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I’ve sat in on or moderated several motor carrier executive 
panels on the state of the trucking industry this last quarter 

– from our own Surface Transportation Summit  and CITT’s 
Reposition conference to OTA”s annual convention, SCL’s 
Planning 2013  breakfast  and  CILTNA’s outlook conference. 

Listening to the executives on these panels discussing 
their challenges, it’s hard to feel much love for the road ahead. 

Take for example what the panelists on the last of these 
events, the one held by the Ontario Trucking Association, 
had to say. The panelists -- Rob Penner, executive vice-pres-
ident and COO, Bison Transport, Jeff Bryan, president, Jeff 
Bryan Transport, Scott Tilley, president, The Tandet Group, 
Gord Smith, president, Manitoulin Transport, and Ron Tep-
per, CEO, Fastfrate – all expressed frustration with how long 
it may take to grow their business. 

For Smith, the best case scenario was 
that things were likely to “go sideways 
for a few years.” For Bryan we are already 
at the top (it must be a pretty low hill if 
that’s the case, I’m thinking) and things 
are going to stay flat. He’s already telling 
his people to stop looking for rainbows 
and learn how to make the best out of 
the situation. 

Unfortunately, this slow growth, noth-
ing-to-be-excited about scenario of the 
future squared with the economic out-
look Emanuella Enenajor, economist with 
CIBC World Markets, provided the dele-
gates attending OTA’s annual convention. 
Enenajor said the North American econo-

my enjoyed seven “bountiful” years prior to the economic col-
lapse and is now enduring a period of seven lean years. 

Almost sounds biblical. Should we expect a plague of lo-
custs too?

Our own market research, conducted across Canada, 
shows that 53% of shippers expect to boost their shipment 
volumes in 2013 above 2012 levels. That’s marginally better 
than the number who said likewise last year (50%) but down 
from those who expected volume growth for 2011 (60%). And 
almost 40% of shippers are expecting their volumes to stay 
about the same next year as those in lacklustre 2012.  Motor 
carrier executives themselves, whom we are currently in the 
midst of polling, are also only lukewarm about freight volume 
growth in 2013. In fact, they are more pessimistic than their 
own customers. Preliminary results from our annual survey 
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of motor carriers shows 52% expect freight volumes to stay 
about the same next year with 39% expecting an increase. 

 But there is good news in that motor carriers can expect  
to get more of the freight volume growth, slow though it may 
be, than most other modes. When we calculate net growth 
per mode based on shipper projections for 2013, LTL leads 
all modes. Intermodal is not far behind with TL expected to 
experience the third highest net growth among the modes.

Why the change in fortunes for LTL, which was so ravaged 
by the recession? 

“With uncertainty comes a whole lot of caution. Shippers 
are really driving towards being razor thin on inventory lev-
els. The way that is impacting the transportation world is 
that we are seeing smaller orders. Often it’s the same total 
volumes we’ve seen in recent years but broken up into small-
er quantities, “ is how Jim Ramsay with UPS Supply Chain So-
lutions explained it when he was a panelist on an outlook 
session I hosted for the Port of Halifax this fall. 

Perhaps more of a concern is the current state of the 
shipper mindset. Research we conducted earlier this year in 
partnership with the Canadian Industrial Transportation As-
sociation shows shippers remain in a cost-cutting frame of 
mind with maximizing profitability and reducing costs cited 

as their top two priorities. Growth and increasing customer 
satisfaction trail considerably behind in their list of priorities. 

We’ll deal with the ramifications of that on rate negotia-
tions in a future issue. In the meantime, enjoy the holidays, 
recharge and get ready to tackle what appears to be a chal-
lenging 2013. As Jeff Bryan suggested, stop looking for rain-
bows and learn how to make the best of the situation. 
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Outlook for Canadian transportation and 
warehousing sectors stronger than other industries

Weak economic growth is slowing demand for air, truck, rail and water transportation, but industry profitability will 
rise by 30% this year to $6 billion thanks to better cost control and rising transportation prices.

That’s the assessment of the Conference Board of Canada and the Business Development Bank of Canada, which just 
published their latest Canadian Industrial Profile report.

The paper warns a weak economic outlook and cautious consumers will leave many Canadian industries with no 
significant growth in 2013. Transportation and warehousing is the rare exception, with price increases and cost control 
practices driving strong profit growth going forward, according to the report.

“Canada is not immune to the economic uncertainty that has weakened global demand for goods and services. Mod-
est employment growth is limiting Canadians’ income gains. Consumer confidence remains weak and household debt 
continues to mount – all of which dampen the willingness of shoppers to spend on retail items, food and drink, dining 
out and travel,” said Michael Burt, director, industrial economic trends at the Conference Board of Canada.

