
In most organizations, a percentage of transportation
spend is misaligned, misapplied, or simply invisible to
standard financial controls. That’s not a rounding
error. At scale, it’s a real financial risk — and it
compounds every quarter it goes unexamined.

THE CFO PLAYBOOK 
FOR TRANSPORTATION COST CONTROL

Designed for finance leaders who want to understand
— and control — what transportation spend is really
costing the business.

Executive Summary

Transportation spend has become one of the most financially consequential — and least visible — cost
categories for modern businesses. Unlike labor, real estate, or technology, logistics costs are contract-
driven, continuously evolving, and shaped by pricing mechanisms that are rarely straightforward to
interpret.

Fuel prices fluctuate. Surcharges reset. And when one surcharge proves insufficient, carriers introduce
another. Each adjustment compounds quietly across billing cycles, often faster than internal teams can
track — and well outside the visibility of traditional financial controls.

For finance leaders, the challenge is rarely whether inefficiencies exist. The real questions are:

Where does financial exposure actually reside?
How does margin erosion occur — and how quickly?
Can improvement opportunities be validated without operational disruption?
Does the ROI on logistics consulting hold up to financial scrutiny?

Logistics consulting provides independent, data-driven evaluation of transportation cost structures,
carrier agreements, and billing behavior across the full spectrum of shipping modes — small package,
LTL, truckload, and expedited freight, on both inbound and outbound lanes. Well-structured
engagements produce measurable financial outcomes: cost recovery, structural pricing improvements,
risk mitigation, and stronger negotiating leverage.

Importantly, logistics consulting does not replace internal logistics teams. It expands their capabilities by
introducing external benchmarking data and specialized expertise that internal teams typically cannot
access.
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Carrier agreements haven’t been formally renegotiated in 18 months or more

Contract terms were written for a shipment profile that has since changed

Incentive thresholds and discount tiers no longer reflect actual shipping volume or mix

Your Contracts

Freight spend is growing faster than shipment volume

Surcharge lines are expanding as a percentage of total transportation cost

Transportation budgets are frequently missed without a clear explanation of why

Your Costs

No single function owns invoice accuracy end-to-end

Late delivery refunds are not being systematically captured

Accessorial charges are accepted as-is rather than verified

Your Visibility

Recent carrier negotiations were conducted without independent benchmarking data

It’s unclear whether current rates are competitive within the broader market

The carrier mix hasn’t meaningfully changed despite shifts in the business or network

Your Market Position

If three or more of these are true,
it’s worth taking a closer look at
your transportation cost structure. 

Is This Happening to You?

Transportation cost leakage rarely announces itself. It accumulates — quietly, structurally, and largely
outside the reach of standard financial reporting. The organizations that bear the most hidden costs are
often the least aware of them. 

The following patterns are consistently present in shipping environments where cost structures have
drifted out of alignment. They are not edge cases. They are the norm.
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Ownership distributed across operations, logistics, and procurement — with no single
function accountable for total cost accuracy

Carrier pricing mechanisms that are difficult to benchmark without access to cross-industry
data

Limited internal analytical bandwidth for continuous cost monitoring

Contracts that gradually drift from the shipment behavior they were written to support

Why this matters now: Carrier pricing has never been
more dynamic. Fuel surcharge resets frequently. Accessorial
fees expand with little notice. Zone structures shift. Each
change alone may appear manageable. Together, they
create compounding margin pressure that conventional
budget review cycles are not designed to catch.

The Finance Leader's Challenge

Transportation spend behaves differently from most major cost categories — and that difference has
real financial consequences.

Logistics costs are simultaneously:

The result: transportation spend frequently expands without triggering the same financial controls
applied to other cost centers.

Several structural factors accelerate this dynamic:
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Contract-driven — pricing is negotiated, not market-posted

Continuously evolving — carrier rules, surcharges, and zone structures change regularly

Structurally opaque — pricing mechanisms are complex and difficult to interpret internally

Prone to systemic leakage — small inefficiencies compound across multiple billing
dimensions

Sensitive to business conditions — growth, contraction, product mix shifts, and
operational changes all alter the economics of a carrier agreement, often without triggering
a contract review

The organizations that identify this exposure earliest have the most options. Those who discover it late
are typically recovering rather than preventing the damage.
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Dimensional weight charges applied inconsistently

Fuel surcharges recalibrated without corresponding contract adjustments

Accessorial fees that expand quarter over quarter

Zone realignments and delivery area expansion that increase base rates

New carrier pricing rules that affect billing thresholds

Minimum charge structures that penalize lighter shipment profiles

Contract terms that no longer reflect actual shipment volumes or service mix

Where It Comes From

Small inefficiencies accumulate across multiple pricing mechanisms simultaneously:

Understanding Margin Erosion
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The cause is almost never a single event. It is cumulative,
structural, and difficult to detect without the right
benchmarking data — because the individual components
are each small enough to seem acceptable in isolation.
Together, they are not.

