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ABSTRACT

In this research, the authors surveyed three groups concerning job satisfaction: experienced drivers, new drivers,
and managers.   Statistical tests were conducted using a sample of 196 new drivers, 145 experienced drivers, and
59 managers from a large TL firm based in the U.S. The results suggest that many discrepancies exist on driver
satisfaction among the three perspectives.  In particular, new drivers provide managers with opportunities and
challenges for satisfaction.  Given the current state of the trucking industry, managers will likely benefit from
approaching this segment of drivers differently to meet their expectations and keep them from leaving their
firms.

INTRODUCTION

Driver turnover has persistently plagued for-hire
truckload (TL) motor carriers since deregulation in
1980.  Many trucking firms have tried higher wages,
bonus programs, family incentives, guaranteed time-
home schedules, and a variety of other plans, but the
problem persists—drivers switch firms or leave the
industry, a process that costs trucking firms $6,000-
$15,000 per driver lost (Min and Lambert 2002; ATA
2007).  Although driver turnover fluctuates, on
average it has risen to 121% average for large TL
firms and 102% for small firms (annual revenue of $30
million or less) (ATA 2007). Some large firms have
turnover rates above 200% annually.  To put this in
perspective, the annualized turnover rate for all jobs
in the U.S. was 23.7% in 2006 (BLS 2007). 

Driver turnover adds to the cost of consumer goods,
cuts profits for trucking firms, and lowers logistics
productivity. In 2005, Ozark Motor Lines reported a

66% annual turnover rate for 750 drivers. They hired
495 drivers that year, estimating the turnover cost to
be $2.5 million (Paz-Frankel 2006) and those costs
were likely passed down the supply chain. 

As the U.S. economy faltered in 2008, an influx of
workers from other industries alleviated the driver
shortage and slowed turnover (CSCMP 2008).  The
trucking industry welcomed the new hires, but
experienced managers know that bringing in new
drivers puts additional pressure on training and
education.  New, less-experienced drivers are more
likely to miss customer appointments and disrupt
operations.  Even experienced drivers can create these
problems when they are new to a company and
unfamiliar with local procedures. 

An important gap in the literature revolves around
understanding the differences between experienced
drivers and new drivers. Managers often struggle to
understand drivers’ perspectives and attitudes
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ABSTRACT

The research reported in this manuscript empirically compares the private warehouse investment strategies of
small and large manufacturing firms.  Mail surveys were administered to independent samples of small and large
United States manufacturing firms. This research is based on a series of identically worded questions
administered to both samples.  Data was factor analyzed and cluster analyzed to identify three private warehouse
investment strategies for small and large firms and two strategies for large firms. Analyses of three independent
variables further evaluated differences in private warehouse investment strategies. Finally, the warehouse mix
of small and of large firms was compared.  This study identified specific private warehouse investment strategies,
and warehouse mixes, in small and large United States manufacturing firms. Small firms were found to be less
likely to use formal capital budgeting techniques and were less likely to consider strategic issues than large firms.
Small firms were also found to be more likely to use private warehousing than large firms.  This research increases
the awareness of differences in logistics practice between small and large manufacturing firms and suggests that
generalizations regarding logistics strategy should be approached with caution.

INTRODUCTION

Historically, warehousing performed the function of
long term-storage for raw materials, goods in process,
and finished goods. Manufacturers fabricated products
for storage in warehouses and then sold from
inventory.  Many warehouses were required to have
inventory levels of 60 to 90 days supply to meet
productions needs, customer needs, and avoid stock
outs. Warehousing of the past was perceived as an

inescapable cost center that functioned as a large
stock-keeping unit (Coyle et al, 2003).
 
As a result of global competition warehousing has
become an important function in the supply chain for
maintaining a competitive advantage in customer
service, lead-times, and costs (De Koster, 1998).
Warehouses have been redesigned and automated for
high speed, high throughput rate, and high
productivity in order to shrink processing and
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ABSTRACT

Supply chain management (SCM) has become a critical strategic function in recent years.  Research in the
discipline has been focused toward the upstream side of the supply chain on functions such as warehousing,
transportation, procurement and production.  As power has shifted downstream toward retailers and their
customers, SCM research has been slow to respond.  This represents a significant gap, and a significant
opportunity.  Retailers face challenges that differ from those found in upstream suppliers and manufacturers.  We
present findings from a study of senior supply chain executives in the retail industry that focuses on the supply
chain challenges of greatest importance to retailers, and the evolving capabilities used to address these issues.

