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Dear NPTC Members:
We are pleased to issue the 2017 Benchmarking Survey Report which represents the largest and most comprehensive study of
key operating metrics ever provided by Council Fleet Member companies.
Working in conjunction the Benchmarking Steering Committee (see Appendix I), Benchmarking Survey Report author and
general editor, Tom Moore, CTP, NPTC Senior Vice President, designed and updated the detailed 22-page survey questionnaire containing more than 150 questions and related data points. This survey document was emailed to all NPTC Fleet
Member companies and the survey itself conducted from February through June. Like surveys in the past, the 2017 report
includes many open ended questions that encourage respondents to answer in their own words. The information contained
herein represents operating data for calendar year 2016.
We are pleased to report that more than 100 Fleet Member companies participated in the survey. This is the largest response
rate to an NPTC benchmarking survey in the history of the Council. Thank you very much!
These leading companies are representative of a broad cross-section of NPTC’s member base operating nationally or regionally and serving a wide variety of industries and customers. As a result, the statistics, trends, and conclusions of the Benchmarking Survey Report broadly and accurately represent major performance indicators of the entire private fleet market.
Please note that as a result of the quality and quantity of responses in this survey, the Council is able upon request to provide
individual fleet companies with informal, more granular, “deeper-dive” comparisons of their performance in specific metrics
or areas of interest against a subset of anonymous group data collected from similar or peer company operations. Contact
Tom Moore for details.
The NPTC Benchmarking Survey Report continues to improve each year because of critical suggestions made by member
users. Please let us know your thoughts on how you successfully used the data at your company, what additional information
from future surveys would be useful, and what questions you would like to see added, modified, or deleted. If you have any
questions about how to use the survey, let us know as well.
Kindly send your comments or questions to Tom Moore, CTP, NPTC Senior Vice President, via email at tmoore@nptc.org
or by phone at (703) 838-8898.
Thanks again for helping make this the “biggest and best” benchmarking report in NPTC history!

Sincerely,
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THE FUTURE – AND THE PRESENT – IS BRIGHT INDEED

Benchmarking Excellence
Private Fleet Performance Continues to Advance with a Focus on Customer Service, Cost, Drivers and Safety

T

he 2017 Benchmarking Survey Report, released August 1, 2017, paints the picture of a private fleet
community that is resilient, adaptive, flexible, and
committed to delivering a valuable return on the
corporate investment for those companies operating inhouse transportation.

Additionally, despite national safety statistics trending
in the wrong direction, private fleets continue to raise
the bar on highway safety. This year’s benchmarking
survey reported a DOT Recordable crash rate of 0.61
crashes per million miles, a drop of nearly one-third
over the 0.86 crashes per million miles reported last
year, and back in line with the historical norms of 0.55
and 0.59 reported in 2015 and 2014, respectively. This
crash rate is roughly three times better than the industry average according to Federal Motor Carrier Safety
Administration (FMCSA) officials, although the agency
does not report an industry average crash rate for all
motor carriers.

Conducted in the first four months of this year, the
benchmarking survey reflects performance achieved
during the calendar year of 2016. For the first time in the
12 years that NPTC has been taking the pulse of its
members, the survey attracted more than 100 fleets
taking the time to complete the 22-page survey questionnaire that contains more than 150 questions and
related data points. That is more than double the number which participated in the first survey the Council
conducted in 2005.

This significantly higher safety performance of private
fleets is driven by advances in driving hiring standards;
enhanced safety protocols, and an increased adoption
rate of advanced safety technologies such as collision
mitigation, electronic stability control, speed monitoring, in-cab cameras, lane departure warning systems,
disk brakes, and automatic transmissions.

The increased number is significant in its breadth and
depth for several reasons. First, it demonstrates the
credibility of the metrics that are being offered to develop a roadmap toward private fleet excellence. Secondly, even when private fleets are not tracking these
metrics, they inevitably place them on their dashboard
and begin reporting on them in subsequent years. Finally, the quality and quantity of responses allows the
Council to develop more granular reports – a “deeper
dive” – for participating members by comparing their
performance against a subset of participants that reflects more similar or peer operations.

And despite a modest uptick in the reported empty
backhaul ratio, private fleet managers are accomplishing their mission with a higher level of operational efficiency—garnering a higher share of the inbound freight
flow; lowering their equipment replacement cycles, and
enhancing their adoption of onboard and back office
technology.
All these enhancements allow the core mission of the
private fleet community – providing unparalleled levels
of customer service – to advance as the primary and
overwhelming reason why companies choose to operate a private truck fleet. Private fleet respondents defined that customer service with attributes such as
flexibility, reliability, dependability, a desire to put company employees in front of the customer, building access and security. Interestingly, several respondents
took it a step further, reporting that their private fleet
was viewed as a core competency – “a natural extension
of our successful manufacturing facilities that ensures
satisfaction with our products to our customers” – according to one respondent. But that satisfaction was
echoed by several other respondents.

The key takeaways from this year’s report show a private fleet community that is more professionally-trained
and experienced; more efficient; and performing at a
higher safety standard than in years past. In the face of a
pervasive, industry-wide driver shortage, private fleets
are demonstrating their commitment to the drivers
(perhaps the element that distinguishes the private fleet
from all other transportation sectors) by raising wages,
expanding benefits, upgrading equipment, and improving overall working conditions. The result is driver turnover at a low percentage consistent with historic
averages.
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On the basis of responses to the fundamental question
of private fleet justification, survey results show the continued ability of private fleets to deliver exceptional
customer service. They do this by providing a differentiated value that is often tangibly rated by customers and
measured by management. They expertly manage, control, and flexibly deploy their capacity of their fleets at
or below carrier rates. The result in the overall process is
they enhance the professionalism of critical transportation services provided on behalf of their companies.

Perhaps the numbers would have been better had not
businesses, and the private fleets they operate, experienced patchy and uneven growth in 2016 while confronting overcapacity and lower rates. That situation
started to firm up as the year came to a close, buoyed
by rising consumer confidence and expectations surrounding the push for infrastructure investment being
pushed by the Trump administration, plus continued
low energy prices.
As we shall see at the end of the report, private fleet
professionals responding to this year’s survey remain
unabashedly optimistic about the years ahead. Three
out of four of the respondents report that they expect
their fleet to grow (add equipment or handle more of
their company’s freight) over the next five years. That
compares with 66% that reported similar growth last
year. In those cases, the average growth – whether
measured by an increase in total equipment or in terms
of handling more of their company’s freight – is estimated at 8.6%. Another 5% of the fleet respondents
expect to stay the same size. Only 19% expect a decline
in their fleet operations.

This year’s survey results reveal that, in addition to premium customer service, today’s private fleets offer advantages compared to using alternative outside
transportation services which included cost performance and control over capacity. Indeed, the private
fleet provided control against capacity spikes, leverage
from escalating rates, guaranteed levels of committed
service, and control over the supply chain.
The survey shows that private fleets provided opportunities for cost reduction, revenue enhancement, capacity control, leverage against higher rates, transportation
expense control, and even a competitive cost advantage. In fact, for those respondents who said cost
was one of the primary reasons for their private fleet,
fully three-quarters reported the private fleet provided a
cost advantage over other transportation alternatives.

The future – and the present – is bright indeed!

This focus on key metrics has resulted in an expansion
of the private fleet business model by every measure –
shipments, volume, and value – all are higher than the
previous year. Specifically, participants in this year’s survey reported shipments were up in 2016 by 7.6% over
the performance recorded in 2015. Volume grew by
5.9% and value was up 5.6%. These increases come in
the wake of three successive periods of year-over-year
performance and were accomplished with relative efficiency, as fleet respondents reported overall mileage up
5.1%.
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Introduction: A Guide to Benchmarking
Understanding the Process, Interpreting Results, and Improving Performance

T

Why Benchmark?

he National Private Truck Council has assembled the
following benchmarking report to assist private fleet
managers in comparing their fleet’s performance to
others with the goal of improving performance. It is
intended to help self-critique your fleet’s existing performance by accurately and candidly assessing “where
your fleet stacks up” against relative, normative national
standards and best practices. The study is intended to
prioritize areas for improvement by helping you identify
gaps in your performance on those standards that are
important to you, your company and your customers.