Ask Yourself:

Has freight spend grown faster than shipment volume over the past 12 months?

Are surcharge lines expanding as a percentage of total transportation cost?

When did you last verify that dimensional weight rules are being applied correctly?

Are accessorial fees being reviewed, or simply paid?

Has your carrier contract been tested against current market rates?

If any of these questions produce uncertainty rather than a clear answer, margin erosion may already be
underway — quietly, systematically, and compounding.

4



Free shipping programs — where carrier cost increases compress margins directly

Flat-rate shipping structures — where surcharge expansion cannot be passed through

Bulky or heavy product mixes — where dimensional and handling charges accumulate

Rapid growth environments — where shipping volume scales faster than contract optimization
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Who Is Most Exposed

This erosion is particularly acute for organizations operating under:

The Compounding Problem

Because transportation costs flow directly through operating margins, even modest pricing inefficiencies
produce an outsized financial impact. A 5% improvement in logistics costs often translates into a profit
equivalent to significantly higher revenue growth — not because the math is complex, but because
freight savings go straight to the bottom line with no cost of goods, no SG&A, no friction.

The longer misalignment goes undetected, the more it costs to close the gap.
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Where Financial Leakage Occurs

Consulting engagements consistently surface the same categories of transportation cost leakage. These
are not operational errors or isolated mistakes. They are systemic mechanics — and they occur across
industries, company sizes, and carrier relationships.

They are ranked here by financial impact and recovery speed. CFOs who understand the sequencing are
better positioned to prioritize action.

2
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Billing Discrepancies — Fastest Cash
Recovery

Refund leakage, duplicate charges, and shipment
classification errors occur routinely within complex
carrier billing environments. Incorrect discount
application, misapplied accessorial charges, dimensional
billing errors, and missed late-delivery refund credits are
among the most common findings. Without systematic
auditing, these errors compound silently — and the
recovery window is finite. This is typically where the
fastest, most immediately recoverable dollars exist.

Structural Pricing Misalignment —
 Largest Long-Term Impact

Carrier contracts no longer reflect actual shipment
behavior. Volume tiers, incentive thresholds, and
discount structures were written for a business profile
that has since evolved. The contract remains in place.
The economics no longer align. This is the category
with the greatest cumulative financial exposure — and
the least visibility inside standard financial reporting.

Carrier Strategy Inefficiencies — Structural
Leverage Gap

Over-reliance on a limited carrier set reduces negotiating
leverage and increases operational risk. The parcel and
freight landscape has expanded significantly, with regional
carrier alternatives and mode-optimization opportunities
that many organizations have not yet fully evaluated.
Concentration in a single carrier is both a pricing
vulnerability and a service continuity risk.
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None of these categories announces
itself. Each operates below the threshold
of standard financial controls. And in
most organizations, all five are present
simultaneously — compounding against
each other across every billing cycle. The
question is not whether leakage exists. It
is how much and how long it has been
accumulating.

Surcharge Expansion — Fastest Erosion Driver

Accessorial fees frequently represent a disproportionate
and growing share of total transportation costs. Carrier
surcharge increases are often implemented gradually
and may not be fully reflected in transportation budgets
— or visible in aggregate cost reporting. Because each
individual surcharge adjustment appears modest, the
cumulative impact is rarely caught until it is material.

Benchmarking Gaps — Invisible Until Tested

Carrier negotiations conducted without access to
independent market data result in agreements that
appear competitive but may lag significantly behind
best-in-class rates. The gap is invisible without external
benchmarking — which means most organizations
don’t know it exists until someone measures it.
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Category Finding Annual Impact

Billing Discrepancies Incorrect discount application, missed refund
credits, and dimensional billing errors $120,000 recovered

Structural Pricing
Misalignment

Contract discount tiers no longer reflect current
shipment volume

$180,000 in annual
savings

Surcharge Expansion Accessorial fees grew from 18% to 31% of total
spend over 3 years

$95,000 in recoverable
exposure

Benchmarking Gap Rates running 9% above comparable market
environments

$225,000 in
renegotiation
opportunity

Net Profit
Margin

Equivalent Revenue Required to
Produce the Same Impact

4% $15.5M in incremental revenue

6% $10.3M in incremental revenue

8% $7.75M in incremental revenue

10% $6.2M in incremental revenue

For a business running at 6% net
margin, the $620,000 identified above
is the profit equivalent of winning
$10M in new revenue — without a
single new customer, new product, or
new market.

