
SUNRISE, FLORIDA

The first trucking shipment using blockchain 

and a smart contract has been made. The ship-

ment was made using dexFreight, a decentral-

ized logistics platform. The shipment was a  

5,320-lb frozen food load hauled from Preferred Freezer 

Services in Medley, Fla., to Manny’s Enterprises in Sun-

rise, Fla., on Oct. 15. The load was delivered by Arel 

Trucking.

The smart contract was secured by Bitcoin. Funds for 

the transaction were held in escrow by the smart con-

tract on the RSK smart contract platform, and were auto-

matically released to the carrier upon delivery.

“This is a huge milestone towards an imminent trans-

formation of the logistics industry through the adop-

tion of blockchain technology,” said Rajat Rajbhandari, 

CEO and co-founder of dexFreight. “Our platform aims 

for a truly decentralized model, open to all the stake-

holders, and allowing for a new world of services that 

will bring much needed optimization and liquidity to 

this industry.”

“With the use of smart contracts, companies like dex-

Freight can transfer value and assets between parties 

on our platform,” added Diego Gutierrez, CEO of RSK. 

“With a defined set of rules, in this case for logistics, 

all participants know that their business needs will be 

fulfilled without anyone altering their agreement or 

changing the rules.”

dexFreight says it will offer unprecedented transpar-

ency, accountability, and trust within the supply chain. 

“dexFreight solves the issue of false documentation 

by making our transactions with shippers completely 

transparent, and so we can get paid for the service we 

provided,” said Robert J. Julia, CFO, Arel Trucking. “This 

technology is the way of the future for the whole truck-

ing industry.”

The blockchain concept emerged amid a “mashup” of 

maturing technologies, explained Ken Craig, vice-pres-

ident of special projects at McLeod Software, during a 

presentation at the American Trucking Associations’ 

Management Conference & Exhibition in October. The 

internet improved, peer-to-peer networks and dis-

tributed databases strengthened, computing speeds 

increased, storage costs dropped, and cryptography 

advanced.

Blockchains build on it all, offering a tool for partic-

ipants to share documents – a general ledger of sorts. 

While blocks of information can be added, none of the 

interconnected pieces can be changed or deleted.

“Blockchain is a fairly complicated technology,” Craig 

admitted, noting how people grasp onto concepts they 

tend to understand best. But it essentially establishes a 

continuous, comprehensive chain of individual trans-

actions known as blocks.

In trucking, that infrastructure could support secure 

transactions and communication, smart transportation 

contracts, and even autonomous vehicles and main-

tenance, said Brad Taylor, vice-president of data engi-

neering, artificial intelligence, and machine learning 

at Omnitracs.

Walmart, for example, has developed a blockchain 

to establish a chain of custody for perishable products 

as they move through the supply chain. “This is a good 

thing for us,” Craig said. “This will help us define the 
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The jig may be up for drivers and car-

riers operating under the Driver Inc. 

model.

The Canada Revenue Agency 

(CRA) and Employment and Social 

Development Canada (ESDC) have 

clarified how they will treat drivers 

who incorporate themselves and 

operate company-owned vehicles, 

the so-called Driver Inc. model.

The Canadian Trucking Alliance 

(CTA) has fought the expanding 

practice, as it opens the door to the 

possibility of widespread tax manip-

ulation, since no source deductions 

come off the driver’s pay. CRA has 

agreed, acknowledging that if an 

individual incorporates, but has no 

labor characteristics that are differ-

ent than an employee – for example, 

working exclusively for one employer 

or not having registered any equip-

ment assets – that person is then 

deemed a Personal Service Busi-

ness (PSB).

Under  
attack
Controversial  

Driver Inc. business 

model faces scrutiny
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Freight Frenzy

How busy has 2018 been? Advance results from our annual Transportation Buying Trends 

Survey shows almost two thirds of Canadian shippers increased their freight volumes in 2018 

compared to the previous year. And almost a quarter kept their freight volumes on pace with 

2017, which was a strong freight volume year itself. Buoyant freight volumes are expected to 

continue into next year with 6 in 10 Canadian shippers expecting further increases in their freight 

traffic and more than a third expecting the pace to stay the same. 

Shipment volumes are higher than expected in 2018.  

Can it continue into next year?
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The future of urban delivery

Editorial
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The way people move in cities is rapidly 

changing, and so too, will the way that 

freight moves. I was in Austin, Texas 

last month for the American Trucking 

Associations Management Conference 

& Exhibition and was taken aback by 

the popularity of motorized scoot-

ers, which were available for use all 

throughout the downtown core.

These scooters weren’t just being 

used by skaters and hipsters. Business-

people from the conference used them 

to scoot to and from their hotel, and I 

was soon convinced to give it a try. The 

scooters can be signed out by using an 

app to scan the QR code, and must be 

returned to approved locations.

You can zip along dedicated bike 

lanes or on the street at 20 mph and 

get where you’re going without break-

ing a sweat. I was just getting used to 

Uber, and now the next big urban peo-

ple-moving trend had emerged. In fact, 

Uber earlier this year acquired Jump 

Bikes, and plans to offer bikes and 

scooters through its app.

Ryan Rzepecki, founder and chief executive 

officer of Jump, told Bloomberg Businessweek, 

“There’s going to be a lot of innovation in terms 

of what types of electric vehicles are out there. 

It’s clear that to go a couple miles, you don’t need 

a 2,000-lb lump of steel.”

It begs the question: Does freight really need 

to travel downtown within 53-ft van trailers? 

Innovation in so-called last mile deliveries has 

been slower to come to the freight industry than 

in the people-moving business. But it’s coming.

UPS has been testing a custom-made cargo 

bike in Toronto and other cities. The pedal-pow-

ered bikes are 2.8 meters long and 1.2 meters 

wide, weighing 477 lbs unladen with a payload 

capacity of 897 lbs. It can carry up to 50 parcels. 

Solar panels power the headlights, tail lights, 

and turn signals. 

“The current pedal-powered model is the first 

step toward what we hope will become a viable 

model for urban deliveries,” Aylin Lusi, vice-presi-

dent of public affairs with UPS Canada said when 

the bike was first announced. “Our goal is to test 

deliveries with e-assist bicycles; however, provin-

cial regulations limit the ability to do so today.”

Manoella Wilbaut, head of sustain-

ability with DHL, is also bringing fresh 

thinking to the concept of urban goods 

movements. One initiative is the devel-

opment of urban micro-depots – small, 

centrally-located distribution points – 

which will be shared with competitors. 

DHL is also experimenting with the 

City Hub concept, and Cubicycles for 

downtown deliveries. Containers a 

cubic meter in dimension can be deliv-

ered to the city and installed on Cubi-

cycles or Cubivans for the final mile.

How effective will these concepts be 

and to what extent will they disrupt 

the traditional urban delivery mod-

els? Will they spell the end of the 53-ft 

van trailer in busy urban centers? Only 

time will tell. But the way goods are 

moved in cities is about to undergo a 

transformation. This will create both 

challenges and opportunities for tra-

ditional freight haulers. TN

James Menzies can be reached 

by phone at (416) 510-6896 or by 

e-mail at james@newcom.ca. 

You can also follow him on Twitter 

@JamesMenzies.



8  Truck News • December 2018

Business

Earning the CCLP® designation is easily the single best thing you 
can do to boost your career prospects. It can set you up for better 
pay, more advancement opportunities, and a range of management 
pathways and options across the sector. Plus, you’ll develop 
and demonstrate cross-functional capabilities that can deliver 
better business results—and more personal job protection. 
Depending on your background, your CCLP designation 
might be within closer reach than you think. Call or click  

www.citt.ca/cclp • 416.363.5696 

What’s the  
most rewarding  
career decision  
you’ll ever make?

Your best choice for 
complete career-long 

 
in supply chain logistics 

®CCLP

Winter Courses 

Start January 21

OPTIMIZE YOUR 
TRUCKING OPERATION
IPS Invoice Payment System knows trucking. We have developed the tools to help you identify necessary cost 

11 - 1535 Meyerside Drive, Mississauga, ON  L5T 1M9
TF 1.888.503.4528  |  T 905.670.4838  |  F 905.670.4221

C
A
S
H

T
R
A
C
K
E
R

S
A
L
E
S

T
R
A
C
K
E
R

F
IN

A
N
C
IN

G

C
V

O
R

T
R
A
IN

IN
G

C
P
M

Infrastructure 
and the cost 
of doing  
nothing
By James Menzies

AUSTIN, TEXAS 

Everyone knows the U.S. economy 

is humming, so the popular All 

Eyes on the Economy session at the 

American Trucking Associations 

(ATA) Management Conference & 

Exhibition was replaced this year 

with discussion of a topic that’s not 

so upbeat: infrastructure.

This year’s conference featured a 

roundtable discussion on: The Cost 

of Doing Nothing: Why We Need Infra-

structure Investment Now. Rebecca 

Brewster, president and chief oper-

ating officer of the American Trans-

portation Research Institute (ATRI), 

first drew attention to the cost that 

congestion is inflicting on the truck-

ing industry. 

In 2016, lost productivity due to 

traffic congestion totaled 1.2 bil-

lion hours, equal to 425,000 trucks 

going nowhere for the entire year, 

she explained. This equates to 

US$74.5 billion in lost productiv-

ity. The states of Texas and Florida 

led the way, but it’s a nationwide 

“urban phenomenon,” Brewster 

said, with 90% of congestion costs 

coming in urban areas. The worst 

city in the U.S. to operate a truck 

based on congestion is Atlanta, Ga., 

where trucks average during rush 

hour 25 mph in an area with a 55 

mph speed limit. 

Unfortunately, the situation is 

bound to get worse as supply chains 

evolve, according to Bob Costello, 

chief economist with the ATA. 

While total retail sales are flat, 

e-commerce sales are rising, and 

have increased 2,100% since 2000. In 

2000, the share of e-commerce was 

less than 1% of all retail sales, but 

today it’s 9.6%. When excluding cars 

and gas – items that can’t be bought 

online – it’s roughly 16%. 

“This is adding a lot of conges-

tion in major metropolitan areas, 

because of this changing sup-

ply chain,” Costello explained. He 

noted the trucking industry’s aver-

age length of haul is decreasing, 

from just under 800 miles in 2000 

for dry van truckload shipments, to 

an average of just 500 miles this year 

– a 33% reduction. For the first time 

since data has been tracked in the 

early ’90s, the average length of haul 

in some months this year has been 

less than 500 miles. Shorter hauls 

and more frequent shipments are 

adding to congestion in cities.

This is also having a negative 

effect on drivers, and the industry’s 

ability to recruit new blood.
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“Nobody likes sitting in traffic,” 

Costello said, noting driver turnover 

at large truckload fleets reached an 

annualized rate of 98% in the sec-

ond quarter. 

For this reason, Costello said 

the driver shortage is not likely to 

improve in the short-term. 

“If things don’t change – and I 

think they will because they have 

to – we could be 176,000 (drivers) 

short by 2026,” Costello said. “If we 

do that, not only is our industry in 

for a lot of hurt, the economy is in for 

a lot of hurt. Right now, it’s an oper-

ational hardship for fleets. If we ever 

get to that point, that’s when we will 

go to stores or go online, and they 

can’t get it to us or they don’t have 

the product.”

This year, the U.S. driver shortage 

is forecasted to be about 63,000 driv-

ers, Costello noted.

Another ref lection of con-

gestion’s toll on trucking, is the 

monthly decline in miles per truck. 

The number of loads is increasing, 

while trucks are putting on fewer 

miles, a reflection of shorter trips 

and longer wait times at loading/

unloading facilities. This also makes 

it more difficult for fleets to project 

their operating costs. Brewster said 

ATRI examined a 40-mile route near 

Atlanta. Depending on the time of 

day, that route could take between 

40 and 93 minutes. She said regula-

tors should consider the benefit of 

more flexible hours-of-service rules, 

so drivers can better avoid peak traf-

fic times.

“What if a driver could take a break 

outside Atlanta for four hours, then 

come through at a more advantageous 

time when they can drive through the 

city at a better speed because of less 

congestion?” she asked. Considering 

a split sleeper berth provision that 

would allow the driver to take four 

hours in the sleeper, Brewster said 

that driver would log 45.5 minutes 

less drive time. 

Government must also assist by 

providing more safe truck park-

ing, Brewster said. She mentioned 

an ATRI driver survey that found 

36.5% of respondents parked in 

unauthorized areas three to four 

times a week, while only 10.8% said 

they never did. 

“I think this reflects a much, much 

bigger problem for this industry,” 

she said. 

Drivers spent, on average, 56 

minutes per day seeking parking 

spots, which costs drivers US$4,600 

per year. 

“On average, those drivers are giv-

ing up about an hour a day of pro-

ductivity just because they’re afraid 

they’re not going to find a place to 

park down the road,” Brewster 

pointed out.

Infrastructure also includes ports 

of entry, and Costello said interna-

tional trade continues to grow. 

“We need to have enough capac-

ity and infrastructure at our bor-

ders,” he said. This year, there will 

be 12.3 million commercial truck 

border crossings at the northern 

and southern borders of the U.S., 

up from 9.3 million in 2009 – a 32% 

increase. In 2017, for the first time, 

there were more truck border cross-

ings at the southern border than 

the northern one. The top three 

border crossings between the U.S.  

and Canada handle 57% of total 

crossings. 

Commercial truck border cross-

ings between the U.S and Canada 

require 20,234 U.S. jobs, of which 

13,366 are truck drivers. Trade 

across the U.S. borders with Canada 

and Mexico accounted for US$2.81 

billion in 2017, Costello noted.

The roads must also be main-

tained, and panelists advocated for 

fuel taxes as the fairest way to raise 

the funds needed. 

Tonn Ostergard, CEO of Crete 

Carrier, said the average motorist 

loses $600 a year due to the higher 

maintenance and vehicle operating 

costs resulting from rough roads. 

The cost of congestion adds another 

$960 a year in annual costs to the 

everyday motorist. 

“I can tell you, with our trucks it’s 

much more than that,” he said.

Road tolls are not endorsed by the 

U.S. trucking industry.

“Tolls are just a tax in disguise,” 

Ostergard said. “The fuel tax is the 

most efficient way to collect that.”

He added a fuel tax increase of 20 

cents per gallon would cost every 

tractor-trailer about $2,100 per 

year. TN
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AUSTIN, TEXAS 

The U.S. Federal Motor Carrier 

Safety Administration (FMCSA) is 

committed to fast-tracking a review 

of the hours-of-service rules.

Jim Mullen, chief counsel for 

the FMCSA, gave attendees at the 

American Trucking Associations 

(ATA) Management Conference & 

Exhibition, an update on the agen-

cy’s review of the hours-of-service 

(HoS). The regulations are under 

review after the electronic logging 

device (ELD) mandate virtually 

eliminated cheating and allowed 

the agency to get a more accu-

rate look at how the regulations 

are working.

Mullen said the FMCSA has been 

listening to the industry, through 

listening sessions across the coun-

try, and the 5,200 comments that 

were submitted in response to 

an advanced notice of proposed 

rulemaking (ANPRM). The ANPRM 

precedes a notice of proposed 

rulemaking (NPRM), and the com-

ment period for that ANPRM closed 

several weeks ago. Mullen said the 

administration will respond to 

each of those comments, though 

not individually. 

“What we are doing now is going 

through all 5,200 comments and 

we will and must reply to all 5,200 

comments in one shape or form,” 

he explained.

If, after those comments are 

reviewed, the FMCSA decides 

to proceed with changes to the 

hours-of-service rules, it will issue 

an NPRM, which will detail those 

proposed changes. Another com-

ment period will follow. It can be a 

lengthy process.

“When we started this process, 

we had an internal dialogue on how 

long does it take to get a rulemaking 

from start to finish?” Mullen said. 

The conclusion was 36-40 months. 

“That’s not going to work,” Mullen 

said. “We are expediting this pro-

cess – we’re not giving up any of 

the diligence, but we have suffi-

cient studies already conducted in 

the past.”

He would like to see any changes 

finalized within 12-14 months. Five 

aspects of the hours-of-service 

rules are currently under consid-

eration for updates. They include: 

whether to eliminate or modify 

the 30-minute rest requirement; 

whether to allow more f lexibil-

ity in splitting sleeper berth time; 

whether to change the definition 

of shorthaul from 100 miles to 150 

miles; to better define adverse driv-

ing conditions and to potentially 

allow added time to apply to the 

14-, 60-, and 70-hour clock; and 

whether to allow drivers to stop 

the clock within their 14-hour day 

and add those hours back to create 

a 17-hour day. 

“We are trying to get through 

this as quickly as possible without 

jeopardizing the integrity of the 

process,” Mullen said. “We want to 

make sure the regulated industry 

and other stakeholders know we are 

moving along.”

Mullen encouraged attendees to 

monitor the FMCSA website and 

social media for updates. TN  
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By James Menzies

MISSISSAUGA, ONTARIO

Shippers want more capacity and 

truckers want to give it to them. But 

new trucks don’t come from the fac-

tory with a driver installed, so both 

shippers and carriers are having to 

work together to make do with what 

they have.

The Surface Transportation Sum-

mit’s annual shipper-carrier round-

table was a cordial affair, with both 

shippers and carriers acknowledging 

the need to collaborate.

“Cost reduction is always an ongo-

ing opportunity for everyone,” said 

Charles Daharry, transportation 

manager, Lowe’s Canada. “We can’t 

do that alone. We work very closely 

with our carrier partners to look at 

how to optimize the supply chain 

and find opportunities to increase 

efficiencies together.”

Carriers represented on the panel 

admitted they’re having to be selec-

tive as to which customers they 

award their limited capacity to. 

“Demand is growing too fast from 

one day to another, and we had to 

keep capacity for our core clients,” 

said Tracey Raimondo, vice-presi-

dent, sales and logistics for Norman-

din Transit.

Jim Peeples, president, Challenger 

Group of Companies, agreed. 

“All participants in the supply 

chain need to work together to 

improve efficiencies. In the case of 

the customers I deal with, I’ll pro-

vide all the capacity they need if 

they include me in their business 

processes,” he said. Too often, he 

added, inefficiencies simply get 

kicked down the road. 

Fleets aren’t adding new capacity 

because, while it’s easy to buy more 

equipment, it’s proving difficult to 

find qualified drivers. 

“The spend on recruitment and 

retention is higher than it’s ever 

been, and the retention piece is 

going to be a really big aspect going 

forward,” said Doug Sutherland, 

vice-president, Sutco Transporta-

tion Specialists. 

“You have a strong spot market, 

don’t go chase that,” he advised. “Stay 

with the customers that have been 

with you a long time and build that 

relationship.”

Raimondo agreed: “We are defi-

nitely aiming to give capacity to our 

core clients, but at the same time 

it’s going to be very hard for us to 

increase capacity right now. There 

is a shortage of labor in every aspect 

of our business now.”

These comments are the culmi-

nation of several years of warnings 

from carriers during this annual 

roundtable discussion. Carriers on 

the panel repeatedly implored ship-

pers to work with them to eliminate 

inefficiencies and to understand that 

carriers’ operating costs are continu-

ously rising while rates are not keep-

ing pace. There’d be a day of reckon-

ing, they warned, and that day has 

clearly arrived. 

Martin Pede, manager of zinc sales 

and service with Hudson Bay Min-

ing, acknowledged shippers have 

a role to play and must work more 

closely with their carriers.

“The RFP (Request for Proposal) 

has become more fluid and it needs 

to be more collaborative to ensure 

shippers’ needs are going to be met,” 

he said. “Shippers need to provide 

consistent volumes and informa-

tion and can’t just draw a line in the 

sand. The RFP model is probably 

never going to go away…but the rela-

tionship aspect with carriers – espe-

cially truck carriers – has to become 

more ingrained in how the shippers 

approach the truck carrier market 

in this environment.”

Even when all the obvious ineffi-

ciencies have been eliminated from 

the system, there is still a need for rate 

increases, according to Raimondo.

“I’m sure we all agree that in the 

last decade, truckload rates have 

been too low and increases were long 

overdue,” she said. “We just have to 

find a way to be fair to both sides.”

Sutherland said he feels the 

strengthening economy brought 

“equilibrium” to pricing.

“Now that we’ve gotten to this 

level it’s understanding the increases 

year-over-year and having that hon-

est conversation with your shippers,” 

he said. “When we sit down and talk 

about capital costs and exchange 

rates, they understand it because 

there is transparency there. When 

you just say ‘This is what the new 

rate is,’ that’s not going to go over 

as well.”

Daharry admitted shippers don’t 

like discussing rate increases, “how-

ever it is a reality,” he added. “I don’t 

believe the rate increase discussion 

should be a shock. You should be 

meeting with your carrier partners 

on a regular basis. There should be 

regular, ongoing discussions collab-

orating together and understanding 

what the carriers’ needs are.” TN

Carriers giving capacity to best customers
Driver shortage putting a lid on fleet expansion
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It’s the science
Performance Innovation Transport:  

10 years and 301 fuel consumption tests

By Carroll McCormick

BLAINVILLE, QUEBEC

Left unfettered to do its job, science 

will perform amazing feats, and 

this is just what the researchers at 

Performance Innovation Transport 

(PIT) Group, with the enthusiastic 

support of its member fleets, truck-

ing schools and government agen-

cies, have done.

In 2008, FPInnovations, an inde-

pendent Canadian forestry research 

institute, founded PIT Group, with 

the mandate to test technologies 

and techniques with the claim or 

the potential to reduce fuel con-

sumption. (The year before that was 

the genesis of PIT, with track trials, 

dubbed Energotest, of some aero-

dynamic accessories conducted at 

the request of Groupe Robert and 

Cascades, with the wise proviso by 

Transport Canada that FPInnova-

tions, with decades of expertise in 

testing technologies, design and run 

the trials).

Since then, PIT has carried out 301 

tests during a score or so of spring 

and fall Energotest fuel consumption 

trials, totaling around 150 track days 

on Transport Canada’s test track in 

Blainville, Que. The technologies 

tested range from aerodynamic add-

ons, air intake, engine and fuel addi-

tives, and lots and lots of tires. Tech-

niques tested include stop-and-go 

urban duty cycles, fuel consumption 

tests, fuel consumption at different 

speeds, disconnecting the second 

drive axle, and platooning, where 

three rigs travel in tight formation.

Specialized equipment PIT has 

acquired along the way includes 

a portable emissions measuring 

system, thermal sensors for reef-

ers, dynamic testing equipment, 

research grade flowmeters and a rare 

towing dynamometer that lets PIT 

simulate downhill and uphill driv-

ing with different weight loads, from 

zero to 200,000 pounds.

What is common to all of these 

tests that makes PIT so important 

to the trucking industry? Well, at 

a gathering this October in Mon-

treal to pay tribute to PIT’s 10 years 

of action, an FPInnovation staffer 

asked me, “What, to you, is the 

most important thing about PIT?” 

My instant answer, one I have sworn 

by since the day I heard about that 

first upcoming Energotest in 2007, 

was, “It’s the science!”

Before PIT, there were fleets that 

valiantly tried to measure what 

methods and products could save 

fuel. People expert at their day 

jobs created tests, of a sort, but 

they were out of their depth play-

ing backyard scientist; the flaws 

in their home-baked methodology 
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No appointment necessary

were usually large enough to drive 

a tandem rig through.

Enter FPInnovation and PIT, with 

scientists, technicians, trucking 

industry experts and administrators 

capable of running top-quality tests 

under tightly controlled conditions. 

Specifically, PIT decided to run the 

Energotest trials to conform to the 

letter of the SAE J1321 Joint TMC/SAE 

Fuel Consumption Test Procedure - 

Type II, Recommended Practice.

In the words of PIT researcher 

Marius Surcel, “We have the most 

rigorous procedure for conducting 

the testing exactly according to the 

procedures.” 

The result is that PIT has become 

a destination for vendors with prom-

ises for sale, and a trusted source of 

information about what works and 

what does not, from PIT’s storehouse 

of research results. 

As Christopher Trajkovski, the 

vice-president of maintenance with 

Bison Transport, told the masses at 

PIT’s fifth anniversary party, “Hav-

ing PIT do the testing frees us up 

to stick to our core competence, to 

make prudent capital decisions.”

“The trials give industry-wide 

validity to the tests,” added Andrew 

Smith, the CEO of Advanced Tran-

sit Dynamics in Solana Beach, Cali.

Membership fees fund the PIT 

research. In return, members have 

exclusive access to its research 

results. Members also propose ideas 

for PIT’s testing programs – a well-

spring that shows no sign of run-

ning dry, according to Marc Trudeau, 

industrial consultant/researcher, PIT. 

“Every year we think that we will 

run out of ideas. We look at the past 

and we think that it will be difficult 

to do better. Sure enough, our mem-

bers are coming up with a ton of new 

ideas every year. We have over 100 

proposals (a year) on average.”

PIT also develops and runs 

in-house tests. They include speed (92 

km/h vs. 98 km/h); trailer skirts for 

28.5-ft. B-train van pups; rpm (1610 

vs. 1400); tire pressure 120 psi versus 

100 psi for four-axle van semi-trail-

ers; impact of engine programming 

on fuel consumption (400 hp at 98 

km/h vs. 450 hp at 105 km/h); high 

profile tires (11R22.5 vs. low profile 

275/80R22.5 tires); and a rear deflec-

tor for tanker semi-trailers.

PIT has been expanding into the 

U.S. Activities include tests at US 

Express, and the launch of PIT Crew 

USA, which is a program for American 

fleets that want, for example, access to 

PIT testing expertise and data.

