied
and supplier companies are well rep-
resented within the ATA and also
contributing for the good of the
industry, just like our carrier mem-
bers do,” Doran said.

Spear has been instrumental in sev-
eral legislative wins, including
“changes to the hours-of-service
rules,” the ATA announcement said.

Brady will oversee TT’s production,
circulation, marketing and expand its
website, ttnews.com.

TRANSPORT  TOPICS  February 9, 2015 — 9

O
p
in

io
n

By John Butler
and Aaron Pollard

Certified Public Accountants
Transportation and Dealerships Industry Group: RubinBrown

A s with businesses of all sizes and in any industry, trucking
and transportation companies are looking to do one thing:
reach the top of their market-share goals.

How can management and leadership grow the bottom line with
their current customer base plus downward pressure from such
factors as regulatory requirements? There are a few simple steps
that transportation companies can take to fully maximize profitabil-
ity with their current revenue stream.

■ Step One: Solidify Processes
The first step is to ensure that solid sales and organizational

processes are in place and that employees are adhering to them.
More importantly, understand whether the processes surrounding
the sales cycle are effective and that everything possible is being
done to maximize each sale.

For transportation companies, it is important to properly quote
the work based on miles and average fuel prices. In order to deter-
mine a proper quote price, it is imperative that the entire team
knows and understands the average cost associated with each
load. Typically employees only focus on the direct cost associated
with that specific haul. However, to be profitable, they should also
be aware of the “fixed cost” associated with doing business. Items
that may not be considered would include office salaries, rent,
insurance, taxes, utilities, debt payments, etc. Now is a good time
to re-evaluate the sales process. 

During this activity, management should involve all employees to
gain their insight. Doing so will increase the employees’ awareness
of the process and give them a sense of ownership.

■ Step Two: Retain Talent
Another critically important step for organizations is to invest in

retaining highly effective employees, as their teamwork, knowl-
edge, expertise, customer service and long-standing relationships
with current and potential customers can have a significant impact
on transportation sales margins.

Collectively, employees should have individual goals that at least
match the company’s monthly goal, based on the things such as
sales of services, number of loads, speed of truck maintenance and
repairs, among others.

A compensation package should have a base comp. If the
employee reaches his or her goal, that is then increased. If the goal
is missed, it is decreased. The key is to create a minimum and max-
imum amount of workload so that an employee is able to fully
determine his or her own compensation. Once the plan is finalized
and agreed on by both parties, keep that plan in place for 12
months. This assures employees that the compensation plans are
not changing month to month.

Additionally, ensure that every employee is properly trained
to fully excel in the current role. While some employers hesi-
tate to invest in employees for fear that they will leave, con-
sider the alternative: What if they do stay with the company
and they are not properly trained and developed? By retaining
highly effective employees, organizational processes are prop-
erly implemented and utilized on a daily basis. What better

way to provide exceptional customer
service than to retain the same
employee that focuses on the same
customer time and time again? His-
tory has proven that there is a direct
correlation between customer satis-
faction and profitability.

■ Step Three:  Adapt To Change
Finally, organizations have to be

open to, and ready for, change if they
wish to increase profitability, as
change will come — often quickly —
whether or not it is expected. Change
happens quickly and often in the
transportation industries.

Some of the most popular changes
that can help profitability are environ-
mentally focused green initiatives. 

The advantages of going green
include: money saving opportunities,
such as placing environmentally
friendly add-ons on trucks to improve
fuel efficiency; making the company
more efficient by doing things such as
converting paper records to digital files;
differentiating the organization from
competitors who have not gone green;
and helping the environment.

These investments will provide a return on the investment in
future years.

It’s also important to embrace technology. Recent reports from
eMarketer indicate that adults received 47.1% of media consump-
tion from a digital source, compared with only 3.5% who now con-
sume media from a print source.

With the constant shift in social media, many companies are
searching for new ways to tap into technology. How is the company
currently using social media? Is there a specialized team associated
with social media and online transport sales? Is the online sales
team going through the same training as your normal sales team?
Keep in mind that customers who interact with the business online
are still customers and should be given the same attention as those
customers who interact with the business through the traditional
sales channels.

To make the most effective and profitable plan you will have to
find out what works best for your business and your employees.
With the environment and market we live in today, start develop-
ing a plan sooner than later by engaging employees and contem-
plating ways to retain highly effective employees and your existing
client base.

And last, but not least, keep an eye on the near future for the pos-
sible changes coming that can affect your business.

RubinBrown’s Transportation and Dealership Group, head-
quartered in St .  Louis ,  special izes  in services such as 
income tax,  ret irement,  personal  f inancial ,  estate and 
fringe benefit  planning.  John Butler can be reached at
john.butler@rubinbrown.com. Aaron Pollard can be reached at
aaron.pollard@rubinbrown.com.
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John C. Arndt Jr., who for de-
cades worked for Navistar Corp.
and Penske Leasing as well as his
own f irm, died Jan.  12 at  his
home in St. Charles, Illinois. He
was 74. 

Arndt started the consulting busi-
ness Advocate Fleet Services upon
retirement from Navistar in 2002,
after a 35-year career.

He ran Advocate Fleet Services
until his death. All told, he spent 56
years in trucking.

Arndt was active in American
Trucking Association’s Technology
& Maintenance Council, then
known as the Regular Common
Carrier Conference.

In 1991, he received the Silver
Spark Plug award, TMC’s highest
honor.

“John always acted on behalf of
the industry rather than that of
an individual  manufacturer.
Everyone appreciated that about
John,” said Carl Kirk, vice presi-
dent of maintenance, informa-
tion technology and logistics for
American Trucking Associations.
“He was also a big proponent in
the early days of  the Vehicle
Maintenance Reporting Stan-
dard, which is now the industry
convention for tracking parts-
reliability data. He will be sorely
missed by the industry.”

In order to qualify for the award,
a member must demonstrate five
years’ service, industry leader-
ship and contribute new ideas to
maintenance and improvement 
of equipment.

Since the award’s inception in
1968 under the Regular Common
Carrier Conference, 201 people
have been recognized with it.
Arndt was born Sept. 27, 1940, in
Chicago, and was an avid Chicago
Bears fan.

He is survived by his wife, Vir-
ginia; children Jon, Maggie and Gi
Gi, and two grandchildren.

John C. Arndt Jr. Dies at 74;
Led Advocate Fleet Services
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