Total identified exposure: $620,000
As a percentage of transportation spend: 12.4%

What This Looks Like on Your P&L

The following scenario illustrates what transportation cost misalignment actually looks like when it
surfaces in a structured engagement — and what it means for the bottom line.

A Representative Scenario
A manufacturer with $5M in annual transportation spend engages ICC for an independent cost
evaluation. No crisis. No obvious red flags. Just a sense that costs have been drifting.

Here is what the analysis surfaces:

What That Means on the P&L
Transportation savings flow directly to operating profit.

© 2026 ICC Logistics Services, Inc. | icclogistics.com 7



The Timeline

Cost recovery in a structured engagement does not require a multi-year transformation. It follows a
predictable sequence:

Weeks 1–6: Billing audit complete. First refund credits identified and filed.
Weeks 6–12: Contract analysis complete. Misalignment documented and quantified.
Months 3–6: Carrier negotiations complete. New pricing structures implemented.
Months 6–12: Full annual impact realized. Ongoing auditing in place.
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Before and After

This is not a cost reduction initiative. It
is a margin recovery mechanism —
one with a measurable payback
period, a defined scope, and no
operational disruption required to
begin.

Before Engagement After Engagement

Billing accuracy Unaudited Systematically verified

Contract alignment Drifted from the shipment profile Realigned to current behavior

Market position Unknown Benchmarked and defensible

Cost visibility Opaque Structured and reportable

Annual transportation spend $5,000,000 $4,380,000

Net P&L impact — $620,000 to operating profit
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The Compound Effect
Organizations that manage all four layers — financial control, economic alignment, market truth, and
strategic leverage — achieve something that neither rate negotiation nor invoice auditing alone can
produce: a transportation cost structure that is stable, predictable, and defensible to finance leadership
over time.

Most organizations are strong in one layer. Some manage two. Few maintain all four simultaneously —
which is precisely where the exposure accumulates.
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Layer 4: Strategic Leverage — Carrier Design
Carrier diversification, regional carrier integration, and mode optimization that strengthen negotiating position
and reduce operational risk. Organizations overly concentrated on a single carrier face compounding
vulnerabilities: limited pricing leverage, reduced service alternatives, and exposure to unilateral rate changes.
Strategic carrier design addresses all three.

 Financial Control

Economic Alignment

Market Truth

Strategic
 Leverage

Layer 3: Market Truth — Benchmarking & Visibility
Independent data showing where rates and incentives fall relative to comparable shipping environments.
Negotiating without benchmarks means negotiating without leverage — and without knowing whether the
result is good. Most internal logistics teams cannot access the cross-industry pricing data required to make
that determination. This layer converts negotiations from conversations into defensible financial decisions.

Layer 1: Financial Control — Billing Accuracy
The foundation. Invoice auditing, refund recovery, duplicate charge
identification, and accessorial verification. Even the strongest carrier
contracts produce cost leakage without rigorous billing validation. Without
this layer in place, every other optimization effort is undermined by errors
that compound silently in the background. This is where the fastest
recoverable savings exist — and where financial control over transportation
spend actually begins.

The Logistics Cost Control Framework

The scenario on the previous pages is not unusual. What is unusual is catching it.

Most organizations discover transportation cost misalignment reactively — after margins have
compressed, after a budget has been missed, after a contract has auto-renewed for the third time. The
reason is structural: transportation cost management requires multiple disciplines working in concert,
and most internal teams are resourced to handle only one or two of them at any given time.

The framework below identifies the four layers that determine whether logistics costs remain
controlled, visible, and defensible over time. Each layer addresses a distinct category of financial
exposure. Each builds on the one beneath it.

Layer 2: Economic Alignment — Contract Optimization
Ensuring carrier agreements reflect current shipment behavior
— including service mix, packaging profiles, volume tiers, and
dimensional exposure. Contracts that made financial sense at
the time of signing often drift out of alignment as business
conditions evolve. A contract that is two years old and
unreviewed is almost certainly no longer fully aligned with the
business it was written to support.