What does the future hold for PIT? 

A lot, it would seem. 

PIT is involved in many things; ie. 

electronic logging device verifica-

tion, Fleet Efficiency Review audit-

ing services, and telematics.  TN
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By James Menzies

AUSTIN, TEXAS 

Daimler Trucks North America 

(DTNA) is projecting NAFTA Classes 

6-8 deliveries to surpass 440,000 units 

this year, exceeding its initial ambi-

tious projection of 420,000.

Year to date, deliveries have totaled 

330,000 units, which DTNA chief 

executive officer Roger Nielsen said 

in and of itself would be a good year. 

DTNA itself has sold 128,000 units, 

but its market share has slipped 

slightly compared to last year. Its 

overall market share is now about 

38%; it owns 39% of the Canadian 

Classes 6-8 market, and 32% of the 

U.S. Class 8 market. 

Supply chain challenges have been 

the only thing holding the company 

back from completing more deliver-

ies, Nielsen said. 

“We had a lot of lingering effects 

from the instability of the supply 

chain that has hounded us all year 

and continues to be a daily challenge 

for our supply chain management 

staff,” Nielsen said during a media 

roundtable at the American Truck-

ing Associations Management Con-

ference & Exhibition. “We have seen 

a stabilization over the past two to 

three months and our factories are 

once again running at stable rates.”

It also lost some production days 

before and after hurricanes rolled 

through the Carolinas.

Nielsen said DTNA has been dili-

gent about ensuring its order board 

is filled with real – not speculative – 

orders. This should protect the com-

pany from mass cancellations in the 

event of a sudden downturn.

“There has been a lot of discussion 

about speculative orders populating 

the backlog,” Nielsen said. “You will 

not see that at DTNA. We were very 

diligent about weeding out specula-

tive orders. If you send an order in that 

looks speculative, we will cancel it.”

He hopes other OEMs are being 

equally vigilant.

“I hope the industry is doing a good 

job,” he said. “I don’t think it’s good 

for the industry to take on specula-

tive orders. It sends the wrong signals 

through everybody’s supply chain.”

Nielsen is expecting 2019 to be 

equally strong. Within DTNA, the 

goal is to become more custom-

er-centric. The company recently 

hosted 30 top customers at its Port-

land, Ore., headquarters to expose 

them to its electric vehicles early in 

the design process. Nielsen dubs this 

process as “co-creation.”

“It’s a way to bring products and 

features to market quicker, by getting 

customers signed up earlier rather 

than jumping up and surprising 

them two to three years into develop-

ment. Instead they’re with us for the 

whole journey,” Nielsen explained.

Another way DTNA is improving 

its customer service is by relaunching 

its one-stop warranty program, which 

simplifies the warranty claims pro-

cess on components from third-party 

suppliers. In 2018 DTNA has seen the 

penetration of its own medium-duty 

engines grow to 33%, while the 

Detroit Assurance 4.0 suite of active 

safety systems is now being spec’d on 

75% of Detroit-powered vehicles. 

Daimler continues to grow its 

parts business, by rolling out more 

Alliance Truck Parts lines and incor-

porating retail stores into dealer-

ships. New parts distribution cen-

ters are ensuring parts are delivered 

more quickly to dealers. 

The truck maker also continues 

investing into automated driving 

research and development. 

“We do believe Level 4 automation 

is going to be a positive business case 

in the future,” Nielsen said. “I don’t 

see a time in the future where you’ll 

be able to get rid of the driver in 

the truck. We definitely believe that 

by increasing levels of automation 

in the vehicle, we will improve the 

safety of the vehicle, and the safety 

of the driver.”

Asked what impact tariffs and the 

new trade agreement with Mexico 

and Canada will have on its business, 

Nielsen said Daimler is well posi-

tioned to comply. The agreement, if 

approved, will require truck makers 

to have regional value content of 70% 

in seven years. Because it produces 

its Detroit engines, axles, and trans-

missions in Redford, Mich., Nielsen 

didn’t anticipate any difficulties in 

complying.

“It’s nothing that’s going to disrupt 

us,” he said of the new agreement.

Inbound tariffs, however, are prov-

ing to be more disruptive, with steel 

prices up as much as 50%.

“Inbound tariffs have been tough,” 

he said. “Steel and aluminum prices 

went up. They went up higher than the 

tariffs would lead to you believe they 

should…and have stayed at high levels.”

Asked about Western Star’s pros-

pects, Nielsen glowed as he recalled 

being part of the management group 

that did the acquisition, before he 

moved to Kelowna, B.C., to assist 

with the integration.

“I have Western Star in my blood,” 

he said. He noted the 5700 will be 

getting more features to help it pen-

etrate the on-highway market, while 

the 4700 and 4900 should bene-

fit from increased infrastructure  

spending. TN

Business

DTNA overcoming supply chain challenges
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By James Menzies

INDIANAPOLIS, INDIANA

“This has been the most disruptive 

time we’ve seen in domestic trans-

portation.”

Those words, spoken by John Jan-

son, director of global logistics for 

Sanmar, were spoken at the FTR 

Transportation Conference in Sep-

tember, and echoed by many of his 

shipper peers. 

“I’m not seeing anything in the 

near future that’s going to change 

that,” he added. The electronic log-

ging device (ELD) mandate in the 

U.S. coincided with strong demand 

for transportation services, which 

put pressure on capacity and 

enabled carriers to push through 

sizeable rate increases.

“One challenge we’ve really seen 

and continue to focus on is accesso-

rial charges,” Janson said. “There is 

a higher premium on a driver’s time 

and that asset utilization. Shippers 

used to have the opportunity to take 

advantage of trailers for storage, 

now all the focus is on turn time, 

how fast can you get that equipment 

back into the marketplace? You have 

to be able to start shaping your com-

pany and your operations to accom-

modate that.”

Don Daseke, chairman and chief 

executive officer of Daseke Inc., 

acknowledged business is good – 

especially in the flatdeck segment. 

“I think we could be in for a long 

cyclical strength of the flatbed spe-

cialized market,” he said. “Part of 

the reason for that strength is the 

ELDs certainly contracted capac-

ity a bit. The second factor is, there 

are really no flatbed companies of 

size that are adding capacity. If 

you have fixed capacity of flatbed 

specialized equipment and strong 

industrial demand, which there is, 

you likely have a long-term tight 

market for flatbeds.”

Higher wages will be required to 

find the drivers willing to do flatbed 

work, Daseke predicted.

“What I think has to happen 

over the next five years, is the aver-

age driver making $60,000-$65,000 

this year, five years from now will 

be making $100,000 a year, because 

how do you attract drivers to a job 

that has inherent disadvantages? 

You attract them by paying them 

enough money to lure them away 

from other jobs,” Daseke reasoned. 

Thom Albrecht of Celadon said 

business is also booming in the dry 

van segment, with freight growth 

outpacing GDP – a rare occurrence, 

which he said happens about once a 

decade. He said current market con-

ditions have allowed carriers to bake 

time into their pricing mechanisms, 

and this will continue going forward.

Jeff Tucker, CEO of freight bro-

ker Tucker Company, said oppor-

tunities are being created for small 

fleets that can market themselves 

to drivers with perks such as no 

forced dispatch policies and family 

environments, and a focus on driv-

er-friendly freight.

“Retailers that allow their oper-

ations to hold drivers for six to 16 

hours is abusive in today’s envi-

ronment and it happens every day 

in retail,” said Tucker. “This econ-

omy in trucking allows choices, and 

choices allow you to pick up and go 

somewhere else.”

This ability for drivers to easily 

move on has led carriers to take 

steps to better retain their profes-

sional drivers.

“Trucking companies do stupid 

stuff,” Celadon’s Albrecht admitted. 

“We have made a number of changes 

at Celadon.”

For example, drivers were previ-

ously offered a pay premium if they 

worked over the U.S. Thanksgiving 

holiday – but were not paid if their 

truck broke down, keeping them 

sidelined. Now, Albrecht said, driv-

ers are paid the premium even if 

their truck is down.

“Drivers start talking, ‘Hey, 

they’re going to take care of you.’ You 

just have to be respectful of people,” 

he said.

The trucking industry’s growth is 

currently among small fleets, and 

shippers are looking to these fleets to 

fill niche lanes as “one lane wonders.”

“If you have some dedicated runs 

like we do, and if you can match 

them with a niche carrier where that 

lane becomes meaningful to them, 

it’s a great opportunity,” said Janson. 

“Last year we added three different 

sets of one lane wonders where my 

transportation team has put their 

sales hats on and they’re out find-

ing these carriers.”

Lee Klaskow, senior analyst with 

Bloomberg, expects trucking rates 

to continue to rise, with contract 

rate increases hitting the mid-teens 

by the end of the year. 

“Our view is that rates will con-

tinue to climb from here,” he said. 

Janson worries there will be con-

tinued pressure on rates.

“As we head into 2019, we are still 

hearing expectations for high single 

digit numbers for rate increases,” he 

said. “It puts an inherent pressure 

on the shipper to say, what can we 

control? If we can make ourselves 

more desirable customers, we 

believe that will be directly reflected 

in rates we’re doing with long-term 

carriers. We are really focused on 

what we can control. It doesn’t look 

any brighter for shippers in upcom-

ing months and upcoming years.”

Daseke agreed that shippers 

should work with their carriers to 

eliminate waste from the system, 

but added there are limitations to 

how much this can achieve.

“In order to pay our drivers more, 

the shippers are going to have to 

bear the price of attracting drivers 

to the flatbed business. And that 

pressure I don’t think is going to 

lessen. We can all try to be more 

efficient and we do that and urge 

our shippers to be more efficient in 

the way we can turn around equip-

ment at their premises, but there’s 

only so much you can do there,” 

Daseke said. TN

The struggle is real
Shippers struggling as rates increase, capacity decreases
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“What I think has 
to happen over the 
next five years, is 
the average driver 
making $60,000-
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five years from 
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$100,000 a year.”

– Don Daseke, Daseke Inc.
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By James Menzies

AUSTIN, TEXAS 

To be a successful business leader 

sometimes requires you to step out-

side your comfort zone.

That was one of the takeaways 

from a panel discussion featur-

ing trucking legends, hosted at the 

American Trucking Associations 

(ATA) Management Conference & 

Exhibition here. Tommy Hodges, 

chairman of Titan Transfer in Shel-

byville, Tenn., said he had to over-

come being introverted in order to 

successfully grow his business. 

“You have to be interactive. You 

have to greet people and you have 

to greet people with a smile,” he said. 

This was initially a struggle for him, 

since his introverted personality 

made him more comfortable away 

from the limelight. Hodges admit-

ted he has been able to overcome 

this, and most business associates 

wouldn’t think of him as an intro-

vert. “That’s not the Tommy Hodges 

most of you know,” he said about his 

outgoing personality. “That’s the one 

I work hard every day to be.”

Hodges got his start in the truck-

ing industry early, when his girl-

friend’s father gave him a job at a 

local trucking terminal. 

“He put me to work on the docks 

loading trucks,” Hodges recalled. “It 

started my passion for learning the 

business from the ground up. Many 

people wouldn’t recognize the busi-

ness today if they saw a glimpse of 

what it was back then.”

He said the company moved three 

million pounds of freight per day 

across an LTL dock, and had only 

one forklift.

“We did everything by hand,” he said. 

The culture was a lot different 

then as well. He remembered going 

to school at night to get his master’s 

degree, when the professor asked the 

students what industry they wanted 

to work in. When Hodges said he 

managed a trucking terminal, the 

professor said it was no wonder he 

wanted to get a degree and find a 

new industry.

“That cut me like a knife through 

the gut,” Hodges recalled. “It has been 

a lifelong mission of mine to improve 

that perception internally. The way 

we perceive ourselves – we’ve made 

so much progress in that.”

But he acknowledged it was a 

rough industry at the time. 

“The Teamsters didn’t have a 

good reputation in the market-

place, and a lot of places were 

pretty much dominated by thugs,” 

he said. “They settled their differ-

ences out on the apron of the dock. 

We don’t do that today.”

Donna Weinrich, president of 

Weinrich Truckline, remembers 

being the only female to show up 

at ATA meetings and industry  

conferences. 

“The first time I went to a meet-

ing like this, I got off the plane and 

thought ‘What are you doing here?’” 

she recalled. 

She is fascinated by how technol-

ogy has changed the industry. 

“My technology was an electric 

typewriter, a calculator, and a phone 

you had to dial,” she said. “You’d 

probably have to go to a museum to 

find those.”

While technology has improved 

the industry and drivers’ liveli-

hoods, Don Bowman, chairman of 

D.M. Bowman, said new challenges 

have emerged. 

“Along with the great technology 

we have in the trucks has come seri-

ous congestion,” he said. “Our drivers 

have to put up with far more con-

gestion than we ever did. It’s a real 

problem for the industry.”

Another challenge is attracting 

drivers. Weinrich said attracting 

drivers is easier as a small carrier 

with a truck driving background. 

“With my family, growing up as 

children of a truck driver, they know 

how important it is to these drivers 

to have home time,” she said. “So, we 

try really hard, if they let us know 

what they need, to do that.”

When all else fails, Weinrich has 

another tactic at her disposal: “Every 

once in awhile I treat them to home-

made pies.”

 One of the greatest changes wit-

nessd by all the panelists, was dereg-

ulation. 

“It was going to put trucking out 

of business,” Hodges recalled. “We 

would not have trucks. It was going 

to be the death of trucking.”

And it was the death of 97 of the 

top 100 carriers at that time.

“But it opened up the door for 

what you see as the top 100 carri-

ers today,” Hodges said. He recalled 

how divided the industry was over 

the idea of deregulation. Many car-

riers had operating authorities on 

their balance sheets worth millions 

of dollars that evaporated overnight. 

But the change was ultimately for 

the better, as those authorities were 

often offered as political favors. 

Hodges also noted the ATA has 

changed for the better, evolving from 

an old boys’ club to an association 

that represents carriers of all size. TN
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AUSTIN, TEXAS 

Could Monday Night Football be 

to blame for risky driving behavior 

among truckers? 

After combing through more than 

100 billion miles of data, Lytx data 

analyst Ryan Brandos thinks that 

could be the case. He analyzed the 

data from the video-based telemat-

ics provider, which in 2017 captured 

16.1 million behaviors and 6.9 mil-

lion risky events, and came to some 

interesting findings.

First, the good news: truck driv-

ers monitored by Lytx are becom-

ing safer. In the most recent three 

months of 2018, there were 358,359 

fewer instances of poor driving com-

pared to the same period in 2017.

“The trucking industry as a whole 

has been making tremendous strides 

in reducing instances of risky driv-

ing behavior,” Brandos said during 

a press briefing at the American 

Trucking Associations (ATA) annual 

conference. The company now has 

116,000 event recorders installed in 

trucks. Interestingly, Tuesdays have 

the highest instances of driver con-

dition and driver conduct issues, 

including drowsy driving and driver 

errors. This is especially true during 

the NFL season, leading Brandos to 

conclude Monday Night Football 

may be to blame.

However, awareness, distractions 

and outcome behaviors (ie. use of 

cellphones) spike on Fridays. 

“Generally speaking, the risk we see 

in the fleets we cover tends to start off 

relatively low on Monday and get pro-

gressively worse throughout the week 

with Friday being the single riskiest 

day of the week,” Brandos said. 

The highest concentration of colli-

sions happens on Wednesdays, with 

the peak time being between 2 and 

4 a.m. Mondays have the fewest  

collisions. 

Lytx also examined which behav-

iors correlate with a driver’s likeli-

hood of being involved in a crash 

within the next 90 days, with being 

involved in a crash being the top 

predictor. However, there was also 

a strong correlation between not 

wearing a seatbelt – the most fre-

quently identified behavior – and 

likelihood to be involved in a crash. 

“If a driver is willing to take a 

chance with their personal safety, 

they’re also willing to take a chance 

with vehicle safety,” Brandos rea-

soned. 

Lytx also identified the riskiest 

roads, with two sections of Route 

309 in Pennsylvania that are within 

a few miles of each other, coming 

out as the two riskiest sections of 

road. Brandos said these stretches of 

road have lots of interchanges with 

heavy traffic merging on and off  

the highway.

“We are hoping to be able to give 

our customers deeper insights into 

how the roads they travel affect their 

risk profile,” Brandos said. TN

COLUMBUS, INDIANA

The U.S. economy is “in a good 

place” and expected to stay there 

through 2019.

That was the assessment of Bill 

Witte, senior economist with FTR, 

who gave an economic update to 

subscribers during a State of Freight 

webinar Oct. 11. 

He cited Q2 GDP growth of 4.2%, 

which has been accelerating since 

mid-2016.

“Until about a year ago, that 

growth was really just bringing the 

economy back to its post-recession 

new normal growth of around 2%. 

Since then, it continued to acceler-

ate and is now significantly above 

that. We have broken out, at least 

for a while, from the new normal,” 

Witte explained.

Other encouraging signs are stron-

ger investment growth, government 

spending, and a rise in exports. 

The only sector that’s not thriving 

is housing, Witte said. But he also 

warned the strong export numbers 

may have been distorted by talk of 

tariffs and a rush to ship goods in the 

second quarter before anticipated 

tariffs took effect in the third quarter. 

The labor market is also strong, 

with unemployment at 3.7%, the 

lowest rate since the 1960s. And 

more good news: the economy is 

well-balanced. 

“I think we’re going to continue 

to be in a pretty good place for most 

of next year, at least,” Witte said. 

“And not a terribly bad place after 

that.”

But that assumes nothing major 

goes wrong. Witte acknowledged 

there are downside risks, includ-

ing: bad fiscal policy; international 

problems in China or Europe; polit-

ical deadlock in the U.S.; and a sig-

nificant correction to the financial 

markets.

If a couple of those risks come to 

fruition, Witte said “We might see 

a recession.”

Witte doesn’t think a recession 

will occur until 2020 or 2021, and 

when it does happen, he said it will 

likely be a “garden variety recession” 

like that seen in 2000-2001. 

“I don’t see the likelihood of some-

thing like the 2007-2008 recession,” 

he said. “We went into that one with 

an economy that was significantly 

out of balance, and the housing sec-

tor was inflated. There’s nothing like 

that this time. The economy is pretty 

well balanced.”

All in all, Witte remains upbeat 

about the economy.

“My top line story is I think the 

economy is going to be pretty good 

at least through 2019, and poten-

tially, if things don’t go wrong, 

beyond that,” he concluded. TN

Why Monday Night Football  
may contribute to unsafe driving

U.S. economy should remain strong: FTR



an incorporated driver & issue T4As?

DO NOT CROSS THE LINE

WHEN IT COMES TO YOUR
TAX OBLIGATIONS

Are you ready to file properly as  

CRA has clarified incorporated company drivers are  

Personal Services Businesses (PSBs) and not eligible for 

any small business deductions. Trucking ownership must 

now issue T4As to all self-employed contractors. Are 

you ready to comply? Now is the time to get educated.

For more information on Canada Revenue’s 2018 tax 

guidance on self-incorporated drivers, Driver Inc., PSBs 

and mandatory T4As in the trucking sector, please visit 

cantruck.ca/driverinc
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PSBs are: not entitled to income 

tax deductions available to other 

corporations; cannot deduct most 

expenses available to other corpora-

tions; are subject to a combined fed-

eral and provincial tax rate of 33%; 

amounts paid by one business for 

services provided by another busi-

ness must be reported to CRA, but 

are not subject to statutory payroll 

deductions; and if the corporation 

pays salary and wages to one or more 

employees, these amounts are sub-

ject to withholding of income tax, 

CPP and in some cases EI.

CRA told the CTA that beginning 

with the 2018 tax year, all payments 

made to self-employed individuals 

deemed to be PSBs must be reported 

on a T4A slip. Now, the CTA is calling 

on CRA to fully enforce this policy 

nationally and to increase fines for 

non-compliance. 

“CTA applauds CRA’s actions. We 

now have clarity of the rules from a 

tax filing and enforcement perspec-

tive regarding Driver Inc.,” said CTA 

president Stephen Laskowski. “We will 

begin educating the industry on this 

policy and ensure that it is enforced.” 

ESDC has also responded to the 

CTA, noting that incorporated driv-

ers operating company vehicles are 

entitled to the same treatment under 

the law with regards to overtime pay-

ments, general holidays, vacation 

time and pay, as well as termination 

and severance, as employees.

ESDC said it would consider con-

ducting inspections in high-risk 

industries, such as trucking.

“We believe Driver Inc. is costing 

the Canadian government hundreds 

of millions of dollars in lost tax rev-

enue from drivers not filing as a PSB 

or simply not properly reporting 

their income,” says Laskowski. “We 

are hopeful the combined actions of 

CRA and ESDC will finally restore 

labor standard compliance and tax 

fairness throughout the trucking 

industry.”  

Shawn Baird of Sharp Transpor-

tation Systems is a vocal critic of the 

Driver Inc. model, which he says costs 

Canadian taxpayers billions of dollars. 

“Any company that operates within 

our borders should understand their 

responsibility to make deductions at 

the source and remit them to the gov-

ernment,” he said. “We may like to 

complain about our taxes, but at the 

end of the day, most of us comply.”

He said up to 90% of Cana-

dian trucking companies could be 

employing Driver Inc. practices. A 

large company with 1,000 drivers 

making between $50,000 and $75,000 

a year could be avoiding payments 

of more than $25 million a year, 

he calculates. 

“Additionally, this practice makes 

it very difficult for law-abiding truck-

ing companies to recruit drivers, 

which has become a great concern 

for the industry,” he added.

Baird also urged shippers to con-

sider their role in the use of compa-

nies employing the Driver Inc. model. 

“If the driver is not covered by 

WSIB and gets hurt on the job, they 

can sue,” he said. “The driver can sue 

the shipper, customer, receiver, the 

owner of the truck or the property 

owner and the owner of the goods 

– they can sue everyone involved.”

He advised shippers to ask their 

carriers to supply CPP and WSIB 

remittances monthly to ensure 

they’re operating by the book. For 

more insights on the Driver Inc. con-

troversy, see pages 20-21. TN  
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Driver pain and discomfort can be managed: Study
WATERLOO, ONTARIO

A study conducted by the University of Waterloo has found 

that close to 60% of truck drivers experience musculoskel-

etal pain and discomfort on the job, despite the fact that 

MSDs can be prevented and managed. 

The study, that involved 107 drivers crossing through pop-

ular rest stops along Hwy. 401 in Southern Ontario, found 

that many drivers complained of shoulder and lower back 

pain, which they attributed to being a result of their job. 

According to lead author of the study and Ph. D. candi-

date at the University of Waterloo, Sonja Senthanar, that 

musculoskeletal pain and discomfort often occurs in the 

shoulders, arms, legs, feet, and back of patients, and can 

lead to musculoskeletal disorders (MSD) such as chronic 

back pain, tendonitis, and carpal tunnel syndrome. 

“The study consisted of a questionnaire with seven sec-

tions,” Senthanar explained. “There were questions about 

demographics, age, marital status, education level, income 

level. There was also a job-focused section, that asked about 

the nature of truck driving, like how many hours a week they 

drive, what kinds of goods they haul. And the MSD section 

had a body diagram, where drivers were asked to identify 

where they felt a frequency of pain of over 30 days.”

Drivers were also asked to measure their perception of 

the work roles they believed could be harmful to them. 

The study found that there was a link between the pain and 

discomfort and risk factors such as organizational safety cli-

mate, level of risk associated with the job, exhaustion from 

work tasks, being married, and having higher education levels.

The good news, Senthanar said, was that this type of pain 

and discomfort can be prevented by modifying the risk fac-

tors, like having ergonomic seats that reduce whole body 

vibrations, and getting out and stretching on breaks. 

Co-author Philip Bigelow, a professor at the University of 

Waterloo, added: “Physical exposures such as awkward pos-

tures, repetition, lifting, whole body vibration and prolonged sit-

ting, as well as personal factors such as physical fitness and job 

satisfaction, are known to be associated with the development 

of MSDs. Since driving a truck involves a variety of these risk fac-

tors, programs that address these multiple factors are needed.”

Bigelow added that many Canadian carriers have adopted 

programs that take holistic approaches that include reduc-

ing vibration exposure through improved seating, modify-

ing workloads and physical tasks, as well as promoting the 

overall wellness of drivers by encouraging physical activity 

and healthy eating. TN

 Cost to Sharp  Driver Inc.

Wages $75,000 $75,000

Tax Floats ?

CPP $2,593.80 ?

EI $1,201.51 ?

EHT $1,462.50 $0

WSIB $5,227.50 $0

Vacation Pay $3,000 $0

Stat Holiday Pay $3,750 $0 

TOTAL COST $90,737.27 $65,530*

Why traditional carriers are at a disadvantage to those 
using Driver Inc. model

*Assumes HST retrievables for the Driver Inc. company of $9,470
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Driver Inc. is one of the most 

debated topics in the Canadian 

trucking industry today. 

This model of driver engagement 

has grown over the last decade 

because it supposedly allows for 

significant tax savings for both the 

so-called contract driver, as well as 

for the hiring company. 

But is it really as simple as that? 

Is it legal? Drivers who are either in 

this sort of relationship with a car-

rier, or are considering entering into 

one, should inform themselves of the 

full scope of the risks they face. 

And, if the goal is to run your 

own small business to increase 

your take-home pay, I would sug-

gest there is a better way. 

Firstly, contract drivers generally 

get paid less per mile or per hour 

than they would otherwise get paid 

as an employee. 

They are willing to accept a lower 

rate to avoid source deductions 

being taken off their pay. 

