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Abstract 

This study aims to investigate the application of the philosophy in the land cargo transportation sector. Researchers 

researched two companies in this sector: a courier service company and a truck-based goods transportation company. Semi-

structured interviews were conducted with both companies to understand more about their operations, including reservation 

policies, prices, clients, etc. We also paid two visits to the company. We processed the data using the MS Excel Office 

program. The research results revealed that the studied company, the courier service company, adhered to a rigid pricing 

structure without taking the year into account, while the goods transportation company set prices based on distance without 

using historical data or demand per period. Additionally, we discovered errors in data recording at freight transportation 

companies, leading to the loss of crucial information. We propose performance indicators for both sectors, drawing from 

indicators used in other industries. Freight companies create segmentation based on months of the year, days of the week, and 

distance groups to enable better pricing strategies. However, analysis of the indicator calculation graph shows that the 

company does not sometimes charge a proportional price per kilometer traveled and does not segment by periods of the year. 

Thus, it is advisable to implement these practices to maximize company revenue.  

Keywords: Transportation, Courier Service Companies, Freight Forwarding.  

JIDT is licensed under a Creative Commons 4.0 International License. 

 

1. Introduction  

Revenue management is a strategic approach to optimizing revenue using information systems and appropriate 

pricing strategies. The main emphasis is on selling a unit of capacity to the right customer, in the right place, and 

at the right time. The first step in developing this concept is to conduct data analysis. This involves collecting 

and analyzing customer data, market demand, and other factors influencing pricing decisions. Next, customer 

segmentation is an important step. Understanding customer profiles and dividing them into appropriate 

segmentations enables companies to adjust prices according to the characteristics of each segment. Optimal 

pricing is also crucial to revenue management [1]. This involves setting appropriate prices for each customer 

segment, considering demand, time of day, and market conditions. Proper information systems, including 

revenue management software, are critical to monitoring and managing prices efficiently. Apart from that, 

capacity optimization is also an important step. Companies can optimize their available capacity by setting 

appropriate prices, promotions, and cancellation policies. Lastly, continuous evaluation and adjustment are 

necessary [2]. Monitoring performance and making strategy adjustments based on data analysis and the latest 

market conditions helps companies significantly increase their revenue by selling products or services to 

customers in the right place and at the right time [3]. 

The main goal of revenue management is to set prices according to forecast demand. Thus, customers who are 

sensitive to price increases and wish to purchase products in advance can do so at a profitable price. On the other 

hand, customers who are less sensitive to price increases and want to buy when there is higher demand can also 

do so without paying exorbitant prices [4]. This concept allows companies to set prices dynamically according to 

market conditions and customer preferences. By utilizing suitable information systems and conducting careful 

analysis of customer and market data, companies can set optimal prices for each situation. Implementing this 

strategy can help companies increase revenue by maximizing available capacity and attracting customers with 

prices that match the value they receive. Thus, revenue management becomes an effective tool for managing a 

business efficiently and generating optimal profits. Revenue management is a strategy that applies to almost all 
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sectors; however, its application is more effective in operations with specific characteristics [5]. The ideal 

operation for implementation has relatively fixed capacity, predictable demand, perishable inventory, adequate 

cost and pricing structures, and variable and uncertain demand. The cargo transportation industry is a very 

relevant sector with high growth potential in application. For example, the air cargo transportation sector has 

grown significantly [6]. The industry grew by 20% in 2020, driven by global economic expansion, increased 

industrial production, and growth in world trade. This projection is consistent with the estimated 5% annual 

growth over the next 30 years, indicating great potential for the air cargo transportation industry [7]. With 

operational characteristics suitable for the implementation, the industry can utilize this strategy to optimize its 

revenues by adjusting prices according to market conditions and varying demand [8]. 