9



Recovered Cost — billing corrections, refund credits, duplicate charge reversals. Typically
realized within 60–90 days.

Avoided Cost — structural savings from contract renegotiation and carrier realignment.
Realized across the life of the new agreement.

Future Cost Stability — reduced volatility from benchmarking, diversification, and ongoing
audit controls. Realized continuously.

Implementation Cost — in gain-share engagements, this is a percentage of confirmed
savings. In fixed-fee engagements, it is scoped in advance.

The Revenue Equivalency Principle

Evaluating ROI: The Economics of Logistics Consulting

The financial case for logistics consulting is not complicated. It is, however, frequently undersold
— because the savings are structural rather than dramatic, and because they accumulate across
multiple categories simultaneously rather than appearing as a single line item.

The Engagement Model
Unlike many advisory relationships, logistics consulting engagements are typically evaluated on
confirmed financial outcomes — not billable hours or deliverable counts. In many cases,
engagements are structured under a gain-share model: consulting fees are directly tied to
validated savings. If nothing is recovered, nothing is owed.

That structure changes the engagement's risk profile entirely. The question is not whether the
investment is justified. It is whether the opportunity exists — and in most shipping environments,
it does.

The Formula

Each component is measurable:
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That ratio holds regardless of company size. And unlike revenue growth, transportation savings
require no new customers, no new headcount, no new infrastructure. They flow directly to
operating profit the moment they are realized.

Net Impact = (Recovered Cost + Avoided Cost + Future Cost Stability) − Implementation Cost

At a 10% net margin, every $1 saved in transportation costs is the profit equivalent of $10 in revenue
you no longer have to earn.
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Value Drivers and Financial Impact

Potential Savings by Spend Level

Based on ICC engagement history, the following illustrates potential savings at various transportation
spend levels:
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Value Driver Financial Impact Time to Value

Billing Corrections Immediate cost recovery — dollars recovered
within weeks 30–60 days

Contract Optimization Structural cost reduction across multi-year
contract terms 90–180 days

Benchmark-Driven
Negotiations

Rate improvement grounded in independent
market data 90–180 days

Surcharge Mitigation Margin protection against accessorial fee
expansion Ongoing

Carrier Diversification Reduced single-carrier risk and improved
service flexibility 6–12 months

*Based on an assumed 10% net margin. Results vary by shipping environment.

Annual Logistics Spend Potential Savings Equivalent Revenue Impact*

$250,000 $75,000 $750,000+

$500,000 $150,000 $1.5M+

$1,000,000 $300,000 $3M+

$5,000,000 $1,500,000 $15M+
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Near-term: Billing corrections and immediate contract adjustments — typically within 60–
90 days

Mid-term: Structural savings from renegotiated agreements and carrier realignment —
typically within 6 months

Long-term: Reduced cost volatility, improved forecasting confidence, and sustained
margin protection — ongoing

Payback Period Dynamics
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 Profit Impact of Recovered Freight Costs

Transportation savings go straight to operating profit — no cost of goods, no SG&A.

Find your net profit margin in the left column. Any freight savings are the profit equivalent of the
revenue shown, without a single new customer.

The compounding effect of all three is what separates a one-time audit from a sustained financial
control discipline.

Net Profit
Margin $50K Savings $100K Savings $500K Savings $1M Savings $5M Savings

4% $1.2M $2.5M $12.5M $25.0M $125.0M

5% $1.0M $2.0M $10.0M $20.0M $100.0M

6% $833K $1.7M $8.3M $16.7M $83.3M

7% $714K $1.4M $7.1M $14.3M $71.4M

8% $625K $1.2M $6.2M $12.5M $62.5M

9% $556K $1.1M $5.6M $11.1M $55.6M

10% $500K $1.0M $5.0M $10.0M $50.0M
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Profile Global communications equipment manufacturer with $14M+ in annual
transportation spend

Challenge
Rapid growth created a fragmented logistics environment with 100+ service
providers, no standardized contracts, and accessorial charges accounting for
approximately 50% of total transportation spend

Findings
Excessive carrier fragmentation, lack of contract standardization, limited
benchmarking visibility, and high accessorial exposure were identified as the
primary drivers of cost inefficiency

Outcome ICC rationalized the carrier network and established long-term strategic
transportation contracts across a consolidated carrier base

Financial Impact Carrier base reduced from 100+ to fewer than 12 · $3.5M in annual
transportation savings · 24% reduction in total logistics spend

