The Art of The Deal With 10 Wheels: A Study Guide
Quiz
Answer the following questions in 2-3 sentences each.

According to Michael Thomas, what is the most crucial decision a logistics
entrepreneur must make before anything else? Why is this decision so
important?

Explain the significance of the "first deal" in the logistics industry as
described in Chapter 2. What should this deal teach a new operator?

In Chapter 3, what are the two key elements a successful logistics operator
must understand about their operating region? Why are both important?

Describe what Michael Thomas means by the "Million-Dollar Handshake" in
Chapter 4. Who is a key player in this concept, and why?

According to Chapter 5, why is simply having an MC number not the same
as having a successful logistics business? What should an operator focus
on instead?

Explain the core principle behind "The Art of Passive Trucking" discussed
in Chapter 6. What is a key element for scaling this model?

What is the "Driver-Broker Hybrid" model described in Chapter 7? What are
the potential benefits of adopting this model?

Why does Michael Thomas emphasize "building the deal, not just the load"
in Chapter 8?7 What are the negative consequences of primarily focusing on
the spot market?

|dentify three of the "10 Wheels" outlined in Chapter 9 that Michael Thomas
believes are essential for scaling a logistics business effectively. Briefly
explain the importance of each.

Explain the "Triangle of Power" concept introduced in Chapter 11. What are
the three corners of this triangle, and why is understanding this model
important?



Quiz Answer Key

The most crucial decision is determining the type of operator one will be:
building a transactional gig or establishing a freight asset for long-term
growth. This decision is foundational because it dictates the entire
trajectory of the business, influencing everything from lane selection to
equipment financing.

The "first deal" is the moment a logistics startup shifts from mere activity to
strategic income generation. It teaches the operator how income flows in
logistics, including who pays, how often, and where the profit margin truly
lies, forming a scalable model.

The two key elements are "The Where" (geographic advantage,
understanding freight flow and demand in a region) and "The Who" (the
human element, identifying key decision-makers like brokers and shippers).
Understanding both allows operators to strategically position themselves
for consistent freight and build crucial relationships.

The "Million-Dollar Handshake" refers to building strong, trust-based
relationships, particularly with drivers, treating them as business partners.
Drivers are the frontline of the operation and can unlock significant
opportunities through their performance, intelligence, and referrals.

Simply having an MC number is just permission to operate, not a guarantee
of income. Operators should focus on creating consistent revenue through
freight partnerships, contracts, and leveraging their authority to build value
and attract further opportunities.

The core principle of "The Art of Passive Trucking" is to create a system
where trucks generate income consistently, even without direct owner
involvement. A key element for scaling this model is owning the
management company, allowing for the replication of successful systems
with investor-owned equipment.

The "Driver-Broker Hybrid" model involves operating both as a carrier
(owning trucks) and as a freight broker (arranging transportation for others).
This model offers increased control over revenue, volume, and scaling by
allowing operators to move freight with their own assets and also facilitate
the movement of other carriers' freight.



Focusing solely on chasing individual loads in the spot market leads to
inconsistency and instability. Building a deal means establishing strategic,
repeatable lanes with reliable shippers, creating predictable cash flow and
a more sustainable business model.

Three of the "10 Wheels" are: New Trucks (essential for uptime, brand
protection, and shipper confidence), Driver Qualification Files (DQF)
(ensuring compliance and avoiding costly penalties), and A Cloud-Based
TMS (Transportation Management System) (providing essential tools for
managing operations, tracking, and data analysis).

The "Triangle of Power" consists of Shippers (those with freight to move),
Carriers (those with the trucks and drivers), and the Strategist (the deal-
maker who aligns shippers and carriers to create repeatable lanes).
Understanding this model helps operators engineer revenue by focusing on
the interdependencies and how securing one corner can influence the
others.

Essay Format Questions

Michael Thomas argues that clarity is the most significant factor separating
successful logistics entrepreneurs from struggling ones. Analyze this
statement, drawing on examples and principles from the provided text to
support your argument.

Discuss the concept of "building a deal" versus "moving a load" as
presented by Michael Thomas. How does this shift in mindset impact the
potential for growth and stability in a logistics business?

The importance of relationships is a recurring theme throughout "The Art of
The Deal With 10 Wheels." Explore the different types of relationships
emphasized in the text and explain how cultivating these relationships
contributes to success in the logistics industry.

Analyze the "Driver-Broker Hybrid" model as a strategy for scaling a
logistics operation. What are the advantages and potential challenges of
implementing this hybrid approach based on the provided excerpts?

Michael Thomas emphasizes the transition from a reactive, load-chasing
mentality to a proactive, strategic mindset in logistics. Discuss the key
elements of this strategic approach as outlined in the text and explain how



adopting this mindset can lead to long-term success and potential exit
opportunities.

Glossary of Key Terms

MC Number (Motor Carrier Number): A unique identification number
assigned by the Federal Motor Carrier Safety Administration (FMCSA) to
companies that operate commercial vehicles transporting passengers or
federally regulated commodities in interstate commerce.

DOT Number (Department of Transportation Number): A number
assigned by the FMCSA to commercial vehicles operating in interstate
commerce. It serves to identify the vehicle's operator for safety compliance
purposes.

Load Board: An online marketplace where brokers and shippers post
loads available for transport, and carriers can search for freight.

Shipper: An individual or company that has goods needing to be
transported.

Carrier: A trucking company or owner-operator that transports freight.

Broker: A company or individual that arranges the transportation of freight
for shippers, using carriers to move the goods. They do not typically own
their own trucks.

Deal: In the context of the book, a structured and strategic agreement,
often involving consistent lanes, reliable partners, and clear terms for
mutual benefit, rather than a one-off transaction.

Lane: A specific and regularly traveled route between two points for freight
transportation.

Freight: The goods or cargo being transported.

Dispatcher: An individual who manages the day-to-day operations of
trucks and drivers, including assigning loads, routing, and communication.

TMS (Transportation Management System): Software used to manage
and optimize transportation operations, including dispatch, tracking,
invoicing, and reporting.



Passive Income: Income generated with minimal active involvement from
the owner or operator, often through systems and management structures.

Compliance: Adherence to federal and state regulations governing the
trucking industry, including safety, hours of service, and vehicle
maintenance.

CSA (Compliance, Safety, Accountability): An FMCSA program that
measures and tracks the safety performance of motor carriers and drivers.

ELD (Electronic Logging Device): Technology mandated for most
commercial drivers to automatically record their driving time and other
hours-of-service data.

Rate Confirmation: A document confirming the agreed-upon rate and
terms for a specific freight load between a broker/shipper and a carrier.

Spot Market: The market for immediate freight transportation needs, often
characterized by fluctuating rates and less predictable volume.

Backhaul: The return trip of a truck after delivering a load, often looking for
freight to avoid traveling empty.

Deadhead: Operating a truck without hauling any freight, resulting in lost
revenue and increased cost per mile.

RPM (Revenue Per Mile): The total revenue generated by a truck or fleet
divided by the total miles driven.

CPM (Cost Per Mile): The total operating costs of a truck or fleet divided
by the total miles driven.

SOP (Standard Operating Procedure): A set of written instructions that
document the routine or repetitive activities followed by an organization.

EBITDA (Earnings Before Interest, Taxes, Depreciation, and
Amortization): A measure of a company's operating performance.

3PL (Third-Party Logistics): A company that provides outsourced
logistics services, such as warehousing, transportation, and distribution.



