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As Insurance Costs Rise,
Fleets Must Manage Risk

unning a successful trucking
Rbusiness involves a long list of major

expenses, from purchasing and
repairing trucks and trailers to operating
terminals, offices and maintenance shops,
and of course recruiting and paying
professional drivers and other staff.

Insurance is yet another unavoidable
cost of doing business as a motor carrier,
and that particular cost has been climbing
sharply in recent years, a trend that is
forcing fleet managers to take a closer look
at how they are managing risk.

This TranspoRT Topics special report is
our latest effort to help you do exactly that. The stories contained
in this publication explore the factors driving up insurance costs,
as well as the many ways that individual trucking companies —
and the industry at large — are addressing this growing challenge.

On the policy front, the industry has been pursuing tort reform
at the state level to help defend against the rising tide of nuclear
verdicts in cases involving truck crashes. These multimillion-dollar
judgments against motor carriers have roiled the trucking
insurance market, raising costs for the entire industry.

Meanwhile, individual fleets can take several important steps to
mitigate risk and ease the financial burden of rising insurance rates.
Many trucking companies have equipped their vehicles with

driver-assist technologies that can provide automatic emergency
braking and lane-departure warnings to help prevent crashes or
reduce their severity. At the same time, onboard video and
telematics data are enabling fleets to take a more proactive stance
on safety by addressing unsafe driving behaviors before they lead
to a potential crash.

But technology alone is not the answer. Instead, these
investments complement a company’s overall safety culture,
including hiring practices and driver coaching programs.

Although today’s extremely tight labor market is making it
harder than ever for trucking companies to recruit and retain
drivers, they can't afford to lower their hiring standards to expand
the pool of job candidates.

Fleets that maintain strong safety programs and manage to
reduce preventable crashes and safety infractions will be rewarded
with more favorable rates from their insurance providers.

At the end of the day, the right mix of technology and training
combined with a company-wide commitment to safety will put
motor carriers in the best position to succeed in today’s litigious,
high-cost business landscape.

We hope the information and ideas presented in the pages of
this special report will help you and your company better manage
the rising cost of protecting your business as it performs the essential
task of transporting freight.

Seth Clevenger

Managing Editor,
Features
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Trucking’s Tough
Insurance Market

By Katie Pyzyk, Special to Transport Topics

scalating insurance costs have become a severe financial headwind for
trucking companies in an industry already known for tight profit margins.
“We first started seeing it five or six years ago,” said Ken Johnson, CEO of
Farmington, N.Y.-based transportation provider Leonard’s Express. “We
had a good year and were expecting our insurance cost to stay flat or

drop, and it doubled. We were taken aback.”
A leading factor driving up trucking insurance expenses are nuclear ver-
dicts — jury awards upward of $10 million in cases involving truck crashes.
Plaintiff attorneys play on jurors” emotions and convince
. them that transportation companies are inherently dan-
AS N UC|ear verd |CtS gerous, regardless of the facts. Trucking companies and
insurance providers generally consider these awards to

' be grossly disproportionate to the case damages.
Drlve Up COStS’ Nuclear verdicts started ramping up about 10 years
ago, but these high-dollar cases aren’t the only ones
contributing to trucking’s challenging insurance
Fleets and Insurance market.

“It’s not necessarily just 20 or 30 headline cases,
but the tens of thousands of smaller cases that are

PrOVIderS Are FOCUSlng lifted up by the specter of these large verdicts,” said

Chris Homewood, senior vice president and head of

O S .I: .t d D .t commercial auto at Hudson Insurance Group. “The in-
n a e y an a a surance market hasn’t made money in 11 years. It's
paying out more in losses and expenses than it’s taking

in in premiums.”
TO Manage EXpenseS Apart from litigation, other factors also are driving

the recent increase in insurance costs.

And Mitigate Risk ' “There has been a lack of proper pricing from the
insurance markets over the past decade. They haven’t
priced their product where it allows them to make

money,” said Don Arrowood, senior vice president at insurance broker
Lockton Cos. “For at least 24 months, there has been a strong change in the
insurance marketplace with pressure for insurance companies to reprice, or
‘right size,” the pricing.”

Plus, each insurance claim is larger now than it was a decade ago.

“The average cost of a claim is increasing 5, 6 and 10%. Rates need to
go up just to stay where we are. To get back to profitability, rates will have
to increase,” said Nick Saeger, assistant vice president of transportation
products, pricing and underwriting at Sentry Insurance.
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Insurers report that excess, or secondary, in-
surance especially has taken a hit. They also in-
creasingly implement more stringent caps on
coverage limits.

