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What’s happening in
cross-border LTL trucking?

Demanding shipper requirements
and stricter regulations are driving change

profound changes over the past few years.

These changes have been triggered by the evo-
lution in shipper requirements and a host of eco-
nomic and regulatory developments. To interpret
these changes, I recently spoke with two industry
veterans, Frank Prosia, president of Trans-Pro
Freight Systems Limited and Sanjay Khanna,
director, US Division for National Fast Freight.
Here is what they had to say.

From Prosia’s viewpoint, one major change over
the past three years has been the improvement in
cross-border transit times by the major common
carriers. “They have eliminated many of their hubs
and are building LTL loads to more distant desti-
nations. While they advertise transit times compa-
rable to Trans-Pro and similar carriers, service
consistency is still difficult for them. This is a short-
coming of some of the major national carriers.”
From Khanna's perspective, “the devaluation in
the US dollar and changing customs regulations
have resulted in significant shifts in head haul and
backhaul flows.”

This led to a discussion on the changes that are
taking place in service coverage and LTL transit
times. “As a contract carrier, Trans-Pro is continu-
ously growing its fleet so that almost 100% of our
outbound freight is handled by our own satellite-
tracked trucks and loaded to meet specific re-
quirements prior to departure. While our transit
times are the envy of our competitors, we are con-
stantly looking for ways to improve. Two years ago
we purchased Gapco Transport and added over 50
trucks, allowing us to cover the south and south-
east. We intend to grow through acquisitions that
enhance our level of service,” commented Prosia.

Many Canadian and US carriers have entered
into interline arrangements with selected partners
to expand their geographical reach while provid-
ing their customers with a high level of service.
This is the approach being taken by National Fast
Freight in building its LTL program.

Since LTL shippers have choices to make with
respect to carrier selection, each of these individu-
als was asked to address their company’s approach
to satisfying its customers’ needs. “NFF has main-
tained its innovative approach by offering custom-
ized transportation solutions for our customers.

The LTL segment has been going through some

We have partnered with our customers to educate
them on the ever changing landscape and the role
each of us can play in delivering efficient solutions,”
stated Khanna.

According to Prosia, shippers want value. “They
want consistency and reliability. For instance, if they
pay a certain rate and expect three-day service from
the Carolinas, the carrier is expected to perform ‘all’
of the time, not ‘some’ of the time.” As part of this
value, they expect immediate communication if
there is a problem. While shippers understand the
reasons for service failures, “poor customer service”
and “lack of communication” are not acceptable
explanations. The carrier needs to understand the
product characteristics and the requirements of the
customer. “Price is mainly a concern to those cus-
tomers whose cost of freight is a higher percent of
the sales value of the goods.” Khanna echoed these
comments: “Shippers want capacity, consistent and
reliable service at a competitive price,” he said.

How are these companies seeking to differenti-
ate themselves from their competitors? NFF seeks
to partner with its customers and offer transporta-
tion solutions that are custom tailored to their re-
quirements. It is also seeking to expand its portfolio
of services. For Trans-Pro, quality control is very im-
portant. Their “quality program stresses consisten-
cy whether you are a daily or monthly shipper. All
customers are treated the same.”

Looking ahead to the future, one major chal-
lenge will be the ACE program which will force
cross-border shippers to have their paperwork
ready by early afternoon. “We will only be able to
load an LTL peddle run when we know all the
goods will clear at the border. We expect many of
the smaller LTL contract carriers to switch to truck-
load, since it will be too costly and time consum-
ing to implement the ACE program,” stated Prosia.
He also questioned the attractiveness of the
Canadian market to some US carriers with the de-
cline in the value of the US dollar and the admin-
istration associated with the ACE program.

Trans-Pro will continue to focus on the non-au-
tomotive and food markets, the latter using its fleet
of 60 reefers and partnering with 3PLs and 4PLs
while NFF will maintain its customer focus and
expand its service portfolio to meet the ever-
changing needs of its clients. CT&L
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