If they have a good – scratch that, 

creative – accountant, the thinking 

is there will be little to no taxes to 

be paid at the end of the year once 

all eligible business expenses have 

been deducted. 

Not only is there significantly 

more of an administrative and 

record-keeping burden associated 

with this approach (not to mention 

the related legal and accounting 

costs), in reality, these drivers are 

taking home less than if they were 

an employee.

Also, contractors do not enjoy 

the many rights and protections 

owed to employees under Cana-

da’s labor laws. 

For example, contractors may 

be let go at any time and for any 

reason, without severance.  A com-

pany is also not required to pay the 

company portion of Canada Pen-

sion Plan (CPP) and Employment 

Insurance (EI) premiums for con-

tractors. Contract drivers must 

cover these expenses on their own.

Contractors are also foregoing at 

least two weeks of vacation and nine 

statutory holidays that are required 

to be paid to employees. That is an 

entire month that contractors do 

not get paid for. 

In other industries, contractors 

may be paid better than employees 

in order to make up for these fairly 

significant shortfalls in earnings 

and benefits. This is unfortunately 

not often true in trucking.

According to the Canada Reve-

nue Agency (CRA), one of the key 

factors in distinguishing between 

an employee and a contractor is 

whether the equipment or tools 

used in undertaking the work are 

owned by the individual – in this 

case, a truck. 

Some drivers believe they can get 

around this by incorporating them-

selves. Sorry, not so! 

The reality is that an individual 

who simply provides driving ser-

vices, runs the significant risk of 

being deemed a personal services 

business (PSB) which attracts basi-

cally the same high tax rate and lim-

ited ability to deduct expenses as if 

the driver were an employee. 

CRA defines a PSB as: “A business 

that a corporation carries on to pro-

vide services to another entity that 

an officer or employee of that entity 

would usually perform.” Sounds like 

Driver Inc. to me and I expect CRA 

will ultimately rule that way. This 

could be catastrophic for a driver, 

as CRA can go back and re-assess 

several years, charging interest 

and penalties on the re-assessed 

amounts. 

Income taxes would be re-as-

sessed at a higher rate and expense 

deductions not available to an 

employee would be denied. CRA will 

ensure that the contractor is put in 

the exact same position they would 

have been if they were an employee. 

So, what is the point? In my view, 

contract drivers are taking a great 

risk. They are likely just deferring 

their tax bill while not making any 

more money in the meantime. 

But, what is more perplexing, is that 

if a driver truly wants to become a legit-

imate small, independent business in 

order to maximize his or her take-

home pay, there is a perfectly legal and 

accepted way of doing that: buy a truck 

and operate as an owner-operator. 

There are many lending institu-

tions that can help drivers make the 

transition. Indeed, many trucking 

companies offer reasonable lease-

to-buy programs with no deposit 

requirements. They may also offer 

attractive pricing on fuel, mainte-

nance and insurance. 

Not only does this model allow 

the corporation to access the small 

business tax rate and legitimately 

deduct eligible business expenses, 

but they can also make significantly  

more money. 

Using the company I work for, 

Titanium, as an example, our own-

er-operators can gross upwards of 

$250,000. Even after truck pay-

ments, fuel, and repairs and main-

tenance, owner-operators can still 

take home a six-figure income. 

A contract driver, in comparison, 

generally makes around $55,000 to 

$65,000. 

Owner-operators, in the mean-

time, are also building equity in 

their truck. After a truck is paid 

off, owner-operator take-home 

pay increases by another $20,000 

to $30,000 a year.

 Alternatively, that equity can be 

used as a trade-in towards a new 

truck with reduced monthly truck 

payments.

Reputable companies take care 

of owner-operators and make the 

transition easy for them. 

Freight is generally balanced or 

auctioned, so that every owner-oper-

ator has equal access to good freight. 

All things considered, there is 

much more money to be made as 

an owner-operator and for much 

less risk. 

Contract drivers should be wary 

and consider the owner-operator 

model, as the only one really profit-

ing from a Driver Inc. arrangement 

is the company they work for. 

The companies that are hiring 

contract drivers should worry as 

well. In their case, it’s not CRA that 

should be a concern, as CRA has 

more to gain by going after the con-

tract drivers. 

These companies should be wor-

ried about the class-action lawsuit 

coming their way for all the years 

of vacation and statutory holiday 

pay that was avoided. That is after 

all, how the model unraveled in  

the U.S. TN
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Guest Column

A look at the numbers
Why risk being a contract driver, when you can make more money  

as an owner-operator?

Kasia Malz is the CFO of  

Titanium Transportation Group, a 

leading provider of transportation 

and logistics services throughout 

North America. She can be reached 

at kasia.malz@ttgi.com.

There is much 
more money to 
be made as an 
owner-operator 
and for much 
less risk. 
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Looking through past columns, I’ve 

written about driver services and 

self-employed drivers four times 

in the past 12 years. This is the sec-

ond-to-last column I’ll write about 

it, and, because this is a two-parter, 

next month will be the last.

Two branches of government have 

issued opinions, facts, and policies 

that basically eliminate the advan-

tages of the so-called Driver Inc. 

arrangement for the driver. Canada 

Revenue Agency’s (CRA) statements 

get the most publicity (the agen-

cy’s website has an entire section 

devoted to it) but the Employment 

and Social Development Canada 

(ESDC) stance is equally important.

I’ll get to that next month. This 

column deals with the CRA posi-

tion from the driver’s point of view.

Meet the PSB

When CRA determines whether 

someone is an employee or self-em-

ployed, it looks at the level of con-

trol the payer has over the worker, 

including: does the worker provide 

his own tools and equipment?; does 

the payer choose and control the 

method and amount of pay?; does 

the payer decide what the worker 

will do?; can the worker subcontract 

the work or hire assistants?; what is 

the worker‘s opportunity for profit or 

loss?; does the worker require per-

mission to work for others?; is the 

work performed an integral part of 

the business?; and is the work per-

formed continuous?

We all know the answers.

No, you do not own the truck. 

Yes, the carrier controls everything 

about your pay. Yes, the carrier tells 

you what to do. No, you cannot hire 

another driver to take your place. No, 

you have no opportunity for a loss. 

Maybe you can work elsewhere. Yes, 

your work is integral. And yes, the 

work is continuous. A self-employed 

person typically does not work at 

only one place year after year.

There’s a third classification for 

workers: the incorporated Personal 

Services Business, or PSB. PSBs are 

nothing new. They’re common in 

construction, upper management, 

and consulting. For truck drivers, 

CRA has stated that the PSB desig-

nation must be used when the ele-

ments of an employee-employer 

relationship exist but you want to 

be independent.

Fewer deductions

The PSB designation drastically 

changes the two most important ele-

ments of being incorporated: one, 

your corporation is not entitled to 

deduct any expenses; and two, your 

corporate tax rate is much higher on 

any net income it shows.

Remember how your carrier 

“sold” you on the idea of incorpo-

rating because you were going to 

save on income tax? Well, a PSB is 

only allowed to deduct salaries or 

wages and related benefits it pays 

to employees (you are an employee 

of your PSB). It can’t deduct the cost 

of cell phones, meals, office supplies, 

travel, service vehicles, and office-in-

home expenses. They are all specifi-

cally excluded.

Without expenses to deduct, there 

is no tax savings.

Higher tax rates

PSBs are also taxed at a higher tax 

rate than other small businesses. 

In the past, if you showed a cor-

porate income because you left 

money (savings) in the corporate 

bank account, or paid yourself or 

spouse a dividend instead of wages, 

the tax rate (in Ontario) was 13.5%. 

Now CRA says that same corporate 

income is taxed at 33%, although you 

should confirm this percentage with 

your accountant. As an employee 

in Ontario, depending on what tax 

bracket you’re in, you will pay 24% to 

29% personal income tax.

Without a cheaper tax rate there 

is no tax savings.

No change for carriers 

So, let’s make this clear. This rule 

change does not affect the carrier 

at all. Your PSB does work and gets 

paid and the carrier claims that 

expense as always.

It’s you that CRA has changed the 

rules on.

It’s you that must properly file 

your corporate tax return and check 

all the right boxes so your business 

description is correct and ensure 

your taxes paid is correct.

So, you came into this indepen-

dent driver relationship knowing you 

were giving up EI and other employ-

ment benefits, plus taking on extra 

work of filing GST/HST and cor-

porate tax returns, all because you 

were going to deduct expenses and 

save on income tax. Without those 

tax savings, why are you an incorpo-

rated driver? TN

Scott Taylor is vice-president of TFS 

Group, providing accounting, book-

keeping, tax return preparation, and other 

business services for owner-operators.  

Learn more at www.tfsgroup.com 

or call 800-461-5970.

Tax Talk

With PSBs, Driver Inc. doesn’t make sense
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By James Menzies

AUSTIN, TEXAS 

Attracting millennials to the truck-

ing industry isn’t impossible, but 

they’re more likely to be drawn to a 

company and a role with purpose.

That was one of the conclusions of 

a panel discussion on attracting mil-

lennials, at the Management Confer-

ence & Exhibition of the American 

Trucking Associations. Joyce Brenny, 

president and founder of Brenny 

Transportation, takes it a step fur-

ther and says employers should start 

off by ensuring they’re targeting the 

right candidates in the first place.

“The biggest mistake we make is, 

we bring the wrong people into this 

career,” she said, noting her com-

pany conducts personality profiles 

to ensure candidates will be a good 

fit. “The best way to deal with your 

own company is, test your best driv-

ers. Find that personality. We found 

two personality profiles we look for 

when we hire new individuals.”

The industry could also do a bet-

ter job of leveraging technology to 

attract younger employees, noted 

Gary Johnson, director of risk and 

compliance management with Lytx. 

“Technology does play a big part 

in the recruitment and retention of 

drivers,” he said, adding technology 

can add to the safety culture within 

a trucking company. 

“Technology, without a doubt, has 

helped,” added Brenny, whose com-

pany hires prospective drivers as 

young as 18. “We take them, with no 

experience at all, put them through 

the program. Typically, our training 

program lasts a year.”

Drivers are also trained on com-

pany culture, and are given local 

lanes until they’re old enough to 

run longhaul.

“By the time they are 21, they’re 

ready to go. They’re experienced 

at that point and we have enough 

local freight so we can train them in 

a local setting and bring them back 

every day, review, go over where 

they’re at, what they learned with 

their trainer and what do they need 

to do tomorrow?” Brenny said. The 

company’s retention rate over the 

last three months for these young 

hires is 100%. 

Johnson emphasized the impor-

tance of the onboarding process, 

which is an excellent opportunity 

to espouse the carrier’s culture, but 

too often takes on a negative tone.

“We spend so much time and 

energy getting drivers in the door, 

selling them on the experience 

they’re going to have as a driver, 

however they’ll go through a driver 

orientation experience for three days 

where we tell them how they’re going 

to be terminated if they don’t follow 

the rules,” he said. 

Seth Becker, who formerly man-

aged recruitment at Knight Trans-

portation, said carriers should 

embrace video to reach out to mil-

lennials. At Knight, several drivers 

with large social media followings 

were equipped with cameras so they 

could document their lives on the 

road – the good, bad, and ugly.

“Tell the story of what it’s like to be 

a driver, even the bad things,” Becker 

said. “People need to see what it’s 

actually like…it worked very well 

and helped attract an audience of 

younger drivers.”

Brenny agreed fleets must be hon-

est about the profession and not 

present unreasonable expectations. 

Her pet peeve is when carriers glam-

orize the job by saying drivers get to 

“see the country.”

“I don’t think that’s a great pitch 

line,” she said. “Show the real heart 

and soul of what the job is.”

Johnson said to retain drivers, 

fleets must bring their families into 

the organization. One fleet offered to 

pay the cost of continuing education 

for not only its drivers, but also two 

additional dependents. 

Brenny said carriers should also 

be teaching their drivers and own-

er-operators about financial literacy, 

so they know how to achieve success. 

But at the end of the day, retention 

of any driver can be achieved by lis-

tening to – and addressing – their 

concerns. Brenny recently began 

paying for loading time.

“Those drivers deserve to get 

paid when they’re loading,” she 

said. “Even if it only takes an hour, 

when they’re loading and unloading. 

It’s one more sore spot drivers talk 

about all the time, so why not fix it? 

Just fix it, you know?” TN

The Changing Face of Trucking

How to attract – and keep – millennials

Readers of industry publications 

are no doubt aware of the report-

ing that Newcom Media has done, 

on the changing demographics in 

the trucking industry. The stats 

were reported on in great detail in 

recent issues of Today’s Trucking 

and Truck News, and picked up on 

by other publications since. 

Just as a quick ref lection, the 

numbers showed that as of 2016, 

visible minorities accounted for 

24.5% of truck drivers in Canada, 

up from 3.5% in 1996. South Asian 

drivers account for 17.8% of the over-

all truck driving population as of 

2016, up from 1.8% in 1996. In Van-

couver and Toronto, the number of 

South Asian drivers is even higher, 

at 55.9% and 53.9%, respectively. As 

reported, anyone who has been in 

the industry for the last number of 

years will have noticed the shift, and 

the increasing presence of immi-

grant drivers roaming the highways. 

What I want to discuss is a lit-

tle more controversial in nature, 

but something that needs to be 

addressed: racism in trucking in 

Canada. I don’t have hard stats that 

I can point to that will show you the 

number of racist incidents on the 

road and whether it has improved or 

intensified in the last 20 years, but I 

will report on my own experiences 

in recent times. 

If you follow trucking blogs on 

Facebook or twitter, you will, no 

doubt, have seen the racist noise 

that is spewed by some of the driv-

ing and non-driving members of 

this industry. I receive, on average, 

two to three personal messages per 

month via email or social media, 

spewing views that are racist and 

not based on facts. 

In these messages, new Canadi-

ans are blamed for everything and 

anything that is wrong with our 

industry. They are called unquali-

fied, poorly trained, dangerous to 

the motoring public, being the sole 

cause of any increases in accident 

rates among commercial drivers, 

and in some cases called names that 

I won’t repeat. 

I do believe the people who make 

these comments represent the vast 

minority of opinions in our industry, 

and that most people in our indus-

try are progressive, accepting, and 

adapting to our changing culture 

and ways. However, any amount of 

racism is too much, in my view.  

Let’s concentrate our views and 

efforts towards facts, and specific 

incidents, and not blame every acci-

dent or safety issue in our industry 

on a specific culture or race. Do we 

have untrained and unqualified 

drivers on our roadways? You bet, 

and that is unfortunate, and some-

thing we need to improve on. How-

ever, unsafe operators do not have 

a specific skin color or ethnic back-

ground – they come in all forms. 

As an industry, we need to work 

together to remove all untrained, 

unqualified and unsafe operators 

from our highways. We need to 

improve on and expand mandatory 

entry-level training (MELT) stan-

dards, to ensure we have minimum 

training standards for all drivers. 

We need to ensure we monitor and 

follow up to ensure those providing 

MELT are doing what they say they 

are doing and training our new driv-

ers to the standard set forth. 

All carriers need to ensure they 

properly qualify new drivers, con-

tinually train them, mentor them 

and monitor them. If they are unsafe 

and unqualified, they need to be 

removed from your fleet, even if this 

means parking more trucks against 

the fence. 

Drivers need to ensure they prac-

tice defensive driving skills, remove 

distractions from their cab, and con-

tinuously work on improving their 

knowledge and skills, in co-opera-

tion with their employers and fel-

low drivers. 

Enforcement needs to find ways to 

get at more of the unsafe operators 

on our highways and target them. 

They need to inspect more vehicles, 

lay more changes for unsafe and 

aggressive behaviors, and remove 

drivers and carriers from our road-

ways who do not follow and comply 

with the rules. 

As a whole, I am proud of this 

industry, and the skills and safety 

of our professional drivers and oper-

ators. Professional drivers are some 

of the most skilled and safest driv-

ers on the roadway. We must never, 

however, rest on our laurels. If we 

want to continuously improve not 

only the safety of our industry, 

but its image, we all need to work 

together to make it better. This 

includes all races, religions and cul-

tures working together. There is no 

room for racism in our society, or 

our industry, and I for one am tired 

of hearing such comments. 

If you are unsafe operator or 

driver, I want you targeted and 

either forced to improve, or removed 

from our industry – and I don’t care 

what race, religion, or cultural back-

ground you are. Comply with the 

rules of our industry or get out. TN

Insights

Private Matters

Mike Millian is president of the 

Private Motor Truck Council 

of Canada, the only national 

association that represents the 

views and interests of the private 

fleet industry. He can be 

reached at trucks@pmtc.ca.

The changing face of trucking
We all need to work together



Shelley Uvanile-Hesch, CEO of the Women’s Trucking Federation of Canada uses 

her purple and white truck as a way to attract more women into trucking.

Women only represent 3% of professional truck drivers and that needs to 

change for diversity’s sake, according to experts. 

By Sonia Straface 

TORONTO, ONTARIO 

The Canadian trucking industry is 

in the midst of a demographic trans-

formation, but it has had limited 

success increasing the number of 

women behind the wheel.

Only 3% of professional drivers 

and technicians are women, despite 

women being close to half of the 

nation’s workforce. 

With a driver shortage threatening 

the industry’s livelihood, one com-

mon solution put forward has been 

trying to hire more women. 

Many fleets have embraced this, 

and there is no shortage of benefits to 

adding women into your workplace, 

not the least of which is helping ease 

the effects of the driver shortage. 

“The Canadian workforce gen-

erally is getting more diverse, and 

as a society we are more diverse,” 

said Angela Splinter, CEO of Truck-

ing HR Canada. “As such, our work-

places need to reflect that. Women 

are still largely underrepresented in 

our industry, not just as drivers and 

technicians, which we know is quite 

low at 3%, however even in manage-

ment level positions women are still 

largely underrepresented. We need 

to do more to reach out to women, 

in particular.”

According to a Trucking HR Can-

ada business case study for diver-

sity in trucking, the benefits of a 

diverse workplace include: fewer 

worker shortages, better retention 

and lower turnover, better employee 

health, increased productivity, and 

stronger branding. 

Some fleets are recognizing this, 

and some are even seeing the many 

benefits of hiring outside of one pool 

and identifying diversity as one of 

their competitive advantages. 

There are a number of programs 

and best practices fleets and associa-

tions are executing to help make equal 

representation in trucking a reality.  

Women Building Futures (WBF) 

is an organization that is dedi-

cated to helping to prepare women 

get into economically prosperous 

careers in industries where women 

are underrepresented. To date, WBF 

has an employment rate of 90%, and 

is actively helping women get into 

trucking careers today. 

“At WBF, we train for employment 

because our mission is economic 

prosperity for women through train-

ing and employment,” Megan Bates, 

manager of industry relations at 

WBF said. “We know many women 

are under- or unemployed and that 

there have been barriers for them to 

get into industries like construction 

and transportation, and some of that 

is a lack of education and awareness. 

So, number one, why we exist is to 

help women become economically 

stable. From pre-program to first 

employment with us…the average 

increase in income is 158%. We are 

significantly changing lives. We want 

to make sure women everywhere can 

be employed in any industry they 

wish.”

In 2017, WBF launched a pilot pro-

gram for Class 1 drivers.

“We pulled together a panel of 

industry experts to help us build it. 

We really wanted to create some-

thing that was of true value to indus-

try and would include things that 

would ensure success. So, it took 

about a year of development until 

we launched,” she said. 

The program is an eight-week tui-

tion-paid development training pro-

gram that assists the student enter 

the commercial transportation 

industry as a Class 1 professional 

driver. The program includes ride-

alongs, scale visits, courses on food 

and nutrition and close to 60 hours 

of in-truck driver training. 

Caron Transportation is one of the 

carriers that has benefited from the 

WBF program.

“Transportation as a whole 

industry – there’s no driver pool,” 

said Mikayla Kesseler, the human 

resources generalist for Caron. 

“Nobody is getting into the industry. 

People don’t know it’s a great industry 

to be a part of. So when WBF came to 

us, we thought this is great, women 

are an untapped market in trucking. 

The program has been really good for 

us. Seven of the 22 graduates of the 

program currently work for us. And 

we have two more trying to work for 

us. So, by the end of 2018 we should 

have upwards of 10 ladies from the 

program working for us. The program 

really prepares ladies for entry into 

this industry. They learn all facets of 

trucking.”  

Shelley Uvanile-Hesch, the CEO 

of the Women’s Trucking Federa-

tion of Canada, uses her new white 

and purple truck to attract women 

to trucking. 

Earlier this year, Uvanile-Hesch 

revealed her new ride, a Western 

Star 5700 XE wrapped with photos 

of women who are a part of her orga-

nization. 

“The truck is a big eye-catcher,” 

she said. “I’ve been hitting a lot of 

truck shows and job fairs especially 

this summer.  What we’re trying to 

do with the truck, is promote dia-

logue for women in the transporta-

tion industry.”

Uvanile-Hesch said that the fed-

eration’s Facebook page works as 

a dual program for attracting and 

retaining drivers. 

“We find a lot of women reach out 

to us through our Facebook page 

asking us how they can get started in 

the industry,” she said. “They ask us 

for training schools, carrier recom-

mendations. For new women, they 

are really focused on company cul-

ture and safe equipment. Our major 

goal is to promote and encourage 

women into the industry. It doesn’t 

matter whether they’re in the office, 

under the hood, or behind the wheel. 

We feel strongly that the industry 

would benefit with more women 

in it, in all the roles that are there. 

We believe working and socializ-

ing together at all levels will make 

us stronger as an industry. We need 

to start working together, instead of 

against each other. We can all learn 

from everyone.”

XTL Transport is a champion 

in terms of hiring and promoting 

women in trucking. Thirty per cent 

of XTL’s executive group is comprised 

of women, and it thrives on the belief 

that when it comes to hiring, quality 

is the most important factor. 

“Our philosophy is to be as open to 

any candidates as possible,” explained 

Kamilia Baroudi, director of human 

resources at XTL. “During the hiring 

process, we don’t look at age, gender, 

race, whether they are handicapped 

or not. For us, it’s about quality. We 

look at their skills. We look at what 

they can bring to the company.” 

Baroudi added that having so 

many female executives at the helm 

has creating a positive domino effect 

in the office. 

“I’ve noticed that having so many 

women in XTL has just helped recruit 

other women,” she said. “People are 

really happy to talk to women and to 

be managed by women. They’re very 

happy. We have a few women drivers 

and they’re really happy to work for 

us and they’re really happy to refer 

women for us. XTL is very diverse 

and we want to make sure we stay 

that way for years to come.” TN

Adding women to the mix
Why hiring more women could help fill your trucks, and round out your business

December 2018 • Truck News  23  
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www.todaystrucking.com
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We are committed to employment equity and diversity.

Be part of a friendly, family oriented 
company with schedules to meet your 

lifestyle day or night. 

JOIN THE I.T.S TEAM TODAY!

Contact the Recruiting Team at I.T.S
For the GTA and South Central Ontario 

Call Harsimran Dhillon or Adi Varma at 905-212-9898
For Belleville and Central Ontario Call Monty Chrysler x123 
or Sandra Hannah x159 at 800-267-1888 or 613-961-5144

For Eastern Ontario and the Ottawa Valley 
Call Denis Labossiere at 877-665-8167 x222

$5000 SIGN ON BONUS 
 U.S. O/O’S!.

recruiting@itsinc.on.ca    www.itstruck.ca

NEW MENTORSHIP PROGRAM! Call and 
inquire, you could make $40,000+ in your first 
year as a new ITS Driver! Get your AZ training 
from an approved school and receive tuition 
reimbursement of up to $8,000.00!
■ New domestic dedicated lane!  
 Belleville-Toronto return
■ Late model, well maintained cabs
■ Van and Roll Tite Division
■ Pick-ups and Drops paid
■ Live Load/Live Unload paid
■ Hourly Rate if running local and where applicable
■ Mileage Rate where applicable
■ Layover $75.00 all divisions
■ Company Single Bonus .04 per mile after 2500 miles 
   per week (2300 miles for roll tite) paid weekly
■ Benefits available
■ Paid orientation

CONTACT US TODAY!
1.800.462.4766 

BisonDriving.com

Bison Transport is committed to Employment Equity & Diversity

Why are these two so happy?

TEAM RATES
JUST WENT UP!

Because...

Technology

Blockchain has 
arrived

standards that we’re looking for.”

“Blockchain technology is here, 

and it will be disruptive, but it’s in its 

infancy,” added Craig, who expects 

blockchain to be widely adopted by 

2026.

The challenge is that some busi-

ness managers are facing pressure 

to establish a blockchain with-

out knowing how it fits into busi-

ness goals, he said. “All this hype is 

really driving and putting pressure 

on businesses.”

Closer to home, the Canada Bor-

der Services Agency (CBSA) has 

agreed to pilot a blockchain ship-

ping solution called TradeLens, 

developed jointly by IBM and A.P. 

Moller–Maersk.   

The CBSA processes more than 

58,600 commercial releases, 14,400 

trucks, 240,000 mail items, and 

127,400 courier shipments, collect-

ing more than $88,200,000 in duty 

and taxes on an average day. 

It says participating in the 

TradeLens pilot will be to determine 

what role the platform could play in 

its business processes. Ultimately, 

the goal would be to see if this 

type of solution can help improve 

the quality and timeliness of com-

mercial data, increase visibility of 

cargo movement past the first port 

of arrival and reduce the number of 

transactions necessary to make a 

release decision for shipments.

