BERYLLS INSIGHTS

TRUCKING 2030 – MOVING
FROM TELEMATICS TO
DIGITAL LOGISTICS

For two decades telematics have gradually enhanced the efficiency of
truck operations. Fuel consumption was the main area of interest in the
beginning, which explains why the use of telematics systems is more
widespread in long-haul than in any other application: the business
case was obvious right from the start. Driving style evaluation was a
related and popular feature. However, automated gearshifts and
predictive powertrain control systems reduced the impact of the driver
on fuel economy considerably.
Today telematics systems offer a wide range of functionalities and
customer benefits. Fleet management services have raised the attention
on uptime and preventive maintenance. Digital tachographs with
connectivity allow maximum transparency of driving times as well as
collecting and archiving of driver data remotely. Interfaces to trailer
telematics enable advanced transport management services, e.g. the
seamless verification of the cold chain in food logistics. There has been
remarkable progress, but the best is yet to come.
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TRUCK & TRAILER PRODUCTIVITY
ON THE NEXT LEVEL
Digitalization is revolutionizing all sectors of the economy. Road
transport – so far a rather fragmented and traditional industry – has
enormous potential to boost productivity by reducing waiting times and
empty runs. Despite the use of telematics systems, truck operators still
suffer from inefficient manual processes and bad capacity utilization.
According to Eurostat, medium and heavy duty trucks completed 180
billion vehicle kilometers in 2019, but only 145 billion kilometers loaded,
which means that empty runs account for 20% of the total mileage. And
those official statistics do not include trucks that are running less than
fully loaded…
The need for action is obvious to bring truck productivity to the next
level. By the way, CO2 emission reduction also starts here. Our expert
survey Trucking 2030 revealed that efficiency gains of around 15%
will be possible if all trucks are connected and fully integrated into
state-of-the-art digital processes. Respondents expect this for 80% of
newly sold medium and heavy duty trucks already in 2025, and by the
end of the decade all new trucks and trailers will be mobile edge devices
in a comprehensive transport and logistics network. Telematics will then
be standard and offer a variety of new and enhanced services both for
fleet and for transport management.

Trucking 2030 – Roadmap for Truck & Trailer Connectivity
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TELEMATICS MARKET:
CONSOLIDATION AHEAD
Keeping up with the predicted development requires parallel
investments in hardware and software. There are several hundred
telematics providers in Europe today, not all of them will remain in the
game. Nearly 90% of the interviewed experts agree that the market
is going to experience a consolidation in the next years. Small players
might survive in niches, but the volume segments will be characterized
by 100% ex-factory hardware fitment and highly standardized, cloudbased services. Without the ability to achieve significant economies of
scale, the investments needed for such a scenario will be impossible
to bear.
Another interesting aspect is, how the changing market conditions will
affect the shares of captive telematics suppliers on the one hand and
aftermarket providers on the other. OEMs consider telematics to be an
integral part of the truck or trailer, but their customers don’t necessarily
follow this logic. Mixed fleets need uniform systems and processes
for all their brands, so an OEM specific approach offers no particular
benefit. Aftermarket providers tend to make a virtue of necessity and
put stronger focus on the interfaces between truck and body or trailer,
which adds significant value from the operator’s point of view.
However, only 39% of the experts in our survey supported the statement
that aftermarket providers will increasingly prevail against OEM specific
systems. That’s good news for the captives, but no reason to lean back.
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SOLVING THE OEM DILEMMA