Conditions have prompted some insurance
providers to exit the commercial transportation
market altogether. With fewer players in the in-
surance market, prices have risen and carriers
have been left scrambling to find coverage.

“For that subset that does get quoted, the com-
panies are careful about the amount of the bal-
ance sheet they commit to any one client,” said
Dan Cook, principal and practice leader at insur-
ance broker TrueNorth.

Looking ahead, more financial strain could be
coming for some carriers after the U.S. House of
Representatives recently passed a highway reau-
thorization bill that includes a provision to hike
the minimum liability insurance coverage for mo-
tor carriers to $2 million, more than double the
current $750,000.

But fleets don’t have to sit idly by and accept
surging insurance costs, experts said. There are
measures that can ease the financial burden, and
even small tweaks here and there add up over
time.

Building a Culture of Safety

Establishing an effective safety program might
seem like an obvious solution, but it really does
make a difference in rates, insurers said. The state
of the market has made coverage providers pick-
ier about which clients they take on, and a strong
safety culture is imperative.

One way to boost safety is by deploying mod-
ern technologies such as telematics, collision
mitigation, lane-change sensors, automated
steering assistance and onboard cameras. In-cab
cameras, for example, can provide liability pro-
tection. The technology corroborates a solid
safety record, which could result in lower
premiums.

But just adding the technology is not enough.

A fleet’s safety culture must run deeper than its
devices. It starts with its people, insurers said.

“The big thing we're looking for is not just the
presence of technology but how it’s being used in
the overall culture of the organization,” said Jeff
Davis, vice president of safety at Napa River In-
surance Services. “We focus on operations and
personnel to see how involved they are when
they deal with drivers every single day.”

The most successful safety cultures exhibit

Fleets can
reduce risk by

Trucking and Insurance

Sentry Insurance

strengthening their

safety programs
and embracing
technology.
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“Underwriting
is much more
rigorous now.
There is a great
deal more data available.”

Dan Cook, TrueNorth

engagement at all levels of the organization, espe-
cially with frontline workers. For example, daily in-
volvement from dispatchers or driver managers
— who talk to drivers multiple times a day — can
identify safety gaps to address, including driver fa-
tigue or overloaded schedules.

“If you have all the technology in the world
but don’t manage it consistently or properly, that
becomes a hole in safety,” said Homewood of
Hudson Insurance Group.

Frequent, ongoing training on safety practices
and technologies is something insurers look for
when assessing a fleet.

“We never advocate for
just firing drivers involved in
accidents. But rather, try to
find ways to educate, train
and save drivers and make
them better before they have
a big accident. That's criti-
cal,” Davis said.

Even in an extremely tight
labor market, it's important
for fleets to stand firm on
their hiring standards.

“There are times when
the driver market is really tough and the tempta-
tion is to relax standards and open the labor
pool a little more,” Davis said. “We see it over
and over again when companies do that, that
there is greater accident frequency, greater turn-
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Driver training and hiring practices remain
paramount, even in a tight labor market.

over, greater cost of risk. It actually costs the
motor carriers in the end.”

Data-Driven Insurance

Insurance companies typically do not offer
fleets up-front discounts for using safety-enhanc-
ing technologies. However, the technologies indi-
rectly keep insurance costs in check by reducing
incidents, and therefore premiums.

That being said, Arrowood of Lockton Cos.
points out that “there are a number of insurance
companies subsidizing technology investment in-
stallations or monthly costs, especially cameras.
... Insurance companies strongly believe that im-
proving in-cab behavior is a game changer.”

Insurers use considerable amounts of data to
determine fleets’ coverage and costs. The compa-
nies often incentivize fleets to voluntarily submit
in-cab data gathered through telematics or
cameras.

“Underwriting is much more rigorous now.
There is a great deal more data available,” True-
North’s Cook said. “Underwriters are considering
things that they didn’t consider in the past, and
they make more complete and accurate decisions
than 25 years ago.”

Continued on page A11
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Continued from page A6

Robust, authentic data is so important to insur-
ance rate calculations that onboard technology is
not always optional. Some insurers mandate that
fleets turn over data gathered via technology or
even provide telematics log-in passwords so they
can directly access the granular data. Cook pre-
dicts more insurers will do this in the future.

