
Introduction to Dispatching: 

A. Introduction:

Welcome to the vast and thriving world of the transportation industry! Often considered a well-kept secret 
in the business realm, this industry boasts an impressive trillion-dollar annual revenue, with continual 
expansion across various sectors. From air freight operations (including airports and international shipping) 
to rail freight services (utilizing trains), ocean freight logistics (encompassing intermodal transport, ports, 
and container shipping), and land freight solutions (primarily through trucking), there are ample 
opportunities for financial success for all involved. 

Take a moment to reflect on the goods in your own home - every item has a story of being shipped from one 
location to another, illustrating the integral role of transportation in our daily lives. 

If you've chosen to explore dispatching within this dynamic industry, particularly as an independent 
dispatcher, you're embarking on a rewarding journey. This eBook is designed to offer a comprehensive 
overview of dispatching, with a focus on members of the Dispatcher 101 Ongoing platform. However, the 
principles discussed here are universally applicable and can benefit anyone interested in dispatching. 
Drawing from insights from my "Workflow of Dispatching," this resource aims to equip you with the 
knowledge and skills needed to thrive in this field. 

A. What is Dispatching?

Dispatching involves the crucial role of a professional who aids truck drivers, including carriers and owner-
operators, in sourcing loads, freight, and commodities for transportation from one location to another. Acting 
as the intermediary, a dispatcher facilitates communication between a freight broker or direct shipper and 
the carrier, serving as the carrier's representative if operating as an independent dispatcher. In contrast, 
some companies have in-house dispatchers who allocate loads primarily to their company drivers or direct 
employees.  

For independent dispatchers, the objective is to onboard carriers through dispatcher/carrier agreements, 
achieved through methods like cold calling. This approach entails initiating conversations with carriers by 
inquiring about their specific needs, such as cents per mile (CPM), preferred drive radius, and states for 
operation, among other considerations. Asking questions like "ARE YOU UNDER A LOAD OR LOOKING FOR 
A LOAD?" can kickstart these discussions, enabling dispatchers to tailor their services effectively to match 
carrier requirements. 



SAMPLE COLD CALL SCRIPT: 

Carrier: "Hello?" 

Dispatcher: "Good day, [Carrier Name]. How's everything going?" 

Carrier: "I'm doing alright. What's this about?" 

Dispatcher: "I'm [Your Name], an independent freight dispatcher representing [Your Company Name]. ARE 
YOU UNDER A LOAD OR LOOKING FOR A LOAD?” 

Carrier: "Can you explain that?" 

Dispatcher: "Sure, if you're currently hauling (meaning you have freight loaded in your trailer), when's your 
delivery scheduled? And if you're looking for a load (meaning your trailer is empty), where are you located, 
where are you headed, and what rate per mile are you aiming for?" 

Carrier: "I usually target $2.50 per mile to cover my expenses. But with all the fees, it's a bit tight. What are 
your thoughts?" 

Dispatcher: "My fee is 10%, added on top of your $2.50 per mile." 

Carrier: "Oh no! So you're also taking from my rate?" 

Dispatcher: "Let me clarify. Your $2.50 CPM should cover your lease and factoring percentages, right?" 

Carrier: "Yes, that's the idea." 

Dispatcher: "Alright, my 10% fee will be added to your $2.50 per mile. That means, 10% of $2.50 CPM is 
.25 cents, so the new rate will be $2.75 CPM or better. I'll only contact you for loads at $2.75 CPM or higher. 
This ensures your $2.50 CPM covers your costs, and my fee is covered as well. Does that make sense?" 

Carrier: "Yes, I see your point. That's not bad. And you're not taking money directly from my pocket." 

Dispatcher: "Exactly. Plus, I'll provide you with at least 3 load options tailored to your preferences regarding 
routes, frequency, and rates." 

Carrier: "That sounds fair." 

Dispatcher: "If you're interested, please share your email. I'll send over my dispatcher packet, which 
includes agreements and a profile customized to your needs." 



III. Basic terms and definitions for beginning dispatchers

1. Dispatcher (Independent) = A transportation professional who works for freelance truck drivers,
securing and booking freight loads on their behalf for a predetermined fee or commission.

2. Carrier = A professional truck driver who operates a commercial motor vehicle (CMV) and transports
goods for hire. Carriers may hire dispatchers to find loads that meet their needs and preferences.