Supply chain management (SCM) has become a
critical strategic function in many industries during
the past 20 years.  SCM has developed into an
integrative discipline incorporating strategic elements
with process and collaboration (Gibson et al. 2005).
Further, SCM has become a critical competitive
weapon favored by C-level executives searching for
competitive advantage (Manrodt et al. 2005).    Supply
chain research has increased significantly in recent
years, and many techniques have been suggested for
achieving supply chain goals including collaboration
(Sinkovics and Roath 2004), process integration (Min
and Mentzer 2004), information sharing (Sanders and
Premus 2005), standardization (Bowersox et al. 1999),

and aligning measures and rewards (Mentzer 2004).
In addition, SCM research is now acknowledged as
providing theoretical and practical insight into a
variety of areas including collaboration in production
(Nativi and Barrie 2006; Pfohl and Buse 2000), new
product innovation (De Luca and Atuahene-Gima
2007; Zacharia and Mentzer 2007), quality (Harding
1998; Liker and Choi 2004), transportation (Lieb and
Butner 2007; Van Hoek 1999) and just-in-time
manufacturing (Giunipero et al. 2005; Sillince and
Sykes 1993).  The importance of SCM to business
strategy, and ultimately business success, appears to
be on solid footing.
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ABSTRACT 

Since driver fatigue has known to be the primary cause of serious truck crashes, the Federal Motor Carrier Safety
Administration (FMCSA) has attempted to implement new hours-of-service (HOS) regulations that aimed to promote
safer driving environments. The new HOS regulations effective on October 1st of 2005, however, may lead to substantial
cost increases for the trucking industry which will in turn hurt shippers and ultimately customers. For instance, motor
carriers may need to hire additional drivers to comply with new HOS regulations requiring that drivers be placed out-
of-service until they accumulated enough off-duty time. In particular, off-duty breaks required to refresh driving hours
were increased to 10 consecutive hours from the old rule of eight cumulative hours. A chronic shortage of truck drivers
coupled with new HOS regulations could further aggravate the driver recruitment and retention problems. In addition,
due to potential loading/unloading delays and stiffer fines/penalties resulting from new HOS regulations, trucking
productivity may decline. To help trucking firms cope with various challenges of new HOS regulations, this paper
provides a systematic overview of prior literature that examines the impact of HOS on transportation productivity and
safety in the U.S. It also discusses managerial implications of new HOS regulations.

INTRODUCTION

The hours of service (HOS) regulations were first
introduced by the now-abolished Interstate Commerce
Commission (ICC) in 1937 as a way to protect the
safety of long-haul truckers. The HOS’s main purpose
is to prevent truck accidents caused by driver fatigue.
This is accomplished by limiting the number of driver
working hours per day and week. Driver working
hours include the time spent on loading, unloading,
driving, handling freight, preparing reports, preparing
vehicles for service, or performing any other duty
pertaining to the transportation of passengers or
property. The main reason for limiting driver working
hours is to prevent fatigue by keeping drivers on a 21-
to 24-hour schedule, maintaining a human body’s

natural sleep and wake cycle (so-called circadian
rhythm). Drivers are required to take a daily
minimum period of rest and are allowed longer
weekend rest periods to combat sleep deprivation,
cumulative fatigue, and time-on-task fatigue effects
that accrue on a weekly basis (Federal Motor Carrier
Safety Administration, 2006). Despite their intent to
enhance traffic safety, HOS regulations have become
sources of controversy because it is hard for the policy
maker to determine exactly how long drivers should
work and sleep for their safety. As such, there were
numerous proposals to amend HOS regulations
between 1962 and 2009, but none were ever finalized
due to contentious debates over their effectiveness in
enhancing traffic safety. 
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“Double, double, toil and trouble, fire burn and cauldron bubble” 
–from the three witches’ chorus, Wm. Shakespeare’s Macbeth.