“This development is an exam-

ple of the Government of  Can-

ada using innovative technology 

to easily and securely facilitate 

trade and engage in global trading 

ecosystems in a modern, produc-

tive manner,” said John Ossowski, 

president, CBSA. “TradeLens could 

create a singular, trusted digital 

supply chain for all shipments enter-

ing Canada. The TradeLens pilot 

gives us an opportunity to not only 

find process efficiencies and gain 

analytical insights, but improve 

data providence, accuracy and tar-

geting capabilities. The end result 

may be a faster and more reliable 

national supply chain, which could 

positively impact  Canada’s  eco-

nomic output.”

According to Maersk and IBM, 

TradeLens participants can track 

vital import and export data in real-

time with a secure audit trail.

“We believe blockchain can play 

an integral role in digitizing and 

reinventing shipping for agencies 

like the CBSA, who are responsi-

ble for moving nearly 500,000 com-

mercial transactions safely across 

Canadian borders daily. TradeL-

ens provides a common approach 

to building a strong, secure and con-

nected digital trade network that 

benefits all participants equally,” 

said Ayman Antoun, president, IBM 

Canada. TN

Continued from page 1
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Earn up to 4 cents more per mile with our new performance pay program

DRIVE

Schneider is an equal opportunity employer.

$2000

COMPANY DRIVERS 
Top Wages
All Picks and Drops Paid
Safety Bonus Program 
Paid Orientation 
Paid Weekly 
Paid Benefits/Group RSP 
Late model, dedicated equipment

OWNER OPERATORS 
$1.69/mile including FSC
All P & D’s at $45 each
Safety Bonus Program
Paid Orientation
Paid Bi-Weekly 

SIGN ON
BONUS

“WE’VE STAYED TRUE TO THE PRINCIPLES THAT BRIAN KURTZ ESTABLISHED 
ALMOST 40 YEARS AGO. ITS THOSE SAME PRINCIPLES THAT 

CONTINUE TO MAKE US SUCCESSFUL TODAY.”

Must have FAST/TWIC card or the ability to obtain. 
Clean driving abstracts and two years driving experience.

Contact Safety: 800/265-2835
safety@briankurtz.com  |  www.kurtztrucking.com

HIRING COMPANY DRIVERS  (Full and Part Time)
AND OWNER OPERATORS

By Derek Clouthier

WASHINGTON, D.C.

It’s hard to deny the benefits of hav-

ing forward-facing cameras on a 

truck, but turn them around to face 

the driver and they become a more 

difficult sell.

Hurdles such as driver buy-in, cost, 

and privacy concerns could make 

carriers shy away from installing 

in-cab facing cameras to their fleet. 

Ryder System is one carrier that has 

rolled out cameras to its entire fleet 

of more than 5,200 in 2015, and as 

Randy Tomlinson, senior manager of 

safety, health, and security, pointed 

out, drivers embraced the move.

“We lost no drivers. We had some 

grumblings at first, people didn’t like 

change, but it wasn’t an issue,” said 

Tomlinson. “We have no driver attri-

tion as a result of installing cameras.”

Tomlinson was speaking during a 

webinar hosted by the U.S. National 

Transportation Safety Board (NTSB) 

addressing how video recorders can 

reduce the number of commercial 

motor vehicle collisions.

Ryder installed on-board cameras 

because the company was mostly 

concerned with monitoring driver 

behavior, and how it could improve 

proactively the things drivers do 

which lead to collisions.

“When you identify key, at-risk 

behaviors and you monitor them 

through this video system, you can see 

the reduction in these at-risk behav-

iors,” said Tomlinson. “So those are 

things that I can measure and provide 

data that this is what happened and 

was the primary impact that we had.”

Through the use of recorded 

video, carriers can monitor drivers 

to ensure they are following company 

policies, such as those outlining cell-

phone use while driving, speed, seat-

belt use, and following distance.

“When you bring it to people’s 

attention,” said Tomlinson, “you 

can really drive these behaviors out 

of your business.”

Two concerns the company had 

when implementing an on-board 

camera policy was how its drivers 

would react to the move, as well as 

what it would mean for Ryder should 

any video reveal driver error during 

an incident.

“It affords us the opportunity to go 

into a claims situation fully knowing 

what happened, and we’re not trying 

to defend the unknown,” said Tomlin-

son. “We’re going in with knowledge.”

Tomlinson said because Ryder 

manages the vast majority of its 

claims, those who work in the claims 

department said that if video exon-

erates the company from fault, they 

would be better equipped to defend 

that claim. And, if the video shows 

negligence on the company’s part, 

Ryder would step up and take care of 

its moral and legal obligation.

Shortly after it implemented an 

on-board cameral policy, Tomlin-

son said Ryder had a few quick wins 

as a result, where video evidence 

showed its driver was not at fault in 

an incident, despite accusations to 

the contrary.

“You have a few situations where 

a driver is alert and engaged in the 

driving process and avoids a colli-

sion,” said Tomlinson, “and you cel-

ebrate those things, and all of a sud-

den you have this wave of acceptance 

and drivers saying, ‘Hey, I want one 

of those in my truck.’”

But it’s not just cameras that help 

make Ryder’s trucks safer.

“I’m a little reluctant to draw a 

straight line between cameras and 

collision and cost reductions,” Tom-

linson said. “Ryder, as most compa-

nies do, has a very robust, multi-fac-

eted safety program.”

Ryder integrates video with vari-

ous new technologies, such as for-

ward-looking radar, collision miti-

gation, lane departure, and rollover 

protection.

Bella Dinh-Zarr is a NTSB board 

member, and she said the board 

made its first recommendation for 

the use video recorders in 2010, 

spurred by a tractor-trailer collision 

with a line of cars in Miami, Okla., 

which killed nine people.

“We see value first-hand in the 

information that is collected from 

recorders of all types,” said Dinh-Zarr. 

“Recorders have been invaluable in 

helping us discover what happened 

in motor vehicle crashes, and making 

recommendation to prevent these 

tragedies from happening again.”

Though the NTSB recommenda-

tion was for motor carriers to be 

required to use cameras, in 2016, the 

Federal Motor Carrier Safety Admin-

istration (FMCSA) recommended the 

voluntary use of this technology.

“We want to encourage operators 

to be proactive about safety, and 

voluntarily install video recorders, 

even before mandates,” said Dinh-

Zarr. “We can’t prevent these crashes 

without your help.”

And help they do, at least accord-

ing to recent studies.

“Industry data shows that carri-

ers using cameras have reduced their 

collision rate,” said Dinh-Zarr. “One 

FMCSA study of two carriers found 

38% and 52% declines in safety-re-

lated incidents.”

Dinh-Zarr said it’s difficult to know 

Technology

Smile, you’re on camera
On-board cameras can help improve safe driving, 

and get operators out of a jam

Continued on page 31



WE PROVIDE

• All Base Plates

• All Border Crossings

• Heavy Users Tax (HUT)

• U.S. Border Crossing Decal

• All U.S. Tolls

• All U.S. Licensing

• Wetline installation

• Safety & Seniority Bonus

Loads paid on per ton basis

PLUS Fuel Surcharge

per mile loaded & empty

ADDITIONAL BENEFITS 

•  Competitive Truck Insurance rates

•  Driver Care Insurance – includes buy 

down, down time, towing  

and medical insurance plus  

optional truck payment insurance

•  Excellent fuel prices with company fuel 

& credit cards

•  Clean and well maintained equipment

• Steady year round volumes

• Dedicated Trailers

• Pre-dispatched Daily

• Optional Weekend Work

WE PRESENTLY HAVE 

THE FOLLOWING 

POSITIONS AVAILABLE 

VALID CANADIAN PASSPORT A MUST

FAST CARD AN ASSET

4  Owner Operators 
CANADA/U.S. B-TRAINS

2  Owner Operators 
ON / PQ / NY ALUMINUM 4 AXLES 

ALSO HIRING
COMPANY DRIVERS

We Pay Your 1st Month
Truck Payment & Wages

MAKE YOUR SWITCH TO OUR FAMILY WITH NO START-UP COSTS

CALL VERN at 1-888-209-3867 or 519-536-1192 

 CANADA – US RUNS 
STEADY LANES

PAID 24% OF THE TRUCK
REVENUE & BENEFITS
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Technology

On-board cameras

how many fleets are adopting the use 

of on-board cameras, with some esti-

mates putting the number around 

6% having fully-integrated record-

ing systems.

“Although adoption is still not 

widespread, there is increasing use of 

on-board video cameras and a focus 

on data analysis,” she said. “This is 

good news.”

Jane Foster, an electrical engineer 

with NTSB, and investigator Brian 

Bragonier, highlighted the impor-

tance of video footage when trying 

to determine the cause of a collision.

“Video data is pivotal in many 

highway investigations,” said Foster. 

“It can be used to determine proba-

ble cause, speed and actions of sur-

rounding vehicles, and alertness and 

actions of the driver.”

Bragonier added, “Video can help 

determine what happened in a crash 

when there’s a lack of physical evi-

dence and witnesses.”

During PeopleNet’s in.sight User 

Conference in Houston Sept. 9-12, 

Jason Gould, director of operations 

for PeopleNet Canada, said the Cana-

dian Trucking Alliance (CTA) is look-

ing at how video is used for fleets.

Bill Shannon, logistics and trans-

portation manager for Shandex Truck 

out of Pickering, Ont., who attended 

the session, said he would support a 

mandate for the use of on-board cam-

eras, partly because his company has 

already integrated them into its fleet 

and he has seen the benefits.

Shannon said video evidence can 

be used to protect drivers from being 

blamed for collisions when they’re 

not at fault, and can also be used to 

ensure company drivers are operat-

ing their equipment in a safe manner.

Bryan Coyne, general manager 

for Trimble Transportation Mobil-

ity, North America, said more fleets 

are employing the use of video than 

ever before.

“The acceptance of video five years 

ago was a hard sell,” said Coyne, add-

ing that like ELDs, drivers are warm-

ing up to the idea.

Tomlinson agreed, but added that 

despite their increased acceptance, 

carriers need to take their time 

when implementing an on-board 

camera policy.

“Do your homework and find a sys-

tem that works for your corporate 

culture, make sure it’s easy to man-

age ...make sure you get the right sys-

tem,” he advised. “Don’t settle for out-

ward facing only, because if you really 

want to improve safety, then you’re 

really focusing on more than behav-

ior, what your driver is doing.”

Communication is key to the suc-

cess of any new policy, and on-board 

cameras are no different.

“One of the critical things is that 

drivers understand what this does 

and what it doesn’t do,” said Tom-

linson. “It does not allow you to dial 

them up and watch them go down 

the road.” TN

  Contact Recruiting at 905-677-0111

  Dedicated Runs To 
NORTHERN ONTARIO
   NOW AVAILABLE

cateddd RRRuuuunnnnnnssss TTTooo

 $1.40/mile

 Fuel Capped at $0.70/litre

 Based out of Mississauga

 Bunk Truck Required

 Benefit Plan

 Direct Deposit

 Steady Year Round Work

 Quality Home Time

   Older Equipment Accepted 
  upon Company Inspection

NOW  
HIRING

www.huntslogistics.com

Continued from page 29
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Apply Today to Join 
our Growing Team 

PHONE: 519-821-7999 • FAX: 519-821-2777  •  EMAIL: safety@skylarklogistics.com

Canada Division USA Division

NO MORE FUEL COST
EXCELLENT PAY PACKAGE

GUARANTEED MILES

KEEP MORE IN 
YOUR POCKET!
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By Sonia Straface

MISSISSAUGA, ONTARIO

The workplace plays an important 

role in mental health. For some, 

work gives a sense of purpose and the 

chance to feel productive, but for oth-

ers, work can be the cause of stress 

which can lead to mental illness.

According to statistics, one fifth 

of the Canadian workforce experi-

ences some form of a mental health 

issue, and in any week, half a million 

Canadians call in sick due to a men-

tal health problem or illness. 

On Oct. 30, five experts in the men-

tal health space gathered at Trucking 

HR Canada’s first annual Gearing Up 

for Workplace Mental Health sym-

posium to talk about mental illness, 

how to address it in the workplace, 

and ways to create a psychologically 

healthy work environment. 

Panelists included Andrew 

Harkness, strategy advisor, orga-

nizational health initiatives at 

Workplace Safety and Prevention 

Services of Ontario; Linda Corkum, 

executive director of the Nova Sco-

tia Trucking Safety Association; 

Miguel Mangalindan, associate law-

yer at Monkhouse Law, an employ-

ment and labor law firm; Tammy 

Whelen, mental health educator at 

the Canadian Mental Health Associ-

ation; and Yvone Defreitas, director 

of human resources at the Canadian 

Centre for Occupational Health 

and Safety. 

Your duty as an employer

Mental illness does not discrimi-

nate and it is not a choice, explained 

Defreitas. 

“You could have anybody, any age, 

any culture, mental illness can affect 

anybody,” she said. 

Truck drivers are prone to mental 

illness because of all the time spent 

alone, Corkum said. 

“Our biggest concern with truck 

drivers when it comes to mental 

health, is loneliness,” she said. “They 

spend 14 hours in the truck alone, 

and your mind tends to wander. For 

the driver, sometimes there’s a crisis 

at home and they’re not there to help.”

Many drivers also suffer from 

depression, post-traumatic stress 

disorder (PTSD), and anxiety.

So, what is the role of the 

employer? It’s your duty to accom-

modate, said Mangalindan. 

“Under the Canadian Human 

Rights Act there is a duty for 

employers to accommodate,” he 

said. “It’s about asking yourself as 

an employer, how can you accom-

modate this employee within reason, 

to make it better for them?”

Health

Combating 
the mental 
illness stigma

WE OFFER:
•  Well established company 

with excellent opportunities
• Competitive pay structure
• Paid Picks, Drops, Tarping
• Excellent Bonus programs
• RRSP programs
• Health and Dental Benefits
• Cell phone allowance
• Clothing allowance

WE REQUIRE:
• Positive Attitude
• Professional Appearance
• Good driving record
• AZ or Class 1 license

KELSEY TRAIL TRUCKING
has an Immediate Need for Full Time and

Long Haul Company Drivers

NO U.S.A.

www.kelseytrail.com

1-888-564-8161
Fax: 705-436-9706 

email: recruiting@kelseytrail.com

Saskatoon, SK
Innisfil, ON

Continued on page 35



BENEFIT PACKAGE 
Available Immediately

FIRST 30 DAYS NEGOTIABLE

RRSP AVAILABLE  
after 6 months:

COMPANY WILL MATCH UP TO 2% 

BENEFIT PACKAGE 
Available Immediately

FIRST 30 DAYS NEGOTIABLE

RRSP AVAILABLE  
after 6 months:

COMPANY WILL MATCH UP TO 2% 

SINGLE DRIVERS 
start at .50¢ per mile

TEAM DRIVERS
start at .65¢ per mile

.01¢ raise in March .66¢
.01¢ raise in July .67¢
.01¢ raise in Sept .68¢

.02¢ raise in Dec 2019 .70¢

East Coast .75¢ per mile
Chicago (shorthaul) .60¢ per mile

under 600 mile

PICKS\DROPS
1st $50 • 2nd $75 • 3rd $100 • 4th $125

WE ARE LOOKING FOR 
SINGLE AND TEAM DRIVERS

Full Time/Part Time/Weekend Switches
WE WILL WORK WITH YOU

NEW RATES, EXCELLENT EQUIPMENT
OPEN BOARD, VAN/REEFER/LTL

WE ARE LOOKING FOR 
 SINGLE DRIVERS FOR OUR 

FLATBED DIVISION
WE OFFER STEADY MILES, REGULAR HOME TIME,

NEW EQUIPMENT AND MANY LANES

2 YEARS EXPERIENCE REQUIRED 
CLEAN ABSTRACT, CVOR AND  
CRIMINAL SEARCH REQUIRED

FAST CARD AN ASSET

2 YEARS EXPERIENCE REQUIRED 
CLEAN ABSTRACT, CVOR AND  
CRIMINAL SEARCH REQUIRED

FAST CARD AN ASSET

We Have The Freight, 
We Need YOU To Move It.

Debbie Ext 2408 – dhill@blm.com or Ryerson Ext 2411 – rdodge@safecodrivers.com

Call 1-800-256-6688 
or email us for more information.

Debbie Ext 2408 – dhill@blm.com or Ryerson Ext 2411 – rdodge@safecodrivers.com

SINGLE DRIVERS 
start at .52¢ per mile

SINGLE DRIVERS OVERSIZE
 .65¢ per mile

LEGAL picks/drop $40.00 per 
LEGAL tarp/untarp $50.00 per

Border Crossing $12.50
Picks/drops $100.00 per
Tarps/untarp $100.00 per 
Layover every night $125.00
  while under a wide load

Join Our Team

Call 1-800-256-6688 
or email us for more information.
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Mangalindan explained these 

accommodations could be things 

like working from home a few days a 

week, modifying start and end times, 

sitting by a window, or even taking 

10-minute breaks to walk outdoors. 

There is also a duty for employers 

to inquire, he added. 

“Where an employer is or ought to 

be reasonably aware that the some-

body’s disability is affecting their job 

performance, the duty to inquire is 

triggered,” he explained. 

“So be observant. Ask the right 

questions. So, notice things like 

absences and uncharacteristic 

behaviors.”

The duty to accommodate stops at 

undue hardship, which by definition 

means, if your business can no lon-

ger operate because of the accom-

modations set forth. 

If you’re an employer, and don’t 

know where to start when it comes 

to mental health awareness, Hark-

ness said there’s lots of resources 

online. 

Your duty as an employee

“If you see something, say some-

thing,” Harkness stressed to those in 

the room. “We have to get involved. 

The key piece is if you see someone 

struggling, to simply ask them, ‘Hey 

are you doing okay?’”  

Harkness said coworkers should 

be aware that it’s a good thing for 

them to be proactive and be aware 

of their colleagues’ mood and state, 

no different from the obligation of 

managers and employers. 

“We can take leadership roles 

regardless of what our job titles 

are,” he said. “Look for champions, 

who are willing to speak up, or share 

their story.”

To encourage mental health 

awareness, and reduce stigma, 

Harkness said it’s all about listen-

ing, using appropriate language and 

being kind. 

“We as colleagues need to edu-

cate ourselves,” he advised. “And we 

need to make sure we are listening 

to what they are saying, and pushing 

them to help.”

Mental health first aid 

Many offices across the country 

have designated personnel in the 

office to be first-aid certified. 

Well now, instead of just acquiring 

your physical first aid certification, 

you can also get certified in mental 

health first aid. 

“Mental health first aid train-

ing is a two-day workshop, where 

people learn to perform first aid 

on someone experiencing a men-

tal health problem or mental health 

crisis,” explained Whelen, who is 

a certified mental health first 

aid trainer. TN

Health

recruiting@arnoldbros.com
arnoldbros.com

BECOME A COACH TODAY
ONTARIO & QUEBEC 
905-693-1667 or 1-800-565-1798

We are paying $0.85/mile regardless if coaches are training or not. 

Coaches must be able to run long haul ON-WPG-US-ON  
when they are training.

OVER THE ROAD COACH
Put your skills, expertise and knowledge  

towards training new truck drivers

 

Enclosed Car Carrier
Toronto Based

Requires 
OWNER/OPERATORS
(2) Single O/O Drivers (based out of Toronto)

(1) Single O/O Driver (based out of Halifax)

(1) Team O/O Drivers (based out of Toronto)

(1) Regional Company Driver (based out of Toronto)

Fleet average/mile $1.91 (Single driver O/O)
(includes fuel surcharge + auxillary charges)

WE SUPPLY
Paid base plate
Paid heavy use taxes
Paid insurance
Practical paid miles loaded  
  or empty
Paid tolls + bridge crossings
Floating fuel surcharge weekly
Weekly pay
Well maintained trailers
Paid layovers
Paid on/offs for vehicles
Paid surcharge for paint
Paid company apparel
Coveralls + cleaning
90% Canadian/10% U.S. runs
Bonus programs

O/O SUPPLIES
Late model tractor w/PTO

Proof of Disability Insurance

Buy down insurance cost

Fast card or application capable

Clean abstract & criminal search

Min. 5 years driving exp.

Min. 3 years border crossing exp.

Car hauling experience preferred

Pleasant attitude & good  

  work ethics

Contact:    Andy Thorndyke, Vice-President
318 Rexdale Blvd., Toronto, Ontario

416-742-0854

• Dedicated late model Peterbilts
• Excellent Mileage Rate
•  All Drops & Picks Paid Hourly 
NO 2 hrs free

• Border Crossings Paid
• Bi-weekly cell compensation
• Prepass
• Paid Orientation & Training

• No Start-up costs
• New Mileage Rate and FSC
•  All Drops & Picks Paid Hourly 
NO 2 hrs free

• Border Crossings Paid
• Bi-weekly cell compensation
• Prepass
• Paid Orientation & Training

                  Looking for
Company Drivers and Owner Operators

    Hiring across the 401 corridor
    and into Greater Montreal area

BRAND NEW 

O/O PAY PACKAGE 

IN PLACE

Company Drivers Owner Operators

•   RATES JUST INCREASED  •

If you have no tank experience, we have 
a paid training program for qualified 

Drivers and Owner Operators.

We require 2 years cross border experience, clean current abstracts  
and FAST or TWIC card or ability to obtain.

CONTACT RECRUITING 

1-888-280-8406 ext 225 or
recruiting@premierbulk.com

www.premierbulk.com

Mental illness
Continued from page 33
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we are leading the
way to better pay

join our team

it’s no vacation
it’s your livelihood

Ayr  -  Mississauga -  Lasalle
recruiter@jbttransport.com
toll  free 877  217  4594

SHUNT 
Positions
Available
All Shifts

Equipment

NEW YORK, N.Y. 

A new Confidence Report on the 

viability of electric-powered medi-

um-duty trucks found they are a 

“real solution, for some specific 

applications.”

Mike Roeth, executive director 

of the North American Council for 

Freight Efficiency (NACFE) said 

during a webinar to discuss the find-

ings that more miles are required 

to answer certain unknowns about 

electric medium-duty trucks. How-

ever, he also said “they’re not a fad.”

The report debunked the belief 

that medium-duty electric trucks 

will cost significantly more than 

diesel equivalents. 

“You hear people saying, ‘The bat-

teries are way too expensive,’” Roeth 

said. “But in some shorter, mild duty 

cycles, they’re telling us they are 

very near cost parity now.”

NACFE focused on electric 

trucks available today, or soon to 

be available. 

“We tried to avoid thinking 

about what could be out there in 

the future, and focused on what is 

really being put on the streets today 

– what is the performance of those?” 

Roeth explained.

The report concluded that medi-

um-duty trucks with one shift per 

day operations offered the best 

opportunity for electrification, as 

those trucks sit for long periods 

when they can be recharged. “The 

operational complexity increases as 

the number of duty shifts increases,” 

NACFE concluded. 

Most medium-duty trucks cube 

out before grossing out, so weight 

tends not to be an issue for cus-

tomers. The following make medi-

um-duty trucks ideal for electrifica-

tion: low daily average speeds; low 

average daily drive time; predict-

able daily distances; stop-and-go 

driving patterns; and fixed start 

and return locations, often near 

urban areas.

But NACFE acknowledged strug-

gling to develop a cost model, since 

there are limited medium-duty elec-

tric trucks in the field. 

“There are a large number of 

knowns and unknowns that inf lu-

ence the total cost of ownership 

for medium-duty commercial 

battery electric vehicles,” NACFE 

reported. “More miles of f leet 

use are needed to predict perfor-

mance, maintenance costs, resid-

ual markets, and other key factors 

with confidence.”

The organization, however, was 

still able to develop a cost calculator 

fleets can use to see if medium-duty 

electric trucks make sense in their 

application. 

Roeth said fleets that are early 

adopters “will be ahead of the curve” 

in understanding the technology. 

The full report can be purchased 

for US$1,500, however a summary 

report is downloadable for free from 

www.NACFE.org. TN

Electric medium-duty trucks a good 
fit for some applications: NACFE

Tallman adds 
Doepker line

Paccar Parts opens 
new Toronto PDC

MISSISSAUGA, ONTARIO

Tallman Group announced it has 

added Doepker Industries trailers 

to its product offerings.

The new line will be available at 

all Tallman and Tru-Nor dealership 

locations in Ontario.

“The addition of the Doepker Indus-

tries hopper, steel end dump, steel 

flatdeck and logger trailers comple-

ments our existing lineup of trailers 

very well and we are excited to be a 

part of the Doepker team,” said Sean 

Brady, business development man-

ager, Tallman Group. “This allows us 

to further support the agricultural, 

gravel, mining, forestry, and flatbed 

industry segments with an excep-

tional Canadian-made product.”

Bill Schuler, chief sales and mar-

keting officer, Doepker Industries 

added: “We are excited to welcome 

the Tallman Group to our family of 

Doepker Dealerships and look for-

ward to a long and successful rela-

tionship as we enjoy growing our 

businesses along with helping to 

grow our customers’ businesses with 

all of their trailer requirements.” TN

TORONTO, ONTARIO 

Paccar Parts has announced the 

opening of a new 160,000 sq.-ft. parts 

distribution center in Toronto, Ont.

The facility will support custom-

ers across Eastern Canada. The 

company says the new facility fea-

tures state-of-the-art technologies 

such as voice-activated picking, an 

automated banding conveyor, opti-

mized pick paths and custom inven-

tory zones. The PDC complements 

another in Montreal, Que. 

“The strategic location of the 

Toronto PDC equips us to increase 

our next-day deliveries,” said Laura 

Bloch, assistant general manager – 

operations. TN
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Fleet managers discussed how their spec’ing processes are evolving at 

the FTR Transportation Conference.

