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The Freight
Nobody Wants
What 21 pallets of contaminated material, three calls that went

nowhere, and a fifteen-minute answer reveal about freight problems

with no standard route.
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Disposal, rejected freight & non-standard solutions

A U D I E N C E

Carriers, brokers, shippers & partners

Shift*Happens.

We solve it.
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E X E C U T I V E  S U M M A R Y

Most freight follows a standard route.
The value is in what happens when it doesn’t.
That small share is rare, urgent, and expensive—and it rarely fits anyone’s standard playbook.

I N  B R I E F

A disposal request is ordinarily a routine transaction. The carrier finds a facility, confirms it takes the

material, delivers, pays, and leaves. Most loads resolve exactly that way, and nobody writes about them.

A small number don’t. The material falls outside what a facility will accept—or the facility will accept it, but

not on terms the carrier can actually meet. From the driver’s seat, those two situations look identical: a no.

This paper examines one such case: a trailer holding 21 pallets and roughly 18 tons of material

rejected for rodent contamination, three facilities contacted without a workable path, and a driver

holding in Florida while the clock ran. WarehouseNow returned a workable disposal option fifteen

minutes after the customer reached out.

The problem: a “no” is rarely one thing

hen a facility turns down a load, the industry tends to hear it as a statement about capability—they can’t

handle this. In practice it is usually a statement about constraints, and the constraints vary enormously.

Some sites will not accept certain material classes under any circumstances. Some will accept the

material but take only payment methods a carrier doesn’t carry. Some have a receiving window that closed an hour

before the call. Some require the freight hand-unloaded by the driver, which one driver and twenty-one pallets

cannot accomplish alone.

Those are four different problems wearing the same word. They also have four different solutions—and a carrier

working down a list has no way to tell which one they just ran into. So they keep dialing, and every call costs the

same whether it was ever going to work or not.

21
PALLET S  ON  T H E  T RA I LER

~18
T ON S  OF  MAT ERIAL

3
F ACI L I T I ES  T RIED ,  NO  PAT H

15
MIN UT ES  T O  A  WORKABLE

OPT ION

What the waiting costs

F E D E R A L  R E S E A R C H  O N  D E T E N T I O N

$1B+ Annual reduction in earnings for for-hire commercial motor vehicle drivers in the truckload

sector, attributable to detention time, per a 2018 DOT Office of Inspector General study.

That figure describes ordinary loads waiting at ordinary docks. A rejected load with no destination at all runs the

same clock without the reassurance that it eventually stops: detention accruing, a trailer out of service, and driver

hours burning against a schedule that doesn’t care why the freight is parked.
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C A S E  S T U D Y  ·  R E J E C T E D  L O A D  D I S P O S A L

The load nobody would take
21 pallets, roughly 18 tons, rejected for rodent contamination—and a driver with nowhere to put it.

REJECTED  PALLET IZED  FREIGHT ,  HELD  PENDING  A  DISPOSAL  PATH  —  ILLUSTRAT IVE

A customer had a trailer they could not deliver and could not keep. The load had been rejected for

rodent contamination, which took every normal option off the table at once.

In this case, the rejected freight could not go back, be re-consigned to another buyer, sit alongside clean

inventory, or be salvaged. The only remaining path was disposal—21 pallets, roughly 18 tons—and the driver was

holding in Florida with the trailer loaded.

The customer worked the problem the way anyone would. They identified disposal facilities in the area and called

them. Three contacts later, they still had no workable path, and they came to WarehouseNow with the load

exactly where it had started.

S I T U A T I O N  S N A P S H O T

Rejected freight, no disposal path, driver holding

CARGO

21 pallets, ~18 tons

REASON  FOR  REJEC T ION

Rodent contamination

DR IVER  STAT U S

Holding, loaded trailer

PR IOR  AT T EM PT S

Three facilities contacted, no path secured

T IM E  TO  A  WORKAB LE  OPT ION

15 minutes from first contact

RESOLU T ION

Disposal option sourced and returned

What happened next is the useful part—not because the answer was clever, but because of where it was found. The

customer had not run out of facilities. They had run out of ways to tell one kind of no from another.

WAR EH OU SEN OW  ·  T H E  F R E I GH T  N OB OD Y  WAN T S C ASE  S T U D Y

3



R

A N A L Y S I S

Anatomy of a no
Three contacts, three different obstacles—only one of which was actually about the material.

ead individually, the three responses look like a market telling a customer that nobody wants this freight.

Read side by side, they say something else entirely. Each call failed at a different gate, and the gates are not

equally hard to clear.

The first facility would take the material. What it would not take was the carrier’s payment method—it accepted

cash or check, and the carrier needed to settle by Comcheck. It also had a same-day receiving cutoff and required

the driver to hand-unload, with lumpers available at additional arrangement. The material was never the issue.

The terms were.

The second facility never responded. A voicemail was left; nothing came back. Whether that site could have

handled the load remains unknown, and unknown is operationally identical to no when a driver is sitting.

