
Basic Steps to 

Increased Profit



Introduction

Before we start, just a word or two of warning.  This guide is intended to provide 

you some “food for thought” as you seek to make your company more profitable.  

It asks questions, not necessarily providing answers.

While it may not be “rocket science” it is based on over thirty years of 

experience in working with hundreds of trucking companies of all sizes across 

the country.  Companies who have faced and successfully overcome many of 

the same issues you are facing right now.

If you follow these Basic Steps, you’ll be well on your way to reaching your goals 

of a more profitable company.  It is suggested you keep notes as you go through 

each step, looking critically at your business to decide how you stack-up.



1 Know where you are!

You have to know where you are before you set out on your journey to business 

success,  You need to focus and set priorities on those things that are truly important 

and are going to enable you to reach your company’s goals and objectives.  No 

distractions, no diversions.

• Are you profitable?

• What are your strengths and weaknesses?

• What areas of your business, customers, lanes and operational areas are 

profitable and which are not?  And most importantly WHY?

• What are your costs of doing business?  Not just the variable cost of moving 

a truck from A to B, but all the fixed and overhead costs associated with it.

• Do you have the management depth to accomplish your goals?

• Does your pricing really cover all your costs and provide for a specific profit?



2 Get everyone on board!

Make Profitability a top priority for the entire organization.  Every facet of your 

company needs to work together toward common goals and objectives.

• Are you setting measureable goals and objectives that focus on profitability?

• Do you define expectations on an individual basis for all employees?

• Have you identified the Vital Signs (Key Performance Indicators) that 

measure the daily health of our business?

• Do you have a system in place that tracks Vital Signs and holds people 

accountable?

• Does your compensation program incent achievement of goals and 

objectives?

• Do you have a regular personnel evaluation program?



3 Communicate!

There is an old saying that “knowledge is power”,  Many owners sometimes want to 

hold on to that power by limiting information and as a result limiting the ability of 

others to contribute.

• Do you have a regular, well-defined, top-down communication channel that 

allows for the two-way exchange of issues and ideas?

• Do you give people all the information they need to do their jobs?

• Do you provide for the clear measurement of progress?

• Do you hold regular staff meetings to discuss progress toward goals and to 

keep focus on attainment?



4 Maximize your ROI!

Trucking is an asset intensive business.  To be successful focus needs to be placed 

on maximizing your Return on Investment on your trucks and trailers:

• Do you measure revenue per truck per day?

• Is your ENTIRE fleet productive?

• Are you maximizing truck utilization?

• Are you using your drivers effectively?

• Have you considered “slip seating” or other strategies that may increase 

truck and driver productivity?

• Are you working with shippers and consignees to limit detention?

• Do you have a preventative maintenance program that minimizes downtime?



5 It’s not what you make 

but what you keep!

How you update your fleet and replace older equipment can have significant tax 

consequences that will impact your net profit.  A replacement strategy that enables 

you to take advantage of “like-kind” exchange provisions of the tax law can allow you 

to increase net profits and cash flow.

• Have you considered the pros and cons of trade-in, cash purchase, lease 

and exchange alternatives?

• Are you aware of “Like-Kind” asset exchange provisions of the tax code as it 

applies to truck replacement?

• Have you optimized your vehicle trade cycle?

• Does that trade cycle consider the operating and cost advantages of newer 

equipment versus older equipment?



6 Reduce driver turnover!

The best driver recruiting strategy is retention.  The main reason drivers leave is 

because they do not feel they are valued as employees.

• Do you treat your drivers as employees?  Are they treated with the respect 

and consideration they deserve?

• Do you define driver productivity goals and performance expectations?

• Do you make work/life balance a priority?

• Are they allowed and enabled to participate in the business?  

• Does your compensation for drivers recognize tenure, industry experience, 

responsibility and skills?

• Is your operations department in sync with the needs of the business, your 

drivers, and your customers?



7 Focus on profitable 

Growth!

The key to profitable long term growth is the alignment of your company’s goals and  

strengths with current and future customers who need your services and ship 

products that maximize the productivity of your equipment.

• Are your services aligned with the needs of your customers?

• Are there opportunities to provide additional services to your existing 

customers?

• Are your new customer sales efforts in alignment with your business 

strengths, goals, and operating model?

• Are you engaging strategic partners to overcome areas of weakness or to 

extend your business into additional services or locations?



8 Do it SAFELY!

You can do everything right from a business strategy standpoint, but if you’re not 

operating safely, you’re wasting your time and money.  

• Is safety a key element of your driver’s performance evaluation and 

compensation strategy?

• Are your CSA scores regularly monitored and communicated throughout the 

organization?

• Are your people held accountable for safety related issues?

• Do you have an Electronic Logging initiative?

• Do you hold regular safety related training classes?



9 Repeat!

There is one more step that may be the most important - Start with Step 1 and do it 

all over again!

It may be trite to say, but success really is a journey, not a destination.  It is a process 

of continuous improvement that requires constant vigilance and has to be 

anticipatory and responsive to change.  Many of you and your families have been in 

business for a long time.  In that time not only has the industry changed but 

everything that impacts the industry has changed.

The bottom line is that there is no one ideal solution that is going to fit everyone or 

every situation.  It is by constantly re-evaluating where you are and where you want 

to go that you will be successful.



Additional Resources:

This presentation lays out, in general terms, some basic steps to improve operational effectiveness.  Additional detail 

and “how to” information, including comprehensive manuals and evaluation tools are available for review and 

download on our website at www.Trincon.com/resources.  These include:

• Introduction to Cost Modeling - Cost Modeling is a very effective tool for helping to identify your cost of 

operations - both variable and fixed - and can provide the basis for business analysis, cost management, 

pricing and customer negotiation.

• Increasing Truck Productivity - This white paper explores tactics and strategies for increasing productivity, 

increasing revenue per truck per day, and improving your Return on Investment.

• Management Strategies - Managing your business efficiently and effectively is increasing important in today’s 

highly competitive environment - especially in capital-intensive businesses such as trucking.  This paper 

explores management strategies for improving competitiveness and profitability.

• Tax Strategies - More information on “Like-Kind” exchange strategies are available from:

• Strategic Property Exchange LLC at - www.spe1031.com

• The IRS at - www.irs.gov/uac/Like-Kind-Exchanges-Under-IRC-Code-Section-1031

• Comprehensive “How To” manuals are available for:

• Activity Based Costing

• Driver Recruiting and Retention

• New Business Development

• And others.  We invite you to take advantage of these resources.

http://www.trincon.com/resources
https://www.irs.gov/uac/Like-Kind-Exchanges-Under-IRC-Code-Section-1031


TRINCON GROUP LLC is a business advisory and technology company that works 

exclusively with the trucking industry. 

Headquartered in Columbus, Ohio, we have advised hundreds of companies, across the 

country, for over 30 years.  Our primary mission is to help companies realize their full potential 

- to help them improve Profitability, to maximize Productivity, and improve Operational 

Effectiveness.

We also offer TruCosting Cost Modeling and Business Intelligence solutions that enable 

trucking firms to better analyze and manage their operations.

For more information on Trincon Group, visit our website at www.Trincon.com.

While you’re there, check out the resources we have available, and especially some of the 

self-evaluation tools that we offer.

http://www.trincon.com/

