
Create and 
maintain a healthy 
pool of carriers on 
the spot market
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Despite volatility, failing to plan still equals planning 
[V� MHPS�� 0[�THRLZ�ZLUZL� [V�KL]V[L�H�ZPNUPÄJHU[�
proportion of your procured lanes to your 
contracted carriers. 

Nurture your contractual relationships – long-lasting relationships with carriers have 
UL]LY�ILLU�TVYL�PTWVY[HU[�HUK�̂ PSS�JVU[PU\L�[V�VќLY�IV[O�WHY[PLZ�WSLU[`�VM�ZLJ\YP[`�
in uncertain times. However, don’t only turn to the spot market when outbound 
shipment volume exceeds your dedicated carrier capacity. Use it strategically and, 
as explained before, make sure you don’t procure ghost lanes which are unlikely 
to materialise, and instead, put them into your spot planning.

:OPWWLYZ�OH]L�KP]LYZL�ZOPWTLU[�WYVÄSLZ�HUK�ULLKZ��-VY�VUL�Vќ�QVI�ZP[L�KLSP]-
eries, sourcing carriers and securing better costs in the spot market can be 
more advantageous than relying solely on core carrier capacity. Inconsistent 
ZOPWWPUN�WYVÄSLZ��^P[O�\URUV^U�KLZ[PUH[PVUZ�\U[PS�[OL�VYKLY�PZ�WSHJLK��ILULÄ[�
MYVT�\[PSPZPUN�[OL�IHJROH\S�ZWV[�THYRL[�PUZ[LHK�VM�Ä_LK�JVU[YHJ[�YH[LZ� Carriers 
strategically incorporate backhaul freight to optimise their cost structure 
HUK�[Y\JR�YLSVJH[PVU��THRPUN�P[�ILULÄJPHS�MVY�ZOPWWLYZ�[V�[HW�PU[V�ZWV[�
market demand for lower prices. Expedited carriers in the spot market can 
be sourced to meet urgent delivery expectations.

Ensure you regularly check spot price predictions and compare them with 
JVU[YHJ[LK�IHJR�\W�YH[LZ��>L�YLJVTTLUK�THPU[HPUPUN�ÅL_PIPSP[`�HSSV^PUN�`V\�
to buy at spot rates if they’re better. As carrier rejection rates remain high, the 
spot market cements itself as an essential source of required capacity. Make 
sure you stay informed about current market developments. Today’s new normal 
includes managing exceptions, new lanes and business (where no contracted 
agreements exist) or managing exotic lanes more often than ever before – all of 
^OPJO�KLTHUK�[OL�LѝJPLU[�\ZL�VM�[OL�ZWV[�THYRL[��<ZL�4HYRL[�0U[LSSPNLUJL�HUK�



data-driven tools, to turn spot into more of a strategic and plannable option that 
JHU�OLSW�LUZ\YL�LѝJPLUJ`�HUK�JVTWL[P[P]L�YH[LZ�^OLU�[OPUNZ�NL[�OLJ[PJ�

;V�JYLH[L�HUK�THPU[HPU�H�OLHS[O`�WVVS�VM�JHYYPLYZ��THRL�Z\YL�`V\�VɈLY�
spot transports that are attractive to your partners:

� 6ɈLY�SHULZ�VU�[OL�ZWV[�THYRL[�[OH[�HYL�HWWLHSPUN�[V�̀ V\Y�JHYYPLYZ� not only 
SHULZ�̂ P[O�SV^�]VS\TL�VY�YLTV[L�KLZ[PUH[PVUZ��(SZV�JVUZPKLY�ZLHZVUHS�Å\J[\H-
tion, remember that some carriers will prefer certain distances and geographies. 

� Be timely: try not to request a load at 5pm in the afternoon for a pickup 
the next morning.

