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Introduction

	Freight Brokers are used by the industry to arrange for the shipping company's transportation needs.

	They serve as a link between shippers and carriers or individual drivers. The majority of newcomers to the freight brokerage industry believe that brokering is the same as trucking. This is the most frequent blunder made by most novice freight brokers. For their matching abilities, a commission is paid to a freight broker. “Truck” brokers, “transportation” brokers, and “property” brokers are all terms used to describe freight brokers. In addition to vehicles, the brokerage business includes air, rail (train), and ocean ships. This course will solely cover the trucking sector in the 48 contiguous states that use trucks for ground transportation.

	Freight brokers then go out on the hunt for new clients, searching for wholesalers, manufacturers, farmers, and shippers that utilise freight broker services to transport their goods and products via reputable motor carriers. The duty of a freight broker is to contact them and attempt to figure out their budget and delivery requirements. As a freight broker, all you have to sell yourself to your customers is your integrity, thus proving yourself as a trustworthy freight broker will result in continuing business. A freight broker must have strong bargaining abilities in order to execute a "competitive" deal in which the shipper, carrier, and broker are all pleased. This course includes a database with over +150,000 transportation profiles that you can use to find new customers.

	The freight broker should have a good connection with the motor carriers to make this procedure easier. A shipper's credit is typically approved by the broker, who then gets his credit accepted by the carrier. In other words, he collects from the shipper and reimburses the carrier after deducting his commission. Motor carriers may be a carrier firm that hires truck drivers to operate a large number of vehicles or an individual truck driver known as an owner-operator who runs his own trucking business.

	A freight broker is paid a commission for successfully connecting a shipper's cargo with the appropriate carrier who will deliver it at a reasonable cost. The majority of brokers believe they are working for the shipper and aim to reduce the carrier's freight costs. In collecting money from the Shipper on behalf of the Motor Carrier (Owner Operator), the Broker must safeguard the interests of the Motor Carrier (Owner Operator).

	The Federal Motor Carrier Safety Administration (FMCSA), a Department of Transportation department, is the sole regulating authority for freight brokers. There are certain criteria to meet before you can start working as a freight broker, but no pre-qualifying examinations or exams are required to get started. As a freight broker, it's important to understand the goals of both the shipper and the carrier and to attempt to establish a middle ground that will satisfy both sides.

	The transportation sector has its own set of brokers. They don't drive trucks or hire drivers, but they do play a part in the transportation of a range of goods. Brokers involved in interstate commerce are governed by the FMCSA and are subject to a number of federal laws and regulations, including 49 CFR 371. Brokers must register with the FMCSA, retain process agents to receive legal service, and create and maintain adequate financial liability coverage. Brokers also have administrative and financial responsibilities.

	Standards for financial recordkeeping Brokers are not allowed to portray themselves as motor carriers or as anything else than suppliers of FMCSA-registered brokerage services. The FMCSA modified 371 and other rules in response to the Safe, Accountable, Flexible, Efficient Transportation Equity Act: A Legacy for Users (SAFETEA-LU) and a petition by the American Moving and Storage Association (AMSA). Consumer protection, financial liability coverage, and business practices are all addressed in these changes for brokers of home products. In the future, the FMCSA will issue U.S. Department of Transportation (USDOT) numbers to all brokers in addition to Motor Carrier (MC) numbers to help them be more easily identified.

	As a transportation broker, you'll be tasked with connecting shippers with carriers who can deliver their goods. Transportation is arranged by connecting shippers and carriers. Brokering is defined as providing a service for a fee. If you arrange for the interstate transportation of a product for a shipper by a carrier motor, you are subject to FMCSA regulations and must register with the USDOT under 49 U.S.C. 13904. To be registered, the FMCSA must give you permission to work as a broker. Registration is sometimes known as "authority," "operating authority," or "authorization." All brokers who are regulated by the FMCSA must utilise the services of licenced motor carriers. An approved motor carrier is one that has been given interstate operating authorization and is properly registered with the FMCSA.

	Property or freight brokers and home goods brokers are the two types of regulated brokers. Each categorization necessitates the acquisition of a unique registration or authorization. Other than home items, a property broker may arrange shipping of a number of regulated commodities. Automobiles, electronics, and equipment, for example, maybe transported by property brokers.

	Only shipments of home items may be transported by a household goods broker. The FMCSA regulates household products, which are defined as follows in 49 CFR 375.103:

	
	• Personal effects, items used, or to be utilised, in a home, as part of the dwelling's equipment, are referred to as "household goods" in the context of transportation. The individual shipper or another person on behalf of the shipper must organise and pay for home goods transportation. Household goods are items that are moved from a factory or shop if they were bought with the intention of being used in a home and are transported at the request of the homeowner, who is also responsible for the transportation costs. The FMCSA regulates household goods dealers, who are defined as follows in 49 CFR 371.103:

	• A person who, other than a motor carrier or an employee or a bona fide agent of a motor carrier, sells, offers to sell, negotiates for, or holds itself out as a principal or agent by the solicitation, advertisement, or otherwise sells, provides, or arranges for the transportation of household goods by a motor carrier for compensation is referred to as a Household Goods Broker.