The evolution of technology, especially with the emergence of electronic commerce, has significantly changed 

buyer behavior and directly impacted increasing order volumes in the courier sector. Electronic commerce allows 

consumers to make purchases online quickly and conveniently without going to a physical store. This has led to a 

rapid surge in the goods retailers ship to consumers [9]. With increasing order volumes, the courier industry must 

be able to manage and deliver goods efficiently and on time. This requires good revenue management strategies, 

especially in setting prices in line with variable and uncertain demand. Apart from that, technology also plays an 

essential role in improving courier operational efficiency [10]. Information systems and revenue management 

software can assist couriers in managing orders, monitoring delivery status, and optimizing fleet use to reduce 

costs and increase customer satisfaction. Thus, the evolution of technology, particularly in electronic commerce, 

has brought about significant changes in the courier sector, driving growth in order volumes and the need to 

implement effective revenue management strategies to manage the challenges associated with changing buyer 

behavior and increasing order volumes [11]. 

The growth of the e-commerce sector has driven an increase in order volume in the courier sector and the land 

transportation sector. This is caused by the e-commerce company's need for external company services to deliver 

goods to consumers [12]. As e-commerce expands, retailers must prepare their transportation networks for 

expected fluctuations in online sales growth. To address these fluctuations, retailers can collaborate with 

transportation and courier service providers, who can adjust their fleet capacity to changing demand. Retailers 

can use revenue management strategies to adjust shipping prices to varying demand, thereby minimizing 

transportation costs and enhancing operational efficiency [13]. Aside from that, retailers can also use technology 

to improve transportation management efficiency. Integrated information systems can assist in order 

management, delivery monitoring, and inventory management, allowing retailers to respond quickly to 

fluctuations in demand. Thus, the e-commerce sector not only has a positive impact on the courier sector but also 

encourages growth and innovation in the land transportation sector, as well as encouraging companies to develop 

adaptive and efficient strategies for dealing with the expected fluctuations in online sales growth [14]. 

This research is particularly relevant given the increasingly important role of the land transport sector in 

addressing the growth of e-commerce and the need for effective revenue management. In analyzing this sector 

from a revenue management perspective, several unique characteristics differentiate it from other means of 

transportation that need to be considered [15]. First, most land transportation fleets have a fixed capacity, so 

capacity and price management become more crucial. Second, the demand for ground transportation services can 

vary greatly depending on the season, day, or time. Third, external factors such as traffic conditions, government 

regulations, and weather conditions can influence land transportation operations and must be considered. It is 

essential to evaluate how freight transport companies manage their capacity and prices to deal with varying 

demand fluctuations when implementing it. This research's theoretical and empirical approaches will provide 

valuable insight into the effectiveness of implementing it in improving the performance of land transportation 

companies. Thus, this research has great potential to contribute to developing better revenue management 

strategies in the land transport sector [16]. 

The application of revenue management in the transportation sector has focused more on air cargo transportation, 

with several studies also covering maritime, rail, and, to a lesser extent, truck transportation. However, no studies 

have specifically applied to the messaging sector, an essential reason for conducting this study to fill the 

literature gap [17]. Although these sectors have similar characteristics that can help us understand the application 

in transportation, messaging has specific differences that must be considered and addressed differently. In the 

context of the messaging sector, several factors need to be considered in implementing it, such as variations in 

demand depending on the season, day, or time; external factors such as road conditions, government regulations, 

and logistics policies; as well as fleet availability, which may be limited, need to be considered in adjusting 

prices to demand [18]. We hope this study will enhance our understanding of how the concept implementation 

can boost efficiency and profitability in the messaging sector. Apart from that, this study can also be a basis for 

developing more effective revenue management strategies for dealing with demand fluctuations in this sector. 



Arnold Sultantio Hutabarat, et al 

 

 

Jurnal Informasi dan Teknologi − Vol.  6, No. 2 (2024) 47-52 

49 

 

 

2. Research Methods 

A study evaluated the application of revenue management in the land transportation sector, focusing on two 

companies: a courier service company and a truck-based goods transportation company. Both companies send 

files in MS Excel containing total orders per month and year but do not store specific information about 

deliveries made. Due to this limited information, the possibility of exploiting the results based on the variables in 

this case study is limited. Apart from that, other limitations are that both companies are subcontracted by 

different courier companies that cannot meet their demands, and they have annual contracts that make it difficult 

to manage. Semi-structured interviews were conducted with both companies to understand more about their 

operations, including reservation policies, prices, clients, etc. We also visited the trucking company twice to 

address their queries and gather additional information. The company sends reports in PDF format corresponding 

to the annual performance reports that each subsidiary must prepare and send to the head office. We processed 

the data using the MS Excel Office program. Nevertheless, the results of this research will provide a better 

understanding of the application in the land transportation sector, even considering the limitations in data 

collection and processing. 