By James Menzies

INDIANAPOLIS, INDIANA

Safety and driver comfort are driv-

ing the way fleets spec’ trucks today, 

even at the expense of payload.

That was the consensus from three 

fleet managers who participated in 

a panel at the FTR Transportation 

Conference. 

“Years ago, we always spec’d for 

weight,” said Kevin Tomlinson, 

director of maintenance for 160-

truck Ohio f latdeck f leet South 

Shore Transportation. “We wanted 

to put as much on the deck as we 

could. That worked well until every-

one started adding exhaust systems, 

adding driver comfort features, 

extra batteries, air-conditioning. 

So, we keep changing our tractors 

around for that.”

At Roadmaster Group, a growing 

fleet that specializes in high-value 

loads and hazardous waste, safety 

has been driving changes to how 

trucks are spec’d.

“In the last three to four years 

we have spec’d a very safe truck,” 

said Russ Thompson, executive 

vice-president. “We have looked 

at collision avoidance, roll stabil-

ity, adaptive cruise. And we spec’ a 

very easy-to-operate truck, with air 

release fifth wheels and automated 

transmissions.”

Automated transmissions have 

won over all three of the executives 

on the panel. 

“My theory is, if a driver has his or 

her hands on the wheel when they’re 

going down the road, and they’re not 

worrying about what gear they have 

to switch into, they’re a much safer 

driver,” said Brent Nussbaum, CEO of 

Nussbaum Transportation. 

Both Nussbaum and Roadmaster 

have trucks on order. Nussbaum runs 

a five-year replacement cycle. It tried 

shortening it to four years but found 

selling a four-year-old truck was trick-

ier due to the higher sticker price. Hav-

ing switched back to five-year replace-

ment cycles, Nussbaum said “People 

are coming out of the woodwork to buy 

them. It’s a very good market.”

All panelists agreed reliability has 

greatly improved on the latest gener-

ation tractors. They also agreed that 

spec’ing decisions play a big role in 

driver retention. Other strategies 

to fill seats include increasing pay 

(Roadmaster just put through its big-

gest pay increase in its history) and 

training less-experienced drivers.

“We have pilfered each others’ driv-

ers for years,” Nussbaum admitted. 

“Some years back, we recognized we 

were going to have to do some train-

ing or we were going to be in trouble. 

We couldn’t afford to take other peo-

ples’ drivers and quite frankly, some-

times we didn’t want to.”

Nussbaum partnered with a local 

college that offered a truck driving 

school, and now accepts graduates 

from that program for finishing 

under the carrier’s own tutelage. 

Many of these drivers are col-

lege-educated and younger than the 

average truck driver. The program 

allows Nussbaum to train them on 

efficient driving before they learn 

bad habits elsewhere. 

All three fleets indicated they’ll 

continue spec’ing trucks with large 

sleeper cabs, even for drivers who 

don’t do long runs. Nussbaum said 

it’s tricky to sell day cabs, and even 

mid-roofs are more challenging to 

sell than an over-the-road truck.

Nussbaum has installed in-cab 

cameras that are forward- and 

rear-facing, but the cab-facing cam-

era can be deactivated by the driver 

when the truck is stopped. 

“We lost five drivers over it, but 

three came back the next year,” 

Nussbaum said. “It’s almost a non-

event, we don’t even hear about it 

anymore.” 

Both Nussbaum and Roadmas-

ter are spec’ing tractor disc brakes, 

but would like to see the cost come 

down further before making the 

switch on trailers. 

“We’re still at $3,000 (more) a 

trailer,” Nussbaum said. “With all 

the safety technologies we have on 

them, we just haven’t seen the pay-

back on that yet. We’ve been pushing 

for a cost reduction.” TN  

Safety, driver comfort driving spec’ing decisions
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WE’RE HIRING!

TO APPLY:
Phone: 1-800-463-5862 ext. 35207
Online: www.linamar.com/careers
Fax: 519-837-1506
Email: driver.recruiting@linamar.com
In person: 700 Woodlawn Rd West, Guelph ON

There are many advantages of working  
for the largest employer in Guelph:
• Ongoing training and development opportunities
• Competitive pay package

• Late model dedicated equipment.
• Exceptional safety rating – most of the time waved through at the scales.
• DOT reset at home. Always.
• Bonus programs.
• Round trip itineraries – no sitting and waiting for reload.
• Company paid uniform and safety shoes.
• Recognized as a Trucking HR Canada Top Fleet Employer  
 4 consecutive years

Linamar 
Transportation is 

currently hiring AZ 
drivers for short-

medium haul work 
from Guelph into 
MI, OH, IN, IL, WI, 

MN, NC, SC, TN  
(no ESB)

New graduate training program available

DEDICATED HIGHWAY LANES

By Derek Clouthier

EDMONTON, ALBERTA

With the help of Mack Trucks, West-

can Bulk Transport is putting the 

focus back on the driver.

“We need a good product so we 

can get drivers in the trucks and 

product to market,” said Howard 

August, vice-president of Cana-

dian operations for RTL-Westcan 

Group of Companies, during Mack’s 

Canada Tough event in Edmonton 

Oct. 10.

August was referring to Mack’s 

new highway offering, the Anthem, 

a truck Westcan has invested heav-

ily in moving forward.

But as Mike Royer, vice-president 

of fleet service for Westcan explained, 

the carrier did not always have the 

best relationship with Mack Trucks.

Up until 2009, Westcan did not use 

Mack trucks in its fleet, and hadn’t for 

some time, but that soon changed. 

Royer said they always liked the 

trucks Mack produced, as the vehi-

cles were sturdy and stood up to the 

elements in Western Canada.

With more than 700 power units 

in its f leet, investing in Mack’s 

Anthem was a big step.

Ultimately, Westcan looked at 

several factors when deciding to go 

with the Anthem.

“Mack came to the table with a 

tractor that truly delivers on the 

regular feedback our professional 

drivers and we have provided them 

regarding what we want to see in a 

fleet tractor,” said Royer.

Some of those recommendations 

included driver safety, with Mack 

offering Bendix Wingman Fusion, 

as well as enhanced lighting and 

vision from the cab. Driver comfort 

was another area of importance for 

Westcan, and the Anthem offered a 

quiet, comfortable ride with ample 

space and storage for operators.

Royer also said the Anthem was 

the truck that provided the best reli-

ability in harsh Canadian operating 

conditions.

Mack’s dealer network, which 

includes 15 Mack Certified Uptime 

Centers in Canada, also equated to 

an efficient cost of ownership for 

Westcan, and kept its technicians 

engaged and challenged with ongo-

ing factory training.

Part of Westcan’s effort to place 

more of an emphasis on drivers 

is through a recruitment video 

the company produced called  

#MeantForTheRoad.

Through the video, Westcan 

addresses the misconception of driv-

ers being disconnected from their 

work and families, highlights them 

as ambassadors of the road, posi-

tions drivers as elite, trustworthy, and 

skilled role models, shows respect for 

drivers, and showcases a day in the 

life of a driver in a Mack Anthem.

In addition to the video, West-

can has made valiant efforts toward 

driver recruitment, retention, and 

image, including helping them look 

and feel more professional by wear-

ing a uniform.

In addition to more than 700 trac-

tors, Westcan has 1,947 specialized 

trailers, primarily hauling liquid 

bulk products like petroleum, sul-

fur, acid, chemicals, as well as coal 

and lime, and asphalt.

“Our drivers have to be very well 

trained across a wide variety of 

products,” said Royer.

Stu Russoli, highway product 

manager for Mack, said increased 

uptime in Mack trucks using what 

he called Mack Connect, helps 

ensure drivers like those with West-

can get their product to customers 

safely and efficiently.

Mack Connect is made up of three 

subcategories: connected driving, 

connected business, and connected 

support.

Equipment

Canadian tough
Mack’s Anthem a perfect fit for Westcan’s  

driver-focused mentality
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Hiring Professional Drivers &
Owner Operators

Miles Ahead, Minutes Away

“Build Your Career 
& Your Families 

Future”
Find out why driving for
Woodcock Brothers
is the better choice.

In 2017 our Professional Drivers earned an average of $0.73 per mile 
and Owner Operators earned an average of $1.46 per mile plus fuel surcharge.

Family First Work Environment
Signing Bonus

Performance Bonus

Paid Training
Paid Health Care Benefits 

Pension Plan
Up To 7 Weeks Vacation

Appreciation Events
Good Home Time

No Forced Dispatch

1-800-565-5557 ext 242 | HR@woodcockbrothers.com | www.woodcockbrothers.com

APPLY
NOW

Bendix Wingman Fusion comes 

standard on the Anthem, and uses 

a camera- and radar-based driver 

system to provide collision mitiga-

tion, adaptive cruise control, and 

lane departure warnings to bolster 

connected driving.

Connected business uses fleet 

management solutions, such as 

compliance and ELD, driver safety, 

dispatch location, legacy vehicle ser-

vices, and analytics to increase cus-

tomer productivity.

Finally, there is connected sup-

port, which is Mack’s strategy to 

increase uptime with GuardDog 

Connect, OneCall, Asist, Certified 

Uptime Centers, and Over the Air 

solutions for direct communication 

with the customer.

Russoli said ease of access to con-

trols and driver comfort also helps 

make the Anthem a driver-focused 

option for fleets.

“Up here in Canada, if you’re going 

long stretches, you need to be as 

comfortable as possible,” Russoli 

said, pointing to gauge and con-

trol placement as a big part of that 

effort. “The key is having everything 

right beside you so the driver is not 

reaching around.”

Jonathan Randa l l ,  senior 

vice-president of North American 

sales and marketing for Mack, said 

Canada is the 10th largest Class 6-8 

truck market globally.

“Canada is obviously a very 

important market for Mack Trucks,” 

said Randall, adding that at present, 

business is booming. “Things are hot 

right now. Order intake is extremely 

strong…including in Canada, and 

we don’t see an end in sight.”

Randall said Canada’s exports 

grew 12.3% in the second quarter 

of 2018, with strong Canadian truck 

orders and an industry backlog as of 

August of more than 30,000 trucks.

With economic growth in Canada 

expected to be 2% in 2019, Randall 

doesn’t see the demand for trucks 

like Mack’s Anthem diminishing 

any time soon.

This is especially true when com-

paring Canada and the U.S.’s indus-

try segment size in the truck mar-

ket, with longhaul making up 49.8% 

of Class 8 vehicle registrations in 

Canada, and the U.S. not far behind 

at 45.1%.

“We do expect regional haul will 

start to take a bigger chunk,” said 

Randall, adding that on-highway 

will continue to drive growth in 

the industry. “I can’t say it enough, 

it’s good times. We don’t see a lot 

of speculation in there…and don’t 

expect any cliff or bubble.”

Currently, Mack trucks make up 

80% of Westcan’s fleet, and during 

a tour of the company’s Edmonton 

location, a group of editors from 

Canada and the U.S. were given 

a f irsthand look at some new 

Anthems that had just arrived  

on site.

Several of Westcan’s older Mack 

trucks – those from the 2011-12 

timeframe – were being retired to 

make room for the new models.

Westcan has been in business for 

more than 50 years, at first primar-

ily a western-based carrier before 

expanding in 2014 into Ontario, 

opening a location in Toronto.

The company now has 16 loca-

tions across Alberta, B.C., Saskatch-

ewan, N.W.T., and Ontario, with its 

headquarters in Edmonton and 

24-hour dispatch in Saskatoon, 

Lloydminster, Coquitlam, Yellow-

knife, Toronto, and Edmonton.

“We put our trucks through 

everything you can imagine,” said 

August, “and Mack has always been 

there for us.” TN

“We put our 
trucks through 
everything you 
can imagine 
and Mack has 
always been  
there for us.”

– Howard August, Westcan



40  Truck News • December 2018

Apply Online at www.drivergarde.com
or for more information call Ron at 905-614-1484 or 1-888-818-7771

> Highway Owner 
Operator Hire on 
Incentive of $5000

> Paid Waiting Time  

and Orientation

> Ontario Runs Only,  

No Border Crossing

> Referral Program

> Benefits, Pension,  

Profit Sharing

JOIN THE MISSISSAUGA 
GARDEWINE TEAM
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DRIVERS NEEDED. 
WE OFFER:

SAFE Work Manitobba Certified    |    SmartWay Transport Partner

Winter is coming!  
Time to think about  

heading South.

WARM WEATHER, FLAT LAND,  
LOW FUEL PRICES AND STEADY MILES 

ARE A WIN-WIN COMBINATION. 

We also have opportunities for  
Independents with their  

own insurance and authorities.

KEYPOINT IS LOOKING FOR 
OWNER OPERATORS (teams and singles)  

TO RUN ONTARIO & PQ to TX.  

Contact Us Today

1-866-569-7964
recruiting@keypointcarriers.com

1018 Parkinson Rd., Woodstock, Ontario

Visit our website
keypointcarriers.com

OTTAWA, ONTARIO 

Day & Ross recently announced that it has opened 

its second facility in Ottawa.

The new 5,000 sq.-ft. terminal, located at 1270 Hum-

ber Place, will handle freight originating from Toronto, 

Montreal, and Woodstock, and destined for the rural 

Ottawa area.

“The opening of a second terminal in Ottawa is a 

notable step forward in our ongoing commitment to 

bolster our network with secondary capacity where 

needed,” said Doug Tingley, president. “We will con-

tinue to aggressively invest in our capabilities that allow  

us to deliver a good customer experience in a safe 

environment.”

The company also announced it has invested in a 

mobile driving simulator to help further support the 

development of its professional driving team.

 “The simulator allows our company to put new and 

experienced drivers through pre-programmed sim-

ulations for both testing, onboarding and advanced 

training,” said Bill Doherty, chief executive officer. “This 

driving simulator is the next step in our safety journey 

as we target zero accidents, and is just one of the ways 

we are working towards having the most professional 

driving team in the industry.” TN

Fleet News

Day & Ross opens Ottawa terminal, invests in simulator Ryder expanding  
last mile delivery  
business

Fastfrate launches 
new linehaul division

Day & Ross has purchased a simulator to enhance its 
driver training.

TORONTO, ONTARIO

Toronto is one of three North Amer-

ican facilities Ryder is expanding to 

improve its last mile delivery service.

The company recently announced 

the expansion of its Ryder Last Mile 

business, which focuses on home 

delivery and white glove installa-

tion for big and bulky goods. 

“We’re getting closer to the con-

sumer,” said Patrick Coughlin, 

vice-president and general manager 

of Ryder Last Mile. “By expanding our 

existing locations and adding new 

facilities, we continue to position our 

customers to meet – and even exceed 

– the ever-growing demands of e-ful-

fillment and the increasing expecta-

tions of their customers.”

Ryder says the expansion will 

allow it to stay ahead of the curve 

in today’s “now” economy, which is 

critical to the success of customers 

like Design Within Reach (DWR), a 

retailer of exclusive modern design.

“Ryder technology, transportation 

management, distribution manage-

ment, and last mile all provide consis-

tent high-quality delivery services all 

across the country,” said Jerry Gable, 

DWR director of delivery experience. 

“Ryder provides a strategic partner-

ship that supports the Design Within 

Reach client experience.”

In addition to Toronto, last mile 

fulfillment facilities in Atlanta, 

Ga., and Lathrop, Calif., will also 

be expanded. Ryder is also form-

ing new partnerships in eight stra-

tegically located U.S. cities. Ryder’s 

e-fulfillment network now boasts 

136 facilities, covering 95% of the 

U.S. and Canada within a two-day 

timeframe. TN

WOODBRIDGE, ONTARIO

Fastfrate Group has announced the 

formation of a new dedicated truck-

load linehaul service.

It integrated BRS Transporta-

tion’s operations into the Consoli-

dated Fastfrate operations, effective 

Oct. 15. 

Fastfrate Linehaul is the name 

of the new entity, and will provide 

contract-based truckload services to 

shippers. The new division will oper-

ate in the U.S. and Canada. 

“We have just come off a banner 

year and the merger of BRS into our 

various operations has given us added 

and immediate capacity where it was 

needed most,” said president and 

CEO, Manny Calandrino. “Fastfrate 

Linehaul is not an ad hoc truckload 

service. It is a more strategic highway 

offering that will foster deeper, long-

term relationships in new areas, for 

the Fastfrate Group.” TN
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  Picks, drops, tarping paid (up to $100)
 Border crossing paid
 Layovers paid
 Newer equipment
 Safety bonus 
 Benefits 
 Paid weekly direct deposit
  Out of province coverage  
immediate upon hire

ARE HIRING EXPERIENCED 
PROFESSIONAL AZ DRIVERS
WITH CROSS BORDER EXPERIENCE

Also Hiring 
EXPERIENCED OWNER OPERATORS
WITH CROSS BORDER EXPERIENCE

• Base start rate of $0.55/mile
•  $0.64 -$0.78/mile  

(P&D Included) on Open Board
•  B-Train & oversized premiums  

paid 

PAY RATE
INCREASE

Contact recruiting:  
dave@briwaycarriers.com 

or 866-354-0034
for more information

NEW DRIVER
WEEKLY PAY
GUARANTEE

www.briwaycarriers.com

NOW HIRING
COMPANY DRIVERS & OWNER OPERATORS

ACROSS ALL DIVISIONS
VAN • BULK • FLATBED 

Apply at www.drive4grace.com

Questions answered at recruiting@gracetransport.com

Call us at 226-289-9000 extension 900 or come in and see us today.
We are an equal opportunity employer

MONTREAL, QUEBEC

CN announced it has reached an 

agreement to acquire Winnipeg’s 

TransX Group of Companies. 

“This strategic acquisition allows 

CN to deepen its supply chain 

focus, strengthening our excep-

tional franchise, including our 

intermodal business, notably the 

specialized, fast-growing refriger-

ated segment,” said JJ Ruest, pres-

ident and chief executive officer of 

CN. “TransX has a 55-year history 

of providing innovative customer 

solutions in an industry that con-

tinues to evolve.

“This alignment creates a solid 

framework to serve a growing con-

sumer economy with transporta-

tion options that bring more supply 

chain flexibility to our customers,” 

Ruest added.

Mike Jones, chief operating offi-

cer at TransX added: “CN’s acqui-

sition solidifies our future as an 

industry-leading intermodal ser-

vices provider in North America. 

We look forward to working with 

the CN team, which will allow us 

to continue building long-term cus-

tomer confidence.”

TransX will continue to be based 

in Winnipeg and will operate inde-

pendently.

“We thank Louie Tolaini, 

president and founder of 

the TransX Group of Com-

panies, and his family for 

entrusting us with the 

reputation they built over 

the last six decades,” said 

Keith Reardon, CN’s senior 

vice-president of consumer 

products and supply chain 

growth. “CN has worked alongside 

TransX for many years as a supply 

chain partner and we know the 

emphasis they place on the cus-

tomer’s experience and on their 

commitment to safety. Under-

standing each other’s culture 

makes the opportunities of this 

acquisition exciting, and wide 

ranging.”

The terms of the deal were not 

disclosed. TN

CN to buy TransXTFI buys Gorski, 
raises guidance
MONTREAL, QUEBEC

TFI International raised its 2018 

EBITDA guidance in October, due 

to a strong trucking environment. 

“The general freight environment 

is strong throughout North America, 

and all of our segments are benefit-

ing,” Alain Bedard, chairman, pres-

ident and CEO said on a Q3 earn-

ings call with analysts. “As a result 

of these favorable conditions and 

our own success driving profitable 

growth, today we are raising our 

2018 EBITDA guidance to a range 

of $665 million to $675 million, from 

the prior range of $635 million to 

$645 million.”

Bedard said he’s predicting a strong 

peak shipping season, especially for 

the parcel and courier (P&C) segment.

“If we look at the Canadian side, 

our P&C is just busting at the seams,” 

Bedard said. “The guys are just going 

crazy with volume.”

He also said the LTL trans-border 

segment is doing well, as is inter-

modal. Over-the-road LTL in Canada 

is not growing, however, as retailers 

are losing business to e-commerce. 

Bedard said he’s also optimistic about 

the U.S. business in the fourth quarter. 

The focus for TFI International, 

Bedard said, is on improving the 

quality of revenue.

As strong as 2018 has been, Bedard 

thinks 2019 will be even better. 

“I would feel very confident that 

2019 is going to be better than 2018,” 

he said. 

On the mergers and acquisitions 

front, Bedard revealed the company 

has acquired Gorski Bulk Transport, 

and will likely make three or four 

more purchases before the end of 

the year in Ontario and Quebec. 

“The Gorski acquisition was fan-

tastic,” Bedard said. “Gorski has 

a small operation in the U.S., very 

small, but it’s our first foothold in 

the U.S. territory in terms of spe-

cialty truckload, and we could add 

to that probably within the next six 

to 12 months.”

Bedard is also optimistic a new 

trade deal with the U.S. and Mexico, 

and the impending electronic log-

ging device (ELD) mandate in Can-

ada will also benefit the company. 

Certain aspects of the new trade deal 

benefit e-commerce, Bedard noted.

“We believe we are going to see a 

lot more activity between the U.S. 

and Canada,” he said. “Goods flow-

ing from the U.S. to the Canadian 

consumer…On the truckload side, 

we’re so busy right now and we have 

tariffs on steel, we have tariffs on alu-

minum – they’re still on. So, we lost 

a little volume on the steel side but 

our guys are so busy in other sectors 

that we don’t see anything, we don’t 

see a drop in our business. And now 

if the tariffs go away on the steel side, 

I mean, we’re just going to be even 

more busy.” TN
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Now that winter and slippery walking 

conditions are just around the corner, 

it’s a good time to take a fitness inven-

tory. Make sure your balance and flex-

ibility are good enough to keep you 

upright on ice and snow. Maintaining 

a strong core is essential.

Having a strong core means that 

the muscles in your pelvis, hips, 

lower back, and abdomen work well 

together, giving you better balance 

and stability in all physical activi-

ties, like tarping a load, lifting a tool, 

or bending to lower your dolly. A 

strong core can also reduce fatigue, 

injuries, poor posture, and reduce 

back pain. 

On the road, it’s hard to maintain 

a regular fitness program, but you 

can do core exercises anywhere. No 

gym membership is required. These 

exercises, coordinating the action of 

your abdominal and back muscles 

– the plank, bicycle crunch, dead 

bug, and bridge – are designed spe-

cifically to stabilize and strengthen 

your core. Since they can be done at 

home, in your motel room, or in your 

bunk, they are convenient additions 

to your current fitness activities. 

To complete a plank exercise, 

lift your body off the ground into 

a push-up position, but bend your 

elbows and  rest  your weight on 

your forearms instead of your 

hands. Hold your body in a straight 

line from your shoulders to your 

ankles. Keep your abdominal and 

back muscles tight. Maintain this 

position for at least 30 seconds 

while breathing deeply. Increase 

the time as your endurance builds.

For a crunch exercise, start by 

lying on the ground, with your 

lower back pressed flat on the floor 

and your head and shoulders raised 

slightly above it. Place your hands 

lightly on the sides of your head, but 

don’t knit your fingers behind and 

be careful not to yank your head 

with your hands during the exercise. 

Lift one leg just off the ground and 

extend it out. Lift the other leg and 

bend your knee towards your chest. 

At the same time, twist through 

your core so the opposite arm moves 

towards the raised knee. Your elbow 

doesn’t need to touch your knee, so 

just concentrate on moving your 

core as you turn your torso. 

To keep your elbow in the same 

position relative to your head 

throughout, focus on bringing 

your shoulder to the opposite knee 

as you move, rather than elbow to 

knee. Be sure to lower your active 

leg and arm at the same time, while 

bringing up the opposite two limbs 

to mirror the movement. Aim for 

three sets of 10 reps on each alter-

nating side.

For a dead bug exercise, lay flat 

on your back with your arms held 

out in front of you pointing to the 

ceiling. Then bring your legs up so 

your knees are bent at 90-degree 

angles like you are sitting in a chair. 

Throughout the exercise, keep your 

back as f lat against the f loor as 

possible – your hand shouldn’t fit 

between your back and the floor. 

Slowly lower your right arm and 

left leg at the same time, exhaling 

as you go. Keep going until your arm 

and leg are just above the floor and 

keep your back against the ground. 

Then, slowly lift your arm and leg 

to the starting position and repeat 

with the opposite limbs. Try begin-

ning with three sets of five reps on 

each side, and increase as you’re able 

while maintaining your form. 

For a bridge exercise, begin by 

lying on your back with your knees 

bent with your back in a neu-

tral position, not arched and not 

pressed into the floor. Avoid tilting 

your hips. Tighten your abdominal 

muscles and then raise your hips off 

the floor until your hips are aligned 

with your knees and shoulders. Hold 

your body in this position for as long 

as you can without breaking your 

form. Repeat 10 times.

Completing core-strengthening 

exercises will build inner strength 

and increase your stability. TN

Health

Preventive Maintenance

Core values
Focus on strengthening your core this winter

Karen Bowen is a professional 

health and nutrition consultant, 

and she can be reached at 

karen_bowen@yahoo.com.

On the road, it’s 
hard to maintain 
a regular fitness 
program, but 
you can do 
core exercises 
anywhere. No gym 
membership is 
required.

