
CASE STUDY: TRANSPORTATION OPTIMIZATION 

 

THE CLIENT: 

A Japanese subsidiary formed 1966 in Chicago was the beginnings of this $1.6 Billion a 

year enterprise. The current line-up includes street bikes, dirt bikes, side-by-side 

vehicles, and watercrafts. The USA headquarters is in Foothill Ranch, CA and employs 

over 480 people and 1,500 dealers. The client distributes from 3 parts warehouses in 

California, Kentucky, and Texas. 

 

CLIENT CHALLENGE: 

Phase 1: The company primarily used two modes of transportation including: Less-

than-Truckload (LTL) and small parcel. The client’s transportation program suffered 
from a lack of visibility into the transportation spend and on-time service achievement 

for each carrier CPC was brought on board to analyze mode selection and utilize best 

practices knowledge to optimize cost and service. 

Phase 2: The client was overpaying for transportation and shipping costs were not 

consistent. The company’s LTL costs were based on shipping class which led to 
unpredictable costs from month-to-month. Additional, several assessorial and 

fluctuating fuel surcharges were added to bills. CPC’s mission was to lower shipping 
costs at market and lock them in long-term to drive sustainable savings. 

OUR SOLUTIONS: 

Phase 1: CPC gathered data from the client regarding mode usage and shipping 

volumes. After analyzing the data, CPC found it would be beneficial for the client to 

transform the LTL pricing scheme into an All-inclusive pricing structure and specifying 

service level expectations. 

Phase 2: CPC worked with the client to analyze and compare the client’s current 
shipping rates to CPC’s Benchmark library. After finding that the client was overpaying 
for transportation with inconsistent rates, CPC managed a partner selection process 

which lowered costs. The process began by gathering the client’s requirements and 
developing an RFP package based on these requirements. After finalists were selected, 

CPC executed a Reverse Auction and secured pricing agreements and service 

commitments from the carriers. These agreements locked in for a minimum of 12 

months in a multi-year agreement. CPC developed on-time transit reports to track 

visibility, compliance, and savings to measure the efficacy of the program. 

CLIENT BENEFITS: 

1) Measured savings of $1.2 million (30%) for a 12-month period 

2) Consistent shipping rates based on simplified single-class pricing method 

3) Increased visibility of transportation spend for continued optimization 

Power Sports Parts Distribution 

CHALLENGE 

To reduce transportation costs to 

achieve market rates (LTL reduction 

target at 25%) and to optimize mix 

of carriers; to implement simple cost 

structure; Increase visibility of 

transportation spend 

SOLUTION 

• Execute CPC Partner Selection 

Process and Reverse Auction 

• Lock-in service commitments 

and pricing during contract 

period 

• Develop simple routing guides 

• Develop and publish reporting 

on compliance, savings 

achievement, and On-time 

performance 

• Provide industry expertise 

consulting during contract 

period 

RESULT 

• 30% savings in LTL costs 

• Consistent shipping rates 

• Increased visibility   
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