“What were the weather conditions at the
time? Was there construction? What were the traf-
fic patterns? ... That is available in real time today,
and progressive underwriters gather all that data,”
Cook said. “You're able to match rate to risk bet-
ter when you take that into consideration ... and
that will be a common rating practice in the not-
too-distant coming years.”

Those telematics-driven metrics also are the
backbone for usage-based, or pay-as-you-go, in-
surance. More usage-based options are emerging
for commercial trucking. They provide a certain
amount of flexibility for users to pick different op-
tions — even one-trip coverage — and in some
cases that can save money.

Some usage-based insurance is offered through
traditional agencies, but many are app-based or
web-based. The platforms typically allow users to
explore options, receive quotes and book differ-
ent coverage levels on their own.

A number of these products especially target
smaller trucking operations. For instance, Cover
Whale touts itself as providing “coverage options
to owner-operators that were too difficult for con-
ventional insurance companies to write.”

Some fleets investigate these platforms to
avoid insurance broker fees.

Risky Business

Fleets feeling the squeeze cannot simply forgo
insurance altogether due to government regula-
tions and customer requirements, but their buy-
ing habits definitely are changing, insurers said.

“Motor carriers, in general, across the country
have reduced the amount of insurance they buy
by mid-single to double-digit percentages,”
Arrowood said.

This sometimes occurs because fleets stop pur-
chasing as much insurance coverage when they
can’t afford it. But in other instances, it is a strate-
gic move. Insurers overwhelmingly advise fleets
to take on more risk, or higher deductibles, to re-
duce costs.

“If a motor carrier takes on more risk because
of improved loss control or safety technology, ev-
ery dollar they save goes right to the bottom line,”
Arrowood said. “For companies that are willing to
bet on themselves, that’s a great way to reduce

overall costs.”

Generally, large carriers are more fit for higher
deductibles.

“We deal with some small carriers, including
one-truck operations. | think it hits them propor-
tionately more. Large carriers tend to take on a
larger piece of risk themselves — whether that's a
larger deductible or they’re self-insured,” said
Johnson of Leonard’s Express.

Fleets and insurers alike are getting creative
with different coverage plans to manage costs
and risk. Self-insurance is becoming a more pop-
ular option. And insurers encourage carriers to
investigate whether they would receive better
coverage and rates by splitting their business
among multiple providers.

“We used to have larger policies and a single
carrier. Now we need several carriers just to get
to where we’re comfortable,” Johnson said. “It
was driven by our insurance carrier, not by us.”

Don’t be afraid to shop around and to re-
evaluate insurance needs as the market and car-
rier operations change, and seek agents who are
well-versed specifically in transportation insur-
ance, experts said.

“The cheapest price is not al-
ways the best price. You need a
true professional who knows the
nuances of handling trucking
claims and safety,” said Larry Har-
low, associate director of claims at
Sentry Insurance.

Specialized insurance agents
can have hidden financial bene-
fits. They often provide additional
services that increase a fleet’s re-
turn on investment.

“Working with a specialist is
my biggest tip, not just because
they have access to the best mar-
kets ... but a secondary benefit is
they often can come [on-site] and
help you. A lot of agencies have
resources like safety teams. That's
a lot of value added to a trucking
company to have resources that come in and offer
another set of eyes,” said Dan Clements, director
of sales at Sentry Insurance.

At an industrywide level, insurers said trucking
companies can help address the high cost of insur-
ance by getting involved in associations and advocat-
ing for state-level laws that impact the court systems
and reduce the instance of nuclear verdicts.

“I can’t overstate this: There has to be a ground-
swell of state-level tort reform advocacy by and on
behalf of the trucking industry,” Arrowood said.

Trucking and Insurance

“If a motor
carrier takes
on more risk
because of

improved loss control or
safety technology, every
dollar they save goes
right to the bottom line.”

Don Arrowood, Lockton Cos.
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Trucking Lawyers’ Advice:

Protect Internal Data, Share

How Fleets Can
Stop Internal Safety
Reviews From
Being Used Against
Them in Court

By Eric Miller
Senior Reporter

hen a trucking fleet conducts an internal
investigation after one of its drivers is in-
volved in a crash, the results can help to

improve safety both for the company and the indi-
vidual driver. But if a plaintiff attorney gains access
to that internal post-accident analysis, the informa-
tion it contains can turn the fleet’s good intentions
into part of a legal case that leads to a multimillion-
dollar jury verdict.