Telematics have become a commoditized market and truck OEMs were
caught up and partly overtaken by aftermarket providers after their
initial lead based on technical capabilities eroded. In fact, two out of
three trucks are using non-captive solutions today. Truck OEMs have
been trying to protect themselves by restricting data access for third
parties. But did this strategy grant them higher market shares? Rather
not. Instead, they ended up with a lack of speed and customer centricity.
At the end of the day, success in the telematics market is based on
service quality, not on data exclusivity.
In this regard, OEMs find themselves in the dilemma between depth,
i.e. proprietary services with brand specific features, and breadth, i.e.
universal solutions offering benefits independent of vehicle brands. The
conflicting targets are immanent. This problem can only be resolved
with a two-pronged strategy: Protection of a small core and exposing
the remainder to competition. Competitive products are created in a
competitive environment. Manufacturers have to redefine the scope of
that core and also the future role of their telematics business units.
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CONNECTIVITY RELOADED – BY THE
SOFTWARE-DEFINED VEHICLE
The new possibilities of software-defined vehicles are the future
connectivity home turf of truck OEMs. That’s the field where cuttingedge technology is being created and protection really makes sense.
Industry experts involved in the Trucking 2030 survey support this
point of view: 94% agree that development competence more and more
lies in software know-how; 78% believe that future technology leaders
will differentiate from competition by their superior truck operating
system. The current vehicle architectures and innovation cycles will
no longer be compatible to the speed of development. Hardware
complexity must be reduced, the variety of ECUs be replaced by few
domain controllers. The zone architecture also allows a significant
simplification of the wire harness.
Future trucks will have a digital twin in the cloud, which allows
continuous deployment of new features and software integration
based on a remote tool chain. Over-the-air-updates will be the new
normal, be it for regular standard enhancements or “on demand”
functionalities. Use cases include predictive maintenance and telediagnosis as well as integrated safety and later on also autonomous
driving. And that’s it, the small but exclusive core, that reaches
deep into the vehicle hardware and software architecture. Anything
else, including the new digital services for electric vehicles, is better
allocated in a brand independent telematics business unit and fully
set free from OEM restrictions. Even more so, as the focus of truck
and trailer customers is more and more moving from fleet to transport
management.
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IT’S ALL ABOUT
THE CARGO
One outcome of the Trucking 2030 expert survey was surprisingly clear:
Transport management is where the major potentials are identified and
most stakeholders are intensively looking. In other words: the focus
moves from the truck or trailer to the cargo. One respondent even went
so far as to say that the business model of his company was changing
from offering vehicles to offering intelligent cargo space.
Another strong indicator for this trend is, that the interface to the
transport management system (TMS) is considered to be the most
important requirement of telematics today. For comparison: fuel
consumption ends up in the lower third of the ranking. Also among the
top 3, we find the estimated time of arrival (ETA). Qualitative comments
of the survey participants indicate that this is presently by far the hottest
topic. Real-time visibility is an important cornerstone of future logistics
and a precondition of seamless digital processes.

Knowing where the load is and when it will arrive at its destination is of
course an important enabler for more efficient logistics. But on the way
to higher productivity, customer benefit actually can be taken way
further: sensors and cameras detect capacity utilization and loading
condition and share this information with digital freight exchange
platforms. Video streaming allows the documentation of appropriate
load securing and supports claims management in case of a damage.
An interface to the yard management of the receiver of the freight
ensures just-in-time unloading upon arrival. And the freight exchange
platforms mentioned before help the carrier find a return load.
It’s never a single feature alone that changes the world, but the intelligent
integration of all the data in consistent digital processes will revolutionize
logistics. Like in other industries, integration of data promotes the
emergence of digital platforms.
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DATA INTEGRATION MEANS
PLATFORMIZATION
We approach the most dynamic and exciting part of the future logistics
story. Digital players have developed innovative business models and
attracted lots of venture capital in recent years. More than two thirds of
the respondents of the Trucking 2030 expert survey agreed that digital
freight platforms will change the logistics market significantly in the
future. And many added: they already have.
Today their cumulative market share is only around 10% – which is
rather an educated guess than a precisely measured KPI. Historically,
the online channel was used mainly for freight brokerage, because
the spot business with its short-term horizon benefits most from the
enhanced transparency. Later on, logistics platform providers added
tendering as a strategic purchasing tool for shippers. This is also an
open book business model, but targeting long-term contracts instead
of one-time loads. In recent years, various startups have begun to
implement closed book business models, known as digital freight
forwarding. They are not an intermediary, but a contract partner of the
shipper, offering end-to-end processes with purely digital touchpoints,
from quotation to tracking to billing. Big traditional logistics players
are now investing in their own online sales channels, but small and
mid-sized freight forwarders, who make up the vast majority in this
fragmented market, will be pushed into the carrier role step by step
– a hypothesis that 76% of our respondents supported. There is yet
another digital business model in logistics, which is not based on
any transaction, but the mere networking of existing data. Visibility
platforms add value for the customer by facilitating the use of this data
in seamless and consistent digital processes.