3. Owner Operator = An independent truck driver who owns and operates their own CMV. They are
responsible for obtaining necessary permits (MC, DOT, or both) to operate legally.

4. Company Driver = A truck driver employed by a motor carrier company. They operate company-owned
vehicles and receive loads assigned by the company's dispatch department.

5. MC (Motor Carrier) Number = A unique identifier issued by the FMCSA to carriers transporting regulated
goods across state lines. It signifies authorization to operate in interstate commerce.

6. DOT (Department of Transportation) Number = A federal identification number assigned by the FMCSA
to entities operating CMVs in interstate commerce. It serves as a safety compliance identifier.

7. FMCSA (Federal Motor Carrier’s Safety Association) =  The federal agency responsible for regulating
the safety of commercial motor vehicles on public highways. They establish and enforce Hours of Service
regulations and other safety standards.

8. Hours of Service (HOS) =  Regulations established by the FMCSA to limit the number of hours a carrier
can drive before mandatory rest periods. These regulations ensure driver safety and prevent fatigue-related
accidents.

https://www.fmcsa.dot.gov/regulations/hours-service/summary-hours-service-regulations 

9. Authority = The legal permission granted by the FMCSA to carriers (through MC numbers) or brokers to
operate in specific transportation industries.

10. Broker = A transportation intermediary that connects shippers with carriers to facilitate the movement
of goods. Brokers typically find loads, negotiate rates, and manage the logistics between shippers and
carriers for a fee.

Let’s say a broker secures a contract to transport electronics for a client at a total price of $8,000, they 
typically charge a commission for their services, often around 20%. In this scenario, the broker's 
commission would amount to $1,600 ($8,000 x 20%).  

To make a profit, the broker advertises the load to carriers at a reduced price of $6,400 ($8,000 - $1,600), 
aiming to find a carrier willing to accept the shipment at that rate, allowing the broker to keep the $1,600 
difference as their commission. 

https://www.fmcsa.dot.gov/regulations/hours-service/summary-hours-service-regulations


11. Reporting a Broker = Report a broker to DOT or FMCSA for the following reason:

12. Shipper: The party initiating a shipment, who can either use a broker to find a carrier or contract directly.

13. Freight/Load/Commodity: The physical goods being transported (e.g., furniture, automobiles).

14. Rates: The advertised prices for freight movement. Negotiate rates with brokers/shippers for optimal
carrier profit on specific lanes. Gain experience to understand prevailing rates for better negotiation.

15. LTL (Less-Than-Truckload): Partial truckload shipment combining freight from multiple shippers.

16. TL (Truckload): Full truckload shipment from a single source to a single destination.

17. Lane: Route connecting origin to destination city (e.g., Chicago to Cleveland).

18. Dedicated Lane: Consistently repeated route with fixed origin/destination, often carrying the same
goods (e.g., electronics from Houston to Dallas).



19. Fuel Surcharge: Additional cost on top of the base rate to account for fuel price fluctuations. Paid by the
shipper to offset carrier expenses.

20. Fuel Advance: Upfront funding for carrier's fuel costs upon load pickup, facilitated by factoring
companies or the shipper.

21. Back Haul: An optimized strategy for carriers to utilize the return trip from a delivery location to secure
an additional load, not necessarily returning directly to the origin.

22. Bobtailing: The operation of a tractor unit without a coupled trailer. This typically occurs for repositioning 
purposes, such as picking up a trailer for the next shipment.

23. Factoring: A financial service where companies purchase carrier invoices at a discounted rate to
expedite cash flow. Factoring companies assume some risk (recourse) or eliminate it for the carrier (non-
recourse) in exchange for a fee.

24. Credit Application/Notice of Assignment (NOA): The initial process for a carrier's factoring company
to obtain approval from a broker for invoice factoring services. A credit application is submitted, followed by
an NOA upon approval, instructing the broker to send future invoice payments directly to the factoring
company.

25. Bill of Lading (BOL): A legal document serving as a receipt for delivered goods. The BOL is a critical
document for carriers, as it provides proof of delivery and is required to receive payment from the broker or
factoring company.

26. Lumper: An independent laborer hired at delivery or pickup facilities to assist with loading or unloading
freight. Carriers may encounter situations where a lumper's services are necessary. Payment is typically
required upon completion and can be made by cash, credit card, or through a specific code provided by the
broker. Maintaining receipts for lumper fees is essential for reimbursement purposes.