$48.00/HR.
LOCAL

$1.40/MILE
HIGHWAY

HIRING FOR 
ONTARIO HWY / LOCAL HWY / CITY DAYCABS

Call 905-677-0111
or e-mail info to recruiting@tbmgroup.ca

• FUEL CAPPED AT $0.70/LITRE

• PAID  PICKS AND DROPS

• BENEFIT PLAN

• DIRECT DEPOSIT

• NO TOUCH FREIGHT

• STEADY YEAR ROUND WORK

• FUEL CARDS SUPPLIED

• QUALITY HOME TIME

OLDER
TRUCKS

ACCEPTED

All Equipment must pass
Company Inspection
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• All New Model Equipment
• Dedicated Trucks
• Competitive Wage Packages
• All Miles Paid: loaded or empty 
• Full Benefits Packages
• Weekly Direct Deposit

•  24/7 Satellite &  
Personalized Dispatch

• Flexible Home Time
• Fuel Discount & Fuel Card
• Repair Shop & Fuel on-site
• Open Door Policy
• Safety Bonus & More

BRANTFORD ONTARIO

USA SHORT HAUL: SOUTH • LONG HAUL: MID-WEST
ONTARIO-QUEBEC DEDICATED RUN • LOCAL WORK

LEASE OPPORTUNITY
AVAILABLENEW DRIVERS WELCOME

Contact Anthony Garkut 

800-784-5774
agarkut@btcexpress.ca

WE KEEP THINGS 

COOL
OR

FROZEN
THROUGHOUT NORTH AMERICA OWNER OPERATORS WANTED

Professional truck drivers rely heav-

ily on their eyes to perform their jobs 

safely and effectively. Therefore, eye 

conditions can be devastating, or 

even career-ending. 

This month I am going to discuss 

cataracts, a common eye condition 

that involves the clouding of the lens 

in the eye. 

I recently had a patient, who is a 

profession truck driver, tell me how 

he first noticed his cataracts. He ini-

tially took his truck to the mechanic 

because he thought the windows in 

his truck were fogging up. 

However, the mechanic was 

unable to find anything wrong with 

the truck’s ventilation system. Over 

time, my patient noticed that his car 

windows were starting to fog as well. 

It was this that prompted him to con-

sult his optometrist. It was then dis-

covered that he had cataracts form-

ing in both eyes.

The main symptom of cataracts is 

cloudy or blurry vision. 

Many people with cataracts report 

it is similar to looking through a 

fogged-up window. Most cataracts 

develop slowly. As such, many peo-

ple do not experience any signifi-

cant symptoms until the cataract 

has grown. 

Often, cataracts only affect a small 

portion of the eye’s lens at first, how-

ever, as it increases in size, the symp-

toms tend to become more notice-

able. Although blurry vision is the 

most common symptom, other 

symptoms include decreased vision 

at night, seeing halos or rings around 

lights, and double vision. 

The symptoms associated with 

cataracts are due to the lens of your 

eye not being able to focus the light 

that passes through the eye. The cat-

aract scatters or disperses the light, 

which prevents a sharply defined 

image. 

The most common causes of cat-

aracts are age and injury-related 

changes in the tissue that make up 

the lens of your eye. Other risk fac-

tors include diabetes, alcohol abuse, 

high blood pressure, and smoking.

If you suspect that you have a cat-

aract, it is important to seek medi-

cal attention. In order to determine 

if you have a cataract, your doctor 

may perform a number of tests, 

which may include a visual acuity 

test as well as other, more sophisti-

cated, testing. 

In most cases, the recommended 

treatment for cataracts is surgery. 

However, for most people, there is 

no rush to surgically remove the cata-

racts, as they usually progress slowly 

and do not damage the eye. 

Cataract surgery is relatively sim-

ple. Basically, the surgeon removes 

the clouded lens and then replaces 

it with a plastic lens implant. In 

general, this type of surgery does 

not require hospitalization and you 

should be able to go home after the 

surgery. 

Most patients remain awake 

during the surgery. The surgeon will 

use local anesthetic to numb the eye 

and surrounding area. Cataract sur-

gery is common and is generally con-

sidered to be safe and effective. 

The prevention of cataracts is diffi-

cult, as the exact cause is not clearly 

understood. However, having regular 

eye examinations and living a healthy 

lifestyle, which includes a diet high 

in fruits and vegetables, seems to 

reduce the risk. 

Also, wearing sunglasses that fil-

ter out ultraviolet light may also 

decrease the risk of developing 

cataracts. This point is especially 

important for truck drivers, as you 

are exposed to more direct sunlight 

than the general population. I always 

recommend to my patients that they 

invest in a good quality pair of polar-

ized sunglasses.  

As you can see, cataracts are 

not considered a life-threatening 

medical condition. However, if left 

untreated, the associated symptoms 

can become debilitating. 

Keep in mind these simple pre-

vention tips and you will be well on 

your way to maintaining crystal clear 

vision.

Until next time, drive safely. TN

Protect your eyes
For professional drivers, eye conditions can be a career-killer

I always 
recommend to 
my patients that 
they invest in 
a good quality 
pair of polarized 
sunglasses.

Back Behind the Wheel

Dr. Christopher H. Singh runs 

Trans Canada Chiropractic at the 

230 Truck Stop in Woodstock, Ont.  

He can be reached at 519-421-2024.
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TAKE ADVANTAGE OF INCREASED LINEHAUL REVENUE—NOW AT 62%
ORANGELEASE

schneiderowneroperators.com 800-856-9707

“You’re in control of what  
you do. To me it’s a perfect 
choice.”

-Jason, Canadian 
owner-operator 
leasing business 
on with Schneider

Up to $215,000 USD per year in revenue potential
$5,000 lease-on incentive

Weekly settlements in U.S. dollars

Pick the loads you want and drive when and where you want

24-hour business support  |  Complete access to Schneider’s freight network

Within minutes of his election as 

Ontario Premier, Doug Ford declared 

Ontario is open for business. The 

provincial government’s announced 

review of Bill 148 is definitely a step 

in the right direction. The Ontario 

Trucking Association (OTA), with its 

hundreds of members spread across 

the province, is looking forward to a 

new lens applied to the policies con-

tained in Bill 148. 

While Bill 148 deals with a num-

ber of important workplace issues 

that impact competitiveness, 

let’s deal with the elephant in the 

room: a 23% increase in the mini-

mum wage over two years. While 

the vast majority of the trucking 

industry’s workforce is made up 

of truck drivers, who are paid well 

above minimum wage, trucking is a 

demand-derived business, and when 

our customers suffer, so do we as an 

industry. 

The trucking industry, and its 

thousands of workers, needs a 

healthy economy to thrive.

OTA understands a healthy econ-

omy must be supported by a work-

force that is paid a fair living wage 

and, over time, minimum wage 

should increase. 

The question, then, is how should 

widescale wage increases be imple-

mented province-wide? Between 

2010 and 2017, the minimum wage 

rate increased in Ontario by 10%, 

with periods as long as four years 

without any adjustments. Regardless, 

all businesses have to plan for wage 

increases to be fair to their employ-

ees. The question is, how can the 

Ontario government help employees 

and employers better plan for such 

minimum wage increases? 

As Ontarians review Bill 148, we 

should examine the suitability of 

deploying the same strategy uti-

lized by several U.S. states by cre-

ating a minimum wage index tied 

to inflation.  

Another complementary U.S. state 

policy option to examine, is linking 

future minimum wage increases to 

sectors and regions based on indus-

try impacts and local cost of living 

realties. 

The cost of living in the Greater 

Toronto Area (GTA) is much higher 

compared to other parts of Ontario. 

I don’t think anyone will argue that 

point. If, then, larger minimum 

wage increases are required in some 

regions due to the high cost of living 

and less so in others, the province 

could consider a more refined and 

nuanced policy approach to imple-

menting future provincial mini-

mum wage increases. 

New York State, for example, per-

formed a detailed analysis by mea-

suring needs and the impact of 

increasing minimum wage in var-

ious parts of its jurisdiction, and 

then developed a plan for different 

businesses and regions to adjust 

accordingly. 

New York’s sector-based and 

regional approach seems to be a 

direction worth considering, as it 

allowed the state to take varying 

positions depending on the eco-

nomic realities facing different sec-

tors and jurisdictions. 

Instead, Bill 148’s blanket, one-

size-fits-all approach to labor pol-

icy has unintended consequences 

for sectors that play a vital part sup-

porting Ontario’s economy. 

There is much more to Bill 148 

than minimum wage increases. Bill 

148’s treatment of scheduling as well 

as part-time and on-call employees 

also has a significant impact on the 

trucking sector. A sectorial-based 

examination of Bill 148 would help 

modernize Ontario labor rules for 

the benefit of hardworking Ontar-

ians, without inadvertently intro-

ducing significant burdens on busi-

nesses.

OTA welcomes an opportunity for 

a more comprehensive examination 

of Bill 148 from a sectorial and geo-

graphic perspective, which is reflec-

tive of the needs of all industries 

and communities that face their 

own distinct economic challenges. 

Everyone wants to make Ontario a 

better place for all Ontarians and 

the trucking industry is ready to do 

its part. TN

Insights

Guest Column

Stephen Laskowski is president 

of the Ontario Trucking Association 

and Canadian Trucking Alliance.

Family owned and operated, Sharp Bus Lines Limited  
is the premier student transportation provider  
servicing Ontario for over 50 years.

LOCATIONS:
Brantford & Brant County
Norfolk & Haldimand Counties
Waterloo Region
Niagara Region
London
Windsor & Essex
Simcoe County
Hamilton
Toronto
York Region
Guelph & Wellington County

Contact us at careers@sharpbus.com 
or 519-751-3434 ext.1035 

or visit our website www.sharpbus.com

310T Truck and Coach  
Technicians and 

Apprentices wanted: 
Monday-Friday,  
Day Shift Only!

•
Professional School 
Bus Drivers wanted, 

all training for B licence 
upgrade is free! 

Competitive 
Pay Packages.

Be Sharp, Go Sharp! 

Revamped Bill 148 should balance 
economy and wages   
It’s time for some outside-the-box thinking
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2015-2018 FREIGHTLINERS 
WELL MAINTAINED, 

GREAT LOOKING TRUCKS, 
LATE MODEL WITH  

OWNER OPERATOR SPECS.

OWNER OPERATORS
SINGLE: up to $1.68 per mile
TEAM: up to $1.78 per mile
Lease to own program ($0 down)                                        
Waiting time and layover paid
Excellent insurance coverage
All bridges, tolls, scale, insurance  
  and borders paid

COMPANY DRIVERS
Benefits start immediately
Competitive wages
Option of hourly wage or mileage  
  for Longhaul Company Drivers

WE OFFER ALL DRIVERS:
Sign on bonus

Fuel discounts and fuel cards

Repair shop onsite

Safety Bonus & More

24/7 dispatch support

Flexible home time

All miles paid loaded and empty

Paid extra Pickups/Deliveries

Drivers lounge with Wi-Fi

LEASE
TO OWN

$0DOWN

AZ OWNER OPERATORS  
& COMPANY DRIVERS WANTED!!!!!!

START ASAP!!!!
CALL: 

1-877-496-7066

EMAIL: 
teamicon@icongroupco.com

34 WINER RD.
PUSLINCH, ON, CANADA, N0B 2J0

GUARANTEED OWNER OPERATOR WAGE

FREE TRUCK PARKING
Choose from 3 convenient locations

Puslinch  |  Guelph  |  Kitchener

LOCAL AND HWY LANES AVAILABLE

I did something at the end of Octo-

ber I haven’t done for a very long 

time – I attended a trucking sym-

posium. Sponsored by the Wom-

en’s Trucking Federation of Canada 

(WTFC), it brought together drivers 

and staff from operations, safety, and 

the executive suite in the same room.

I came away from the day’s meeting 

with a lot of information of high value 

to me as a driver. I also came away 

from the meeting with questions.  

A few years ago, I spent a consider-

able amount of time attending indus-

try meetings and became somewhat 

disenchanted. It’s not that the infor-

mation I gleaned from these meet-

ings wasn’t valuable or that the pre-

senters weren’t professional and 

well-informed. The problem I saw 

was that the intention to create pos-

itive change on the front line wasn’t 

trickling down to the drivers. 

WTFC is trying to change that 

narrative from the bottom up. In 

light of that, this inaugural meeting 

was named Bridging the Barriers.

There were a couple of things that 

stood out for me at the meeting. The 

first was the presentation on trailer 

theft and truck hijackings. It was 

an interactive session and training 

that every driver should receive. It 

was great to have a 30-year police 

veteran share his experience as to 

how these hijackings come about 

and what you should do if you are 

a victim in order to come out of  

it safely.

The presentation on cannabis and 

drug and alcohol testing was also 

interesting. It amazes me that the 

government can mandate this test-

ing and we rarely, if ever, question 

its efficacy. The trucking industry 

spends tens of millions of dollars 

every year on drug testing.

So, when I put these things 

together in my head, I’m left won-

dering about something that I have 

written about in this space many 

times before. Why do we not have a 

federally-mandated, standardized 

apprenticeship training program for 

truck drivers in this country?

As important as it is to our per-

sonal safety, truck hijackings are not 

part of a standardized safety pro-

gram, but standardized drug test-

ing is. And with questionable results, 

in my opinion, in terms of improv-

ing safety outcomes. Why are we not 

questioning that investment?

It appears to me, after partici-

pating in a seminar titled Bridging 

the Barriers, that the greatest bar-

rier we face is the communication 

barrier. Getting the information to 

the drivers on the front line is the 

greatest challenge we face. Until we 

overcome that obstacle, how can 

we address any of the other major 

issues that we face?

It’s not reasonable to expect long-

haul drivers to attend trucking sem-

inars on a regular basis. We simply 

don’t have the time, nor can we do it on 

our own dime. But that doesn’t mean 

we should just throw in the towel.

As drivers, we should be invest-

ing in organizations like WTFC. The 

price of membership is less than 

what the average driver spends on 

a dozen large coffees in the course 

of his or her workweek. The return 

on that small investment is that you 

have drivers representing you to the 

rest of the industry in a positive way, 

and bringing to light the issues we 

face on the front line every day.

That being said, we can’t expect 

that throwing only money at a prob-

lem is going to solve it. We have to 

participate in the process in some 

way. This is the objective of WTFC. 

The goal of this organization is to 

build a network of informed drivers. 

This is the best way to amplify our 

voice as drivers in a positive way. We 

need to bring the driver experience 

to the forefront of our industry.

As professional drivers we need 

a unified lobby if we want to have 

a strong voice at the table. I would 

urge drivers to take a close look at 

WTFC as a channel for being that 

change that you want to see in our 

industry. TN

Communication the biggest barrier 
drivers face
Important messages often don’t trickle down to the front lines

Over The Road

Al Goodhall has been a profes-

sional longhaul driver since 1998. 

He shares his experiences via his 

blog at www.truckingacross 

canada.blogspot.com. You can  

follow him on Twitter at  

@Al_Goodhall.



We’re looking for one driver who embodies the term 

“professional”. A driver with that certain outlook on  

life and the industry that sets them apart from the rest. 

A driver who gives to the community, operates with the 

highest regard for other road users, and who generally 

sits tall in the saddle. In short, we’re looking for a  

driver with STAR quality to be the 2019 Highway Star of the Year. The Highway Star of the Year award  

is open to ALL drivers – company drivers and owner-operators alike. If you know someone worthy of  

such an honor, please submit your nomination as soon as you can. We’ll be presenting the award during  

ExpoCam 2019 in Montréal, Québec, on Saturday, April 13, 2019. 

OF THE YEAR • 2019

WINNER 
WILL RECEIVE...
$10,000 IN CASH  

   An Eberspaecher Heater System

   Special-edition leather jacket with winner’s  

name and Highway Star of the Year logo

  Travel and accommodations for two to  

Montréal for ExpoCam 2019

$15,000 IN 
CASH+PRIZES

$15,000 in Cash and Prizes! Plus a trip for two to ExpoCam in Montréal.

NOMlNATlON FORM

2019 HlGHWAY STAR OF THE YEAR 

Nominate yourself or a driver you know. It’s easy and free. Candidates can be owner-operators or 

company drivers. Simply fill out this form and submit it to our judges.  

STEP 1: Who are you nominating?
Name:

Company Driver?  

Current employer/contracted to:  

Candidate’s day-to-day supervisor: 

Or Owner-Operator?  

PLATINUM SPONSOR:

PROUDLY SPONSORED BY:

GOLD SPONSOR:

Save Nomination Form To Your Desktop. 

Open PDF in Adobe Acrobat Reader. 

BEFORE YOU 

START!

expocam.ca

Having a winning driver on your team pays huge dividends. 

There’s free publicity. It’s a  morale boost, a proud flag  

to fly, and just entering somebody’s name shows you care. 

The winning driver and his or her carrier are often used  

as  expert sources in subsequent magazine stories.  

Nominate as many drivers as you want.

FORMS ARE 
AVAILABLE ONLINE 
todaystrucking.com/hsoy



AND  A CHANCE FOR  
YOUR FLEET TO SHINE

 HIGHWAY STAR OF THE YEAR

HALL of FAME

PROUDLY SPONSORED BY:

Joanne Millen- 
Mackenzie

Highland Transport,
Markham, ON

Cliff Lammeren
Praxair

Edmonton, AB

Guy Broderick
APPS Transport,
Brampton, ON

Bud Rush
Armstrong Moving/

United Van Lines
Oakbank, MB

Michael T. Rosenau
Rosenau Transport, 

Calgary, AB

Dale Hadland
lnternational 

Freight Systems (IFS) 
Beachville, ON

Brian Bertsch
Hi-Way 9 Express Ltd., 

Drumheller, AB

Jean-François Foy
Transport 

J.C. Germain 
Neuville, QC

Stephen McGibbon
Milltown Trucking, 

Oak Bay, NB

Terry Smith
Highland 
Transport 

Miramichi, NB

Reg Delahunt
lndependence 
Transportation 

Lanark, ON

René Robert
Classy Transport lnc. 

Libau, MB
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THE MEETING PLACE FOR CANADA’S TRUCKING INDUSTRY  www.expocam.ca

PLATINUM SPONSOR: GOLD SPONSOR:

Doug McGowan
Westcan Bulk 

Transport
Calgary, AB
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Tires

By Eric Berard

In any business, you’re regressing if 

you’re not progressing. That’s espe-

cially true when it comes to tire pur-

chasing in the trucking industry, as 

technology evolves at the speed of 

light and new products continu-

ously promise better performance 

and return on investment. So, how 

do you replace your existing tires 

with some that will improve your 

bottom line?

Overall cost

How you shop for tires will some-

times be dictated by the size of 

your company. For instance, Cal-

gary-based tanker transportation 

company Trimac uses the request 

for proposal (RFP) method, explains 

Gordon Max, director of rolling 

assets. The company has 1,200 trac-

tors of its own, plus roughly 900 that 

belong to owner-operators who are 

part of its tire buying program. Add 

to that a fleet of trailers in the range 

of 6,000, and you get impressive pur-

chasing power that allows you to ask 

multiple tire manufacturers: “What 

can you do for me?”

But the tender with the lowest 

price won’t necessarily get Trimac’s 

tire business and it won’t be a “one-

size-fits-all” solution. Max and his 

team ask for optimized tire solu-

tions and specific models for each 

position, whether it’s steer, drive or 

trailer axles. And not all tire man-

ufacturers are invited; Trimac only 

deals with Tier 1 suppliers as it 

needs to optimize tire life with mul-

tiple retreads – the average num-

ber of retreads varies from three to 

four per tire – and quality casings 

are needed in such cases.

“We bring suppliers in with a list 

of questions to answer. And then we 

narrow it down to, say, three suppli-

ers. We don’t even look at the price 

at that point,” Max says, because the 

company looks at the overall tire life 

value, not only the purchase price.

In Montreal, Energy Transporta-

tion Group is a medium-sized fleet 

with 56 tractors and 107 dry van 

and temperature-controlled trail-

ers. But the purchasing approach is 

similar, explains president Michael 

Cinquino, who also prefers to buy 

from well-established brands for tire 

casing quality considerations.

“If we know that a tire that’s $100 

cheaper wears unevenly and we’re 

not really able to retread them 

more than once or not even that 

one time because it’s so uneven, we 

wouldn’t even consider purchasing 

it,” Cinquino says. Though he con-

siders a $100 price difference to be 

significant, he would rather look at 

the big picture. “The price compar-

ison only comes in after we’ve run 

the diagnostics and the analytics 

on the tires to ensure that they are 

quality tires and then we’ll put that 

into our financial model and look at 

our return on investment.”

Testing before buying

Some basic tire buying criteria 

remain the same for any fleet, but 

you still need to adapt them to your 

specific applications. Low roll-

ing resistance tires offer great fuel 

economy, but will they offer good 

traction in colder climates? Will 

the tires wear evenly for the best 

fuel economy and retreadability? 

Can they perform well under dif-

ferent weight limits in Canada and 

the U.S.? Both Trimac and Energy 

fleet managers agree that only real-

life condition tests will verify that. 

Both have cross-border operations, 

so cold to hot weather adaptability 

is one of their criteria.

Such versatility is particularly 

important at Trimac, as it spec’s 

its units basically the same across 

North America. 

“If we have capacity in Florida 

with equipment because of a loss 

of a contract or a change of busi-

ness and we have gained some busi-

ness in, say, British Columbia, we 

can move those assets fairly easily 

without doing a lot of changes,” Max 

says. And that, of course, includes 

tires.

Testing tires before committing 

to large purchases is crucial and 

the most important aspect is mak-

ing accurate comparisons by test-

ing different models or brands of 

tires on similar routes, with simi-

lar loads in similar conditions to get 

a fair evaluation.

“We do our due diligence before 

committing to a brand or model,” 

says Cinquino, whose company is 

currently running tests on a new 

tire model. “We’ll put tires on dif-

ferent units that are running in the 

same application and with that, 

after about a month I would say, 

we’ll look at how it wore, fuel econ-

omy on those tires as well.”

The procedure is similar at Tri-

mac, according to Max: “We pick 

four different runs throughout 

North America, which represent 

the different hauling areas that we 

do, so obviously Western Canada, 

the Rockies, the Toronto area, and 

down south in Houston and the Los 

Angeles area.”

Determining what model or 

brand to purchase after such tests 

is a balancing act between perfor-

mance items, Max points out. “If 

the rolling resistance is very, very 

low and it’s the best tire out there 

for rolling resistance but the casings 

have a high failure rate for retread-

ability, then we have to consider that 

as well because we have a retread 

program,” he says. “All of those 

items are basically of equal impor-

tance. If one falls out at the cost of 

another, we may be hindering the 

performance of the fleet.”

After-sale service

Good, quality tires that were care-

fully selected will last a long time, 

and that’s why after-sale service 

is another consideration for fleets 

before committing to a tire brand or 

model. Problems can always arise, 

and your tire sales rep is often your 

first line of communication with the 

manufacturer. He or she should be 

able to help you.

“We feel that there is a lack of 

knowledge in the sales of tires,” 

Cinquino says, insisting that he 

doesn’t put everyone in the same 

basket. He doesn’t ask that every 

sales rep has every answer on the 

top of his head but at least to be 

resourceful enough to look for solu-

tions, come back and do some of the 

analytics with them.

At Trimac, a given manufacturer 

could even be turned down if pre-

sale and after-sale service is not up 

to expectations. “Helping us save on 

our overall tire costs is one of our 

key factors in choosing a tire man-

ufacturer. It can make or break 

them if there’s a tie between two,” 

Max says.

Fleet responsibilities

Fleets have responsibilities of their 

own after the tire purchase to 

reduce overall tire costs, for exam-

ple by maintaining them correctly 

and keeping them at the right pres-

sure at all times.

Organizing your used tires and 

casing inventory will also help 

stretch every penny’s worth out of 

rubber as it will help avoid dual mis-

matches and buying new tires that 

you don’t need if you have the right 

casing ready to be retreaded that’s 

easy to identify and locate.

For instance, Trimac clearly 

marks used tires in its storage con-

tainer. “We usually use a bar code 

system, so we know the whole his-

tory of each casing,” Max says.

More frequent trailer alignment 

can also save money in the long 

run, Cinquino says. Energy recently 

started aligning trailer wheels 

every six months or so, instead of 

once a year.

“We’ve been placing a lot of 

emphasis in realigning our trailers 

and we found that there has been a 

lot more of a consistency in the life 

that we’re able to get out of a tire 

and also in the tread consistency for 

a longer period of time,” Cinquino 

concludes. TN

Tips to 
spare
Canadian fleets 
share tire purchasing 
advice

Energy Transportation Group of Montreal, Que., emphasizes the importance 
of casing quality when choosing a tire brand.
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TORONTO 
2332 DREW RD., MISSISSAUGA, ONT. L5S 1B8

Call: Murphy Barton, Vince Cutrara, Rob Moorehouse, Todd Warren, 
John Gwynne, Zak Ray

905-678-1444
Fax (905) 678-1566

MONTREAL
1100 RUE COURVAL, LACHINE, QUEBEC H8T 3P5

Call: Mario Perrino, Michel Pouliot, Gabriel Verdoni, 
Danick Bilodeau

514-633-5377
Fax (514) 633-6488

• New and Used Sales • Rentals  • Long Term Finance Lease  
• Full Service Trailer & Reefer Shops Providing Maintenance And Parts

Over 200 Used Reefers In Our Yard . . . Ready To Roll!!

ACTION
TRAILER SALES INC.