3. Results and Discussion 

Regarding courier service companies that subcontract to logistics delivery companies, courier capacity 

management is critical in optimizing company efficiency and profitability. The company has three types of 

couriers: primarily independent couriers who take orders through the app, a small number of self-employed or 

contracted couriers, and contracted couriers who have a fixed capacity. Independent couriers using logistics 

delivery applications can be considered to have variable capacity. They can activate or deactivate when there is a 

high demand for order delivery. On the other hand, contracted couriers are deemed to have a fixed capacity, as 

searching for, interviewing, and contracting new couriers is not straightforward. When all the couriers are busy, 

and additional orders arrive, they must reject them. Courier capacity management must pay attention to changing 

demand patterns. When demand is high, companies should be able to activate more independent couriers or 

increase the working hours of contracted couriers. In contrast, companies must reduce unnecessary capacity 

when demand is low to avoid unnecessary costs. Thus, companies can maximize available resources and increase 

customer satisfaction by guaranteeing on-time delivery. 

Regarding freight transport companies, there is a capacity difference between subsidiaries acting as transport 

agencies. The subsidiary transport company has its truck fleet and fixed capacity. They do not accept additional 

orders if all trucks are distributing cargo and additional orders arrive. On the other hand, the subsidiary agency 

does not have its own truck fleet or fixed contracts with truck suppliers. They announce their service requests 

through the platform, search for available truck drivers, and negotiate prices. Their capacity depends on the 

supply of trucks during that period. 

Regarding freight transport companies, there is a capacity difference between subsidiaries acting as transport 

agencies. The subsidiary transport company has its truck fleet and fixed capacity. They do not accept additional 

orders if all trucks are distributing cargo and additional orders arrive. 

On the other hand, the subsidiary agency does not have its own truck fleet or fixed contracts with truck suppliers. 

They announce their service requests through the platform, search for available truck drivers, and negotiate 

prices. Their capacity depends on the supply of trucks during that period. 

In the context of different demands, courier service companies need a strategy that can respond to both types of 

demand efficiently. Fixed demand allows for better planning and enables companies to optimize their capacity 

use. On the other hand, variable demand requires flexibility and a quick response to meet customer needs. 

Companies can manage expectations and ensure consistent service by having fixed contracts in place for all 

clients. Using applications from other companies for day-to-day operations is a standard industry strategy, 

allowing companies to focus on efficient service and delivery. By recording order quantities and using 

spreadsheets to predict future demand, companies can be better prepared to manage capacity and plan better 

service strategies. Improving internal information management systems to manage order data more effectively 

can be an excellent step to improving operational efficiency. The yearly increase in orders shows a positive 

growth trend for courier service companies.  

Although the number of clients they work with varies from year to year, growth in the shipping sector as a whole 

has increased the number of inquiries. This reflects the importance of this sector in the shipping ecosystem and 

the potential for future growth. With a better understanding of these trends, companies can continue to optimize 

their operations to address the ever-increasing surge in demand. They can use historical data to predict future 

trends and prepare better strategies to respond to customer needs. This could involve increasing capacity, 

improving operational efficiency, or even diversifying services to meet the evolving needs of their customers. By 

taking advantage of the growth of the delivery sector, courier service companies can continue to grow and 

develop in an increasingly dynamic delivery ecosystem. Order patterns with clearly defined periods of low, 

medium, and high demand provide valuable insights for courier service companies. The strongest and most 
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increasing demand occurs from August to December yearly, with peak demand occurring in August. This month, 

collaboration with particular clients increased demand to 5000 deliveries. Downtrends typically occur in August, 

often a holiday with lower demand. Companies can plan and manage their resources more efficiently with a clear 

understanding of these demand patterns. They can increase capacity during busy periods to accommodate spikes 

in demand while at the same time reducing capacity during low periods to save on operational costs. This 

strategy can help companies improve operational efficiency, maximize revenue during busy periods, and reduce 

costs during low periods. 