The good news for car-
riers is that there are ways
to conduct internal analy-
ses that keep the data
confidential.

“Carriers will often, as
part of their safety programs,
have their own accident
preventability process,
where they go in and evalu-
ate if there was anything
that my driver did that con-
tributed to the accident, and
if there is any kind of action
needed to take against him
or her to prevent it from
happening again in the future,” said Brandon Wiseman,
president of Greenfield, Ind.-based Trucksafe Consult-
ing and partner with Childress Law Firm.

Many trucking defense attorneys support the value
of post-incident analysis and remediation. Such analy-
sis should be promoted, not punished, in the trucking
industry, they argue.

“There’s a legal privilege that's called ‘the privilege
of self-critical analysis,” ” said Rob Moseley, a veteran
trucking defense attorney with Moseley Marcinak Law
Group in Travelers Rest, S.C. “We want motor carriers
to look at themselves and honestly evaluate how
they’re doing and how a particular driver did, so they
can do better than they did last time.”

But if a plaintiff attorney gains access to that data, it
can twist that company’s own words into part of a case
for their client. The situation is what Wiseman calls a
plaintiff attorney’s “golden nugget.”

“If you do an analysis and say the accident was pre-
ventable — and you terminate or suspend or sanction
the driver — imagine all of a sudden that gets into a
courtroom,” said Bradford Hughes, a trucking defense
attorney at Clark Hill in Los Angeles.

A12 Transport Topics Trucking and Insurance ® August 2021

And plaintiff attorneys often try to access every doc-
ument they can from a motor carrier — especially in-
ternal investigations, said Steven Stanaszak, a
Milwaukee-based litigator for the Scopelitis law firm.

“Part of the game is to prevent that,” he said. “The
plaintiffs” bar is very well organized. Once something
like that gets out, it’s across the country on the web and
it's a matter of hours.”

And the implications, Stanaszak noted, can stretch
beyond the individual company. “You end up trying
the industry, not just the motor carrier.”

Fortunately, there are ways to keep post-accident
analyses private. One way is for a carrier’s staff attor-
ney, or a hired attorney, to conduct the internal analy-
sis. This way, the carrier has the benefit of
attorney-client privilege. Such treatment
could prove valuable to a fleet’s
defense down the road.

“Have the attorney talk
with the driver and the
safety supervisor to
get details on an inci-
dent while it’s fresh
in the driver’s mind,”
said Jeff Oster, a
partner at Vaughan
Baio & Partners in
Philadelphia. “A plain-
tiff attorney is going to
have an uphill battle in court
if he wants to try and pierce the
attorney-client privilege.”

Any documents the attorney creates are under
the attorney work product doctrine, which is nearly
impossible for a plaintiff attorney to breach, he added.

When conducting an analysis, Hughes also urged
against coming to conclusions that assess fault or de-
termine whether an accident was preventable. Instead,
point out what the driver did correctly to mitigate an
incident, and what he could have done better.

“The big picture is providing some sort of protec-
tion and privilege for the information that is garnered
by trucking companies as a result of their efforts to en-
hance safety,” said Douglas Marcello, an attorney with
Marcello and Kivisto. “Granted, there are some courts
that provide protections for these preventability actions
in litigation. But these are neither all-encompassing,
nor consistent.”



Defense Strategies

fense attorney Robert Tyson has been scold-

ing his colleagues for not sharing trial defense
strategies to beat plaintiff attorneys in the nation’s
courtrooms.

The plaintiff bar does share strategies, he notes, and
in recent years they have won billions of dollars in
trucking accident cases.

Tyson, the lead partner in the 200-attorney national
firm of Tyson & Mendes LLP, said trucking trial lawyers
tend not to share their strategies because they regard
each other as competitors. His perspectives on the on-
going challenge trucking attorneys face in matching
wits with plaintiff lawyers offer a lesson for truckers and

those who defend them in accident litigation.

Tyson, who last year published a
book, “Nuclear Verdicts: Defend-
ing Justice for All,” does not
discount the efforts of
those who seek tort re-
form, fight plaintiff liti-
gation funding,
attempt to ban in-
flated medical bills
or seek to banish
cartoonish plaintiff
attorney billboard ads

dotting U.S. highways.
He concedes that im-
proving the system is an ambi-
tious goal, but worries that
persuading legislatures in 50 states to
change unfair aspects of the judicial system is a

proposition that can take years.