Time to Value Full network rationalization completed within 12 months · Savings realized
progressively from month 3 forward

Success Story 1 — Carrier Network Rationalization
Large-scale network complexity driving structural cost inefficiency

Success Stories: Measurable Financial Outcomes

The following engagements illustrate the range of financial outcomes achievable through
structured logistics consulting. Each represents a distinct cost challenge, a distinct shipping
environment, and a distinct financial recovery. Taken together, they reflect the breadth of what
becomes visible — and recoverable — when transportation cost structures are independently
evaluated.
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Profile
Commercial equipment manufacturer managing inbound, plant-to-plant, and
outbound transportation through an internally selected carrier network, with
approximately $24M in annual transportation spend

Challenge

Leadership lacked an independent benchmark to assess whether
transportation costs were aligned with market conditions. An objective
evaluation was needed to identify savings opportunities without disrupting
service levels, operational performance, or existing workflows

Findings

ICC benchmarked 12 months of paid and audited shipment data against its
proprietary data warehouse, representing several billion dollars in annual
North American freight transactions. Analysis identified a material pricing
gap and an opportunity to achieve approximately 25% in annual cost savings
through structured renegotiation with both incumbent and new providers,
without compromising service quality

Outcome
ICC executed a customized RFP aligned to the manufacturer's operational
requirements, securing improved pricing and optimizing the provider
portfolio across inbound, plant-to-plant, and outbound lanes

Financial Impact

Year 1: $6.65M in validated savings — 28% reduction · Year 2: Additional
$2.74M through market-driven and dedicated pricing optimization · Year 3:
Additional $1.58M via rate re-optimization · 3-year cumulative total: $10.97M
in validated savings — all achieved without service degradation or
operational disruption

Time to Value

Weeks 1–8: RFP development, market solicitation, and carrier selection ·
Weeks 8–12: Provider onboarding and EDI integration · Week 16: First
validated savings report delivered · Ongoing: Continuous optimization
delivering incremental value across subsequent years

Success Story 2 — Enterprise Transportation Optimization
A $24M spend environment with a material pricing gap invisible to internal review
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Profile Biomedical company with significant parcel shipping volume and longstanding
carrier relationships

Challenge Carrier contracts had been negotiated internally for several years without access
to independent market benchmarks

Findings
Benchmark analysis revealed pricing structures and incentives were materially
below market competitiveness — a gap entirely invisible to the internal team
without external data

Outcome ICC developed a target-pricing model and guided the client through a structured
carrier negotiation process

Financial Impact $4.5M in projected savings over five years · Continuous recovery of late delivery
refunds via automated auditing · Improved long-term cost predictability

Time to Value Renegotiation cycle completed within 90 days · First savings realized in month 4

Success Story 3 — Contract Optimization
Longstanding carrier relationships masking below-market pricing

Profile Enterprise parcel shipper operating under a newly executed contract

Challenge Following contract implementation, transportation costs unexpectedly increased
despite no meaningful operational changes

Findings
Invoice auditing identified multiple billing discrepancies: incorrect discount
application, misapplied accessorial charges, dimensional billing errors, and a
system configuration issue preventing late-delivery refund credits

Outcome Recovered $121,000 in billing discrepancies within five months and implemented
ongoing invoice auditing to prevent future leakage

Financial Impact $121,000 recovered within 5 months · Ongoing billing accuracy controls
established · Reduced exposure to recurring invoice errors

Time to Value First discrepancies identified within 2 weeks · Full recovery within 5 months

Success Story 4 — Billing Discrepancy Recovery
Billing errors compounding silently under a newly executed contract
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Profile Medical equipment manufacturer with a high-volume small parcel shipping
program and declining margins

Challenge
Transportation costs had increased steadily without corresponding changes in
shipment volume or service mix. Carrier incentives and contract pricing tiers had
not been reviewed in several years

Findings
The existing carrier agreement no longer reflected the company’s shipping
profile. Discount tiers, incentives, and pricing structures were materially below
current market benchmarks

Outcome ICC led a data-driven contract renegotiation process to realign carrier pricing with
actual shipment characteristics and current market rates

Financial Impact 15% reduction in parcel shipping costs · $100,000 in annual transportation
savings · Equivalent profit impact of $1M+ in incremental revenu

Time to Value Renegotiation completed within 60 days · Full annual savings realized within 6
months

Success Story 5 — Margin Recovery
Carrier pricing quietly outpacing contract protections
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Logistics Cost Validation Checklist

The questions below are designed for finance leadership. They do not require deep logistics expertise to
answer. They require only honest reflection on what your organization currently knows — and what it
doesn’t.