NEW UTILITY 53'x102" 3000R HIGH CUBE REEFERS

2009 UTILITY 53’ ALUMINUM COMBO 
FLAT DECK

c/w “Quick Draw Tarp System”, 16 pair chain tie
downs, 12 winches & straps, Hendrickson air ride 

suspension, 8 aluminum wheels, 5’x2’x2’ 
aluminum tool / storage box. -1271448

2014 HYUNDAI 53’X 102” PRODUCE/GROCERY REEFER VAN
High cube, Thermo King Super II reefer unit, wood floor, Hendrickson

air ride suspension, aluminum wheels, tire inflation system, 
Versa tech interior lining, 2 rows “E” track, side skirt, 

galvanized rear door case & bumper, well spec’d, very clean. -1257076

6 (10) 2009 UTILITY 53’ TRIDEM REEFERS
Thermo King Sb310 Units, Hendrickson Air Ride With 6’ And
6’ Spreads, Hd Flat Aluminum Floor, 3 Rows Recessed “E”

Track, 24” Scuff Liner, Exterior Rub Rail. -1261785

2016 WABASH 53’ PLATE VAN
Exterior rub rail, front and rear vents, swing rear doors, 

Hendrickson air ride suspension,
new tires, galvanized door case. -1271447

2008 FLOAT KING 45 TON 
DOUBLE DROP LOWBOY

Hendrickson tridem 6’ and 6’ spreads 
air ride suspension, New flooring 

24’ main deck. -1271449

2016  STOUGHTON 53’ PLATE VAN
Swing rear doors, front and rear vents, 

Hendrickson air ride suspension, new tires,
VERY CLEAN. -1271450

2016 VANGUARD 53' PLATE VAN
Hendrickson Air Ride Susp; Sky Lights, Side Skirt, 

Exterior Rub Rail, HD 24” Side Panels/Slots, 
Vents Front & Rear, Galvanized Door Case & Bumper. 

-1264596

(6) 2009 GREAT DANE 53’ X 102” REEFERS
Thermo King Spectrum multi-temp units, 3 remote 
evaporators, 2 sets of ceiling mounted bulk heads, 

24” aluminum scuff liner, HD flat floor, 1 row recessed “E”
track, Overhead rear door, Stainless rear door case. -592016

1071⁄2" I.H. FRONT, 
1091⁄2" I.H. REAR, 981⁄2" I.W. 
RECESSED “E” TRACK, H.D.

DUCT FLOOR, STAINLESS
FRONT & REAR, VENTS, LED

LITES –  WEIGHT 12.155 LBS.
(STANDARD MODEL)  H.D.
INTRAAX AIR RIDE SUSP.
ALUM. WHEELS. - 35153

STAINLESS RADIUS
CORNERS, REAR DOORS &
DOOR CASE, HENDRICKSON 

AIR RIDE, 245/70R 17.5
TIRES, TIRE INFLATION SYSTEM,

MILWAUKEE LIFT SYSTEM,
INTERIOR PROTECTION SPEC, 

-1260715
CLEAN UNITS

TANDEMS/TRIDEMS ALUMINUM COMBO FLATS DROP DECKS

NEW UTILITY 53’ X 102” DRY FREIGHT VANS

2008 STOUGHTON 53’ AUTO DROP VAN 2008 UTILITY 48’ MULTI TEMP REEFER

AVAILABLE 

MONTREAL & TORONTO

CARRIER GENESIS UNIT
WITH 9383 ENGINE
HOURS, 2 CEILING

MOUNTED REMOTE EVAP.
UNITS, CENTER SEAL

DIVIDE, 2 ROWS 
RECESSED “E” TRACK, 

HD FLAT ALUMINUM
FLOOR, 16” ALUM SCUFF
LINER, CURB AND ROAD

DOORS.  -1267248

HENDRICKSON AIR RIDE 
SUSPENSION, LOGISTIC SIDE

POSTS – ALUM. OR TRANSLUCENT
ROOF AVAILABLE, STAINLESS

REAR DOOR CASE,
12" CORRUGATED STEEL SCUFF
LINER,  24" STEEL THRESHOLD

PLATE. -102537 
PRICED RIGHT!
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1-416-510-5237

or info@truckandtrailer.ca

Canada’s #1 Source for Heavy Trucks and TrailersW
e 
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e
Looking to buy a truck or trailer online?

LOOK NO FURTHER 

Canada’s Largest On-Line Source for Heavy Trucks and Trailers!

Follow
us on: ®

29,550 lts, 2-compt stainless
non-code, top safety rails, air ride,

all stainless frame, safetied.

27,276 lts, 2 compt
equal split, non-code stainless.

For storage purposes only.

40,900 lts, 2 compt
equal split, non-code, stainless.

For storage purposes only

54,000 lts, aluminum non code sludge tank,
converted to one compt with baffles.

Safetied

18,000 USWG, TC-331 propane
quad, includes all tests

Buy it or lease it.

2250 cu.ft. aluminum pneumatic
food grade, 60’’ x 60’’ air ride tridem.

Safetied.

Aluminum, Multi-Comp't, Non-RTAC
Can Be Sold As Is Or Fixed Up.

Call! 

9,000 I.G. DOT-407, stainless one
compt, Michigan quad. Safetied

Call

8800 I.G. sanitary stainless
b-train, 2 x 2500 I.G. and 1 x 3800 I.G., very clean

for storage purposes only.

36,000 lts, aluminum, non-code
internal baffles, spring ride, only 33’ long

Safetied.

38,600 lts, non-code stainless
one compt, non-insulated,

air ride tri axle.

Unit# TN3629
1992 Krohnert

Unit# TN5852
1999 J & L

Unit# TN10480
2001 Tremcar 

Unit# TN10408
1989 Krohnert

Unit# TN9807
1979 Fruehauf

1600 cu.ft.  Vac / pneumatic
rear fill line, air ride.

Safetied

6500 USG, DOT-407 stainless, 3 compt, 
air ride, alum. wheels,

Safetied.

8500 I..G., non-code, stainless, two compt,
equal split, storage tank only.

Call.

7000 USG, stainless
non-code, one compt, for storage

purposes only.

3 COMP’T

LPG

www.tankmart.com
Sales, Leasing, Parts, Service & Repairs

BURLINGTON
905-465-1355

Ask for Kevin or Mario 

MONTREAL
514-323-5510

Ask for Ron, Camille or Sylvain

Connect
with us on
Linkedin

Like us on
Facebook

CANADA’S LARGEST TANK TRAILER DEALER 
WITH OVER 200 NEW & USED TANK TRAILERS 

FOR SALE LEASE OR RENT

Unit# TN10615
1993 Krohnert

Unit# TN10406
1984 Krohnert 

Unit# TN10407
1985 Krohnert

Unit# TN10792
2000 Remtec

Unit# TN10826
2006 Propar

Unit# TN10538
2000 Bedard

Unit# TN9829
Selection Of Older "B" Trains

Unit# TN10803
2004 Tremcar

Unit# TN10571
1988 Krohnert

Unit# TNC266
1997 Hutch

Loadshare® Air Helper Springs ADDITIONAL BENEFITS

79 Bessemer Road, Unit 15, 
London, Ontario, Canada N6E 1P9

Tel: (519) 649-7420 
Fax: (519) 649-7421

IDEAL APPL ICAT IONS INCLUDE

USA Inquiries - www.fsip.com

for Trucks & Trailers

www.canadianloadshare.com

Maximizes weight transfer directly 
from chassis to front axle. (up to 8,000 lbs.) 

Distributor 
Inquiries Welcome

• refuse compactors
• utility trucks
• concrete mixers
• dump trucks

• snowplows/wing plows
• buses
• lift axle equipped trucks
• highway tractors

• maintain proper ride height
• increase vehicle stability
• improve handling and steering
• reduce leaf spring wear and drive train 

maintenance
• maintains correct steering geometry
• improve ride quality in both conventional

and cabover trucks
• adjust to varying load requirements or road

conditions  with the help of convenient in-
cab controls
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Follow us
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2011 INTERNATIONAL
350 HP, 10-SPEED, 20,000 L 5-C TANK, AIR MANIFOLD WITH BOTTOM LOAD, DUAL PRODUCT

EQUIP. WITH EXTRA HIGH SPEED REEL. MIDCOMS. -1274446

NEW USEDEASTWAY TANKEASTWAY TANK
THE TANK EXPERTS

2015 WESTERN STAR - 181,000 MILES
DD13 ENGINE, 10-SPEED, 60,000 LB. GVWR, 20,000 L 4-COMP. TANK, 

DUAL PUMPS & METERS, 3 REELS WITH FAST PUMP OFF, 
MIDCOM REGISTERS.  -1273727

2009 STERLING 7500 FUEL TRUCK
MERCEDES ENG; 350 HP, 8 SPD TRANS; TANDEM AXLE(S), AIR SUSP; 

BEIGE IN COLOR,  230,000 MILES. -1272584

2010 
FREIGHTLINER M2
PROPANE/CNG/LNG

CUMMINS ENG; 
8.3 L, 350 HP, 

AUTOMATIC TRANS;
TANDEM AXLE(S),

AIR SUSP; 
WHITE IN COLOR,
319,400 MILES.

-1272577

2007 STERLING
CAT 330 HP, 

10-SPEED, 20,000 L 
4-C TANK, 

AIR MANIFOLD WITH
BOTTOM LOAD AND

GRAVITY, DUAL 
EQUIPMENT WITH
FAST PUMP-OFF.

MIDCOMS. 
-1266889

2019 WESTERN STAR 4700 BOBTAIL PROPANE/CNG/LNG
CUMMINS ENG; L9, NEW PROPANE TRUCK, 3,499G., AUTO, SIDE LOAD, 

ENCLOSED REAR CANOPY WITH LCR II, CAB PRINTER. -1259643

2006 INTERNATIONAL 7500 FUEL TRUCK
INTERNATIONAL ENG; 325 HP, 10 SPD TRANS; 350000 AXLE(S), AIR SUSP; WHITE IN
COLOR, 18,000 LB. FRONT AXLE, 40,000 LB. REAR AXLE, AIR RIDEWELL EQUIPPED
WITH:5,300 USG (20,000 LITER) 5-COMPARTMENT ALUMINUM HEAVY DUTY "BUSH"

We Manufacture and Sell Various Types of Tank Trucks • Oil • Propane • Water • Fire • RefuelersWe Manufacture and Sell Various Types of Tank Trucks • Oil • Propane • Water • Fire • Refuelers

WE ARE LOOKING FOR TRADES • WE RENT FUEL TRUCKS
1995 Merivale Road, Ottawa ON K2G 1G1   Neil Greene: ngreene@eastwaytank.com

1-888-729-7817 ext 24 www.eastwaytank.com1-888-729-7817 ext 24 www.eastwaytank.comTrusted since 1968 Trusted since 1968

2009 KENWORTH:  
ONLY 165,000 KM’S! 

300 HP ENGINE, 
9-SPEED,

EQUIPPED WITH:
3,038 GALLON

(11,500L) 
ALUMINUM 4-

COMP. TANK, SINGLE
PUMP, LC METER AND

REEL, MIDCOM REGISTER, AIR MANIFOLD
WITH BOTTOM LOAD. -1269375

2015 WESTERN STAR 
4700SB PROPANE TRUCK

103,000 MILES! 
HP CUMMINS, AUTO., 
3,499 USG (13,000 L) 

STEEL LPG TANK, 
’ DELIVERY HOSE, 
LCR II REGISTER, 

LAP-PAD, SLIP PRINTER 
IN CAB. -1266896

ALL TRUCK AND INDUSTRIAL 
RADIATORS, CHARGE AIR COOLERS

& A/C CONDENSERS

Monday-Friday: 8 am-6 pm  
•  Saturday: 9 am-2 pm

Hwy. 410 & Steeles, #10 Hale Road, 
Brampton, ON  L6W 3M1 

905-487-1209 • 1-877-950-0099 
After hours: 905-487-1209

K/W and Area: 519-217-0898

Open 6 
Days a Week!

Open 6 
Days a Week!

We Ship 
Across Ontario

We Ship 
Across Ontario

51
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We Drive
Traffic to You
... More for Your Money!

Canada’s #1 Source for Heavy Trucks and Trailers

NEED HELP?
1-

1-416-510-5237

or info@truckandtrailer.ca

905-795-2838
Fax (905) 678-3030

1-800-267-4740
Canada & U.S. Hotline

RAD 
COOLANT 

PIPES

Available in 
Aluminized or 
Stainless Steel

Pipes also available for Freightliner,
Peterbilt and Western Star

Built to Outlast OEM Pipes

We have been supplying Parts, Service and Technical Support
to Truck Shops, Dealers and Fleets since the early '80’s.

OPEN SATURDAYS & WEEKNIGHTS

1850 GAGE CRT. MISSISSAUGA

8 AM - 8 PM FRI
8:30 AM - 3 PM SAT

8 AM - MIDNIGHT
MON - THURS

TEXIS

www.texisexhaust.com

DIESEL PARTICULATE FILTER
Cleaning Service and Repairsp

CLEAN
ASH 

LOADED

CLEAN FILTERS 

SAVE $$$

DPF AFTER-MARKET REPLACEMENT FILTERS NOW AVAILABLE

DDDDIESEL P ATEE FFFFFILTER

Complete Selection
of Aluminum Accessories

ON-SITE KINGPIN REMANUFACTURING
• Superior Equipment • Patented in U.S.A. & Canada
• Exceeds SAE and DOT specifications/regulations • Guaranteed Workmanship
• Only Company to test SAE J133 & J400 • Fully Insured

CWB CCERTIFIED CCOMPANY •• CCWB CCERTIFIED WWELDERS 
KINGPIN GAUGES

Top Quality aluminum Kingpin gauges. Won’t stretch.

Re-manufacturing a kingpin gives the fifth wheel the proper bearing 
surface, extending the life of the fifth wheel and decreasing the abuse 

to the bolster plate and kingpin.

MOBILE SERVICE
Visit oour WWebsite aat: www.kingpinspecialists.com

E-mail: rkingpin69@aol.com

Call uus TToll FFree @@ 1-888-221-7774 
For the Dealer Nearest You

TOLL FREE NUMBERS FOR YOUR NEAREST DEALER 
Quebec aand tthe MMaritimes 1-888-939-1011 
Ontario 1-888-221-7774
Western ((Alberta && SSaskatchewan) 1-877-912-1209 
British CColumbia 1-800-427-5865
In tthe UU.S. 1-888-221-7774

www.kingpinspecialists.com    rrkingpin69@aol.com

®

Follow us on:
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TMTV

New online episode every Thursday

MTMTTVTM

500,000+ views500,000+ views

MANUFACTURER OF ALUMINUM , STEEL & STAINLESS STEEL TANKS
We provide true “One Stop Service”: Manufacturing, Service, Parts & Support from our facility

Contact one of our sales representatives today - don@dependable.ca or mike@dependable.ca 
1-800-268-0871  905-453-6724   www.dependable.ca

1998 HUTCHINSON 3 AXLE FULL TRAILER
10,000L, 5000L and 10,000L compts, 
fully refurbished. STK#P751 1258413

2006 INTERNATIONAL FUEL TRUCK
DT-466 7.6 L, auto trans; c/w Hutchinson 13,000 L 2
comp't (8000/5000) single system, B/L, openable
APIs, Scully, air manifold, w/Gravity Drop capped,
front canopy, MidCom e-count, STK#T751 1265893

NEW 2018 PETERBILT 348
w/a Cummins 330. New 3499 USWG NQT tank, side
loading, rear delivery, In Production Now. Choice of
electronic register. 1265891

2005 DEPENDABLE ALUMINUM TANK
14,000L and 3000L compts., 
STK#T849 1258416

2013 INTERNATIONAL 4300 PROPANE BOBTAIL
2500 USWG, LCR, Full Refurb, New 5 yr/1 yr Inspect,
Weights/Measures Calibrated Meter, TSSA Inspect,
Paint Your Specs, Truck w/New DOT Inspect/Cert.
Stk#S825 502045

2006 STERLING L8500 FUEL TRUCK
Cat C9 8.8 L, 10 spd; Dependable 20,000 L, 4 comp, 
dual pumps, capped off B/L, V/R, oil reel & 2” reel in
canopy, gas in left box, MidCom 8000, STK#T778 

1265897

TRUCK & TTANK

Single and Tandem Axle Cab & Chassis and Stock Tanks available!Single and Tandem Axle Cab & Chassis and Stock Tanks available!

REFURBISHED 2003 FORD F550 SUPER DUTY
IH V-8 Turbo 205 HP, 6 Spd 4x4 Trans; 800 USWG
Propar QT Barrel, Driver Side Load. Rear Unload, 
Fully Enclosed In Weather Resistant Alum. Box.
STK#S-788 1261034

NEW 2017 WESTERN STAR 4700
w/ 5500 USWG Dependable propane tank. 
In Production Now. Choice of electronic register. 

1262758

SUPPLIER OF CUSTOM, QUALITY BUILT, HIGHWAY PETROLEUM CARGO TANKERS, 
PROPANE BOBTAILS, WATER TANKERS AND EMERGENCY VEHICLES

SUPPLIER OF CUSTOM, QUALITY BUILT, HIGHWAY PETROLEUM CARGO TANKERS, 
PROPANE BOBTAILS, WATER TANKERS AND EMERGENCY VEHICLES

2012 INTERNATIONAL 4300
DURASTAR

MAXXFORCE DT466, 210 HP, AUTOMATIC
TRANSMISSION; 12 AND 20 AXLES, 

5.29 RATIO, STK#233-09 - 1274674

2007 IH 7400 SBA
DT 466 285 HP, ALLISON HD3560 6 SPD.,
40-145 REARS, 5.29 RATIO, 481,070 KMS.,

ENG. NEEDS INJECTORS. 
STK#244-05 -1265864

2016 INTERNATIONAL 7600 SNOW
PLOW/SANDER TRUCK

INTERNATIONAL ENG; AUTOMATIC TRANS;
20 AND 40 AXLES, BRANDED SALVAGE.

STK#241-11 -1260772

2013 INTERNATIONAL 4300 
MAXXFORCE 7, 260 HP, AUTOMATIC
TRANS; 266" WHEELBASE, 179,115

KMS., STK#247-12 -1274673

CALL JAMES OR RON 1-800-267-0633
613-546-0431 E-Mail: james@morgan-diesel.com

See Our Complete Inventory at 
www.morgan-diesel.com

1248 McAdoo’s Lane, R.R. #1, Glenburnie
(Kingston), Ontario K0H 1S0

Check Out Our New and Improved Website!!

DIESEL TRUCK PARTS INC.

Closing for the holidays at noon Dec. 20.
Re-opening 8 a.m. Jan. 8.Merry Christmas 

Atlantis Radiator
TRUCK AUTO SERVICE INC.

SPECIALISTS IIN TTRUCK
& IINDUSTRIAL RRADIATORS

YOUR CCOMPLETE CCOOLING SSYSTEM SSERVICE
• RRad •• AAir CCharge CCooler •• AAC CCondenser

• WWe  SShip AAcross CCanada
• FREE Inspection && EEstimate
• CCertified TTechnicians
• AAll WWork WWarrantied

www.atlantisradiator.ca

5900 DDixie RRd., UUnit 111, MMississauga, OON LL4W 11E9
(905) 6670-3696 •• 11-800-716-3081

Fax: ((905) 6670-2283 

4 HHour
Drive-Thru SService

(Most TTrucks) Open Monday to
Saturday

DI
XI

E 
RD

.

HWY 401

SHAWSON DR.

N

BRITANNIA RD.
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Check out the LATEST ISSUE

We Drive
Traffic to You
... More for Your Money!

NEED HELP?
1-

1-416-510-5237

or info@truckandtrailer.ca

Canada’s #1 Source for Heavy Trucks and Trailers

Western Canada’s Trailer Specialist. 

Rentals, Leasing, Sales, Service, and Parts
Delta

(800) 891-8858
Edmonton
(800) 610-1019

Calgary
(877) 720-7171

Winnipeg
(866) 397-5524

Nanaimo
(877) 878-5979

www.OCEANTRAILER.COM

Steel Flat Decks,
Step Decks, 

and Super B's

Steel Flat Decks,
Step Decks, 

and Super B's

53' Flat decks

Also offering other great purchase and leasing options. Conditions apply. 
Call us today for more information.

$45,700 CDN$45,700

In Stock at All Ocean Trailer Branches Now!In Stock at All Ocean Trailer Branches Now!

NEW
Canadian

Made

We're proud to have 
this high quality 

Canadian product 
for Sale, Lease, and
Rental in all Ocean

Locations now

We're proud to have 
this high quality 

Canadian product 
for Sale, Lease, and
Rental in all Ocean

Locations now

NEW
Canadian

Made



Buy, Sell, Prosper
Thousands of trucks, thousands of trailers. Whether you’re buying or

selling, you need to use Truck and Trailer. You don’t have to take our

word for it, ask our customers why they keep coming back.

Canada’s #1 Source for Heavy Trucks and Trailers

truckandtrailer.ca

1-877-682-7469



“Our Commitment to our Company Drivers and 
Owner Operators is to Reward You For Your Hard Work

Dedication & Commitment to the Industry.”

A/Z OWNER/OPERATORS
and COMPANY DRIVERS!

TORONTO/LONDON, ON.
1-877-989-9994

EXT 177

WINDSOR, ON.
519-300-4114

WE HIRE NEW AZ DRIVERS
CONTACT US FOR MORE INFO.

Call Recruiting 
1-877-989-9994 Ext 177

WE OFFER:

For information, please contact
Autobahn Freight Lines Limited recruiting today!

Terminals In
LONDON, ON • TORONTO, ON • WINDSOR, ON

ROMULUS, MI • INDIANPOLIS, IN • GRAND PRAIRIE, TX

27 Automatic Road,
Brampton, ON. L6S 5N8

info@gntrucksale.com

416-725-6779
Call Julie or Sabrina today for full details.

Toll Free: 
1-844-388-0210

LADY LUCK when you buy from GN TRUCKLADY LUCK when you buy from GN TRUCK

instagram/gntrucksales
twitter/gntrucksales
facebook/gntrucksales

www.gntrucksale.com

SPECIALTY TRAILERS FOR SALE!

2006 & 2003 MANAC 48’ TRI-AXLE 
heavy spec dry van for SALE!

Clean units with added steel reinforcement bars for inside panels
to protect the loads, air ride suspension, barn doors, wood floors,

8.25x22.5 steel rims and 11r22.5 virgin/original tires.

DROP FRAME TRAILERS  for SALE
Several to choose from, barn doors, tandem axles, drum brakes, virgin tires,

air ride suspension, 18" Drop Frame Design/Length: Overall - 53'/Width:
Overall - 102" Inside - 99"/Height: Overall 13'-6" based on 47-1/2" 5th wheel

height/Inside front - 108" Inside rear - 126"/Door opening - 125-3/8" Dock
height - 34-1/2"/Wheels: 17.5 x 6.75 hub piloted steel disc.

LEASE TO OWN

2016 & 2017 Freightliner Cascadia Evolutions!!

2016 Freightliner Cascadia Evolution
DD15, 505 HP,  12 speed automatic w/overdrive trans; F/A: 13300
R/A 40000, 232” Wheelbase: 3.36 Ratio, Fully loaded, cruise con-

trol, power windows, doors & heated power mirrors, AM/FM
stereo-CD player, Bluetooth enabled, Fridge, A/C unit, 125”

sleeper, 2 bunks, CB radio, 11R22.5 Michelin tires front & back,
8.25 x 22.5 Aluminum rims. -1271156

2017 Freightliner Cascadia Evolution
DD15, 475 HP, 12 speed automatic w/overdrive trans;
F/A: 13300 R/A 40000 232” Wheelbase: 3.25 Ratio, 

Fully loaded, cruise control, power windows, doors & heated power
mirrors, AM/FM stereo-CD player, Bluetooth enabled, Fridge, A/C
unit, 125” sleeper, 2 bunks, CB radio, 11R22.5 Michelin tires front

& back, 8.25 x 22.5 Aluminum rims. -1271157

NEW
ARRIVALS!

HIRING SERIOUS RUNNERS ONLY 6 -

NEW 
TANKER 
DIVISION

INTRODUCING OUR

416- 243-3010 ext 176 or 647-980-1384
or stop by our terminal located at

27 Automatic Road, Brampton, ON. L6S 5N8

ASL Global Logistics, The Cooler Carrier invites you to join our organization. 
At ASL we believe we have what it takes to make you successful!

YOUR TIME IS NOW 

A/Z OWNER/OPERATORS
and COMPANY DRIVERS WANTED!

WE OFFER:

NOW HIRING!

CALL TODAY FOR YOUR FUEL CARD,
AND START SAVING TOMORROW!

1-844-388-0210
www.aslfuels.com

fleetcards@aslfuels.com

DRIVING 
MORE MONEY 

INTO YOUR 
WALLET!

DRIVING 
MORE MONEY 

INTO YOUR 
WALLET!

Our Passion is saving you on fuel and giving you Loads
ASL Fuel Cards offer the highest discount on Diesel Fuel

•Over 800 card lock stations-24hr Roadside Assistance 
•0nline account access •Real-time detailed reporting •NO HIDDEN FEES 

•Fuel with participating stations in USA & Canada.

WE PROVIDE COMMERCIAL 
TRUCK TIRE INSTALLATION, 

WHEEL BALANCE
ALIGNMENT, LUBE SERVICE, 

REPAIR, WASH SERVICE & 
24/7 OTR OUT CALLS

(905) 921-1010
27 Automatic Road, Brampton, ON. L6S 5N8

OPEN 7 days a week
Mon - Sun 8am - 7pm

AUTOBAHN GROUP OF COMPANIES
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TFS GROUP

With over 400 years combined transportation experience, our 25+ staff members are ready to help you.