In the face of two types of demand behavior, freight companies can develop more sophisticated strategies to 

optimize their operations. Companies can use a more formal contract-based approach for steady demand from 

clients who have used their services for several years. They can offer long-term contracts at pre-agreed prices, 

providing stability in bookings and payments. Meanwhile, companies can adopt a dynamic model that takes 

advantage of technology and fleet flexibility for variable demand that requires urgent delivery. They can use 

intelligent fleet management systems to quickly direct couriers or empty trucks to locations that need service. 

Additionally, they can leverage data analytics to predict demand spikes and strategically position their fleet 

before demand increases. With this approach, companies can optimize fleet use, increase operational efficiency, 

and increase customer satisfaction by providing responsive and reliable service. 

Perishable inventory is an essential part of revenue management in the analyzed sectors. For instance, the hotel 

industry measures inventory based on the number of rooms per night. Hotels must manage their inventory 

carefully, considering factors such as demand levels, room prices, and other factors influencing room 

availability. In the courier sector, courier availability times are critical. This time includes, among other things, 

transfer time, delivery time to the customer, and waiting time between giving instructions to pick up another 

order. Ideally, couriers should have sufficient demand to deliver orders anytime, grouping these requests by route 

to maximize the number of deliveries. By leveraging historical data and the right analytical tools, courier 

companies can improve operational efficiency and increase revenue by managing courier availability times more 

effectively. To develop this concept further, courier companies can consider using technology such as route 

optimization algorithms to optimize courier trips and reduce waiting times. Additionally, they can expand their 

understanding of demand patterns by analyzing long-term trends and identifying factors influencing demand 

fluctuations. As a result, companies can develop more innovative strategies to manage courier inventory and 

optimize resource usage. 

The logistics department is essential in managing deliveries efficiently, especially in reducing unproductive 

waiting times between assigning orders to couriers and subsequent orders. We can minimize courier waiting 

times and reduce operational costs by optimizing delivery routes and intelligently managing order assignments. 

You can implement a strategy of grouping orders based on similar locations and times. As a result, couriers can 

pick up orders with efficient routes and minimal waiting time. Technology, such as logistics applications or order 

management software, can significantly help plan optimal delivery routes and manage order assignments 

efficiently. With this approach, companies can increase customer satisfaction by reducing delivery times and 

providing more responsive service. In messaging, efficient management can also improve a company's reputation 

and expand market share because customers prefer service providers who can provide fast and reliable service. 

Time management of truck availability becomes critical for freight transport companies with their fleet of trucks, 

as any underutilization can lead to revenue losses. Therefore, companies must manage their truck fleet efficiently 

to ensure the trucks are always active and transporting loads according to their capacity. Using technology to 

track the location and status of trucks in real time is one strategy that companies can implement. With accurate 

information about truck positions, companies can plan efficient delivery routes and optimize truck usage. Apart 

from that, companies can also carry out routine maintenance to prevent unexpected damage and train truck 

drivers to maximize the use of their trucks. With this approach, companies can reduce potential losses due to 

downtime and improve their overall operational efficiency. By maximizing truck availability times and 

optimizing their use, companies can increase their revenues and strengthen their position in the market. 

In this context, courier service companies can also consider strategies focusing on customer segmentation and 

price differentiation. First, companies can use historical data to identify order patterns from regular and variable 

customers. With a better understanding of order behavior, companies can tailor pricing offerings more 

appropriately to each type of customer. For example, to maintain customer loyalty, companies can offer 

attractive discounts or service packages to repeat customers who tend to order regularly. Second, companies can 

also utilize the method to manage truck fleet capacity and availability more effectively. Companies can set more 

efficient delivery schedules by analyzing demand patterns and using route optimization algorithms to avoid gaps 

or excess capacity. This can help companies reduce operational costs and increase delivery efficiency. 

