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Truck capacity is under pressure from backlogged equipment orders, high fuel prices and 
labor shortages, among other factors. When evaluating bids from carriers and brokers, cur-
rent and future capacity is one of the primary factors to consider when awarding contracts.

Below is a four-part checklist for using rate, capacity, and performance analytics during the 
RFP process to evaluate bids. With comprehensive insights into past, present, and future 
conditions, shippers can strengthen their bargaining position to contain costs and award 
rates that hold up for the contract lifecycle.

RFP Checklist: 
Evaluating and 
Awarding Bids

1.  Evaluate bids against historical rates
Accurate analytics from a trusted data provider serve as benchmarks for key lanes 
throughout the previous contract lifecycle, and also allow shippers to quickly compare 
bids to historical prices. By using these insights, shippers can objectively evaluate how 
bids stack up against the market. 
 2.  Evaluate bids against current rates
Historical rates tell an important part of the story, but shippers also need to understand 
how the current market impacts rates. If a shipper awards at a rate higher than the market 
calls for, they could end up overspending. Alternatively, if the awarded rate is not com-
petitive enough, shippers could face spot market premiums if carriers decide to allocate 
assets to more lucrative opportunities. Real-time insights are especially useful when con-
ditions have shifted, or when shippers have new lanes to analyze.

3. Forecast rates to account for volatility 
Shippers can use accurate rate forecasting tools to identify when bid rates are too high 
or low for the life of the contract. Those insights will guide awarding decisions to better 
ensure that rates will be compelling enough to last throughout the life of a contract. Plus, 
proactive planning and communication with carriers helps establish better partnerships by 
enabling those carriers to better manage their own network operations.

4. Account for seasonality
Historical analysis and rate forecasting enable shippers to better manage costs by plan-
ning for seasonal spikes and troughs caused by market fluctuations in supply and demand. 
Failing to account for these surges presents cost management risks. Insights into season-
ality will inform a successful approach for bid evaluation and awarding that ensures reli-
able capacity when you need it most.



Rate Analytics
to efficiently negotiate reasonable 
rates with carriers that will endure  
for the life of contracts.

Capacity Analytics
to quickly find new sources of  
capacity using insights on carriers  
who operate in select regions  
and lanes.

Performance Analytics
to monitor past, present and future  
lane and carrier performance in 
advance of an RFP to identify needs 
and create a successful strategy.

With the top analytics tools, shippers get accurate rate and capacity 
insights to evaluate bids, award contracts and monitor routing guide 
performance confidently and efficiently.

DAT iQ provides the most powerful transportation analytics in the 
industry, powered by over $125B in paid freight invoices in 2021. 
During the RFP process, shippers can procure capacity and manage 
costs with:

For more information about how to use rate analytics to evaluate  
and award bids, speak to a transportation expert from DAT today: 
www.dat.com/shipperiq
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