� (KK�TVYL�ÅL_PIPSP[`�HUK�IL[[LY�TH[JOTHRPUN! give your carriers the ability 
[V�ÄUK�Z\P[HISL�YL[\YU�SVHKZ�[V�H]VPK�LTW[`�Y\UZ��0U[LSSPNLU[�[VVSZ�SPRL�V\YZ�SL[�
[OLT�ÄUK�TH[JOPUN�[YHUZWVY[Z�PU�YLHS�[PTL�

� Communication is key: Ensure early involvement of your carriers when 
transitioning to a more dynamic assignment strategy. Present the idea of spot 
assignments positively, as an opportunity rather than a challenge. The world 
is dynamic and volatile, right? Instead of simply cutting contracted volume 
from carriers, give them access to consistent volume also on the spot market, 
LUHISPUN�[OLT�[V�ÄSS�NHWZ�PU�[OLPY�WSHUUPUN��0M�`V\�JVTT\UPJH[L�^P[O�[OLT�PU�
the right way, you will get them on board and more aligned with your strategy.

� Analyse your carriers’ performance in terms of load acceptance, being 
on-time, order accuracy and transportation utilisation. Reward carriers who 
honour contracts and work closely with them to tap into the spot market for 
VW[PTHS�ÅV^�HUK�YLK\JL�LTW[`�TPSLZ�I`�PUJYLHZPUN�\[PSPZH[PVU�HUK�SL]LYHNPUN�
backhaul.  Take the learnings and apply them to your work with other carriers 
in the spot market.



 
>OLU�ZWV[�PZ�KVUL�HUK�WSHUULK�[OL�YPNO[�̂ H �̀�̀ V\�̂ PSS�ILULÄ[�HZ�H�ZOPWWLY��
and your carriers will do likewise. Both shippers and carriers face similar chal-
SLUNLZ�[OLZL�KH`Z��:OPWWLYZ�ULLK�[V�ÄUK�TVYL�HNPSL�^H`Z�[V�ZLJ\YL�[OL�JHWHJP[`�
they need and to minimise transport costs, while carriers need more dynamic and 
ÅL_PISL�̂ H`Z�VM�̂ VYRPUN��[V�ZLJ\YL�Z\ѝJPLU[�I\ZPULZZ�]VS\TL�HUK�YLK\JL�LTW[`�Y\UZ�

No matter what the market conditions are, it’s essential to have a vital pool of 
carriers with a smart mix of contract and spot – including attractive lanes! This 
will help you to react smarter, no matter what the market conditions are, as it will 
LUHISL�`V\�[V�ZLJ\YL�JHWHJP[PLZ�PU�[PNO[�THYRL[Z�TVYL�LѝJPLU[S`�HUK�HJOPL]L�JVZ[�
savings when markets are softening.

Assign attractive lanes and nurture 
a healthy pool of carriers on the 
spot market using Best Carrier.
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0[�THRLZ�ZLUZL�[V�KL]V[L�H�ZPNUPÄJHU[�WYVWVY[PVU�VM�`V\Y�WYVJ\YLK�SHULZ�[V�`V\Y�JVU-
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OLHS[O`�WVVS�VM�JHYYPLYZ�VU�[OL�ZWV[�THYRL[�PZ�JY\JPHS�MVY�ÄUKPUN�JHWHJP[`�H[�JVTWL[P[P]L�
prices, whatever the market dynamics. Maintain a healthy carrier pool by securing 
contracts for lanes that align with your carrier network, while honoring your contractual 
commitments. Use the spot market strategically to challenge contracted rates from 
[PTL�[V�[PTL��VќLY�H[[YHJ[P]L�ZWV[�[YHUZWVY[Z��WYPVYP[PZL�[PTLS`�YLX\LZ[Z�HUK�MHJPSP[H[L�ÅL_-
PISL�TH[JOTHRPUN��7LYMVYTHUJL�HUHS`ZPZ�HUK�LќLJ[P]L�JVTT\UPJH[PVU�[V�\UKLYZ[HUK�
^OPJO�SHULZ�Ä[�̀ V\Y�THQVY�JHYYPLYZ»�UL[^VYR��SLHK�[V�JVZ[Z�HUK�V]LYHSS�THYRL[�LѝJPLUJ �̀

https://www.transporeon.com/en/platform/transport-execution-hub/shipper/best-carrier?utm_source=website&utm_medium=internal-content&utm_campaign=ebook+leverage+the+spot+market&utm_id=cmp-01311-c1p9y&utm_content=spot_ebook_banner_chapter5_bc