Furthermore, companies can use this method to identify new business opportunities. For example, companies can 

identify new demand trends or untapped potential customers by analyzing order data. By leveraging it to 

optimize pricing strategies, manage capacity, and identify new opportunities, courier service companies can 

improve their operational performance and overall profitability. 
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Careful management is required to ensure operational efficiency for courier service companies that rely on 

contracted delivery drivers. One strategy can be implemented using a reward system focusing more on delivery 

performance than just hours worked. For example, companies can provide additional bonuses or incentives to 

drivers who deliver orders quickly or with a higher order quantity. In this way, drivers will be more motivated to 

prioritize the efficient delivery of orders. In addition, companies can also consider introducing a more structured 

performance reporting and evaluation system for drivers. With this system, companies can monitor driver 

performance in more detail, including the number of orders successfully delivered, delivery times, and customer 

satisfaction. With this information, companies can provide more timely feedback to drivers and identify areas 

where they can improve their performance. When it comes to fixed and variable costs, companies must conduct 

careful analysis to understand how these costs impact their profitability. Companies must account for variable 

expenses per truck in their pricing to ensure that they cover their operational costs and also account for a decent 

profit. Companies may also consider strategies to reduce their fixed costs, such as using technology to optimize 

operations or negotiating more favorable contracts for office space rental. With effective management of fixed 

and variable costs, companies can increase their profitability and strengthen their position in the courier services 

industry. 

Courier service companies have several attractive advantages for their clients, especially regarding delivery 

flexibility without sacrificing reliability. Its business clients seek the most economical delivery systems, and the 

company fulfills this need by offering efficient and reliable services. To clarify, the company's clients are not end 

clients but rather subcontractors of larger companies. Therefore, you must be able to determine the price 

correctly in advance and negotiate it when signing the contract. In the air cargo sector, freight forwarders 

negotiate contracts annually and maintain price stability. When managing revenue in a messaging business like 

the company's, it's crucial to remember that it prioritizes flexibility without compromising reliability. This is an 

essential strategy for attracting business clients seeking an economical yet reliable delivery system. A larger 

company subcontracts it, so setting the price and negotiating it accurately during contract signing is crucial. This 

allows the company to secure reasonable profits and maintain client satisfaction. Like forwarders in the air cargo 

sector, companies also face annual contracts with clients. This implies that a fixed price in the contract precludes 

any potential price variations until the contract's expiration. As a result, it is critical to set prices appropriate to 

market conditions and long-term client needs. It can optimize its revenue management strategy to increase 

operational efficiency and profitability by paying attention to these factors. 

Focusing on high-quality service and reliability is key to winning customer trust in the freight transportation 

industry. Companies must prioritize tracking technology and providing transparent information to customers so 

they can follow the status of their cargo in real time. This increases customer satisfaction and strengthens the 

company's reputation for providing reliable service. The right revenue management strategy must take into 

account customer characteristics and preferences. Customers with less important loads requiring short-distance 

transportation tend to be more price-sensitive. Therefore, companies can adjust prices for this segment to remain 

competitive. 

On the other hand, customers with essential loads requiring high reliability are more willing to pay higher prices 

for quality-assured services. For this segment, companies can offer special service packages or delivery 

guarantees, which can increase revenue. It is also essential to maintain long-term relationships with loyal clients. 

Stable, predictable pricing for these clients is crucial in maintaining a good working relationship. Based on 

previous year periods or load characteristics, proper price segmentation can help companies set fair and 

competitive prices. Clear communication about price changes or additional policies is essential so clients feel 

valued and well-informed. By understanding customer characteristics and maintaining good cooperative 

relationships, companies can develop effective revenue management strategies, increase customer satisfaction, 

and strengthen their position in the industry. 

4. Conclusion 

The research results lead to several conclusions. Despite significant economic growth, the messaging sector has 

not been widely implemented. Second, although there is research in the cargo sector, not much of it focuses on 

the definition of performance indicators but instead on its specific dimensions. Third, the messaging and cargo 

transportation sectors have a high potential for the application, given their characteristics and conditions that 

meet the requirements. In the context of the companies studied, courier service companies have a rigid pricing 

structure and do not consider the year, while freight transportation companies have price ranges based on 

distance without utilizing historical information or demand per period to set prices. 

Furthermore, we discovered errors in data recording at freight transportation companies, leading to the loss of 

crucial information. We propose performance indicators for both sectors, drawing from indicators used in other 

industries. Freight companies create segmentation based on months of the year, days of the week, and distance 

groups to enable better pricing strategies. However, analysis of the indicator calculation graph shows that the 
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company does not sometimes charge a proportional price per kilometer traveled and does not segment by periods 

of the year. Thus, it is advisable to implement these practices to maximize company revenue.  
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