“Plaintiff lawyers have changed the way they try
lawsuits — and the defense has not,” Tyson said. “We
need to change the way we try cases. We're a slow-
moving industry, the defense industry in general, in-
cluding the trucking industry.”

Traditionally, plaintiff lawyers have attempted to
make their cases using sympathy for their clients. That
has changed. Now, he said, the focus is on anger.

He said the tactics he has been advocating for de-
fense attorneys are no secret. For example, he wonders
why plaintiff attorneys are so much more connected
with each other than defense counsel.

“They watch each other in trial. They help each
other. They share information,” he said. “They know

F or more than a year, prominent San Diego de-

more about me and my firm than | can ever imagine.
And it is all very effective for them.”

It's different for the defense.

“Each defense firm, and often each defense lawyer,
is his own separate island,” Tyson said. “We are left to
learn on our own. To learn in the trenches against the
best plaintiff lawyers in the country.”

Tyson, in his book, touts ways defense lawyers can
meet the plaintiff bar head-
on. Defense attorneys also
must educate company
drivers and safety execu-
tives who take the witness
stand and must learn how
to recognize and counter
some plaintiff attorney set-
ups and traps, he said.

Plaintiff attorneys com-
monly use a tactic known
as the “reptile theory,” a
method that attempts to in-
cite fear and anger in trial
juries. The tactic has been
highly successful, and its
use is no secret to defense
attorneys who represent motor carriers in trucking ac-
cident litigation. One of the more important aspects of
the reptile theory is for a plaintiff attorney to set a trap
for a truck driver or carrier safety executive by getting
them to attest when testifying or in a deposition to a
carrier’s universal safety rule — and then corner the
witness into affirming that the company violated the
safety rule, according to Tyson.

“A defendant who has agreed to a safety rule and
admitted he or she violated it will often have admitted
liability,” the book says.

Tyson recommends four core tactics for defending
against nuclear verdicts in jury trial cases:

e Accepting responsibility for an accident when the
trucking company is at fault, or partial fault.

* Giving a defense award dollar number to make a
plaintiff whole, rather than allowing a plaintiff to sug-
gest an astronomical number.

e Personalizing the trucking company, its drivers
and executives.

¢ Offering strong arguments to limit “pain and suf-
fering” jury damage awards, by far the largest segment
of a nuclear verdict.

TransPORT Topics Trucking and Insurance ® August 2021
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Defense Lawyers
Should Share
Tactics to Fight
Nuclear Verdicts,
Attorney Says

By Eric Miller
Senior Reporter
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Fleets Focus on Driver Coaching
To Improve Safety, Mitigate Risk

By Hilary Daninhirsch, Special to Transport Topics

To help reduce
safety risks, PGT
Trucking focuses

on hiring the

right drivers and
providing them with
coaching support.

risks every minute their trucks are out on the

road. In an era of nuclear verdicts, fleets are find-
ing it essential to maintain an effective risk manage-
ment strategy to help protect the safety of their em-
ployees and the motoring public while shielding their
businesses from liability.

The purpose of a risk management strategy is to
manage — and mitigate — potential risks. This in-
cludes anticipating the possibility of at-fault driver inci-
dences, engaging in prevention and reducing claims
against the carrier.

Although there are numerous other risks in the
transportation industry, driver performance is a large
component.

Having a well-developed risk management strategy
just makes good business sense, said Adam Lang, chief
risk officer at Halvor Lines, a trucking and logistics
company based in Superior, Wis.

“Without a risk management program, when an
event happens, you have no guidelines of what you
asked the driver to do or not to do. Having a risk man-

P rofessional drivers face a multitude of potential
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agement program sets the baseline of expectations,” he
said.

Lang added that risk management is more necessary
than ever because of the increase in nuclear verdicts
— typically defined as jury awards that exceed $10 mil-
lion, or are otherwise much larger than expected.

Trucking companies need to make sure that safety
data is accessible and good records are kept, ensuring
that drivers are being properly vetted and coached.

Overall, he noted, risk management policies should
be transparent and include stringent procedures and
guidelines for driver hiring, coaching and discipline, as
well as accident reporting, comprehensive investiga-
tions and data analysis pertaining to any road
incidents.

Lang recommended that all drivers and manage-
ment should also be held accountable for adherence to
safety protocols. Policies should be re-evaluated regu-
larly and communicated to all parties.

When bringing new drivers aboard, Halvor ad-
heres to strict hiring criteria, including reference
checks, drug and alcohol checks, and accident and

PGT Trucking Inc.



safety history to start.

