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Enhance your professional edge with Fhyzics Business 
Consultants’ Micro-Learning Programs in Supply Chain 
Management and Procurement. Designed as focused, two-
hour Executive Development Programs, these sessions 
deliver practical insights and tools to solve real-world 
business challenges. Conducted in small batches for 
personalized learning, participants gain a deeper 
understanding of key supply chain and procurement 
strategies that drive efficiency and profitability. Each 
participant receives a certificate of completion, adding value 
to their professional profile and career growth. Whether you 
aim to advance in your current role or explore new 
opportunities, this program equips you with the knowledge 
and confidence to excel.

Micro-Learning Programs in 
Supply Chain Management & 
Procurement
Are you preparing for the CLTD certification through 
self-study? As an experienced supply chain professional, 
you already have strong practical knowledge—but some 
topics may still need expert clarification. Fhyzics Business 
Consultants bridges that gap with on-demand, topic-
oriented CLTD training sessions designed specifically for 
self-learners.

Whether you need guidance on a single concept or an 
entire module, our focused training helps you master 
complex areas quickly and confidently. Get personalized 
support, strengthen your exam readiness, and elevate 
your supply chain expertise—on your schedule.

Mobile: +91-900-304-9000 (WhatsApp)
Email: Certifications@Fhyzics.net

CLTD On-Demand Training 
for Self-Study Professionals
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Carrier Negotiations and Selection

1. Strategic Role of Carrier Selection
Carrier selection is not just a cost-driven activity—it directly 
impacts service quality, customer satisfaction, supply chain 
resilience, and total landed cost. Companies must align 
carrier selection with business goals, such as 
responsiveness, sustainability, market reach, or cost 
leadership. Understanding how carriers influence transit 
times, damage rates, service reliability, and flexibility helps 
organizations create competitive advantage. Mastery of this 
concept enables practitioners to evaluate carriers not only 
on price but on their contribution to long-term supply chain 
performance and strategic value.

2. Understanding Freight Rate Structures
Knowing how freight rates are formulated is essential for 
effective negotiations. Rates depend on weight, distance, 
density, freight classification, equipment type, fuel 
surcharges, lane balance, and seasonality. Carriers may 
apply accessorial charges for detention, liftgate service, 
reclassification, redelivery, and other special requirements. 
A solid understanding of cost drivers enables logistics 
professionals to compare quotes accurately, avoid hidden 
charges, and negotiate more effectively. Rate structures 
vary significantly across modes, making this concept vital 
during multimodal procurement.

3. Carrier Qualification and Pre-Screening
Before negotiation, companies must identify qualified 
carriers using standardized criteria such as safety records, 
compliance with regulations, insurance coverage,
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equipment availability, financial stability, and operational 
capabilities. Pre-screening prevents future service 
disruptions, liability incidents, and quality issues. Many 
firms use prequalification questionnaires (PQQs) and 
vendor approval processes to ensure carriers meet 
organizational standards. A structured approach ensures 
that only reliable partners enter the negotiation phase, 
improving efficiency and reducing long-term risk.

4. Request for Proposal (RFP) and Bid Management
The RFP process is central to structured carrier negotiations. 
It defines shipment volumes, lanes, service requirements, 
equipment needs, performance standards, and pricing 
expectations. A well-designed RFP ensures accurate carrier 
responses, improves comparability, and enhances the 
negotiation position. Understanding bid evaluation 
methods, ranking techniques, and communication protocols 
is essential. Logistics professionals must also manage 
timelines, clarify carrier questions, conduct bid 
optimization, and ensure transparent selection criteria for 
compliance and fairness.

5. Negotiation Planning and Strategy
Effective negotiation requires thorough preparation. Key 
elements include understanding market conditions, 
identifying must-have vs. nice-to-have service elements, 
cost benchmarks, historical performance, and forecasted 
demand. Negotiation strategies may involve competitive 
bidding, collaborative discussions, volume commitments, 
multi-year contracts, or index-based pricing. Professionals 
must plan concession boundaries, escalation paths, and 
contract targets. Strong preparation leads to better
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outcomes, lower risk, and improved long-term 
relationships.