27. Detention Time: The period exceeding a reasonable unloading time at a delivery location for which a
carrier incurs additional charges. The free waiting period is typically outlined in the rate confirmation
paperwork, and exceeding this timeframe (often 2-3 hours) can result in detention fees ranging from $50 to
$100 per hour. This incentivizes facilities to unload trucks efficiently and minimizes wasted carrier time.

28. Load boards: Websites where carriers find freight and offer their trucks for loads, as well as platforms
where brokers post their loads for sale and search for available trucks.



For example: 



IV. Types of common equipment used for moving freight

1. 53’ Dry Vans

Dry Van and Enclosed Trailers 

Dry Van trailers are mostly enclosed and are commonly used to carry and protect the freights from 
harmful elements of the weather or roads. Freights can be loaded on the rear and are commonly 
loaded using a loading dock. It is similar to a curtain van and can be loaded from its side too.  

Legal weight and dimensions are: 

 Dry Van maximum freight weight is 42,000 lbs to 45,000 lbs

 Dry Van maximum freight dimensions

Maximum Length: 48 ft - 53 ft (most common) 

Maximum Width: 8.2 ft (almost always the same for all dry vans) 

Maximum Height: 8 ft 

2. 53’ Refrigerated Trucks (Reefers)

Refrigerated Trailers and Reefers 

A refrigerated trailer is a temperature-controlled type of trailer. It is generally used for transporting 
chilled and frozen products. The temperature inside can be controlled whatever the weather outside 
is. Freight Rate Central has a refrigerated trailer you need, regardless of the size of the load or the 
type of cargo you need shipped. Legal weight and dimensions are: 

 Refrigerated Trailers Max freight weight is 42,000 to 45,000 lbs

 Refrigerated Trailers  maximum freight dimensions

Maximum Length: 48 ft - 53 ft (most common) 

Maximum Width: 8.2 ft (almost always the same for all dry vans) 

Maximum Height: 8 ft 

3. 48’ or 53’ Flatbeds (of various beds)

Flat Bed Trailers 

Flatbeds are extremely popular and widely used because they exude a great sense of versatility. 
Generally, a flatbed is used to load freights on its tip, sides, and rear. With these capabilities, flatbeds 
have truly become the primary and leading assets of the trucking industry.  



This kind of trailer can carry a maximum legal freight dimension and weight which are as follows: 

 Flatbed trailers Maximum freight weight is 48,000 lbs.
 Flatbed trailers Maximum freight dimensions:

Maximum Length: 48 ft - 53 ft 

Maximum Width: 8.5 ft  

Maximum Height: 8.5 ft 

V. Role of Dispatchers, Carriers, Brokers and Shippers

Dispatchers play a crucial role in the transportation process by establishing agreements with carriers, 
engaging in negotiations with brokers or shippers to secure favorable terms, and ultimately booking loads for 
transportation. Building positive relationships and maintaining open lines of communication are essential 
aspects of their responsibilities, as these factors contribute significantly to the efficiency and effectiveness 
of the entire process. 

Carriers are the backbone of the transportation industry, responsible for locating available loads and 
transporting them to their destinations. They may find loads independently or work with dispatchers, 
brokers, or shippers to secure transportation agreements. Without carriers, the movement of freight would 
not be possible, highlighting their pivotal role in the logistics chain. Carriers hold significant leverage in 
negotiations, as their ability to transport freight directly impacts the overall success of the transportation 
process. 

Brokers act as intermediaries between shippers and carriers, playing a vital role in negotiating contracts 
with shippers for load transportation. They then sell these loads to carriers, managing the logistics and 
ensuring that freight is moved efficiently and cost-effectively. Brokers typically deduct a percentage, usually 
between 15-20%, from the original target rates set by shippers, which covers their services and facilitates 
the transaction between parties. 

Shippers are responsible for initiating the movement of their loads, either by selling them to brokers or 
directly engaging carriers. They have control over freight rates, determining the target rates at which they are 
willing to move their freight. Shippers' decisions regarding pricing and load availability significantly influence 
the dynamics of the transportation industry, as carriers and brokers base their operations and negotiations 
on these established rates. 



