
Time for  
a change.

W h i t e p a p e r

It’s 2016. So why  
are you still shipping  
like it’s 1999?



For a while, it seemed pretty great to use the national carriers for all shipping needs. After all, you could 
open a single account and get a single bill each month. Pickups and deliveries happened every day, and 
you became buddies with the driver. You could package up something on Wednesday and have it deliv-
ered on Thursday. It felt like a triumph of modern logistics. 

But every rose has its thorn, and as these two carriers ate up the market, the national shipping industry 
turned into a duopoly with some very real consequences for customers.

If you’re stuck in the 90s way of shipping while  
dreaming of the options of the ‘80s, take heart:  
2016 is a totally awesome time to be a shipper.

Price jumps are major
Annual rate increases are nothing new. Shippers know to ex-
pect them. But in early 2015—wham!—the national carriers hit 
shippers with an unprecedented increase. It’s called dimension-
al (DIM) weight pricing, and it has lead to a huge increase in 
the average cost of shipping a parcel. Previously, most carriers 
used DIM weight to calculate rates for parcels over 3 cubic feet, 
or 5,184 cubic inches. But in 2015, the national carriers began 
charging DIM weight rates for all parcels, regardless of size. 
This has resulted in drastic price increases for every customer 
whose freight is lighter than the standard DIM weight, and 
those increases affect 22 out of the 25 most popular parcel 
configurations. On top of the typical general rate increases of 
four to eight percent annually, these price hikes are untenable 
for many customers. And can you negotiate pricing that takes 
you back to pre-DIM times? As if.

Delivery service disappoints
Because the national carriers have experienced a vast increase 
in shipment volumes over the last decade, they’ve become 
much less user-friendly for organizations that need next-day 
delivery and have high delivery service expectations. Shippers 

need overnight service, but national carriers can’t provide it at 
anywhere near the affordable rates that regional carriers offer. 
The national carriers can’t even give shippers the flexible, late 
pickup options they need or provide something as simple as 
custom point-of-delivery procedures. 

To make matters worse, large-scale carriers have always expe-
rienced service problems during the winter holidays, thanks to 
the combination of severe weather and the fact that everybody 
shops online. That seasonal bottleneck has gotten out of con-
trol in recent winters—and a late holiday delivery can have some 
customers telling shippers to beat it. 

Customer service doesn’t cut it
When you have millions of customers, you can’t talk to them 
all—you need automated systems to handle that. And you 
certainly don’t have the time to be flexible. For example, when 
a recipient isn’t available to sign for a package, you probably 
can’t have your delivery person pick up the phone and call to 
ask for instructions—that driver has a long, long route and it’s 
timed to the minute. But many shippers are longing for the 
same kind of personalized service that they try to provide to 
their customers. 

Shippers are  
under pressure

Those were(n’t) the days.

Remember 1985? We were all singing along to our 45s of “We Are the World,” Blockbuster Video 
was becoming a thing, New Coke was hitting the shelves, and FedEx and UPS were just two of the 
many private parcel carriers in the country. When you wanted to ship something, you had plenty 
of options. 

But New Coke bombed. Blockbuster sank. The shippers all consolidated and left us with only two 
choices. And people became more likely to point fingers than join hands and sing a song of global 
unity. It’s enough to make you nostalgic for shoulder pads.

But don’t get too misty-eyed for the past. Because today, you actually have more choices than ever 
before. You can stream any movie or TV show ever made, so who needs VHS? You can stream genres 
of music you’d never even heard of before—freak folk, anyone?—so who needs Top 40 lite rock? 
You can drink artisan kombucha, free-trade tea, and microbrewed pilsner, so who needs all that 
corn syrup? And you can even choose regional carriers that deliver faster and for less cost, so why 
on earth would you limit yourself to those two national carriers?

If you’re stuck in the ‘90s way of shipping while dreaming of the options of the ‘80s, take heart: 
2016 is a totally awesome time to be in the shipper business. As e-commerce keeps growing—to 
over half a trillion dollars by 2019—and the national carriers’ rate increases keep coming, com-
panies all over the country are waking up to the extraordinary value of regional carriers. They’re 
finding that diversifying their shipping strategies using regional carriers can put some serious 
dough back into the bottom line. This white paper will tell you why regional carriers can be a faster,  
more cost-effective option—and how to find one for yourself.



Thousands of shippers are realizing that diversifying their  
shipping strategies gets them the best of both worlds: They 
can use the national carriers when necessary but also achieve 
better service when shipping regionally.

Here’s a quick overview of how regional carriers can take the 
pain out of shipping.