6. Multi-Criteria Carrier Evaluation Models
Carrier selection requires evaluating multiple factors using 
analytical tools such as weighted scoring models. Scoring 
criteria may include price, service reliability, transit time, 
responsiveness, technology capability, financial stability, 
network fit, and sustainability performance. Weighted 
models reduce bias, ensure transparency, and allow for 
consistent evaluation across carriers. Understanding how to 
design, apply, and interpret these models ensures objective 
and defensible selection decisions.

7. Service Level Requirements and Performance 
Expectations
Before negotiation, companies must define service level 
requirements such as on-time delivery rate, damage-free 
performance, transit time standards, customer service 
response time, tracking capabilities, and exception 
management. Clear service expectations prevent disputes 
and support accurate pricing. During negotiations, these 
service requirements are embedded in the contract through 
KPIs and penalties or incentives. Mastery of this concept 
ensures service levels reflect customer needs and 
operational realities.

8. Understanding Carrier Capacity and Network Fit
Carrier selection depends on whether the carrier’s network 
aligns with the shipper’s lane patterns, volumes, and service 
requirements. Evaluating factors such as regional strengths, 
backhaul opportunities, intermodal connections, and peak
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-season capacity helps avoid shortages and premium 
surcharges. Carriers with strong network alignment can 
offer lower rates, better service, and more stable capacity 
during market fluctuations.

9. Total Landed Cost Analysis in Carrier Selection
A low rate does not always mean low cost. Total landed cost 
includes transportation charges, inventory carrying cost, 
damages, delays, expediting, customs fees, handling, and 
administrative overhead. Understanding this broader cost 
view ensures accurate comparison between carriers and 
prevents unintended cost increases from low-rate but 
unreliable service. This holistic perspective is a key skill 
tested in the CLTD exam.

10. Contract Development and Terms
Negotiated contracts formalize service expectations, pricing 
structures, accessorial rates, fuel surcharge formulas, 
volume commitments, liability terms, equipment 
requirements, KPIs, and termination clauses. Understanding 
commonly used contract terms helps prevent ambiguity and 
disputes. Logistics managers must ensure that contracts are 
legally sound, enforceable, and aligned with organizational 
policies. Mastery of contract elements strengthens control 
over service quality and cost.

11. Collaborative Carrier Relationship Management
Strong relationships improve communication, service 
consistency, and problem resolution. Collaborative 
relationships may include joint planning, long-term 
agreements, shared technology platforms, and performance 
review meetings. Trust-based partnerships can
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improve resilience during disruptions by ensuring priority 
access to capacity. Understanding when to use collaborative 
vs. competitive negotiation styles is critical for effective 
carrier management.

12. Performance Measurement and Carrier Scorecards
Carrier scorecards measure KPIs such as on-time delivery, 
damage rates, billing accuracy, responsiveness, and capacity 
availability. Scorecards help identify performance gaps, 
drive improvement discussions, and support future 
negotiation leverage. Carriers with consistently strong 
scorecard results may receive greater lane awards and more 
favorable contract terms. CLTD candidates must understand 
how to design and use scorecards effectively.

13. Market Intelligence and Benchmarking
Understanding market conditions—capacity cycles, fuel 
price trends, regulatory changes, and competitive 
dynamics—enhances negotiation leverage. Benchmarking 
freight rates against industry standards or peer groups helps 
identify unreasonable charges and possible savings 
opportunities. Market intelligence supports data-driven 
negotiation strategies and ensures competitive pricing.

14. Risk Assessment and Carrier Reliability
Carriers pose risks including service failure, capacity 
shortages, accidents, financial instability, and non-
compliance. Risk assessment tools evaluate these factors 
and influence carrier selection. Diversification, contingency 
carriers, and insurance requirements help mitigate risk. 
Understanding how to quantify and manage transportation 
risk strengthens overall network resilience.
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15. Technology Integration and Visibility Capabilities
Carriers with strong technology capabilities—real-time 
tracking, EDI/API integration, automated alerts, and digital 
document management—offer superior visibility and 
efficiency. Technology integration reduces manual work, 
errors, and delays. As visibility becomes a critical customer 
expectation, evaluating carrier technology platforms is now 
a core part of modern carrier selection.