VI. Workflow of Dispatching

1. After receiving the signed dispatch agreement from the carrier:

- Retain a copy for your records.

2. Contact the broker associated with the load you need to book for your carrier:

- Brokers typically require the MC# (motor carrier) or USDOT# to verify the carrier in their system.
- If the carrier is not already affiliated with the brokerage, they will send a carrier packet for completion

and return, which includes verifying insurance, CSA scores, credit, etc. Initially, the carrier can fill
this out, but ensure you request a copy for future reference, especially if you plan to book multiple
loads with them.

- If your carrier uses factoring services, they must submit a factoring credit application form along
with their completed carrier packet. Upon favorable credit assessment by the factoring company,
they will issue a Notice of Assignment to the Broker, instructing them to redirect all payable invoices 
to the Factoring Company.

3. The broker will send a load/rate confirmation sheet to the carrier (or carrier agent) for signing:

- After receiving a satisfactory carrier packet, the broker will send the Load/Rate confirmation sheet
for the load to be booked. To stay informed, request the broker to email the rate/load confirmation
to you or have the carrier email you a copy if it's sent directly to them. This sheet includes crucial
details like load #, rate, pickup/delivery times, contact info, weight, miles, and any special
instructions. Consistent communication is essential for a smooth load-booking process.

- Review the load/rate confirmation carefully to ensure it aligns with the load specifications.
- Keep a copy of the rate/load confirmation for your records as a dispatcher.
- If the rate/load confirmation matches the load, have the carrier sign and email it back to you. If there

are discrepancies, contact the broker promptly to resolve any issues.

4. Send the signed load/rate confirmation sheet back to the broker:

- Once the carrier emails you the signed rate/load confirmation, forward it to the broker.
- Follow up on the load progress by contacting the driver at pickup and delivery locations. Encourage

them to reach out in case of any issues so that you can liaise with the broker if needed.
- Maintain open communication throughout the process.

5. After the carrier drops off the load (how dispatchers are PAID):

- Obtain a copy of the signed BOL (Bill of Lading, proof of delivery) and the invoice from the carrier,
unless they use their own factoring company, in which case they'll handle it directly.

- Prepare your dispatching services invoice, including your information, carrier details, load
information, and broker details, and attach relevant documents like the signed dispatch agreement,
rate/load confirmation, BOL, and carrier's invoice to the broker. Email this invoice to the carrier for
payment processing.



VII. Common forms needed to book a load (standard forms needed)

CARRIER PACKET (A SAMPLE COMPANY) 



W9 FORM (A SAMPLE COPY) 



MC Certification (A Sample Copy) 



CERTIFICATE OF LIABILITY INSURANCE (A SAMPLE COPY) 



NOTICE OF ASSIGNMENT FORM (NOA – A SAMPLE COPY) 



RATE CONFIRMATION SHEET (A SAMPLE COPY) 



VIII. What is factoring, NOA, and BOL (revisited)

Factoring involves receiving money in advance from a transportation or invoice factoring company (like 
Seven Oaks) for a small percentage (usually 1% to 5%). Non-recourse factoring is preferable, where the 
factoring company takes responsibility for collecting money from the shipper or broker.  

The Notice of Assignment (NOA) is sent by the Carrier's or Broker's factoring company to the Broker or 
Shipper after a successful credit application. This form ensures the factoring company receives invoice 
payments from the broker or shipper to pay the carrier or broker.  

The Bill of Lading (BOL) and Proof of Delivery (POD) are vital documents. The BOL is the delivery receipt 
from the shipper, while the POD is signed at delivery. These documents are crucial for payment processing 
and should include any additional charges like lumper or detention fees, supported by receipts for 
reimbursement. 

IX. Common equipment needed to initially set up your home office

Common equipment required to set up a home office initially includes a desktop or laptop (with standard 
specifications like  

- Desktop and/or laptop (with at least 512 GB HDD, 8GB DDR 3 RAM, Windows 10)
- All-in-One Printer/Fax/Copy/Scan machine (HP is recommended)
- iPhone or Android phone
- Internet service with at least 50 upload/50 download speeds (Verizon FiOS)
- Desktop Publishing software
- Microsoft Office Suite or 360

This eBook aims to comprehensively guide new dispatchers through the entire dispatching workflow, from 
initiation to completion, providing the essential support needed for success in this industry. 