That gap is where the exposure lives.
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Cost Structure Efficiency

Are current transportation cost structures still competitive within the market?

Have carrier pricing mechanisms, surcharge indices, or zone structures changed since the last
contract negotiation?

Are dimensional weight rules or packaging thresholds being applied correctly — and are they
affecting margins?

Contract Alignment

Do existing carrier agreements reflect current shipment volumes, service mix, and operational
structure?

Are incentive tiers and discount thresholds aligned with actual shipping patterns?

Have business conditions, product mix, or growth trajectories outpaced the contract structure?

Billing Accuracy

Are carrier invoices continually audited for billing discrepancies?

Are late delivery refunds being systematically identified and captured?

Are accessorial charges verified for accuracy, or absorbed as a cost of doing business?

Cost Leakage Exposure

Could structural pricing inefficiencies be quietly eroding margins without appearing in standard
cost reporting?

Are duplicate charges, misapplied fees, or dimensional billing errors being actively identified?

Are surcharge expansions being monitored, quantified, and assessed for their impact on
contracts?

Benchmarking & Negotiation Readiness

Are current rates benchmarked against comparable shipping environments — or assumed to be
competitive?

Were recent carrier negotiations conducted with access to independent pricing data?

Does the organization have sufficient market visibility and leverage to negotiate future contracts
effectively?
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Interpreting Your Results

This is not a scored assessment. It is a visibility test.

For each question answered with uncertainty — “I’m not sure,” “I don’t think so,” “we haven’t
looked at that recently” — there is a corresponding category of financial exposure that is not
currently visible in your reporting.

The objective of an independent Logistics Spend Risk Assessment is not immediate change. It is
clarity — with enough specificity to make an informed decision about whether action is warranted,
and what that action should be.

Most organizations that complete the assessment find that it is.

If three or more questions cannot be answered with confidence, you
likely have material cost exposure that is not reflected in your current
financial controls. The magnitude varies by shipping environment. But
in most organizations operating without independent evaluation, the
exposure is not trivial, and it has been accumulating longer than the
budget cycle that would have caught it.

A Measured Next Step

Transportation spend is dynamic, contract-driven, and structurally complex. The pricing mechanics that
shape logistics costs evolve continuously, often faster than internal teams can track without specialized
tools and cross-industry benchmarking data.

The organizations that manage this well are not necessarily larger or better resourced. They are the ones
who have introduced an independent perspective into a cost category that, by its nature, resists internal
visibility.

An independent Logistics Spend Risk Assessment does not require operational disruption, internal
resource allocation, or upfront financial commitment. It requires data — shipping invoices, carrier
agreements, and volume history — and a willingness to know what the numbers actually say.

What it produces is clarity: a documented, quantified view of where transportation cost structures stand
relative to the market, where misalignments exist, and the financial impact of addressing them.

For most organizations, that clarity is the beginning of a decision, not the end. The assessment defines
the opportunity. Leadership decides what to do with it.
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Start by booking a free hour with one of our logistics experts. ICC offers
a complimentary Logistics Spend Risk Assessment that evaluates your
current transportation cost structure, identifies potential savings
opportunities, and benchmarks your rates against comparable shipping
environments. No upfront fees. No commitment. Just clarity — with
enough specificity to make an informed decision. 

Book time with one of our logistics experts at icclogistics.com

About ICC Logistics Services

Founded in 1975, ICC Logistics Services has spent five decades helping organizations evaluate and
optimize transportation cost structures across the full spectrum of shipping modes — small package,
LTL, truckload, expedited, and international freight, on both inbound and outbound lanes.

With over 200 years of collective team experience, ICC brings deep expertise in transportation and
logistics invoice audits, freight strategy, carrier contract negotiations, and supply chain management.
Through proprietary logistics data, analytical expertise, and carrier market insights, ICC helps
organizations identify cost-recovery opportunities, improve contract alignment, and strengthen
transportation strategies — without operational disruption.

ICC operates as an independent consulting firm — not a broker, not a technology platform, and not a
3PL. There are no carrier relationships to protect, no platform fees to justify, and no conflicts of interest.
Clients receive objective, data-driven analysis with a single objective: identifying and recovering what is
already theirs.

ICC Logistics Services, Inc.
960 South Broadway, Suite 110, Hicksville, NY 11801

(516) 822-1183 | info@icclogistics.com | icclogistics.com
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