16. Accessorial Charges and Surcharge Management
Accessorials such as detention, demurrage, storage, liftgate 
service, redelivery, and residential delivery can significantly 
increase total transportation costs. Effective negotiation 
includes clarifying, reducing, or eliminating unnecessary 
accessorials. Understanding common surcharge structures 
helps organizations control unexpected increases and 
accurately forecast costs.

17. Fuel Surcharge Programs and Index-Based Pricing
Fuel surcharges can account for a major portion of freight 
cost. Index-based fuel programs tied to published 
benchmarks (e.g., DOE indexes) create transparency and 
fairness. Understanding how fuel surcharge tables work—
and how to negotiate caps or stabilization mechanisms—
helps companies manage cost volatility and avoid surprises.

18. Mode-Specific Negotiation Considerations
Different modes require different negotiation approaches. 
Truckload negotiations hinge on lane density and volume 
commitments; LTL focuses on freight class and minimum 
charges; air requires transit reliability; ocean emphasizes 
container allocation and port selection; rail negotiation
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centers on long-term commitments. CLTD candidates must 
understand these variations to negotiate effectively across 
modes.

19. Legal and Regulatory Compliance Requirements
Carrier selection must ensure compliance with safety, labor, 
environmental, customs, and trade regulations. Examples 
include DOT safety ratings, cabotage rules, SOLAS VGM 
requirements, hazardous goods regulations, and insurance 
minimums. Compliance failures create legal risk and service 
disruptions. Understanding these requirements helps 
companies choose safe and compliant carriers.

20. Carrier Onboarding and Implementation
After selection, carriers must be onboarded through data 
integration, communication of SOPs, documentation setup, 
billing processes, routing guide updates, and training. 
Effective implementation ensures a smooth transition with 
minimal disruption to operations. Ongoing monitoring 
during the startup period helps identify and correct issues 
early. This concept ensures that negotiated agreements 
translate into actual performance.

*****
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Enhance your professional edge with Fhyzics Business 
Consultants’ Micro-Learning Programs in Supply Chain 
Management and Procurement. Designed as focused, two-
hour Executive Development Programs, these sessions 
deliver practical insights and tools to solve real-world 
business challenges. Conducted in small batches for 
personalized learning, participants gain a deeper 
understanding of key supply chain and procurement 
strategies that drive efficiency and profitability. Each 
participant receives a certificate of completion, adding value 
to their professional profile and career growth. Whether you 
aim to advance in your current role or explore new 
opportunities, this program equips you with the knowledge 
and confidence to excel.

Micro-Learning Programs in 
Supply Chain Management & 
Procurement
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Micro-Learning Programs in 
Supply Chain Management

1. Fundamentals of Supply Chain Management
2. Supply Chain Planning and Optimization
3. Demand Forecasting Techniques
4. Inventory Control and Management
5. Distribution and Logistics Strategy
6. Warehouse Layout and Operations Efficiency
7. Supply Chain Risk Management
8. Supply Chain Performance Metrics (KPIs)
9. Lean Supply Chain Practices
10. Agile and Responsive Supply Chains
11. Sales and Operations Planning (S&OP)
12. Supply Chain Network Design
13. Supply Chain Digital Transformation
14. AI and Data Analytics in Supply Chain
15. Supply Chain Sustainability and Green Logistics
16. Reverse Logistics and Returns Management
17. Supply Chain Collaboration and Integration
18. Supplier Relationship Management in SCM
19. Global Supply Chain Strategy
20. Transportation Management Systems (TMS)
21. Inventory Optimization Models
22. Demand-Driven MRP (DDMRP) Concepts
23. Blockchain Applications in Supply Chain
24. Supply Chain Cost Reduction Techniques
25. SCOR Model and Process Improvement
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Micro-Learning Programs in 
Supply Chain Management …