Faster Delivery
Regional carriers deliver via ground—and can still offer next-
day service across a vast footprint—at per-package rates that 
are competitive with those of the national carriers.   Because 
their service area is concentrated, they typically have exten-
sive infrastructures set up to handle overnight ground-service 
delivery—and for less money. Here’s an example: A national 
carrier would offer two options for a parcel that needed to 
travel from San Francisco to Las Vegas: You could use ground 

As businesses find that the big carriers are less able to meet their specialized shipping needs, they’re taking notice of the unique 
value offered by the regionals.. Regional carriers have a specific geographic focus that allows them to provide services more  
efficiently and at lower cost, while their combined reach covers 80 percent of the U.S. population. Plus, regional carriers can provide 
the kind of personalized customer service that is pretty rare these days—service that you won’t get from enormous national  
carriers with millions of customers. 

service, and your package would arrive in two to three days; or 
you could ship overnight and pay an extremely high price tag 
for air service. If you want speed and low cost, your only option 
is to go with a regional carrier. In some cases, you might even 
be able to take advantage of palletizing options for LTL (less 
than truckload) freight.As a result, shippers save big on the 
high costs of overnight air service that they would otherwise 
pay for.

Greater flexibility 
Regional carriers are all about flexibility. With regional shippers, 
you can easily negotiate individual arrangements for flexible 
pickup schedules and point-of-delivery expectations. Whether 
you need a later-than-usual pickup tomorrow or a package 
delivered to the back door, you can usually work that out with 
your regional shipper. In addition to pickup flexibility, regional 
carriers typically have more customized point of delivery  
procedures so that their customers have more control at the 
point of delivery.  

Customer service that carriers  
a lot of weight
When you have millions of customers, you have to automate 
and standardize as many processes as possible—making it  
hard to provide personalized service. But when your business  
is intentionally designed to support a smaller base, you can 
provide a customer experience that feels like the good old 
days. Reaching a live person should be a normal occurrence 
with most regional carriers, where representatives take a  
proactive approach in helping track shipments from when 
they’re picked up and in transit to when they arrive at their 
destination.

Lower fees
With the national carriers, accessorial fees currently account for 
up to 33% of all shipping expenses. And they just keep coming. 
For example, on June 1, 2016, FedEx changed its “large package” 
measurement from 60 inches long to 48 inches—so smaller 
packages will now be subject to a large package surchage

Regional carriers don’t nickel-and-dime shippers with an  
endless barrage of fees. In many cases, the services that  
national carriers charge extra for—scheduled daily pickup, 
additional handling, adult signature required—are free or cost 
a fraction with regional carriers. 

Reduced costs 
These days, more and more businesses offer free or low,  
flat-rate shipping to their customers. But you can’t do that if 
you can’t keep your own shipping costs low. Regional carriers 
can dramatically reduce shipping costs in a particular delivery 
area, especially for those customers who ship lighter-weight 
items and are reeling from exorbitant DIM weight pricing. 

WATCH OUT FOR THE FEES!
The national carriers tend to nickel-and-dime  
customers using accessorial fees. Regional carriers  
assess far fewer fees—and in, many cases, don’t 
charge at all for certain extra services.

THE BLINDING, BRIGHT PAIN OF DIM WEIGHT

 “…The shippers using regional carriers reported multiple benefits, including cost  
savings up to 35%, fewer surcharges, a larger one- to two-day delivery footprint, and 
improved dimensional and minimum package charges... Shippers that want greater 
flexibility, improved transit times, and lower-cost alternatives to FedEx and UPS are  
wise to evaluate today’s regional delivery providers.”
—Rob Martinez, President and CEO, Shipware 

Regional carriers 
save the day

Dimensional Weight
Package Size: 14” x 14”x 14”[Cubic Size: 2744]
Actual Weight: 3LB

*Based on 2015 Zone 4 Ground Rates

Regional 
Carrier FedEx UPS

ADDITIONAL HANDLING FREE $10.50 $10.50 

ADDRESS CORRECTION $10.00 $13.00 $12.65 

ADULT SIGNATURE  
REQUIRED $1.50 $5.25 $5.50 

C.O.D. $10.00 $12.50 $12.50 

COMMERCIAL EXTENDED  
DELIVERY AREA SURCHARGE FREE $2.45 $2.05 

DECLARED VALUE PER $100 $0.75 $1.00 $0.95 

DELIVERY AREA  
SURCHARGE-COMMERICAL FREE $2.45 $2.38 

DELIVERY AREA  
SURCHARGE-EXTENDED 
RESIDENTIAL

FREE $4.00 $4.15 

DELIVERY AREA  
SURCHARGE-RESIDENTIAL FREE $3.70 $3.70 

SCHEDULED DAILY PICKUP 
WITH $75 WEEKLY INVOICE   FREE* $12.50** $12.50 

SIGNATURE REQUIRED $1.50 $4.25 3.75 to 4.25***

If you ship 10  
packages per day  
or 50 per week

2014 2015/2016

BILLED WEIGHT 3 LB 17 LB

SHIPPING COST  
PER PAIR OF GLOVES $8.88 $11.32  

(2744”/166 = 17 LB)

COST PER DAY $88.80 $113.20

COST PER WEEK $444.00 $566.00

COST PER MONTH $1918.08 $2445.12

COST PER YEAR $23,016.96 $29,341.44

28% COST 
INCREASE



What are your full-coverage and next-day  
delivery areas? What do you charge?  
Look for a carrier that can offer overnight delivery at ground 
rates to areas that would require the air services with the 
national carriers. 