We Make Trucking 
LESS TAXING

Look for our
monthly column in

TRUCK NEWS: TAX TALK

SAVE TIME
SAVE MONEY
LESS HASSLES

105 Bauer Place, Waterloo, ON

Call Today
(800) 461-5970 Ext. 223 www.tfsgroup.com

SINCE ’74

Let us help.

  Owner Operator  
Accounting & Bookkeeping

  Tax Return Preparation (O/O’s and Drivers)

 Meal Claim Experts
 Incorporation Services
 Business Consulting
  New Business Setup & Registrations 
(US & CDN Authorities, IFTA/IRP, UCR, etc.)

  IFTA Fuel & Mileage Tax Reporting 
(Paper & Automated Paperless – GPS)

Our mufflers 
are stronger, 

last longer and 
save you $$$!

See Puzzle

on page 9

and our ad  

on page 52

Call us at 905-795-2838

Announcements Ad Index

Schneider National announced 

recently that Chris Lofgren will 

retire as president and chief execu-

tive officer following the company’s 

annual meeting of shareholders in 

April 2019.

The Schneider board of directors 

has selected Mark Rourke, execu-

tive vice-president and chief operat-

ing officer, to succeed Lofgren and 

become the company’s fourth presi-

dent and CEO in its 84-year history. 

Rourke, 54, began his career with 

Schneider in 1987. Over his tenure 

with Schneider, he has held a variety 

of leadership roles, including direc-

tor of driver training, vice-presi-

dent of customer service, general 

manager of Schneider Transporta-

tion Management and president of 

truckload services.

•

Transcourt Tank Leasing has named 

Michael Trianos its director of 

fleet services and procurement for 

the entire North American market. 

Previously, he was director of busi-

ness development 

for Ontario and 

Manitoba.

Th e c omp any 

says he was pro-

moted due to his 

knowledge of tank 

trailer spec’s, maintenance, and 

repair procedures, which have 

made him an important source of 

information for Transcourt and its 

customers.

•

Manac announced the appoint-

ment of Marcel Maillet as its 

new regional sales manager for 

the Atlantic provinces.

Maillet joins Manac with a 

solid background in the trucking 

industry. In his new role, Maillet 

will be responsible for overseeing 

Manac’s existing customer base 

and expanding Manac’s coverage 

into the Maritimes. Maillet also 

has an extensive technical knowl-

edge by way of being an automo-

tive technician, driving coach, fleet 

manager, and semi-truck sales rep-

resentative. 

Flo Components announced it has 

appointed a new territory sales 

manager for southern Manitoba 

and northwestern Ontario.

Mike Munroe is a native of Win-

nipeg, and has 16 years of experience 

in various managerial and technical 

sales roles promot-

ing products and 

services to manufac-

turing, agriculture, 

commercial, trans-

portation, utility, 

forestry, mining and 

government accounts in Manitoba.

His primary responsibility as the 

new sales manager for the region, 

is to help users of mobile and heavy 

industrial equipment obtain lower 

operating costs and increased 

machine reliability through more 

effective lubrication solutions. He 

also will provide local availability of 

technical support.

•

TFI International announced recently 

that David Saperstein, vice-presi-

dent of mergers and acquisitions, will 

be promoted to chief financial officer, 

effective Jan. 1, 2019.

As previously announced, Greg 

Rumble will be retiring from the 

role. Saperstein joined TFI in 2016 

after spending 15 years in investment 

banking at several firms in the U.S. and 

Europe including Goldman Sachs.

Additionally, the company 

announced it has promoted Greg 

Orr to executive vice-president, U.S. 

truckload. 

Orr joined TFI International in 

2017 as senior vice-president, CFI 

and was named president, CFI in 

January 2018. 

•

Bendix Commercial Vehicle Sys-

tems has appointed 

Christopher Camp 

as plant manager of 

its Huntington, Ind., 

manufacturing cam-

pus.

A 26-year team 

member at Bendix Huntington, 

Camp served as the facility’s interim 

plant manager since May 2018. TN

Schneider names new president; TFI International 
appoints new CFO; and Transcourt announces a promotion.
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THE STORY SO FAR

After returning  from a long haul to the 

west coast, Mark Dalton’s dispatcher 

Bud asks him for a favor. He reluctantly 

agrees to do some local work…

•

The next day, Mark showed up at the 

Intra-City Truck Lines truck yard look-

ing forward to doing something dif-

ferent for the next few days. No doubt, 

there would be plenty of headaches 

doing short distance deliveries rather 

than longhaul across the country, but 

the change of scenery just might do him 

some good.

Since he would be using a company 

truck for this gig, Mark parked Mother 

Load away in a far corner of the lot, but 

under a light standard that would no 

doubt keep his truck bathed in light – 

and less of a target for thieves – overnight. 

Early on in Mark’s truck driving 

career, he would park his rig in secluded 

spots thinking that if it were out of the 

way no one would bother with it. But 

after his truck had been broken into 

a few times, he began parking in the 

brightest, most prominent spot he 

could find, preferably close to the road 

where plenty of people passed by both 

day and night.

After ensuring Mother Load was 

secure, Mark made the long walk across 

the yard towards the company office. As 

he moved along, he scanned the trucks 

parked around him looking for the short 

trailer he was supposed to be driving. 

Funny thing was, there wasn’t a single 

short trailer in the yard to be seen.

“This is not looking good,” he mum-

bled under his breath. Instead of short 

trailers there seemed to be no short-

age of long straight trucks with six of 

them in total, each one looking as if 

it could spend a week in the garage – 

and still looking like they were long 

past their prime.

The door to the office was foggy 

with dirt and there was the gluey res-

idue of several stickers that had been 

peeled away over the years – the kind 

that said, Office, Open and No Cash 

on Premises.

Inside the office sat an older secre-

tary who looked as if she’d been with 

the company for 35 years and probably 

knew more about the day-to-day oper-

ation of the business than whoever was 

in charge these days.

“Hi,” Mark said. “I’m Mark Dalton.”

“Who?” she asked. 

This can’t be happening, Mark 

thought. 

He tried again. “Mark Dalton. I’m sup-

posed to be driving a taxi truck today. I 

was told to ask for Magic,” Mark said the 

name as if it were a question.

“Macek,” she said. “It’s the Polish 

name. He’s the foreman.”

“Ah, can I see him, please?”

“Have a seat.”

Mark took a seat in one of the bat-

tered chairs near the window over-

looking the yard and glanced around 

for something to read. All there was 

on the table in front of him was a two-

month-old copy of Truck News maga-

zine which he’d already read. Luckily, 

Mark was left with no time to read as 

a minute later a man came out of one 

of the open doors behind the secretary 

and a large wiry man strode up to Mark 

and thrust out his hand.

“Thanks for doing this,” he said. “My 

name’s Macek.”

“Uh, you’re welcome, I guess. I’m 

Mark Dalton.”

“I know, I know. I’m happy you’re here.”

Mark looked out across the truck 

yard and saw several trucks moving 

and other men and women moving in 

between the parked trucks. 

“I’m flattered,” he said. “But it looks 

like you’ve got plenty of drivers working 

for you. Why do you need me?”

Macek laughed, deep and throaty like 

he’d been smoking heavily since he’d 

been 12 years old. “I know how they 

drive already. I want someone good to 

do this for me…at least at the beginning. 

I don’t know if you know this, but Bud 

speaks very highly of you. Says you’re 

his best.”

“Nice of you to say,” said Mark. “But 

that doesn’t sound like the Bud I know.”

Macek let out another laugh and 

slapped Mark on the back. “Let’s go to 

your truck,” he said, opening the door 

to the yard for Mark.

Out in the yard, Mark was led toward 

one of the straight trucks lined up on 

one side of the yard. “Uh, I was told I’d 

be driving a trailer. A real short trailer.”

“We have one,” Macek said. “But we 

needed it for a run to Montreal.” 

He put his hand on the fender of the 

straight truck before them. 

“This truck runs great. It hasn’t bro-

ken down in months.”

So, it’s due for a break down, was 

all Mark could think. “This has got 

to be 45 feet from front to back. If 

I’m driving in the city, shouldn’t I 

have something more like 30 or 25 

feet?” Longer trucks were hard to 

drive in the tight confines of the city, 

especially in downtown settings. 

A short truck could move around 

more easily and a short trailer could 

turn even sharper in tight confines. 

“This thing’s going to be so hard to 

move around.”

“See, that’s why I need your advice.”

Mark wasn’t impressed. Any of his driv-

ers could have told him that. He shook his 

head, wondering what else would change 

before he got onto the road.

“I was told I would have a helper.”

Macek nodded. “That would be my 

son. He’s not here yet.”

“You told me to be here by nine.”

“And you are. Thank you.”

Just then, a late model Mustang 

pulled into the lot and came to a 

screeching stop just a few feet from 

where they were both standing.

“Here he is,” said Macek. “This is my 

son, Martin.” A pause. “And your name 

again?” he asked Mark.

“Mark!” said Mark. “Mark Dalton.”

“Yes, that’s it. Sorry I forgot. Mark.”

Mark looked over at the younger man 

who’d just gotten out of his car. “You’re 

late,” he said.

“We don’t have anywhere to go,” Mar-

tin replied.

Mark looked over at Macek with a 

blank stare.

“It’s a taxi truck,” Macek said. “We 

have to wait for calls.”

Mark sighed, but at that moment 

Macek’s cell phone rang and he took 

the call, scribbling something down on 

a scrap of paper. “Here you go,” Macek 

said. “It’s our first pick-up.”

Mark took the slip of paper from 

Macek and read it.

“What are you doing?” Macek said.

“I’m reading your note to see where 

it is that I have to go.”

“There’s no time for that,” Macek said, 

putting a hand against Mark’s back and 

moving him in the direction of the truck. 

“Go, go, go!”

Mark took the keys from the man 

and began walking toward the straight 

truck he’d be driving through the city 

for the next few days. And all he could 

think was, What have I gotten myself 

into this time? TN

Mark Dalton returns next month in part 

three of Dalton is hailed a cab.         
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FREE
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Missing Since: Sep 29, 1996 

Date of Birth: Dec 25, 1980

Missing From: New Liskeard, ON
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Eye Colour: Brown 

Hair Colour: Black
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OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

missingkids.ca
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Products

Mack Trucks is now taking orders for the Lytx 

DriveCam and Lytx Video Services pre-

wire option on LR, TerraPro and Granite models 

– making it possible to simply plug in a Lytx event 

recorder.

The related feeds can be used to support driver 

coaching, accident reconstruction, identify near 

misses, and even to prove innocence, refuse  

product manager Curtis Dorwart said during a 

related announcement at Canada’s Waste and 

Recycling Expo.

Those benefits easily outweigh the cost of the 

equipment, added Roy Horton, director of prod-

uct strategy.

The video feeds can be combined with Lytx Video 

Services that include features like on-demand con-

tinually recorded video, optional live streaming, 

and support for multiple cameras. TN

Volvo’s new Xceed fuel efficiency package for VNL 

760 and 860 models has been specifically designed 

for those who haul dry vans or reefers – promising 

to boost fuel economy by 11% when compared to the 

existing Fuel Efficiency Plus spec’, and bettering the 

Fuel Efficiency Advanced package by 3.5%.

Each is built on XE powertrain packages including 

the Volvo I-Shift automated manual transmission, 

Volvo D13 engine with turbocompounding, extended 

fairings, and ground effects.

Dedicated wheelbase options ensure opti-

mal trailer gaps of around 44 inches, while about  

950 lbs is shed using components including a hori-

zontal exhaust system, dedicated rear axle, limited 

fuel tank configurations, lightweight fifth wheels, 

and aluminum chassis components.

The units will be identified with an Xceed badge 

on the bumper.

About 77% of the market includes dry vans and 

refrigerated bodies, the company adds.

Orders begin in January 2019, while production 

begins in March. TN

Trimble is taking a new approach to the monitoring of driver fatigue.

At the American Trucking Associations (ATA) Management Conference & 

Exhibition, the company announced a partnership with Pulsar Informatics, 

which will deliver a new fatigue monitoring system to the transportation indus-

try. Pulsar has worked with the U.S. Department of Navy, the Federal Motor Car-

rier Safety Administration, NASA, the U.S. Department of Defense and other 

government agencies, to develop and deploy its fatigue monitoring technology. 

The system will be rolled into Trimble’s Safety Analytics dashboard. Instead 

of just identifying signs of drowsiness, such as head nodding, the system also 

correlates fatigue to risky driving behaviors, Jim Angel, vice-president of video 

intelligence solutions for Trimble, said during an interview at the ATA MC&E. 

Trimble will monitor the driver’s behavior and benchmark it across the fleet. A 

driver, for instance, who has three times more lane departures than his or her 

peers, will be flagged.

The new offering is currently in beta testing. It will be rolled out commercially to 

the U.S. and Canada by early 2019, with no additional hardware requirements. TN

Pressure Systems International (PSI) has unveiled a new tire pressure 

monitoring system (TPMS) known as Tire View, which comes to mar-

ket in early 2019.

The first phase of the launch will include a standalone model for trucks 

and tractors. Next will come a system for trailers, enhancing PSI’s automatic 

tire inflation system (ATIS) or running as a standalone unit. 

Adding TireView to the automatic tire inflation systems will enhance tire 

data to identify specific tires that require attention, which is a first for the 

industry, the company says. TN

Shell Lubricants has introduced a new 

training academy for maintenance man-

agers, technicians, and owner-operators. 

It has been under limited release, and was 

fully rolled out at the American Trucking 

Associations’ Management Conference & 

Exhibition.

The web-based training platform offers 

modules covering everything from lubri-

cant selection to how oils affect truck 

performance. Shell ’s ProAcademy was 

launched after a survey revealed 89% of 

responding f leets had unexpected down-

time and more than half of those said some 

type of lubricant misapplication contrib-

uted. The majority also said they didn’t 

realize how contamination increases main-

tenance costs. 

The training modules are available 24/7 on 

any web-connected device or desktop com-

puter. Managers can track the completion of 

the modules by their technicians. Those who 

take the courses can earn My Miles Matter 

reward points.

The f irst two modules are available 

immediately for free, and the remaining 

modules can be unlocked by agreeing to 

talk to a Shell representative. The program 

is available to customers and those who use 

other brands. About 150 users have tested 

the platform. To enroll, visit www.Shell.ca/

proacademy. TN
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      ic has been back driving regular routes and it’s getting to the point where he can choose 
       which loads he takes and which ones he passes on. It’s a great situation to be in, 
       especially after starting out hauling containers for sometimes little or no money.
    But along with his successes, Vic is getting tired of driving a truck for a living. It’s good 
work, honest work, but sometimes he feels like doing something else for a while. He’s done that 
in the past driving smaller trucks while his own was in the shop, and more recently spending 
some time as an instructor when his cousin – newly arrived from Africa – needed some help 
getting his truck licence in Ontario.

He was successful training his cousin and news must 
have spread because he was getting more and more calls 
from people wanting him to teach his driving skills to 
                     other drivers.

      ut Vic realizes that if he’s spending time as a driving instructor, 
       then he isn’t doing any driving. He’d love to do both, but there’s
       no way he can do one without the other being affected. 
    Unless... he has someone else drive for him whenever some 
instructing work comes his way. 

     t last... he’s achieved all the 
      certifications he needs to be an 
      instructor and tester. He’s 
already got three companies signed 
up with more calling each day. He 
wasn’t about to stop driving, but 
this was definitely the start of a 
new chapter in his life.

      ic had trained his wife and helped her get  
       her AZ licence. She’d spent plenty of time 
       learning while she drove with him as a 
team. Now it was time to let her drive on her 
own while he pursued other things. Despite her 
concerns, the children were old enough to look 
after themselves and it was time to start 
expanding the business.

     ut even training new drivers and 
      getting them on the road wasn’t 
      enough for some companies. He’s 
been asked by more than one transport 
company owner if he’d be interested in 
becoming a driver training consultant. 
Vic wanted to do that very much, but 
that sort of thing required licences and 
certifications that he didn’t have. But, 
he decides to get all the paperwork he 
needs to make himself attractive to 
small companies looking to make their 
team of drivers better.

“You should be able to make
it there and back in a day.”

“Make sure  
the kids eat 
their dinner.”

“It’ll be fine.”

“I’ve  
helped a  

couple of drivers.”

“I hear you’re good at  
training drivers. Well, 
I’ve got a special 
project for you!”
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CHANGERS

Additive Manufacturing

INDIANAPOLIS, INDIANA

They may seem like odd bedfellows: 

UPS, a global logistics and delivery 

company and Fast Radius, a com-

pany pushing 3D printing, which 

stands to greatly reduce the num-

ber of shipments required by allow-

ing businesses to manufacture 

products locally on their own.

But through its UPS Ventures 

arm, the company has taken a 

minority stake in Fast Radius, in 

hopes of better understanding how 

3D printing – or additive manu-

facturing – will affect its business 

long-term.  

“We use (the fund) to invest in 

knowledge capital,” explained Alan 

Amling, vice-president of UPS Ven-

tures. “Looking at new business 

models. How do we work with com-

panies in the start-up community 

to help educate us on what the next 

wave of solutions will be so we can 

get a head start?”

Amling admitted that additive 

manufacturing, which allows indi-

viduals or companies to produce 

their own stuff using a 3D printer, 

“was completely overhyped” in the 

beginning.

“Everyone was going to have a 

printer in their house and what 

was being printed was low-quality 

and high-cost,” Amling said during 

the FTR Transportation Confer-

ence. “There has been a metamor-

phosis around that industry, and if 

you are thinking of how it was five 

years ago, you have the wrong per-

ception of what it is now.”

While UPS isn’t a manufacturer, 

it was curious about how additive 

manufacturing could affect the sup-

ply chain and its delivery business.

“If goods are actually manufactured 

closer to the point of consumption 

more frequently and in lower vol-

umes, what does that mean to a com-

pany like UPS? What does that mean 

to your company?” Amling asked.

It certainly could affect storage 

and transportation, which is what 

UPS does. Amling sees it first being 

embraced by the aerospace, auto-

motive, and health care industries. 

Today, additive manufacturing is 

about a US$10-12 billion business, 

and is expected to soon grow to 

US$100 billion. But global manu-

facturing today represents $12 tril-

lion, so it’s still a drop in the bucket.

“While this is going to be grow-

ing at a rapid pace, it’s not going to 

be overtaking traditional manufac-

turing,” Amling said. However, he 

also acknowledged it will have an 

impact. “E-commerce is only 10% of 

total retail, but even though it’s only 

10% it’s disrupting supply chains, 

disrupting retail. So, you don’t have 

to be 50% of an industry to disrupt 

it. Five to 10%, and things are going 

to change.”

He envisions a day when parts are 

stored within a virtual inventory in 

the cloud.

“These parts will never be in 

a warehouse,” he said. “When 

they’re needed, they’ll be printed 

on demand and shipped to the cus-

tomer.”

This will also allow manufactur-

ers to create product for a market of 

one. Adidas, for instance, is already 

building a shoe that will have sole 

matrixes with up to 20,000 connec-

tions, designed to reflect a custom-

er’s specific body weight, gait, and 

intended purpose. 

“At some point, my kids are 

going to be looking at me saying, 

‘You used to buy shoes off the rack 

that didn’t fit you perfectly?” said 

Amling. “Right now, it seems so 

futuristic, but no more futuristic 

than some of the technologies that 

rolled out 10 years ago.”

Truck parts, such as gaskets, will 

also be printed. Fleets will be able 

to have them manufactured locally 

on demand. 

The types of parts that will be 

additive manufactured will increase 

in time, as polymers advance.

“We are finding polymers that 

have properties to replace some 

metal parts,” Amling said. “We have 

polymers that are almost a rub-

ber-like substance. What you can 

do with polymers is increasing.”

But he said it will be some time 

before metal parts can be 3D-printed. 

As a result, additive manufacturing 

will have a bigger impact on some 

supply chains than others. 

“It’s going to be impacting some 

pockets more than others,” said 

Amling, noting transport compa-

nies should expect smaller, more 

frequent shipments from some 

sectors. But opportunities will 

also be created. Shipments of bulk 

resins and bulk aluminum will 

be required, and some parts will  

still have to be manufactured tra-

ditionally. 

“It’s a very different supply chain 

if now, instead of big manufacturers 

there are thousands of small manu-

facturers. How does that change the 

supply chain? We’re trying to figure 

that out, but additive manufactur-

ing allows that to happen,” he said. 

Asked what business owners 

should do to prepare, Amling urged 

getting some hands-on experience 

with the technology.

“Get a 3D printer and get your 

people familiar with it,” he urged. 

“Start experimenting. Start looking 

at what parts make sense. The big-

gest change you have to make right 

now is not moving production to 3D 

printing, it’s understanding how the 

rules are changing and how things 

that weren’t possible before are pos-

sible now.” TN

How will 3D printing affect the supply chain?
And why is UPS investing in it?

Paccar truck parts are additively manufactured using a 3D printer at the 
company’s Silicon Valley Innovation Center.

“If goods are actually manufactured 
closer to the point of consumption more 
frequently and in lower volumes, what 
does that mean to a company like UPS? 
What does that mean to your company?”
– Alan Amling, UPS Ventures
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BLENHEIM, ONTARIO

If there’s one thing Steve Hibbert 

believes in, it’s treating his employ-

ees and customers like gold. 

SM Freight was founded at the 

turn of the millennium by a local 

Blenheim, Ont., resident. By 2007, 

he sold the company consisting of 

close to 30 trucks to Hibbert. 

“When we purchased it, it was 

just a trucking company,” Hibbert 

said. “It was unique, there was a lot 

of equipment. Mom and pop spent 

money here and there. And the 

timing couldn’t have been worse 

because of the downfall, and the 

recession. And of course, we were 

a bit naïve and loved trucking, so 

we pushed through it anyway, and 

we proceeded to make a trucking 

company. And we went from turn-

key to turnaround. And that’s what 

we did.”

Today, the fleet consists of 84 

trucks and 140 trailers, 60 of which 

are reefers. Mostly, the company 

hauls produce, other food products, 

and pharmaceuticals to Washington, 

California, the midwestern states, 

and Quebec. 

“In 2007, we were strictly produce 

and seasonal,” he said. “Seventy-five 

to 80% of all our produce comes out 

of Leamington. And being food-re-

lated, the business was always there, 

but it was seasonal and would slow 

down, because greenhouses don’t 

ship once November comes. So, we 

had to diversify a little bit. And we 

got into different frozen shipments, 

and things like that after, but we like 

to base our core business around 

refrigerated stuff.” 

Driver turnover is pretty standard, 

according to Hibbert. 

“I find the bottom 10 drivers we 

have are always a problem,” he said. 

“But at the same time, we have quite 

a few drivers who have been with us 

since they started in 1999 and when 

we first started in 2007, we hired 

some young guys who have done 

really well for us.”

Those who leave, “think the grass 

is greener,” Hibbert said. 

Those who stay, do so because SM 

Freight is committed to continually 

increasing wages for drivers, hav-

ing great benefits, and driving clean, 

new equipment, Hibbert said.

“None of our trucks are more than 

four years old,” Hibbert said. “Plus, 

we have an open-door policy. And if 

I’m not here or it’s night, everyone 

here knows they can call me any-

time to talk. And that’s guys in the 

shop, dispatchers, drivers – manage-

ment always makes an effort to talk 

to them. And not only when they have 

a problem at home, but asking them 

how their day is going and stuff like 

that. And I think that makes a differ-

ence. People really respect that.” 

Hibbert recalled one instance 

when a driver came to him after his 

wife ran up all of his credit cards. 

“He was in dire straits and couldn’t 

even afford to have his furnace fixed 

that he needed,” he said. “So, I paid 

to have his furnace fixed. And it’s 

that stuff as an owner that you do 

for your employees. We’re not a bank 

or a lending institution, but if you 

can help and make things easier for 

them, they appreciate that.” 

Hibbert is also a big believer in 

treating customers right. 

“The way we deal with customers 

makes us stand out from the compe-

tition,” he said. “I have a saying that 

goes, ‘If a customer calls or sends 

you an email, he/she sent it for a 

reason.’ And I mean that. So, every-

one here knows, you give that cus-

tomer an answer, even if it’s just to 

say you’re working on it and will get 

back to him/her.”

Right now, the business isn’t suf-

fering too much from the driver 

shortage, but Hibbert said more 

trucks than usual are sitting empty 

in his yard than he’d like. 

“Today, we have four or five trucks 

empty,” he said. “But in April we 

were full, and guys were waiting to  

come on.”

To help fill his trucks again, Hib-

bert said SM Freight is actively trying 

to participate more in recruitment 

and job fairs. 

“And we’re going to have to look at 

the U.K. or the South Asian popula-

tion in Toronto to recruit more driv-

ers. The local farm boy isn’t walking 

in off the street anymore,” he said. 

“But we are still looking for long-

term employees. We want to sign 

people who are passionate about 

trucking, because we know they will 

be happy here for a long time.” 

In the near future, Hibbert said he 

hopes to continue to grow the busi-

ness to double its current size. 

“We’ve got to continue to grow,” 

he said. “We can’t sit on our laurels, 

and we have to continue to grow. We 

think we will grow through acquisi-

tion. I was always a firm believer in 

growing organically but it’s getting 

tougher to do that. Where do I see 

us in five years? Probably with 140 

trucks, that’s what I envision. I could 

be crazy, but that’s what I think.” TN

Sonia Straface is the associate  

editor of Truck News. She has been 

covering the Canadian trucking  

industry since 2014.

SM Freight goes the extra mile

The Last Word

Steve Hibbert says he’d like to grow his fleet to 140 trucks in the near future. 
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