While benchmarking requires careful planning and consideration, it is widely recognized as a proven method
to enhance operational performance for the following
reasons:
• Benchmarking determines true relative performance
• Benchmarking uncovers competitive intelligence
• Benchmarking reveals best practices
• Benchmarking can be a catalyst for a strategic
plan

Not all the benchmarks apply equally to all fleets. For
instance, cost-per-mile will vary widely by the length of
haul and the number of stops. Just because your fleet’s
cost-per-mile is higher than the average in the report
does not necessarily mean it is inefficient or poorly
managed. Rather, these figures are intended to highlight areas for further research and improvement. So
use the figures in the report like you would a barometer
– as only one of many tools to assess the “weather conditions” of your fleet.

• Benchmarking provides a game plan for establishing a sustainable competitive advantage
• Benchmarking leads to superior fleet performance
while also increasing the fleet’s value to the organization

Definition of Benchmarking
Benchmarking is the process of defining and searching
for best practices that will lead to superior performance
and recognition as an industry leader.

The next steps for any private fleet manager interested
in using the benchmarking report to justify and improve
their performance should be to compare themselves
against the standards both in terms of best practices
and results achieved. This means:

The primary focus of any benchmarking study should be
to uncover, both internally and externally, those practices that result in superior performance within a certain
cost or service category.

• Defining the service requirements for your fleet
• Collecting financial and operating information by
type of operation (shuttle, local, regional, interregional, long haul)

When conducting a benchmarking study specifically
focused on private carriage statistics, it is important that
the fleet manager spends sufficient time ensuring an
apples-to-apples comparison. Cost-per-mile is often
calculated differently, depending upon the fleet application and the corresponding assignment of fixed costs.
More measures, such as driver pay, can have numerous
variations in terms of definition (i.e., including overtime,
incentive pay, safety incentive, etc.).

• Benchmarking fleet performance against others
within the NPTC database and selected outside
companies
• Selecting and prioritizing improvement areas
The idea is to understand the performance of your private fleet and translate that into executable improvement strategies that will enhance the value of your fleet.
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WHY COMPANIES OPERATE PRIVATE FLEETS
AS IN YEARS PAST, PROVIDING UNPARALLELED LEVELS OF CUSTOMER SERVICE CONTINUES as the primary and
overwhelming reason why companies choose to operate a private truck fleet. In this year’s survey, more than 90% of the
respondents, in response to the open-ended question “What is the Primary Reason Your Company Operates a Private
Fleet?”, answered customer service. That was defined by respondents by attributes including flexibility, reliability, dependability, a desire to put company employees in front of the customer, building access and security. Interestingly, several respondents took it a step further, reporting that their private fleet was viewed as a core competency – “a natural
extension of our successful manufacturing facilities that ensures satisfaction with our products to our customers,” according to one respondent. That sentiment was shared by several other respondents.
This year’s survey results reveal that responding companies gave reasons other than, or in addition to, unparalleled, premium customer service as justification/validation for operating a private fleet, and as advantages compared to using alternative outside transportation services.

Why Do Private Fleets Exist?
Customer Service
Capacity
Safety
Specialized Products and/or Equipment
Historical Commitment
Marketing and Brand Awareness
Cost
0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Responses totals were more than 100% because respondents could, and often did, provide multiple answers.
Customer service, cost and capacity related issues all overlap to some degree. Those private fleets that mentioned capacity explained that the private fleet provided control against capacity spikes, leverage from escalating rates, guaranteed
levels of committed service and control over the supply chain.
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When you “peel the onion” on costs, you find that respondents used some of the same language. The private fleet provided opportunities for cost reduction, revenue enhancement, control, leverage against higher rates, transportation expense control, and even a competitive cost advantage. In fact, for those respondents who said cost was one of the
primary reasons for their private fleet, fully three quarters reported the private fleet provided a cost advantage over other
transportation alternatives.
On the basis of responses to this fundamental question of private fleet justification, survey results show the continued
ability of private fleets to deliver exceptional customer service; to provide a differentiated value which is often tangibly
rated by customers and measured by management; to manage, control, and flexibly deploy capacity of their fleets at or
below outside carrier rates, and to enhance overall the professionalism of critical transportation services provided on
behalf of their companies.

Year-Over-Year Business Performance
Whatever the reason for operating a private fleet and regardless of the challenges reported in operating the private fleet,
respondents in this year’s survey reported expansion of their business by every measure – shipments, volume, and value
over the previous year. Specifically, participants in this year’s survey reported shipments were up in 2016 by 7.2% over
the performance recorded in 2015. Volume grew by 5.9% and value was up 5.6%. This increased performance was accomplished with relative efficiency, as fleet respondents reported overall mileage up by 5.1%.

Business Peformance Year Over Year
20.0%

18.0%

15.0%
12.0%
10.0%

9.7%

9.1%
6.6%

9.1%

7.2%
5.9%

5.6%

6.3%

5.4% 5.1%

5.0%

0.0%
Shipments

Volume
2015

Value
2016

Mileage

2017

Why? Perhaps the numbers would have been better had not businesses, and the private fleets they operate, experienced
patchy and uneven growth in 2016 while confronting overcapacity and lower rates. That situation started to firm up as
the year came to a close, buoyed by rising consumer confidence and expectations surrounding the push for infrastructure investment being pushed by the Trump administration, plus continued low energy prices.
As we shall see at the end of this report, private fleet professionals responding to this year’s survey remain unabashedly
optimistic about the future as measured in both the anticipated size and scope of their private fleet.
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Tracking Customer Service
With customer service being named as the central private fleet value proposition, it should come as no surprise that private fleet respondents continue to broaden the number of metrics they are using to measure and improve customer service. For instance, this year fleets reported tracking dwell time (35%) and delivery accuracy (41%) – measures that were
not widely monitored in previous surveys. By expanding the customer service metrics, fleet practitioners not only improve their performance, they also better ensure they meet and exceed the expectations under which they operate. In
fact, although private fleet justification continues to remain on the list of challenges for most private fleet managers, respondents continue to share anecdotes of unqualified support from upper management – that the fleet had become a
core pillar of the company’s value proposition.
Respondents reported monitoring the following performance metrics (totals add to more than 100 because respondents
were permitted to choose multiple options).

How Fleets Track Customer Service
90%
80%
70%
60%
50%
40%
30%
20%
10%
0%
Late

Early

Customer
Comment

Over, short
or damaged
(OSD)

2014

2015

Fill Rate

2016

Dwell Time

Delivery
Accuracy

Other

2017

As in previous surveys, measuring on-time performance remained the primary means of tracking customer service with
77% of the respondents monitoring late deliveries and 27% measuring early deliveries. This compares to 80% and 33%
respectively last year. Private fleets recognize the disruptions that both early and late deliveries can place on the operation. The tremendous growth in onboard computers, detailed elsewhere in this report, provides the means to measure
the timeliness of their deliveries.
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The most significant trend in how fleets track customer service continues to be the number of respondents that report
tracking customer comments. Some 62% reported doing so this year as compared to 66% last year and 72% in the 2015
survey. To put this number in perspective, less than half of the fleets indicated they depend upon customer feedback and
surveys to monitor their service levels just three years ago. This is a significant strategy as it turns the measurement into a
direct, customer-centric metric.
Interestingly, although it was too small a measure to make the chart, a couple of fleets reported that safety was becoming a key customer service differentiator. We’ll have to see how this plays out in future surveys.

