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Who is Chainalytics?

ÅChainalytics formed in 2001 (HQ in Atlanta, GA)

ï50 FTEs in US and India

ïExperience of over 400 engagements 

ÅSupply Chain Analysis Focused In:  

ïSupply Chain Design 

ïTransportation Sourcing & Operations Improvement 

ïInventory & Portfolio Planning

ÅTransportation Procurement Experience

ï100+ Transportation bids over the past 7 years

ÅAll industries, All modes

ïTechnology Expertise

ÅChainalytics has experts on staff for all the major technology vendors

ïAccess to our proprietary TL Benchmarking product (MBBC)

ÅCurrent MBBC model includes $12B in freight spend refreshed every 6 months

ÅMuch more the just rate comparison. MBBC determines the cost drivers that determine rates
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Guiding Principals to Transportation Procurement

ÅTransportation is not a commodity ïit is a service

ïThe subjective aspect of the quality of the service needs to be included in the analysis

ïShippers should consider all costs (direct and indirect) when trading-off soft aspects

ÅA transportation procurement event is as much a relationship management 

process as a pricing event

ïThe outcome of a typical event is a non-binding agreement

ÅShippers do not guarantee volume and carriers do not guarantee they will take the 

volume tendered

ïAs such, the procurement event must be looked at as part of a continual process of 

relationship management with your service providers

ÅGoing to market, or market testing your rates, should be a healthy part of 

the relationship management process

ïCarriersô networks change as much, if not more than, the average shippersô networks

ïThese events should be well communicated, regularly scheduled, and fair
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Procurement Best Practices:
Procurement Life Cycle
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LHD Capacity Predictions
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Survey responses from 46 for LHD transportation 

procurement directors managing over $10B in spend
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Procurement Savings 2008 - 2009
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Food Mfg Food Mfg Food Mfg Food Mfg Food Mfg Food Mfg PharmaYear 2008 2008 2008 2008 2008 2008 2008 2008 2009 2009 2009 2009 2009

Mode TL TL/IM TL Ref TL/IM TL LTL LTL TL TL Ref TL/IM TL/IM TL Ref LTL

Spend ($MM) 38$          75$          40$          230$        19$          10$          0.6$         38$          54$          160$        49$          176$        8$            

Average 15% savings

Individual procurement events have yielded significantly 

greater rate reductions than the average  
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Rate Savings and Fewer Carriers
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Carrier Rationalization & Savings in Recent Procurement Events

Baseline Carriers Awarded Carriers Savings %

Given the unprecedented level of change in carrier and shipper 

networks, now is the time realign carrier relationships
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