The third was the only genuine material refusal: it does not accept that class of material at all. No arrangement

would have changed the answer.

WHERE  EACH  CONTACT  FAILED  —  MATER IAL ,  PAYMENT ,  HOURS,  LABOR

Only one of the three was a “no” about the freight. The others were a

payment mismatch and an unreturned call.

The distinction matters because it changes what the next move should be. A material refusal means stop calling

similar sites. A payment mismatch means keep the site and change the instrument. An unreturned call means

escalate, not abandon. A customer without that read has no option but to treat all three the same way: dial the next

number and hope.
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R E S O L U T I O N

Fifteen minutes
The customer needed a site that cleared four gates at once. Finding it meant knowing which gates existed.

WarehouseNow started from the constraints rather than the phone book: what the material was, how

the carrier could pay, when the driver could arrive, and who would put hands on the freight.

Defined that way, the search narrows fast. The question is no longer “which facilities are nearby”—a list the

customer had already exhausted—but “which facilities accept this material class, on these commercial terms,

inside this window, with unload labor that doesn’t depend on one driver.” That is a far smaller question, and a

network built on vetted facility relationships answers it better than a search result can.

A workable disposal option was sourced and returned to the customer fifteen minutes after they reached out

—following three contacts of their own that had produced none.

The facility was always out there. What the customer didn’t have was a fast

way to find it.

That gap is exactly what WarehouseNow is built to close. Not access to a site no one else could reach, but the

distance between a customer saying “nobody will take this” and a customer having somewhere to take it. Fifteen

minutes is also not a record set for this load; it is the standing response commitment, which is a different and

more useful claim. A one-time heroic save is an anecdote. A repeatable interval is something a carrier can plan

around.

I NBO UND Customer brings the load to WarehouseNow after three contacts fail to produce a

workable path.

CONS TRA I NT  MAP P I NG Material class, payment method, receiving window, and unload labor identified as the

four gates that all had to clear.

SOURC I NG Network worked against those constraints rather than by proximity alone.

+1 5  MI NUTE S A workable disposal option sourced and returned to the customer.

Why the customer couldn’t get there alone

None of this reflects poorly on the customer. They were doing the correct thing with the tools available: identify

nearby facilities, call them, ask. The method fails not because the caller is unskilled but because the information

needed to succeed—which sites flex on payment, which have late receiving, which keep unload labor on hand,

which may accept material not clearly addressed in published policies—is not published anywhere. It lives in

relationships, and relationships take longer to build than a stranded driver can wait.
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I M P L I C A T I O N S

What this case demonstrates
The advantage isn’t having an answer for every situation. It’s having a way to find one when the standard

route is closed.

Disposal is a useful lens precisely because it is unglamorous. Nobody keeps a disposal vendor on speed

dial. It comes up rarely, it comes up urgently, and it comes up when something has already gone wrong.

Three takeaways for carriers and brokers

01
Sort the types of no

A material refusal, a payment

mismatch, a closed window, and

an unreturned call are four

different problems. Treating them

as one turns a solvable list into a

dead one.

02
A facility isn’t a solution

Acceptance policy, commercial

terms, receiving hours, and

unload labor all have to line up on

the same load. Any one of them can

stop a delivery that was otherwise

fine.

03
Keep one number for the

tail

Routine freight doesn’t need a

partner. The rare, ugly, time-

sensitive exception does—and that

is exactly when nobody has a list

ready.

The broader pattern

Across freight, the expensive problems are seldom the ones with no solution anywhere. They are the ones where

a solution exists but can’t be located fast enough to matter. Rejected loads, salvage, reworks, transloads, mobile

wreckers, disposals—different services, one shape: something fell outside the standard route, and the clock

started.

WarehouseNow does not promise that every situation has an answer. What it offers is a network and a method for

finding one quickly when the obvious path is closed—so customers can get to a workable option faster instead of

continuing down a list. In this case that took fifteen minutes, which is the response commitment rather than the

exception to it.

One call. Thousands of trusted facilities.

Reworks, cross-docks, transloads, storage, disposals, salvage, and mobile wreckers &

lumpers—coordinated nationwide, with a 15-minute-or-less response. No contracts.

No minimums.

R EQU ES T S

requests@warehousenow.com

PH ON E

(630) 277-9687

WEB

warehousenow.com

Customer, ca rrier, and  faci l it y names have  been  omit ted. Load  figures, sequence , and  response  t ime  reflect  interna l  records for  a  single  disposa l

engagement ;  the  i l lust ra t ion  on  page  3  and  the  diagram on  page  4  a re  schema t ic. The  detent ion  figure  on  page  2  is from a  2018  U.S . DOT O ffice  of

Inspector  Genera l  study, as summa rized  by FMCSA, “Impact  of Driver  Detent ion  Time  on  Sa fety and  Opera t ions” (fmcsa .dot .gov).
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