On-Time Deliveries
When it comes to on-time deliveries, the time windows are impressively tight. For instance, contained within the 10minute window were a number of respondents who indicated that they measured on-time deliveries to the minute. The
importance of this metric is not to say that a 10-minute window is better than a 30-minute window or a 60-minute window. The specific time window is a matter of individual corporate service and customer expectations. Rather, what is important is the ability to measure, monitor and manage on-time performance through the nearly universal
implementation of onboard technology. Interestingly, these time windows have remained almost unchanged over the
last five years.

On-Time Performance Windows
Other
12%

10 Minutes
18%

60 Minutes
27%

15 Minutes
17%

30 Minutes
26%
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CHALLENGES
THE ABILITY OF TODAY’S PRIVATE FLEET TO DELIVER EXCEPTIONAL CUSTOMER SERVICE AT A COMPETITIVE COST
ADVANTAGE continues to be complicated by numerous issues as detailed on the following chart, according to the private fleet respondents. The survey asked an open-ended question: to name the most pressing issues currently facing
their fleets.
Given the driver shortage continues to haunt the trucking industry, it should come as no surprise that driver-related issues were cited by more than three-quarters of all respondents, topping the list of concerns by a factor of more than 3:1
over the next closest challenge.
Rounding out the top issues cited by the fleets were customer service (24%), equipment-related issues (23%), safety
(22%), cost (17%), fleet justification (11%) and utilization and productivity (11%). This list is virtually unchanged from last
year. Equipment issues included issues such as maintenance, cost, and reliability.

77

Driver Issues
Customer Service
Equipment
Safety
Cost
Fleet Justification
Utilization & Productivity
Regulations
For-Carrier Capacity (Rates and Service)
Technology
Leadership and Management
Economic and Business Issues
Weather
Fuel
Traffic, Congestion and Road Issues
Technician Availability
Backhaul
Operational Issues
Finance

24
23
22
17
11
11
8
8
5
5
5
4
4
4
3
3
2
2
0
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Strategies That Fleets Are Using to Enhance Value
To overcome these challenges, private fleet respondents continued to take proactive steps to ensure their ability to deliver exceptional customer service, safely, efficiently and cost-competitively. In this year’s survey, we asked the openended question about significant cost savings initiatives fleets had developed during the survey period. Following is a list
of all the responses identified by respondents.

How Fleets Enhance Their Value
30%

25%

25%

19%

20%

15%

15%
10%
5%

2%

4%

4%

6%

6%

8%

11%

0%

Notably, safety and compliance related improvements seized the top spot this year as they were cited by 25% of the respondents as a strategy to justify their fleet. This is on par with the responses from last year.
Closely related, fleets indicated they were keen on adopting new technologies and data management as a tool to improve productivity. In fact, some 19% of the respondents said they had enhanced their position in that space.
Rounding out the top five strategies were enhanced fuel economy (15%), utilization and network optimization (11%) and
equipment and maintenance (8%).
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PRIVATE FLEET OPERATIONS
Outbound Freight Movements
With the vast majority of private fleet respondents focused primarily on customer service, it should come as no surprise
that outbound freight movements (where control of the final transportation and distribution stages in the product or
service life provides the greatest and most visible control and return on investment) still constitute the largest share of
private fleet freight movements. That is driven by the fact that in-house private fleets indicate that they handle finished
products with a greater degree of care, pride and attention to detail than what is available from many transportation alternatives.
Said one private fleet manager, “Our distribution is an extension of our successful manufacturing facilities and ensures
satisfaction with our products to our customers.” Treating transportation and distribution as a core competency was
mentioned several times. As previously noted in this report, these outbound moves have become increasingly costcompetitive as compared to for-hire alternatives, and a competitive advantage to many of the respondents in the survey.
Collectively, those outbound freight movements are divided up as follows:

Outboard Freight Movements
80%
70%
60%
50%
40%
30%
20%
10%
0%
Private

Third Party
2014

For-Hire

2015

2016

Rail

2017

Collectively, the private fleet market share of all outbound freight remained essentially unchanged in 2016, with private
fleets hauling, on average 69% of the outbound movements. For the past four years it has hovered between 67% and
69%. As mentioned earlier, this is a function of spotty economic growth, overcapacity issues that helped to drive down
rates. Plus it reflects an ongoing restructuring of retail sales, with the growth of e-commerce and the proliferation of
mergers and consolidations.
Interestingly, traditional truckload and less-than-truckload carriers increased their presence by capturing 17% of the outbound movements compared to 9% last year. That returned that segment to the level at which it has performed for three
of the last four years. Almost all of that gain can be attributed to a drop in the third party/dedicated share, which tumbled
to 11% from 21%.
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Digging deeper into that 69% private fleet share of the outbound movements, the survey reveals more about how private fleets are deployed:

Private Fleet Outbound Freight Moves
Interplant
16%
Distribution
Center
26%
Retail
58%

•

Direct to Retail Customer: Some 58% of all private fleet outbound volume is accounted for in service directly to the
retail customer, up five points from last year’s 53%. Direct-to-customer movements accounted for 54% and 58% of all
private fleet movements reported in 2015 and 2014 respectively. The average length of haul for these moves declined by 39 miles to 265 miles. The survey also reported an average of 5.5 stops, down slightly from the 6.6 stops reported last year and the 7.8 stops in the previous year. This year’s figure returns us close to the six-stop average
reported in 2013.
For comparison purposes, for-hire movements in this category were 369 miles (compared to 267 miles last year) with
an average of 2.3 stops (in line with the 2.1 stops reported last year). Movements handled by third party contract
and/or dedicated carriers were 276 miles and 3.0 stops compared to 334 miles and 2.7 stops last year and 202 miles
with 2.7 stops the previous year.

•

Direct to Distribution Center: Another 26% of the private fleet outbound market share is comprised of movements
directly to the distribution center. This level was down from the 34% reported last year, the 33% recorded in 2015
and the 32% level reported in 2014. The average length of haul has eased down to 325 miles from the 404 miles reported last year, but ahead of the 271-mile length of haul recorded in the previous year. The number of stops reported averaged 1.79 down slightly from the 2.1 stops reported last year and the 2.2 stops from the previous year. The
number of stops, however, ran ahead of the average number of stops recorded in 2014 (1.4).
For comparison purposes, for-hire movements direct to the distribution center averaged 498 miles with an average
of 1.5 stops compared to the 395 miles with an average of 2.1 stops last year and the 390 miles and 1.5 stops in 2015.
Dedicated moves were 351 miles and 1.65 stops compared to last year’s performance of 437 miles and 1.75 stops
and the 506 miles with 1.15 stops in 2015’s survey.

•

Interplant: The remainder of the outbound moves – 16% – were interplant movements, up from the 13% levels reported over the last two years and the 8% share reported three years ago. In this segment, the average length of haul
tallied 337 miles and 1.4 stops, almost identical to the 351 miles and 1.4 stops reported last year. This performance
was up from the 198 miles and 1.04 stops reported in the 2015 survey and the 278-mile length of haul and 1.25 stops
recorded in 2014. For comparison purposes, for-hire movements in this category were 430 miles and one stop compared to last year’s performance of 338 miles and one stop and the 324 miles with an average of one stop in 2015.
Dedicated moves were 337 miles with 1.5 stops. In 2016 those numbers were 381 miles with one stop and in 2015
they were 272 miles with one stop in 2015’s survey.
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Inbound Freight Movements
With private fleet professionals continuing to expand their percentage of the outbound business, they found the inbound side of the business to offer solid growth opportunities. Private fleet respondents’ share of the inbound freight
was reported at 37%, identical to the performance in the 2016 survey although it was down from the all-time high water
market of 43% achieved in 2015.
The for-hire share of the inbound freight was 37%, down from the 48% levels achieved last year and the 43% of the previous year. The third party/dedicated share garnered 10% of the inbound freight movements, while rail was up one percentage point to 7%. For the first time in the history of the survey, participants reported that “other” (primarily vendor
supplied freight) captured 8% of all inbound moves.

