
The situation 
The company leverages an expansive 
logistics network in North America to 
distribute its products, and had a long-
term relationship with a freight broker 
who managed and procured its carrier 
contracts for many years. This put the 
freight broker in the driver’s seat for 
control over carrier relationships. The 
company had no regular and direct 
interaction with carrier partners, and it 
had little to no oversight for approving 
standardized expectations and dynamic/ 
cost improvement measures. 

The challenge 
Having various production sites across  
two countries made it difficult to have  
a centralized view of its logistics network.  
The logistics team also experienced 
inconsistent performance from their 
broker. Without direct interaction and  
no direct ownership of the carrier 
relationship, the company lacked 
insight into route and cost optimization 
efforts on its behalf. It aimed to regain 
control of the interactions among 
its transport providers. Furthermore, 
alignment with market rates became vital.  

Sitting in the operational back seat, 
the company observed failed loads 
re-tendered to the 3PL’s brokerage 
arm at a premium, exposing an 
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uncomfortable conflict of interest. 
This was compounded by a significant 
potential increase in contract rates 
amidst a market rapidly moving in the 
shipper’s favor, ultimately eroding trust.  

Challenges
• No control or ownership of the 

carrier relationship 
• High OTIF fees/fines from retailers 
• Need comprehensive visibility  

of the logistics network  

Solution
Implement a leading TMS along 
with a team of experienced food & 
beverage logistics professionals to 
improve customer service levels, 
and reduce or eliminate OTIF fines      

Applications 
• Transportation Management  
• Logistics Visibility 

Services 
• Logistics as a Service 
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Food and 
Beverage

The company connects with its carriers 
directly to build new relationships and  
work together to share goals and 
customer-focused concerns. Through 
its work with the e2open Logistics as a 
Service (LaaS) team, the company has 
found customized opportunities with 
carriers explicitly designed to meet the 
company’s KPIs.  

The solution
The company implemented an industry- 
leading TMS and, using e2open’s 
logistics expertise with a dedicated 
team of logistics professionals, gained 
visibility across its transportation 
network. The e2open logistics team 
familiarized themselves with the 
company’s network and developed 
relationships within the organization 
and its carriers. Now, the company 
delivers a better customer experience 
because carriers, customer service 
reps, and customers reach a dedicated 
team member who knows the company’s  
business for a consistent experience.  
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About e2open 
E2open is the connected supply chain software platform that enables the world’s 
largest companies to transform the way they make, move, and sell goods and 
services. With the broadest cloud-native global platform purpose-built for modern 
supply chains, e2open connects more than 480,000 manufacturing, logistics, 
channel, and distribution partners as one multi-enterprise network tracking over 
15 billion transactions annually. Our SaaS platform anticipates disruptions and 
opportunities to help companies improve efficiency, reduce waste, and operate 
sustainably. Moving as one.™ Learn More: www.e2open.com
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The outcome
Since rolling out the TMS, the company has comprehensive visibility into its entire 
logistics network and has centralized data from its various ERP systems. It has  
seen on-time performance improvement for some of its biggest customers. One 
large customer’s OTIF fines were reduced by 65% YOY; OTP fines dropped 73% for  
another customer from $0.15 per case to $0.04. The company added additional 
capabilities to benefit its logistics operations, including an integration that gives  
it a more accurate and regionally-based fuel reimbursement system for its carriers. 
The company is now an industry leader in logistics innovation and has become a 
shipper of choice to its carriers. 