26. Capacity Planning and Resource Allocation
27. Managing Supply Chain Disruptions
28. End-to-End Supply Chain Visibility
29. Cold Chain Logistics Management
30. Supply Chain Compliance and Ethics
31. Import–Export Procedures and Documentation
32. Managing Third-Party Logistics (3PL) Providers
33. Supply Chain Collaboration Technologies
34. Production Planning and Scheduling
35. Strategic Supply Chain Design Using Case Studies
36. Circular Economy in Supply Chain
37. Vendor-Managed Inventory (VMI)
38. Transportation Optimization Techniques
39. E-Commerce Supply Chain Models
40. Omni-Channel Fulfillment Strategies
41. Warehouse Automation and Robotics
42. SCOR DS Roadmap for Supply Chain Excellence
43. Customer-Centric Supply Chain Strategies
44. Supply Chain Finance and Working Capital 
Management
45. Supply Chain Data Visualization Using Power BI
46. Strategic Sourcing in Supply Chain Context
47. Supply Chain Benchmarking and Best Practices
48. Integrated Business Planning (IBP)
49. Supply Chain in Crisis Management and Recovery
50. Future Trends and Technologies in Supply Chain
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Micro-Learning Programs in 
Procurement

1. Fundamentals of Procurement Management
2. Strategic Sourcing and Category Management
3. Supplier Selection and Evaluation
4. Contract Management Essentials
5. Cost and Price Analysis in Procurement
6. Negotiation Strategies for Procurement Professionals
7. E-Procurement and Digital Tools
8. Procurement Planning and Budgeting
9. Risk Management in Procurement
10. Supplier Relationship and Performance Management
11. Sustainable and Ethical Procurement
12. Total Cost of Ownership (TCO) Analysis
13. Make-or-Buy Decision Frameworks
14. Procurement Policies and Governance
15. Procurement in Public vs. Private Sectors
16. Procurement Audit and Compliance
17. Procurement Data Analytics and Reporting
18. Procurement Scorecards and KPIs
19. Strategic Supplier Partnerships
20. Category Strategy Development
21. Managing Global and Offshore Procurement
22. Negotiation Simulation Workshop
23. Contract Law for Procurement Managers
24. Cost Reduction Strategies in Procurement
25. Supplier Risk Assessment Models 
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Micro-Learning Programs in 
Procurement …

26. Procurement Process Mapping and Improvement
27. Procurement Automation and AI Applications
28. Managing Procurement Teams Effectively
29. Procurement Ethics and Transparency
30. Procurement in the Digital Supply Chain
31. Vendor Consolidation Strategies
32. Spend Analysis and Optimization
33. Demand Forecasting for Procurement
34. E-Auction and Reverse Bidding Techniques
35. Inventory and Procurement Alignment
36. Procurement in Project-Based Organizations
37. Supplier Onboarding and Development
38. Procurement Market Intelligence
39. Measuring Supplier Innovation
40. Procurement in Times of Supply Disruption
41. Cross-Functional Collaboration in Procurement
42. Writing Effective RFPs, RFQs, and RFIs
43. Contract Negotiation Best Practices
44. Green Procurement and Circular Economy
45. Legal Aspects of Procurement Contracts
46. Performance-Based Contracting
47. Procurement Leadership and Strategic Influence
48. Cost Avoidance and Value Creation in Procurement
49. Managing Procurement with Power BI Dashboards
50. Future Skills and Trends in Procurement
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Fhyzics Business Consultants Pvt. Ltd.
Professional Training Partner of ASCM, USA

www.Fhyzics.net

CPIM aspirants may buy the CPIM 
Learning System and Examination 
Credits directly through ASCM Portal. 
When purchasing CPIM Examination 
Credit, please enter Referral 
Code XEFHYZ88 to receive CPIM 
Recertification Guidance for life.

ASCM Referral Code
XEFHYZ88
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