“We also require drivers to do a very large amount
of pre-employment training,” Lang added. “They need
to check a lot of boxes before showing up to
orientation.”

At PGT Trucking in Aliquippa, Pa., drivers have to
meet guidelines set forth by both the U.S. Department
of Transportation and the company’s requirements. The
company'’s president, Gregg Troian, said the best risk
management advice is to hire the right driver in the first
place, which he said comes from experience.

PGT Trucking uses various in-house tests to help
make those hiring decisions, but unfortunately, the
pool of available drivers has dwindled over the years.

“Every trucking company right now is seeking driv-
ers,” Troian said.

Preventing risky driver behavior in the first place is
the ideal, he added. Troian recommended a coaching
program to mitigate risk and hire coachable drivers.

“We try to work with drivers that want to be worked
with,” he said. “There are drivers who make good stu-
dents, no matter how long they’ve been driving a truck.
Then we have drivers who don't believe they need any
coaching, and we have to make our decisions based
on who is coachable and who isn’t.”

PGT ranks No. 99 on the TransporT Torics Top 100
list of the largest for-hire carriers in North America.

In the transportation industry, there is a strong
movement toward digitization of risk management.
Many carriers utilize comprehensive driver manage-
ment platforms that provide real-time information
about driver performance; the data can then be inter-
preted to engage in driver coaching.

“The best risk program is preventing accidents from
happening in the first place,” said Hayden Cardiff, CEO
of Idelic, a developer of driver management software
that ties in risk, safety, compliance, operations, reten-
tion and training.

Idelic’s Safety Suite uses artificial intelligence to “un-
derstand driver behavior to assign risk proactively and
predictively, giving fleets understanding of why that
driver is at risk, how much each event contributes to risk
scores and allows them to assign corrective action and
coaching over subsequent weeks,” Cardiff said.

Technology firm Netradyne offers a fleet safety
platform called Driveri, which utilizes onboard cam-
eras and artificial intelligence to monitor objects on
the road and analyze how well the driver handles
those risks.

The advantage of such real-time systems is that
safety managers can address issues as they happen,
said Adam Kahn, president of Netradyne’s commercial
fleet team. For example, Kahn noted, a driver caught
on his mobile phone may receive some coaching in
the form of an audio message to him.

Driveri also analyzes positive and negative

driver behaviors.

“If you're going to coach your workforce, we take
the stance of maybe you don’t always point the finger,
but you can give them a thumbs-up. That is a really
powerful thing,” Kahn said. “It is hard to replace driv-
ers. The goal shouldn’t be how do | get my worst drivers
out, but how to get my fleet to act like my best
drivers.”

PGT’s Troian
said this type of
technology has “al-
lowed us to be
more aware of driv-
ers we have to mon-
itor more closely.”

It also has en-
abled his com-
pany to engage in
better, more tar-
geted coaching.

“On the whole,
driver performance
has improved,”

Troian said.

Halvor Lines has noticed a correlation between the
company’s use of a driver management platform and a
decrease in accidents.

Lang cited a decrease in unsafe driving behavior
and a 10-point drop in unsafe driving violations.

“We've seen a decrease in DOT recordable colli-
sions,” he said. “We've seen a decrease in rear-end col-
lisions, though part of that is implementing more
collision mitigation [technology] in our trucks.”

Lang observed that in the event of an accident, hav-
ing real-time safety monitoring “helps change the ap-
proach with how you deal with the other party.”

He said it’s one thing to take gambles in life, but
in business, particularly in the trucking industry
when human lives are at stake, mitigating risk is the
prudent path.

“It's financially more beneficial to be proactive with
your risk management. If you wait for things to happen,
they will. It is especially true in transportation. The
more proactive things you can do to cut off problems
before they occur, the more that they will impact the
bottom line,” Lang said. “By having a camera system,
you can settle and take care of claims more quickly, be
more proactive with risky driver behavior and mini-
mize the possibility of a claim.”

Netradyne’s Kahn recommended that companies
set clear standards for driver performance.

“The better fleets are very articulate about the ex-
pectations they have for the drivers,” he said. “If the
drivers fall outside the expectations, a good risk man-
agement system will have a smooth way of bringing
drivers back inside the lines.”

Onboard technology
such as Netradyne’s
Driveri can support

Trucking and Insurance

fleets” driver coaching

efforts.
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