	• As a broker, you have the authority to organise the transportation of any regulated commodities (property and household items) as long as you acquire the necessary permissions. If you are an FMCSA-registered broker that arranges freight transportation and wishes to extend your company to include arranging transportation for shipments of household goods, you must apply to FMCSA for additional authorization as a household goods broker. The same is true if you are a licenced home goods broker who wants to extend your company to include regulated freight transportation. As a property broker, you must apply to the FMCSA for extra authorization.



	


Chapter 1: What Is The Freight Brokerage Business?

	The trucking sector, in particular, is essential to the economic and social survival of local towns, the nation, and, yes, the whole globe. Consider the instances when major transportation networks have failed due to natural catastrophes, labour disputes, or technical issues. When cargo is unable to move, the consequences are severe and far-reaching.

	The list goes on and on: store shelves are empty, perishable products deteriorate, companies are shut down, people are left unemployed. Although the United States is transitioning from a manufacturing to an information-based economy, and technology is affecting every industry, products will always need to travel.

	According to Robert Voltmann, president of the Transportation Intermediates Association (TIA) in Alexandria, Virginia, “logistics professionals in the United States—shippers, intermediaries, and carriers—have changed the way we conduct business.” “Our national economy has also been changed as a result of this process. Transportation has evolved into a valuable strategic asset. We've been able to shift to just-in-time delivery, so inventory is now stored in motion. More products are transported than ever before, with more efficiency and reliability.”

	Take a look around your house or workplace to see what you can find. It's very improbable that you have anything, if anything, that didn't arrive by truck in some form or another. The automotive freight business is massive in size and scope. The good news is that there is plenty of space for you to establish and develop a successful freight brokerage company in this sector.

	What is a freight broker, exactly? Simply stated, it's a person or a business that connects a shipper who needs goods transported with a licensed motor carrier who wants to offer the service. The definitions of broker and brokerage service may be found in 49CFR371.3 of the Code of Federal Regulations:

	
	• A broker is a person who, for a fee, organises or promises to arrange property transportation by a licenced motor carrier. When motor carriers, or persons who are employees or bona fide agents of carriers, arrange or offer to arrange the transportation of shipments that they are authorised to transport and that they have accepted and legally bound themselves to transport, they are not brokers within the meaning of this section.

	• The arrangement of transportation or the actual transfer of a motor vehicle or property is known as brokerage or brokerage service. It may be done for a motor carrier, a consignor, or a consignee. All additional services provided by a broker on behalf of a motor carrier, consignor, or consignee are classified as non-brokerage services.



	A freight broker is a kind of transportation middleman, which is a business that is neither a shipper nor an asset-owning carrier but is involved in cargo transfer. “Transportation intermediates use their expertise, technological investments, and human resources to assist both shippers and carriers in succeeding,” adds Voltmann.

	Both motor carriers and shippers benefit from the services provided by brokers. They assist transporters in filling their vehicles in exchange for a commission. They assist shippers in locating dependable motor carriers that they may not be aware of in the business; they have been there since the industry's inception in the early twentieth century.[image: Brussels hosts the 2nd European Truck Platooning Challenge event - ERTICO  Newsroom]

	

	1.1 The players

	This industry is broad and large, requiring a diverse group of players. In fact, several businesses utilize brokers as their traffic department, enabling them to manage all of their shipping requirements via the broker.

	Brokers who aren't new to the trucking industry may cross paths. But, in order to make things as straightforward and straightforward as possible, let's have a look at who the main actors are and what they do.

	
	• Freight broker: A freight broker acts as a go-between for shippers and carriers. “Truck brokers,” “transportation brokers,” and “property brokers” are all terms used to describe freight brokers. Though we'll use the word "freight broker" throughout this book, you may hear or see these alternative terms.

	• Shipper: A shipper is a company that transports items or commodities. Shippers may be individuals or corporations, but as a broker, you'll most often work with companies in the industrial or agricultural sectors.

	• Motor carrier: A motor carrier is a business that transports trucks. There are two kinds of motor carriers: private (a business that transports its own goods by truck) and for hire (a company that is paid to carry merchandise belonging to others by truck). For-hire carriers are divided into two categories: common and contract. A common carrier is obligated to serve the public under two strict conditions: mandatory service and responsibility for products loss or damage. A contract carrier delivers freight under the terms of a contract with one or a few shippers.

	• Freight forwarder: Freight forwarders are not the same as freight brokers and should not be mistaken with them. Typically, freight forwarders take custody of the items, combine several smaller shipments into one big cargo, and then arrange for transportation of that larger consignment. Surface freight forwarders utilise motor freight and rail carriage to carry products, air freight forwarders employ cargo and passenger airlines, and ocean freight forwarders use water carriers to transport commodities.