Inbound Freight Movements
60%
50%
40%
30%
20%
10%
0%
Private

Dedicated
2012

2013

For-Hire

2014

2015

2016

Rail
2017

The average length of haul for these inbound moves handled by the private fleet was 268 miles and 1.2 stops compared
to last year’s reported averages of 313 miles with 1.4 stops. For comparison purposes, in 2015, respondents reported a
278-mile length of haul with 2 stops. For comparison purposes, the average length of haul for the for-hire carriers involved in these inbound movements was 454 miles with 1.3 stops compared to 597 miles with 1.2 stops reported in the
previous year. The dedicated/third-party carriers recorded an inbound length of haul of 447 miles and 1.1 stops.
The average private fleet operates out of numerous locations. In fact, 76% of the respondents operate multiple locations,
exactly the same as reported doing so in 2016 and up slightly from the 74% and 73% that reported operating out of multiple locations during 2014 and 2015. The remainder have their entire operation headquartered out of one location, or
did not answer the question.
Private fleets in this year’s survey were nearly evenly split on those reporting loads weighing out (45%) as opposed to
those reporting cubing out (55%).
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Strategies to Position the Private Fleet Effectively
With private fleet managers looking to drive their value proposition by implementing cost-effective transportation solutions and with continued pressure on private fleet justification, the majority of respondents in this year’s survey report
benchmarking the private fleet to for-hire carriers. In fact, the number of companies that report making such comparisons stands at 60%, up six points over last year’s 54% level. Only 23% of respondents report not benchmarking their operation against for-hire fleets down from the 27% that reported making such comparisons last year. Such competitive
benchmarks are increasingly valuable resources not only to justify a private fleet but to identify areas for cost and service
enhancements.

Private Fleets That Compare Costs
to For-Hire Alternatives
Don't Know/No
Answer
17%
No
23%

Yes
60%

Some 53% of the private fleets took this comparison a step further, reporting that their fleet is used as leverage against
for-hire carrier service and pricing, while 38% did not. This is in line with results from the previous five years.

Using the Private Fleet as Leverage
Don't Know/No
Answer
9%

Yes
53%

No
38%
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Fleet Advertising
Another highly visible, and often effective value traditionally associated with the private fleet is trailer advertising. The
trailer provides companies with a “rolling billboard.” Some 74% of respondents report having graphics, up from 66% levels reported over the last five years. Some 19% of the respondents reported not using fleet graphics and the remainder
did not respond to this question.
Of the fleets that use fleet graphics, nearly all the trailers in their pool (92%) are marked. Those fleets with rolling billboards claim their graphics are “very effective” rating them an average of 3.8 on a 5-point scale. Funding for the artwork
is split with 44% of the respondents reporting the cost is picked up by the transportation department and 44% being
paid by the marketing or advertising department. In the remainder of the cases funding is split.

Majority of Fleets Make Use of Graphics
No Answer
7%
No
19%

Yes
74%
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PRIVATE FLEET DEMOGRAPHICS
Heavy-Duty Power Units
The average fleet size in the 2017 Benchmarking Survey is 248 Class 8 heavy-duty power units, almost identical to the 244
power unit average achieved last year. This number provides a glimpse of what the typical fleet respondent looks like
while helping put the other performance metrics in some context. It also points to the fact that each year, a different and
varied group or fleets are participating in the survey. But, in and of itself, the changing fleet size does not carry any statistical significance. For instance, whether the equipment was leased or owned, the private fleet respondents reported the
size of their fleet, measured in the raw number of power units, was up by 1.75% for ownership and 9.6% for leased units
over the 2016 report (a year in which the size of the fleet expanded by 5%).
To supplement their fleet, 27% of the respondents reported renting heavy-duty power units during 2016. That number is
on par with the number of respondents reporting renting equipment in 2015. Such a strategy is generally perceived as a
“trial run” precursor to validate the business needs and freight volumes before moving to equipment acquisition. In those
fleet operations that reported renting, the average number of rental units was 19 units (on an annualized basis), identical
to the level reported last year and down from the 37 units reported the year previously. Finally, fleet respondents reported that rental numbers in their fleet were up 19% over the previous year, exactly the same as last year and down from the
30% that so reported in the previous year. So not only do the rental numbers bump up the average fleet size numbers,
they point to some expected heavy-duty fleet expansion and higher trucks sales and leasing numbers down the road.
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Another way to look at the heavy-duty composition is to look at the median, or middle, of the heavy-duty fleet population. This year, the median fleet size declined slightly to 99 units compared to the to 110 units reported last year and the
156 units recorded last year but more in line with the 101 median recorded in 2014. The median fleet size means that half
the respondents have heavy-duty fleets greater than 110 heavy duty power units, and half have fleets with less than that
number.
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Leasing Trends
This year, a total of 33% of the NPTC member companies responding to the survey reported leasing the majority of their
equipment (90% or more), a two point gain over the 31% share reported last year. The percentage of fleets that expressed a preference for leasing as an acquisition strategy is down from the 38% and 44% levels that reported leasing the
majority of their equipment the previous two years.
Some 38% of the respondents reported owning the majority of their heavy-duty equipment – down from the 42% level
recorded last year and in line with what was reported in the previous year.
The fastest-growing balance – 29% – reports a combination of ownership and leasing heavy-duty equipment acquisition
strategies. This compares with the 27% of the fleets that reported the combination strategy last year and the 20% the
year prior. This leasing-ownership combination is consistent with several other trends in the survey:
A number of fleets have indicated they acquired other fleets through mergers and acquisitions. These other fleets may
have a different acquisition strategy in place.
The prevalence of larger carriers in the survey operating multiple locations allows these carriers to pick the acquisition
strategy that best suits them in different areas of the country.

Fleet Acquisition Preferences
Heavy-Duty Power Units Lease vs. Own
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Digging a little deeper into the leasing numbers, as the following chart indicates, by total vehicle count, we find the fleet
population moving toward parity between leasing and ownership. In fact, 46% of the Class 8 vehicle population is leased
while 54% is owned. Last year, we reported that 38.5% of vehicle population was leased and 61.6% owned, similar to
what was reported in 2014. The average size, measured in the number of power units, by fleets that engage in ownership
as an acquisition strategy is 184, down sharply from last year’s 454 units and 352 in the previous year, while the average
size of the leased vehicle fleet is 182 units compared to 162 units last year and the 191 units in the previous year.
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Leasing vs. Ownership
Vehicle Population
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Lease Arrangements
Looking deeper into the various types of lease arrangements, the vast majority of leases, by a factor of more than 2:1,
were classified as Full Service Leases. Following is the complete breakdown (which are in line with historical averages):

Heavy Duty Lease Instruments
Finance
12%
TRAC
9%

Full Service
50%
Fair Market Value
17%

Operating
12%
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Lease Fleet Performance Characteristics
Looking even closer at leasing versus ownership as acquisition strategies and as discussed elsewhere in this report, survey respondents indicated that leased fleets tended to trade their equipment at peppier intervals than those fleets that
owned equipment. Other important distinctions include:
•

Leased fleets were five times more likely to use leasing as a trailer acquisition strategy.

•

As detailed elsewhere in this report, leased fleets are more prone to outsource their maintenance. For instance,
of the fleets that lease their equipment, only 16% report any significant in-house maintenance spend while 84%
report outsourcing the majority of their maintenance (an average of 90% of the maintenance spend).