It is now beyond question that shippers and
consignees face potential double payment liability to
motor carriers for freight transportation charges.
Three federal court cases, two of them being 2008
“cases of first impression” in the 9th and 11th Federal
Judicial Circuits, have recently imposed “double
payment liability” upon an innocent shipper or
consignee. Double payment liability for non-brokered
shipments was imposed upon consignee Kawasaki
Motors in the 8th Circuit case of Harms Farms
Trucking v. Woodland Container and Kawasaki
Motors Manufacturing Corp.U.S.A., 2006 WL 3483920
(D. Neb.2006); double payment liability for brokered
shipments was imposed upon shipper and consignee
Sears Roebuck in the 9th Circuit  (Oak Harbor Freight
Lines v. Sears, Roebuck & Co. et al, 513 F.3d 949 (9th

Cir., 2008)); and  consignees Peters Hospitality and
Polaroid Electronics were found doubly liable for loads
passing through a freight forwarder in the 11th Circuit
(Spedag Americas, Inc. v. Peters Hospitality and
Entertainment Group LLC et al., 2008 WL 3889551
(S.D.Fla. 2008)).

 These cases illustrate the breadth of potential double
payment liability which may arise any time a load
moves – regardless of whether or not a transportation
intermediary such as a freight broker or freight
forwarder is involved. The cases also underscore the
importance of shipper/consignee preventative up-front
due diligence. As a practicing attorney, your author is
reluctant to exercise the literary license of simile by
comparing the decisions in Harms Farms, Oak
Harbor, and Spedag to Shakespeare’s three witches’

chorus; nonetheless, a legal cauldron of “double,
double, toil and trouble” awaits an unwary shipper or
consignee. 

The purpose of this article is neither to engage in an
overly technical legal analysis nor to disparage motor
carriers who bring “double liability” claims against
financially viable shippers/consignees; after all the
trucking company has performed a valuable service
and is simply trying to be paid “once” for that service -
even though the financially viable shipper or
consignee may have to pay twice with the
bankrupt/insolvent third party absconding. The
purpose of this article is generally to provide some
“front-end” practical suggestions to shippers/
consignees in how to avoid being in court on one of
these claims in the first place and more specifically
how to do so by exercising due diligence in selecting a
freight broker for transportation needs.
 
In the Harms Farms case no broker or freight
forwarder was involved, rather consignee Kawasaki
Motors directly contracted with shipper Woodland for
delivery of 90 shipments of pallets to Kawasaki.
Shipper Woodland verbally contracted with motor
carrier Harms Farms to deliver the pallets and the
motor carrier did so. Shipper Woodland billed
consignee Kawasaki for Harms’ freight charges.
Kawasaki paid Woodland some $27,000 of those
charges with Woodland agreeing to forward payment
to the motor carrier. Woodland sent a check for partial
payment to the motor carrier but the check was
returned for insufficient funds and Woodland never



Fall 2009               71

A LONGITUDIAL STUDY
OF PRIVATE WAREHOUSE
INVESTMENT STRATEGIES

Jonathan W. Kohn
Shippensburg University

Michael A. McGinnis
The Pennsylvania State University

John E. Spillan
University of North Carolina at Pembroke

ABSTRACT

This article revisits private warehouse investment decision making, a topic previously examined in 1989 by
McGinnis, Kohn, and Myers (1990).  Since then there has been a substantial amount of discussion regarding the
scope and nature of logistics/supply chain management.  In particular the roles of private, contract, and public
warehousing has been discussed, increased emphasis on financial performance and strategic decision making may
have altered the criteria for investment decisions in private warehousing, increased coordination of supply chains
may have altered the relative importance of private, contract, and private warehousing, and increasing emphasis on
controlling inventory investment may have shifted inventory responsibilities onto suppliers and customers.  Empirical
data was collected in 1999 and 2008 regarding warehouse investment decisions in large United State manufacturing
firms. This research focused on private warehouse investment decisions, topics that might affect those decisions, and
the mix of private, contract, public, and other warehouse options. The results of the 1999 and 2008 data were
compared to the earlier findings reported by McGinnis, Kohn, and Myers.  Changes in private warehouse investment
strategies, the roles of market/product mix uncertainties and availability of for-hire warehouse providers, and
changes in warehouse mix were examined.  Implications for practitioners, teachers, and researchers of transportation,
supply chain management, logistics, and warehousing are discussed.

INTRODUCTION

During the last decade of the 20th century, conventional
purchasing and logistics functions expanded into a
broader strategic approach to include materials and
distribution management known as supply chain
management (Tan, 2001). Warehousing, as part of this
larger system, enables companies to store purchases,

work-in-progress, and finished goods while
simultaneously performing break bulk and assembly
activities. The ability to complete these functions
rapidly results in providing faster delivery and better
customer service (Wisner, et al 2009). The consequence
of this capability is the establishment of a competitive
edge in the marketplace.
 