	• Import-export broker: These individuals act as intermediaries between importers and exporters (import brokers are also referred to as customhouse brokers). Import-export brokers work with the United States Customs Service, other government agencies, international carriers, and other businesses and organisations engaged in international freight transportation.

	• Agricultural truck broker: Agricultural truck brokers, who are usually tiny and only operate in one region of the nation, arrange motor carrier service for exempt agricultural goods.

	• Shippers associations: Shippers associations are tax-exempt, non-profit cooperative organizations established by shippers to pool cargo and decrease transportation expenses. Shippers organizations work similarly to freight forwarders, but their services are only accessible to their members and not to the general public. The number of shippers organizations has decreased considerably since the liberalization of transportation in the 1970s.



	Of course, in an ideal world, each entity in the business would perform its customary function, and that would be the end of it. The transportation sector, on the other hand, is evolving at a breakneck pace.

	1.2 How The Pioneers Started?

	When you ask a class of first-graders what they want to be when they grow up, you'll probably hear things like doctor, fireman, police officer, and lawyer; freight broker is unlikely to come up. So, how did the successful freight brokers we spoke about to get started in the industry?

	Three generations of Bill Tucker's family have worked at his Cherry Hill, New Jersey brokerage. In 1961, his father established the business by acquiring one of the few remaining broker's licences. Tucker was working in the computer business when his father died suddenly a few years later. He and his mother first chose to sell the company rather than shut it down, so he assisted in its operation while they looked for a buyer. Tucker, however, decided that he wanted the business for himself after months of waiting for a reasonable offer. He worked out a deal with his mother to purchase the business, and now he employs his own sons. Cathy Davis founded MCD Transportation Inc. as a consulting and commissioned sales firm in 1986 and gained brokerage authorization in 1991, after working in the transportation business for a number of years. Her daughters took over the Smyrna, Tennessee business when she died in 2002.

	Chuck Andrews founded his company in 1993 in Indianapolis. He was drawn to the brokerage industry after spending his whole professional life working for transportation firms and railways.

	If a man blows a tyre, he will contact someone at one or two a.m. to get money to replace it. It's our worry as brokers—we want the freight to arrive on time—but it's not our issue since the driver will contact his dispatcher or company.”

	Ron Williamson worked for many large companies for 18 years as a corporate traffic manager and director of distribution. He'd previously worked for a railroad and a transportation consultancy company. He could no longer resist the entrepreneurial drive, and in 1981, he established his brokerage company in Bloomingdale, Illinois, as well as two trucking firms.

	Specialist or Generalist?

	As a broker, you'll be able to handle a wide range of freight. You may handle basic commodity freight, which consists of items that are generally simple to handle and do not need particular care. Alternatively, you may wish to get experience with large machinery, big loads, perishable goods, or even dangerous items.

	Don't restrict your speciality to well-known topics; instead, carve up your own niche. Tucker, for example, works with merchants on some intriguing projects. His business is hired by a large national retailer to manage the delivery of point-of-sale advertising displays that must be distributed to hundreds of locations on the same day. It's an essential step, but it doesn't happen often enough for the store to keep the necessary knowledge inhouse. Other large corporations use Tucker's firm to handle shipments associated with store openings and closings.

	1.3 Who Is Minding The Store?

	Even after deregulation, the transportation sector is still governed by a number of authorities. Intrastate freight, or shipments travelling inside a single state's boundaries, is the least regulated. That freight is governed by state laws and is usually controlled by the state's transportation agency, department of business and professional regulation, and/or department of revenue and taxes.

	Prior to 1995, the Interstate Commerce Commission (ICC), an independent body established by Congress in 1887 to oversee commercial activity across state borders, was the primary regulatory agency for interstate shipments (those travelling between states). The ICC was established in reaction to instability in the railroad business, after a Supreme Court decision in 1886 that said that states could not control interstate railways, thereby shifting the regulatory responsibility to the federal government.

	The commission's regulatory powers were originally restricted, but by the early 1950s, it had expanded to include all kinds of surface transportation vehicles and channels. The agency was chastised for regulatory overreach and for artificially inflating transportation and shipping costs. Deregulation of the transportation sectors had robbed the ICC of much of its rate-setting power by the early 1980s. The ICC was dissolved by Congress in 1995, and a Surface Transportation Board (STB) under the Department of Transportation (DOT) was established to handle the ICC's remaining regulatory responsibilities. The STB, the DOT, and the Federal Highway Administration are the main authorities in charge of motor freight transportation today.

	1.4 Do You Have What It Takes?

	This isn't for the faint of heart or the timid individual who prefers shuffling papers behind a closed office door. Courage and an outgoing attitude, on the other hand, aren't enough to ensure a successful freight brokerage.

	“Anyone engaged in operations must be able to manage stress, make fast choices, handle numerous duties, have a strong phone voice and communication skills, and possess some basic business knowledge,” according to the late Cathy Davis. You must comprehend not only the freight sector but also the business needs that your clients confront.
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