Environmental Sustainability Strategies
As in previous years, environmental sustainability efforts continued to be a priority for respondents, with 87% indicating
they were involved in some sort of “green” initiative, exactly the same percentage as reported in both of the last two
years. By way of comparison, merely 63% of private fleets indicated they were involved in green fleet technologies six
years ago. A scant 7% of the survey respondents indicated no “greening” initiatives currently underway in their fleet, with
the remainder not answering the question or saying that they did not know. In addition, 46% of the respondents that
indicated they were involved with environmental issues, said they were a SmartWay partner, an 8 percentage point decline from last year’s survey.
Typical “greening” initiatives and strategies most prominently mentioned are captured in the following chart.

Environmental Sustainability Initiatives
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Despite the speculation about natural gas engines that permeated the market several years ago, these power plants
comprise less than 3% of the entire heavy-duty power unit population according to survey respondents. For the medium
duty fleet population, 3% were gasoline powered and 97% were diesel powered.
Cumulatively, the fuel economy for all heavy-duty units in operation averaged out to 6.62, almost identical to last year’s
reported average. For medium duty units, respondents reported a fuel economy of 8.1, compared to the 8.9 mpg reported last year. The continued effort by fleets to develop snappier trade cycles thus infusing their fleets with more fuel efficient power plants units was, to some degree, offset by operational demands such as less fuel efficient regional
applications with multiple stops making it difficult to achieve the full benefits of the newer engines.
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Trailers
Respondents reported operating an average of 585 trailers, down from the levels of the last three years (an average of
633 trailers in 2016, 819 in 2015 and 699 in 2014). To put that number in perspective, we measure the number of trailers
per tractor. By that measure, this year’s survey produces a trailer-to-tractor ratio of 4.3 trailers for every power unit, an
increase from last year’s trailer-to-tractor ratio of 2.72.
As an acquisition strategy, leasing was not quite as prevalent on the trailer side as it was on the power side. In fact, private
fleet respondents in this year’s survey preferred trailer ownership by a margin of three to one. Some 58.5% of the fleets
reported ownership as an acquisition strategy (owning 90% or more of the trailers) and 18% said they leased trailers
(leasing 90% or more of the trailers). These were in line with last year’s results. The remaining 21.5% opted for a combination of leasing and ownership. By raw trailer count, the percentage of trailers owned (80%) far outweighed the percentage leased (20%).
Breaking the total trailer pool down by application, the average fleet operating van trailers operated an average of 662
trailers compared to the 665 in last year’s survey and the 713 in the previous year. This stacks up to an average of 2.7 van
trailers per tractor as compared to the 2.3 trailer-to-tractor ratio last year and the 2.9 the previous year. The low ratios no
doubt reflect improved asset utilization on the part of the private fleet professionals.

Trailer to Tractor Ratios by Operation Type
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Respondents reported they were more likely to own van trailers as to lease them (46% vs. 21%), while 33% rely on a combination of the two acquisition strategies. When considering the total van trailer population, the percentages increase:
90% of the total van trailer population is owned while 10% is leased.
The average number of refrigerated trailers operated by the survey respondents in this year’s survey decreased to 401
from 516 last year and 750 the year before. This equates to a trailer-to-tractor ratio of 2.2:1, in line with last year’s trailerto-tractor ratio. Some 71% of the respondents indicated a preference for ownership as an acquisition strategy (up about
10 percentage points from last year), while 11% prefer leasing and the remaining 18% share relies on a combination of
both strategies. In terms of the raw reefer trailer population, the share leaned more toward an ownership proposition
with 81% of the reefer population owned and 19% leased.
The average number of bulk trailers is 282 almost identical to the 298 from last year. However, the trailer-to-tractor ratio
remained virtually unchanged at 2:1. While 22% of the fleets expressed a preference for leasing, 53% preferred ownership
and the remaining 25% relied on an acquisition strategy that included both leasing and ownership. However, the vast
majority of this equipment (84%) is owned – the identical percentage as reported last year) is owned, most likely because
of the specialized nature of the equipment and the prevalence of larger fleets for an ownership position. Sixteen percent
of the bulk trailers in the survey are leased.
For fleets operating flatbed equipment, the average number of trailers is 315, up from the levels recorded over the last
three years, attributable to new, larger flatbed operations participating in the survey. This translates to a trailer-to-tractor
ratio of a little better than 2.4:1. Fleet respondents split on their trailer acquisition preferences along the following lines:
ownership (40%), leasing (40%); or a combination of two (20%). Some 78% of the total flatbed trailer population is owned
and 22% is leased.
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IMPROVING PERFORMANCE
Technology Trends
One effective strategy private fleets continue to employ to help improve their productivity is the deployment of onboard technology – combined with better data aggregation and analysis – to track and improve various elements of their
performance. As the following chart indicates, fleets have been steadily adopting such technology and this year, fully
97% of the fleets that answered the question reported adopting the technology, while 3% did not. This is in line with the
near universal penetration of on-board technology achieved in each of the last five years. To put that number in perspective, in 2005, the penetration of on-board technology was reported at less than 50%.
In addition to providing the tools to manage their investment, on-board technology provides the data that can lead to
more effective methods to understand, communicate, and improve their value, performance and safety. The challenge –
and in many cases – the frustration expressed on the part of the fleets is to detangle the massive amounts of data and
convert it into actionable intelligence.
For purposes of this Benchmarking Survey Report, performance comparisons between fleets using onboard technology
and those that do not are rendered essentially moot because of the near ubiquitous adoption of the technology.
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The impressive development in terms of on-board technology is the rapid penetration of some key safety, compliance
and productivity features – most notably electronic logs, driving performance and fuel taxes (see following chart). The
penetration and broad deployment of these on-board technology resources underscores the private fleet migration to a
more capable and professional operation as they tailor the resources to best serve their needs.
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How Fleets Deploy On-Board Technology
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Not surprisingly, private fleets are backing their on-board technology with technology and analytics in the back-office to
optimize the investment. This year, 88% of the fleet respondents reported deploying back-office technology, in line with
the 90% that indicated deploying back-office solutions over the last two years. Just three years ago that adoption rate
stood at 56%. Only 5% of the population said they did not use back-office technology, while the remaining respondents
did not answer the question.

Back-Office Technology Support
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No Answer
7%

Yes
88%
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Specific back-office technology support features deployed by the fleet respondents are captured in the following chart:

Back-Office Technology
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Increasing Utilization by Reducing Empty Miles
This year, private fleet managers continued to focus on improving productivity by reducing the number of noncompensated empty miles. In fact, for the total fleet population, although the number of empty miles that were available
for backhaul for all fleets in the survey crept up five percentage points, it still remained at an impressive 26% level – up
from the 22% levels of the two years before. For comparison purposes, just six years ago, the empty backhaul percentage
crested at 30%, which puts the near ubiquitous drive to improve productivity into great perspective.
Most of the reason for the increase can be attributed to the fact that the headhaul private fleet business has been growing impressively over the years and it’s more important to have the power units repositioned to participate in those outbound moves than to be delayed looking for return freight.
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For-Hire Authority
One of the most effective strategies deployed by private fleet managers is the acquisition of for-hire authority to pursue
revenue-producing freight and offset, in whole or in part, the cost of miles that would otherwise go empty. Towards that
end, 66% of the respondents in the survey report having for-hire authority. This is in line with historical averages (last
year’s average was 64%). This year, 28% (vs. 30% last year) of the respondents reported not having authority. The remaining 6% of the respondents did not answer this question.
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In the overwhelming majority of the cases (90.4%), the internal company freight takes precedence over the outside
freight, while 4.7% of respondents give equal priority to company freight and contracted freight. In 1.5% of the instances
does the contracted freight take priority over in-house freight. The remainder is made up by respondents who did not
answer the question. These results provide evidence that private fleets use for-hire authority as a supplemental strategy
to fill empty backhauls – without compromising the quality of service provided to their parent company and internal customer.
Of those fleets operating for-hire authority, 30% indicated maintaining an internal sales force (compared to 23% last year
and 22% the year before), while 63% use brokers and 53% act as brokers (vs. 73% and 76% that reported doing so in
those respective categories last year).
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Slip Seating
Another strategy many fleets have used to boost operating efficiency is the practice of slip seating (the practice of assigning more than one driver to a piece of equipment). After numerous years of percolating in the mid to upper 60% range,
this year, the number of fleets employing this strategy dropped to 59% of the respondents. Of those employing slip seating, on average 48% of their fleet operation was slip-seated, consistent with what was reported last year.
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Tracking Utilization
This year’s survey asked respondents how they tracked utilization. Some 71% reported that they tracked equipment
miles or hours and/or driver hours (or both). The annual average for driver’s hours worked was 2,445 hours, another drop
from the previous year. Last year, drivers worked an average of 2,518, which was down slightly from the 2,596 and 2,621
hours’ average reported during the previous two years.
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The survey also revealed that the average hours a power unit was deployed averaged 3271 hours, which underscores the
previously reported slip seating statistics.
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EQUIPMENT AND MAINTENANCE TRENDS
In-House vs. Outsourced Maintenance
When it comes to maintaining equipment, there has been little movement in the number of fleets outsourcing maintenance, conducting maintenance in-house, or a combination of the two strategies. In fact, some 95% of all respondents
indicate that they outsource at least a portion of their maintenance spend and only 5% indicating that they keep it all inhouse. These numbers are nearly identical to last year’s results.
Digging deeper, the survey reveals that 22% of the fleets report they conduct nearly all their maintenance themselves.
That is, 90% or more of the routine maintenance spend (rebuilding is not included) is spent in their own shops. This
number is up from the 20% that indicated a preference for in-house maintenance last year and back in line with the 22%
and 21% before 2014.
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Some 41% of the fleets outsource the majority of their maintenance functions, down from the 55% and the 48% that reported outsourcing the majority of their maintenance.
The remaining 37% of fleet respondents pursue a combination of maintenance strategies, up from the 25% who reported
exercising that strategy last year, but back in line with the levels (36%) reported in the previous year.
Fleets that conduct the majority of maintenance in-house report that they have longer trade cycles – 6.8 years versus 5.8
years for fleets that outsource. When we probe a little deeper and look at the average mileage at which equipment is
traded, we find that those fleets that conduct most maintenance in-house, trade their equipment at an average of
729,000 miles (versus 775,000 miles last year and 828,333 the previous year). Those fleets that outsource maintenance
report trade cycles of 572,900 miles, down from the 637,593 miles reported last year and down from the 682,000 miles
reported the year before that. Finally, those fleets relying on a combination of maintenance providers trade at 667,272
miles.
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Outsourced Resources
When they do outsource maintenance, 40% of the business goes to a full service lessor; 38% to an OEM shop; and 21% to
an independent dealer, and the remaining 1% being maintained by “other” (see following chart). These are in line with
historical averages.

Outsourcing Providers
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Maintenance Effectiveness: PM Currency Rates
This year’s survey continued to evaluate two new measures of maintenance effectiveness, the first being PM Currency
Rate. For the purposes of this survey, PM currency is defined as “Total class population minus number of PM’s past due
divided by total class population equals percentage of PM’s complete.” Private fleet respondents reported the following
currency rates (which remain relatively consistent year over year):
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Maintenance Effectiveness: Breakdown Percentage
Another maintenance measure, the breakdown percentage (breakdowns per 100,000 miles) is tracked by about one-half
of the fleets in this year’s survey and averages 2.8%; a significant improvement over last year’s 4.36%, and even the previous year’s. Of those fleets using this metric, following are the leading problem areas:
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Age of Heavy Duty Power Unit Population
Trade Cycles
This past year, respondents reported accelerating their equipment turns. The trade cycle of the entire Class 8 heavy-duty
tractor population decreased to 6.4 years and 639,000 miles, down from last year’s reported trade cycles of 6.7 years and
675,000 miles. Just two years ago the figures stood at 7.4 years and 713,900 miles. Thus, trade cycles returned to levels
last seen in the 2014 Benchmarking Report, which reflected trade cycles of 6.22 years, or 620,000 miles. This indicates that
private fleets continue to be successful in justifying capital expenditures from their parent company to update the fleet.
The good news is that it would appear the industry has turned the corner and is no longer flirting with operating the oldest fleet in the history of the survey. Relying on a peppier replacement cycle provides technology, fuel economy, operations and customer service advantages to the fleet.
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To get a more complete picture of the trade cycle strategies, when those fleets that lease the majority of their equipment
were removed, the trade cycles shortened slightly to 6.75 years from last year’s 7.25 years. Equipment turns averaged
681,200 miles for this same class of vehicle, down from the 705,000 miles. For comparison purposes, in 2015, trade cycles
for this same class averaged 8.74 years and 717,000 miles reported last year. Even those fleets that lease the majority of
their equipment report extending the trade cycle out to 5.5 years and 580,000 miles.
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Trailer Age
On the trailer side of the business, across the board, fleet respondents reported accelerated trade cycles, once again underscoring the proposition that capital expenditures had been loosened. Specifically, fleets that owned trailers reported
trading their van trailers at 12 years, down from last year’s average of 14 years.
Trade cycles for reefers were reported at 10.8 identical to last year’s reported turns of 10.7 years. Flatbeds were traded at
14.4 years, exactly the same as last year. Finally, bulk trailers were turned at a historically snappy rate of 13.6 years up 3/10
of one percent from last year.
Each of these reported equipment turns is likely more sluggish as many fleets don’t have formalized trade cycles and historically scrap one out of five trailers.
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LABOR TRENDS
PRIVATE FLEET RESPONDENTS REPORTED EMPLOYING OR CONTRACTING WITH AN AVERAGE OF 283 DRIVERS
(company drivers, temporary personnel, leased drivers, or owner-operators) – a ratio of 1.5 drivers per power unit. For
comparison purposes, last year respondents reported a ratio of 1.4 drivers per power unit; the previous year the average
was 1.21 and the year before that came in at 1.46 drivers per power unit. These figures evidence the proportion of NPTC
members that continue to slip-seat their equipment.

Driver Demographics
The average driver age reported in the survey remains at over 50, coming in at 50.4 years of age, down slightly from last
year’s reported average of 51 years of age, which was the oldest driver population in the history of the survey. This average age is somewhat surprising given the number of older drivers who left the industry via retirement. Two-thirds of the
respondents reported losing drivers due to retirement last year and retirement is the third leading cause of why drivers
are exiting the business. More on this in the section on driver turnover.
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However, to call the typical private fleet driver “just a driver” is a bit of a misnomer as their job typically involves more
than just the time spent behind the wheel. The typical private fleet driver works an average of 52.8 hours a week, up just
under an hour over last year’s 52 hours but still down from the 59 hours recorded two years ago.
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Of these hours, 35.5 are spent behind the wheel each week (vs. the 37.46 last year) while the remainder is spent performing other non-driving tasks such as loading (6.38 hours a week), unloading (11.4 hours a week), and “other duties” (5.4
hours a week). These duties include paperwork, pre- and post-trip inspections, and the like.
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Home Time
When it comes to driver satisfaction with their jobs, many in the industry believe that the more time at home for the
driv-er, in most cases leads to a more satisfying and fulfilling job. Or, at a minimum, home time helps to eliminate a source
of dissatisfaction. By this measure, private fleets, as reported in this year’s survey, indicate that 61.5% of their driver
popula-tion is home every night, as compared to 46% last year. Some, 18.7% are out overnight, compared to 17% last
year; and in 19.8% of the cases are drivers out two nights or more per run, compared to 37% last year.