The truck & trailer experts are expecting the digital freight platforms
to grow strongly in the future. Up to 50% of freight orders will be
processed automatically in 2030 according to their feedback. This will
result in an increase of capacity utilization by on average 20%. The
majority of respondents also believes in a consolidation of platforms,
but not to the extent of a “winner-takes-all” scenario.
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Where are the limits of digital
freight platforms? Many survey
participants pointed out that the
complexity of logistics must not
be underestimated. What works
well for general cargo, is not
necessarily suitable for special
loads. In addition, trucking is a
people business, so relationships
are important and not every deal
can be closed with the help of
algorithms.

Trucking 2030 – Roadmap for Digital Freight Platforms
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KEY TO SUCCESS: CONTROL THE
CUSTOMER INTERFACE
What is right for telematics also applies for digital freight platforms.
Customer centricity is absolutely indispensable. Being asked for the
main success factors, more than 90% of the interviewees found that
the sustainable control of the customer interface is of high or very high
importance. Besides that, service quality and – again – the integration
with the TMS were prioritized as the top requirements.
Offering transport management in the form of software-as-a-service
(SaaS) is the final piece to complete the target picture of digital logistics.
Some providers are already on the way to create a fully-fledged platform
approach, including brokerage, tendering as well as real-time visibility. It
is only a small step to imagine a digital platform that combines open and
closed book business models, just like Amazon is a market place and an
online shop at the same time. For some logistics players this may sound
like the ultimate aspiration, for others like the night-mare competitor.
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NEED FOR
ACTION
In a nutshell, moving from telematics to digital logistics starts a new
phase of intensified transformation. Truck & trailer manufacturers
are heavily involved through their captive telematics business units.
Aftermarket telematics providers and new digital players intensify
market dynamics and competition. Powertrain electrification and the
eventual launch of autonomous driving add even more complexity.
We have identified a major need for action for all players along the
value chain:
	Review your telematics strategy for the future world of 100%
connectivity with a viable and sustainable value proposition and
business model
	Focus on the customer benefit of the digital services provided
instead of data ownership
	Understand the importance of transport management services
and the impact of seamless digital processes on truck & trailer
productivity
	
Partner with digital players in logistics to stay tuned and
participate in the growing business of digital platforms with freight
brokerage, tendering and forwarding
	Expect reduced volumes due to higher transport efficiency and
compensate by new business models like pay-per-use
	Provide superior fleet management services for electric
vehicles right from the start in order to maximize customer
retention and downstream profit
	Understand the implications of software-defined vehicles and
autonomous driving on connectivity and tap the full potential
along the value chain
Digitalization will accelerate the transformation of logistics in general
and trucking in particular. Prepare your organization for an agile way of
working and an open-minded culture. New technologies, new business
models and new competitors mean that there will be more change
than ever before. And there will be winners and losers.
Are you prepared for Trucking 2030?
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BERYLLS STRATEGY ADVISORS
YOUR CONTACT
Berylls Strategy Advisors is a top management consulting firm
specialized in the automotive industry, with offices in Detroit, in Munich
and Berlin, in China, in Great Britain, in South Korea and in Switzerland.
Our strategy advisors and associated expert network collaborate with
automotive manufacturers, automotive suppliers, engineering services
providers, outfitters and investors to find answers to the automotive
industry’s key challenges. Our main focus is on innovation and growth
strategies, support for mergers and acquisitions, organizational
development and transformation and profit improvement measures
across the entire value chain. In addition, together with our clients,
experts at Berylls Digital Ventures develop solutions for digitizing and
transforming the business models of OEMs, suppliers, engineering
services providers and mobility providers. Longstanding experience,
well-founded knowledge, innovative solutions, as well as an
entrepreneurial mindset distinguish Berylls consulting teams. Through
partnerships with experts, Berylls can draw on in-depth technology
expertise, a comprehensive understanding of the market, and powerful
networks in order to develop workable solutions.

YOUR CONTACT PERSON

Steffen Stumpp
steffen.stumpp@berylls.com
T +49 1522 72 78 327
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