Do you offer extended pickup and delivery times?  
Your carrier should be able to accommodate your shipping 
and receiving schedules without charging you extra fees. Find 
out whether the carrier offers multiple pickup times to access 
specific geographies for overnight delivery. 

Can you meet a variety of shipping needs?  
Full-service regional shippers offer Priority, Ground, and Freight 
service, so you’ll have lots of options. 

Can I customize point-of-delivery procedures?  
For example, if your shipments are sent “Signature Required” 
but no signature is available, the carrier should be able to call 
you for instructions—not just leave a useless notification stuck 
to the recipient’s door.

Can you integrate with my shipping systems?  
Look for a carrier that can integrate with whatever shipping 
and warehouse management systems your business uses. 
Important questions to ask: 

• Do you provide standalone shipping software?  
Is it compatible with our shipment processing and data 
sharing needs? 

• Do you offer web-based shipping applications? 

• Does your software include the ability to map to our  
existing data? 

• Do you offer enterprise integrations for our specific label 
creation needs? 

• Who are your third-party integration partners? 

How to choose

What’s turnover like?  
Efficiency and high-quality customer service are strongly 
associated with excellent employee policies—and excellent 
employee policies keep employees around. You’ll get a better 
customer experience at a company with low employee turn-
over and strong staff loyalty.

What are your fees? 
“Accessorials” are add-on charges that include special pickup 
and delivery options, storage, special handling, and dozens of 
other order variations. Nationwide shippers customize their 
services to individual needs by itemizing numerous accesso-
rial charges—up to 33 percent of a national carrier’s shipping 
costs. Regional carriers typically offer a wide array of custom-
ized options as part of their standard service and levy far fewer 
accessorial charges. 

Can you provide a historical audit? 
 Your business may have some unique needs, so request a 
historical audit. A regional carrier should be very willing to 
provide a clear, side-by-side comparison of their charges and a 
national carrier’s charges. 

Do you scan packages and let us track online?  
You want a carrier that offers the same scanning and  
tracking tech¬nology as the nationwide companies. Ask these 
questions: 

• How many scan points do you use?  
• Is proof of delivery available immediately online?  
• Do you obtain actual signatures?  
• Does proof of delivery show on invoice?  
• Do you offer email notifications?  
• Is automated reporting available? 

What’s your customer service model?  
No matter what your business volume is, you should be treated 
as a valuable customer. Is the carrier more focused on shipping 
as many packages as possible or on responsive, personal¬ized 
customer service? 

What’s your business structure?  
Does the carrier use an employee-based model or do they 
rely on independent contractors? An independent contractor 
model achieves lower costs by sacri¬ficing accountability and 
control over service quality.

A SHIPPER’S STORY:  

Going Regional  
Gave this Company  
a Competitive  
Advantage.
COMPANY:  
Advanced Salon Concepts

INDUSTRY: 
Wholesale Distribution/Beauty  
and Salon Products

HEADQUARTERS:  
Commerce, CA

Companies in the beauty industry have a pretty 
unique issue: Salons are typically closed on  
Mondays, so shippers need to be sure their  
product will arrive on Saturdays. For Advanced 
Salon Concepts in Commerce, California, shipping 
next-day and arranging for Saturday delivery  
would cost a fortune through the national  
carriers. Plus, many of its shipments became  
subject to DIM weight pricing, which caused an 
enormous hike in its costs. But if the company 
wanted to compete, it had to find a way.  

That’s when Advanced Salon Concepts turned to 
GSO—and never looked back.

• Reduced shipping costs by 30%

• Six days of delivery service

• Next-day service at ground rates

• Later pickup times

• Dedicated customer service reps

• No more split shipments

• Lower accessorial fees

• Improved COD fund turnaround times

• Significant decrease in damages

While some regional carriers can give you personalized customer service, some fall short when it comes to  
offering the same digital sophistication that the nationwide carriers offer. Here’s a list of questions to use 
when scoping out regional carriers. 



About GSO: In business for over 20 years, GSO serves every  
California address as well as selected regions of western  
Nevada, Arizona and New Mexico. Service types include  
GSO Priority, GSO Ground, and GSO Freight.

www.gso.com     888-322-5555

We get it: Shippers everywhere are scrambling to reduce their shipping costs. The never-ending growth in 
e-commerce means that there’s tremendous growth opportunity, but can you control your own shipping 
costs enough to pass on those savings to customers? They’ll keep shopping with or without you.

Trying to cut costs and grow the business simultaneously can sometimes feel like you’re living on a  
prayer. But if you look beyond the usual shipping suspects, you’ll discover the world of regional  
carriers, where shipping is faster, less expensive, and a whole lot more enjoyable to deal with. You’ll  
find a world where you have more options—without paying extra for them. Diversifying your shipping 
strategy to include regional carriers could be one of the smartest things you ever do for your business.

Don’t Stop Believing