Team Operations
This year’s survey revealed that 26.3% of all fleets use team drivers in at least a portion of their operation. That is down
slightly from the previous two year’s reported averages of 28.8% and 29.8% and back with the range of 24% three years
ago. Of those fleets employing team drivers, teams account for, on average, 33% of their operation and 27% of their
miles, up significantly from last year.
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Union Penetration
According to survey data that is captured on the following chart, 31% of the private fleets have a union presence in some
or all of their driver workforce, down from the 33% level reached last year. Of those, half operate in an entirely union environment. Or to put it another way, 15% of all survey respondents operate in a totally union environment. Some 55% are
wholly non-union, with the balance, 14%, operating in a partially union environment.

Fleets Reporting Union Presence
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Comparing those fleets with a majority union workforce to those with primarily a non-union workforce revealed some
rather interesting trends:
•

Union operations updated their equipment more frequently with trade cycles of 6.2 years and 650,000 miles
as opposed to non-union operations that traded equipment at 6.95 years and 722,500 miles. Late model
equipment has long been seen as a driver retention inducement.

•

Union operations averaged a breakdown percentage that was twice that of the non-union operations.

•

Union operations had a better turnover rate (10.7%) compared to their non-union counterparts (16.4%). In
addition, union drivers boasted an average retention rate of more than 14 years vs. the 9.9 years in nonunion shops. Digging deeper into the turnover figures, we find that union drivers retire at a rate almost
twice that of non-union operations; while non-union drivers leave for another driving job at nearly twice the
rate as their union colleagues.

•

On average, union drivers were two years older than non-union drivers.

•

Non-union operations were more likely to have wellness programs for their drivers by a factor of seven percentage points.

•

Union drivers earned an average of $3,000 more per year. However, non-union drivers were almost twice as
likely to receive incentive pay (94% vs. 50%)
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Driver Turnover
Although labor issues remain a significant challenge for survey respondents, they continue to report retention and turnover performance far better than for-hire motor carriers. In 2017, private fleets reported that turnover dropped to 15.2%
after surpassing the 18% barrier for the first time in the history of the survey last year.
This level of turnover is not inconsistent with the aging workforce and the increased number of drivers opting for retirement. Comparatively, the escalating turnover rate, while not in the neighborhood of the triple digit rate traditionally associated with the for-hire truckload segment, should be of concern especially in the face of the projected shortfall of new
drivers which many fleets are experiencing and which could reach 175,000 by 2024, according to industry projections.

Driver Turnover Remains Low
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Statistically, the survey revealed some major differences between those fleets that report driver turnover at 10% or less
compared to those with a turnover rate above 20%:
•

Turnover would appear to have some impact on safety with fleets experiencing turnover lower than the average
reporting a DOT recordable crash rate of 0.53 accidents per million miles compared to 0.74 accidents per million
miles for the group reporting higher turnover.

•

Higher turnover fleets experienced a cost per mile that was 15 cents higher than the lower turnover fleets.

•

Lower turnover fleets paid their drivers better with annual compensation averaging $71,828 for low turnover
fleets and $60,497 for the higher turnover fleets.

•

Drivers in low turnover fleets averaged 51 years of age while those in the higher turnover fleets were more than
two years younger.

•

Somewhat surprisingly, drivers in the low turnover fleets worked longer hours, averaging 50.4 hours a week,
more than 8 hours longer than drivers in the higher turnover fleets.

•

Although many believe putting a driver in a late-model truck helps boost retention, this year’s survey – like last
year’s – actually revealed the opposite. High turnover fleets had equipment trade cycles of 6.2 years and 610,000
miles (5.9 years and 642,000 miles last year) compared to 6.5 years and 650,000 miles (7 years and 677,000 miles)
for the fleets operating with lower turnover.

•

Interestingly, both groups seemed to take driver health and wellness seriously, with 84% of the respondents in
the low turnover fleets and 90% in the high turnover fleets reporting that they offered driver health and wellness
programs.
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Why Drivers Leave
Fleets in this year’s survey report their drivers leave for a variety of reasons (again these numbers add up to more than
100 because there are multiple reasons why drivers leave in each fleet):

Reasons Drivers Leave
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Driver Retention
The average retention rate reported by NPTC members is 10.5 years, down slightly from last year’s 11 year retention rate
but about three years less than the 14.5 year average retention three years ago. This slight decline in the average retention rate is most likely the result of older drivers opting to retire (see previous chart that shows 67% of driver turnover can
be attributed to retirement).
One of the reasons why driver turnover and retention levels remain so positive among private fleets can be attributed to
the fact that private fleets continue to be highly selective about their minimum driver hiring practices despite pervasive
driver shortage issues. In fact, the minimum driver age, after several years of modest declines increased ever so slightly to
22.2 years up from the 22.0 level reported last year and close to the minimum age of 22.3 reported the previous year.
Similarly, the average minimum years of experience looked for when hiring a driver – 2.14 years – declined ever so slightly from last year’s 2.17. In addition, 8% of the fleet respondents report conducting hair follicle testing. This screening protocol, which cannot replace the minimum drug and alcohol testing requirements established by the Federal Motor
Carrier Safety Administration has shown a steady decline from the 20% reached two years ago. In addition, 15% of the
fleet respondents report conducting personality profiling (down from 18% last year); and 36% report conducting functional capacity screening (almost identical to last year).
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This was the second year the survey asked about fleets using the PSP program and 50% indicated they were taking advantage of this program that allows prospective carriers, industry personnel and drivers review drivers' safety records
from the Federal Motor Carrier Safety Administration's (FMCSA) Motor Carrier Management Information System (MCMIS).
This is the same level as reported last year.
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The average age of the private fleet’s average new hire remains at 41.2 years of age, exactly what it was last year. That
number is up from the average 38.6-year-old recruit reported three years ago.

Driver Recruiting
The demand for new drivers continues to escalate at the same time the pool of existing drivers is drying up. Private fleet
respondents report that they are filling empty seats through the following strategies, which have remained relatively
consistent over the years.
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A Shallow Driver Pool
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Fleets also report employing a number of techniques to attract potential drivers into the fold. Techniques include advertising (74%), word of mouth (86%), radio (24%) and the internet (69%). Other strategies include temp to hire (20%), driver
training schools (20%) and staffing agencies (19%).

Driver Compensation
Another factor in ensuring the elevated retention numbers is the fact that driver pay continues to outpace other similar
driving jobs. As reflected by the annual W-2 earnings statement, average pay for drivers in the private fleet community
was reported at $68,654, an increase of nearly $4,000 over last year’s benchmarking survey in which the average annual
compensation was reported at $64,845.
Digging deeper into the compensation trends, we found average compensation levels increased across the board (see
following chart) as fleets took efforts to staunch the flow of drivers departing their fleets by making the job appear better
and, more importantly, pay better.

Driver Compensation Remains Strong
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Prying the data out into typical operating segments, fleets reported the following compensation averages:
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Today’s driver, as previously discussed, is not one-size, fits-all. To look at how driver compensation was tailored for the
over-the-road, regional and local segment, we put together the following charts based upon the data submitted. As the
following charts indicate, private fleets pay their drivers in a number of different manners:
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Regional Pay Components
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Performance based compensation components included such activities as:
§ Stops
§ Drop & hook
§ Miles
§ Fuel economy
§ Cases
§ Hard braking
§ Detention
§ Speeding
§ Layover
§ Shifting
§ Trailer transfer
§ Cross border
§ Backhaul
§ Metro pay
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Incentive Offerings
The majority of fleets report paying their drivers incentives. This year, 79% of the respondents reported paying incentives,
down from the 91% that reported doing so last year but back in line with the number that did so in the previous year’s
survey. Just three years ago, two-thirds of the respondents reported paying incentives. This high level can be explained
by the need to boost compensation and the plentiful data that can now be used to track key performance metrics.
The average incentive amount dropped full percentage to 4% from 5% last year and 4.5% the year before.
In fact, fleets continue to expand the number of metrics upon which incentives are based (see following chart).
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Private Fleets Offer
Generous Benefit Packages
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Benefit Packages
Private fleets continue to back their compensation programs with generous benefit packages, as reflected in the following chart.
Benefit packages were reported to represent slightly more than 20% of the driver’s gross pay. Although these percentages remain roughly equivalent year to year, NPTC members report these benefit costs are rising quickly, essentially costing them more as the driver compensation base keeps growing. Despite the cost, the generous benefit offerings are
judged as a key component to driver satisfaction and retention, especially when viewed over the entire career of the
driver.
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Driver Wellness Initiatives
In addition to these benefits, and perhaps to a small degree as a result of the aging driver population, 85% of the respondents reported having a driver wellness program. That figure is down slightly from last year’s reported average of
89% but up dramatically from the 63% level recorded just three years ago. It is best explained by the fact that fleets want
to take care of drivers that are increasingly harder to come by. In addition, as the driver population continues to age,
most fleet managers would agree that an ounce of prevention (driver wellness) is worth a pound of cure (worker’s comp).
Finally, driver wellness initiatives are an attempt to control employee health care costs that are rapidly escalating. Only
10.5% of the respondents reported having no driver wellness programs. Following are the individual components of these programs:

Driver Wellness Components
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Support Personnel
The number of support personnel needed to support the private fleet, detailed in the chart below, showed minor increases in productivity year over year – a sign that the fleets continue to do more with less. The numbers on the chart
below represent the average number of drivers that are served by one person in each of the functions.
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Driver Sourcing Strategies
The bulk of private fleet managers (79%) continue to directly employ company drivers, almost identical to the historical
share. Some 7% of private fleets exclusively lease their drivers in this year’s survey, identical to last year. The remaining
14% percent of the fleets rely on a combination of staffing options (company drivers, owner-operators and driver leasing)
nearly identical to last year. Some 10.5% of the fleets contract with owner-operators as part of their driver staffing model.

Fleet Driver Sourcing Strategies
Combination
14%
Leased
7%

Company
79%

When the driver population as a whole is considered, 91% are company drivers, 8% are leased employees and 1% are
owner-operators. These results are in line with the results reported in last year’s survey.
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COST PERFORMANCE
IN ORDER TO INCREASE THE RELIABILITY OF OUR DATA, EACH YEAR WE ASK PRIVATE FLEETS TO REPORT ON THE
COST-PER-MILE by major component area: equipment, maintenance, fuel, driver, benefits, administration, and claims.
Across the entire pool of recipients, the cost per mile reported was $2.64 per mile, down 6% from the $2.82 per mile reported last year. Most of that increase can be attributed to lower fuel prices. However, like previous benchmarking initiatives, there remain wide variations in private fleet operations and costs. This makes “apples-to-apples” rather difficult, so
caution should be used when benchmarking these numbers. Following are the cost figures as reported by all respondents:

Cost-Per-Mile
Power Equipment
Tires
Tractor Maintenance
Trailer
TOTAL EQUIPMENT & MAINTENANCE
Administration
Benefits
Claims & Insurance
Driver
Fuel
Licensing
Other
TOTAL
$0.0
2014

$0.5

$1.0

2015

2016

$1.5

$2.0

$2.5

$3.0

2017

Please note that the individual entries do not add up to the total because many of the responses would only provide a
total cost per mile and not break it down by individual components. Those components were averaged separately to
provide the most reliable data.
Since many fleets do not break out equipment costs individually, this year’s survey includes a “Total Equipment & Repair,”
bucket which is comprised of all fleets, regardless of how they account for equipment costs.
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To get a better understanding of the costs of an operation, we took looked at the various costs by operation type:
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Digging deeper, this year’s survey looked at the annual operating costs by various mileage categories:

Cost-Per-Mile by Annual Mileage
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Please note that the individual entries do not add up to the total because many of the responses would only provide a
total cost per mile and not break it down by individual components. Those components were averaged separately to
provide the most reliable data.
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Cost Center vs. Profit Center
This year, 72% of the respondents reported operating as a cost center as compared to the 77% that indicated they did so
last year. Some 19% reported they operated as a profit center, compared to the 24% that said they operated as profit center last year.

Cost Center vs. Profit Center
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SAFETY TRENDS
WITH AN ACCIDENT FREQUENCY THAT IS SHOWED SIGNIFICANT IMPROVEMENT, private fleets participating in the
survey continue to report an outstanding safety record whether measured by Preventable Accidents per Million Miles
(total crashes resulting from errors, efficient conditions, work processes or other problems that could have been prevented multiplied by one million and divided by total miles), Non-Preventable Accidents per Million Miles (total crashes in
which no errors, deficient conditions or work processes could be identified that contributed to the occurrence multiplied
by one million and divided by total miles), or by DOT Recordable Accidents per Million Miles (DOT recordable crashes
multiplied by one million and divided by total miles).
As part of its effort to determine a carrier’s safety fitness, the Department of Transportation looks at, among other factors,
the recordable accident rate which the carrier has experienced during the past 12 months. Recordable accident, as defined in federal law, means an accident involving a commercial motor vehicle operating on a public road in interstate or
intrastate commerce which results in a fatality; a bodily injury to a person who, as a result of the injury, immediately receives medical treatment away from the scene of the accident; or one or more motor vehicles incurring disabling damage
as a result of the accident requiring the motor vehicle to be transported away from the scene by a tow truck or other motor vehicle.
Private fleets reported a DOT Recordable crash rate of 0.61 crashes per million miles, a drop of nearly one-third over the
0.86 crashes per million miles reported last year and back in line with the historical norms of 0.55 and 0.59 reported in
2015 and 2014 respectively. This crash rate is roughly three times better than the industry average according to Federal
Motor Carrier Safety Administration (FMCSA) officials, although the agency does not report an industry average crash rate
for all motor carriers.
Please note that the preventable and non-preventable crash rates may not be that easy to draw conclusions from as everybody’s definition of what constitutes an accident is in the process of evolving.

Private Fleet Safety Performance
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New to the survey this year was a question regarding lost time injury rate. The average score reported was 2.92.
Another measure of a motor carrier’s safety is their CSA performance. As a result, the Benchmarking Survey asked fleets
for their most recent CSA performance, a question that continued in this year’s survey. The results are summarized in the
table below.
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Active Safety Technologies
Fleets continue to increase the amount of advanced safety technologies in their fleet operations. Across the board, each
technology showed single-digit gains year over year. As an aside, the survey question related to in-cab cameras specifically asked for those that were ‘front and driver facing’.

Active Safety Technologies
Automatic Transmission
Backup Cameras
Disk Brakes
Tire Inflation
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LOOKING AHEAD…
SOME 76% OF THE RESPONDENTS REPORT THAT THEY EXPECT THEIR FLEET TO GROW (add equipment or handle
more of their company’s freight) over the next five years. That compares to the 66% that reported similar growth last
year. In those cases, the average growth – whether measured by an increase in total equipment or in terms of handling
more of their company’s freight – is estimated at 8.6%. Another 5% of the fleet respondents expect to stay the same size.
Only 19% expect a decline in their fleet operations.

Most Private Fleets Plan to Add Equipment
or Haul More Freight Over Next Five Years
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ABOUT NPTC
FOUNDED IN 1939, the National Private Truck Council is the only national trade association exclusively representing the
interests of the private truck industry and corporate/business private truck fleet management. With an actively engaged
leadership team of Board representatives, member volunteers and staff, NPTC in the past decade has grown significantly
to serve a rising professional class of private fleet practitioners meeting the challenges of modern corporate transportation. NPTC is the leading learning resource center, government affairs advocate, and business networking culture for
America's top private fleet and supplier member companies. The Council produces benchmarking, best practices, and
economic data reports on the private fleet market; administers the highly regarded Certified Transportation Professional
(CTP) training program, and conducts some of the most successful events in the trucking industry including the Annual
Conference and Trade Show, the Private Fleet Management Institute, and the National Safety Conference. For more information about the Council’s activities and programs, visit our website at www.nptc.org.
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