Strategies for Selling Freight

in a Tough Market

By Tim Taylor, President of Network F.0.8.

1. Stay Positive—There’s a Bright Side

to This Thing
It wasn't very long ago when we all believed that
2009 would be our best year ever. For most in
the freight brokerage business, its been a major
disappointment.

Your belief structure is important if you are to
succeed during ordinary market conditions, but it is
absolutely vital if you want to keep selling in a tough
one.

Having a winning belief system doesnt mean
you're a “Pollyanna” oblivious to economic condi-
tions. We're in the middle of a bleak recession and it
appears the numbers wont be turning around
anytime soon.

Your actions result in a living, breathing self-
fulfilling prophecy! When you believe theres not
much business out there, you [eel negative. That in
turn affects your activity, your creative ability to
generate new ideas and even your demeanor;
destroying your sales results.

But there’s a bright side. Shippers want to part-
ner with the best brokers and carriers; those who
support them and who will be around tomorrow.
New business opportunities arise as marginal freight
companies dissolve, and that can mean more sales
and more business opportunities for you.

It's simple math. The current market is over-sup-
plied with carriers and brokers. Some are going out
ol business every month. Its true—we keep a sharp
eye on the numbers. Freight brokerages that are
departments of small truck lines are usually the most
vulnerable because in tough times dollars get moved
from the brokerage to keep their trucks rolling.

Get proactive. Redouble your efforts dramatical-
ly: more marketing, selling, canvassing, promotion
and especially more networking.

Its a pretty good bet that one of your prospect’s
current carriers is going to fail. If you're there,
talking with that prospect regularly, you're in.

2. A Word on Sales Skills

Most brokers don't spend nearly enough time work-
ing on improving their sales skills and techniques.
Training and development are not things that many
brokers choose to spend their time doing. They may

get away with it in a booming market when sales
are easy.

Some good questions to ask yourself: When did
you last read a book on selling? How many sales
training audios have you listened to over the last
year? How many sales training seminars have you
attended? Sadly, for many the answer will be zero. If
you're waiting until your business has dropped to
the point that you're in trouble, you're way behind
the curve.

3. Improve Your Client Relationships

In tough times, success will come to brokers who
become a valuable resource for their clients, to bro-
kers who understand why a shipment is moving and
who help clients make the right business decisions.

Brokers who take the time to truly understand
their clients why they buy, how they sell and who is
involved—stand to benefit because there will be
more business for them as competition falls by the
wayside.

The more people and processes you know and
understand at your clients company the more you
become an invaluable part of the team.

Spend time with clients in person and on the
phone and build stronger relationships. Make sure
you truly understand them, their concerns and their
businesses. Help them by adding value over-and-
above what they could have ever expected.

Practically every business is looking for ways to
cut costs and save money. You need to be “Wowing”
your clients with the best service that they've ever
had, going that extra mile. And don't be afraid to
toot your own horn when you do. There’s an old
saying in this business: “Get an 10U for everything
you do,” which means, never devalue your work by
telling your client, “It was nothing, it was easy,” or,
“Don't worry about it.” Never. You're a professional.
You have a very valuable skill and you should be
compensated to exercise it even if payment is an
IOU. You'll cash-in with the client later. A simple
example is a rate quote. Always call your clients
back and let them know that you researched the
market and show them that you know your stuff.

In a recession many truckers and brokers will
try to cut rates to survive.

They probably won't be in business very long
but you dont want lose a client to a marginal
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