“In the current business environment, characterized by strong competitive pressures, small and medium-sized busi-
nesses who invest in information technology will be better equipped to navigate the challenging economic times ahead,” 
added Pierre Cleroux, vice-president and chief economist, BDC.



Transportation Media Group

WESTFleet Executive

At CITT’s recent Reposition 2012 con-
ference I heard something during a 
C-Suite discussion on shipping by 

rail that caught my attention and should 
interest all motor carriers, whether they see 
railways as competitors or partners.

Until recently it was commonly accepted 
that the economics of rail surpassed the 
economics of trucking services at around 
the 750-mile mark. During the discussion, 
however, it was revealed that may have 
shifted down to 500 miles. And, in some 
cases, rail service may be considered viable 
by some shippers at as low as a 350-mile 
distance if used to avoid congested corri-
dors such as Toronto to Montreal.

Is rail ready to make significant inroads 
into trucking dominated markets? Indus-
try analysts point out that as truck capac-
ity tightens, placing upward pressure on 
trucking rates, intermodal’s savings of 10% 
to 20% will look increasingly better. The 
Class 1 railways have all made significant 

investments in their intermodal opera-
tions. In fact, the LTL and small parcel seg-
ments of the trucking industry themselves 
are becoming large supporters of placing 
their freight on rail. Some truckload carriers 
are doing the same as a way to reduce fuel 
costs and deal with the driver shortage.

Our own annual Transportation Buying 
Trends research is showing strong growth 
for intermodal services among shippers. 
Then again, industry experts have been 
forecasting significant growth in the pen-
etration of intermodal services for two 
decades now. It has always fallen short of 
expectations due to poor service and less 
than stellar relations with shippers. 

There are developments I’ve seen of 
late though that will likely go a long way 
towards improving the shipper experience 
with rail. The first involves a decision just 
reached on the legislative front which ad-
dresses shipper frustrations in dealing with 
railway penalties or ancillary charges they 

The “rail” reality about 
trucking rate ceilings
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Historical view of percentage of shippers reporting higher  
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consider unfair. Back in 2008, a provision was added 
to the Canada Transportation Act, which, for the first 
time, allowed shippers to file complaints to the Cana-
dian Transportation Agency when they found them-
selves at odds with their railway service providers over 
such charges. It was a big deal because for some ship-
pers such charges amounted to millions annually.

It was a big deal for the railways too and they had 
been fighting it in the courts since then. At the start of  
November, however, the Federal Court of Appeal 
decided shippers are now free to file complaints on 
penalty and ancillary charges even if a confidential 
contract is in place. So there should be peace on that 
front, with the Agency able to step in when necessary 
to handle disputes.

The second development that will help broker a 
peace is Ottawa’s bill to better manage the relation-
ships between rail companies and their customers by 
providing a mechanism to put in place and enforce 
service level agreements. That is expected to pass into 
law by late spring or early summer. 

Truckers working with the railways stand to gain if 
legislation forces the railways to act with more consid-
eration for their customers. At the same time, howev-
er, it may turn the railways into more viable competi-
tors on certain shipments than ever before.

And that may also have an impact on rates. Over 
the past eight years our Transportation Buying Trends 

Survey, conducted once again this year in concert with 
CITA, CITT and Cormark Securities, has been polling 
Canadian shippers to understand which factors make 
them willing to change modes. Our latest research 
shows that 43%  of shippers report that higher rates 
and surcharges have had an impact on their modal 
choices. Historically we’ve seen that the higher rates 
got, the more shippers were willing to switch modes 
if they could. In 2008, for example, at the height of the 
market, 1 in 2 shippers indicated they had switched at 
least some of their freight to a different mode due to 
higher pricing. 

Our research has routinely shown that when a ship-
per switches from using rail to using truck, it’s most 
likely due to service issues with rail. About one third 
of shippers who switched freight this year from rail to 
truck said it was due to “poor rail service or coverage” 
while 38% said it was due to “customer requests.” 

Conversely, about 55% of Canadian shippers polled 
say they can switch at least some of their freight from 
truck to rail. But their motives are considerably dif-
ferent.  About 40% of shippers who switched freight 
from truck to rail said it was due to “increasing truck 
prices.”

So while tighter capacity going forward will place 
an upward push on trucking rates, competition with 
rail will ensure there is a ceiling on how high rates 
can go.

Trying	to	service	new	markets			10%

Responding	to	customer	requests		19%

Increasing	truck	prices		40%

Decreasing	rail	prices		16%

Change	in	corporate	policy	to	faster	inventory	frames		4%

Poor	truck	service	or	coverage		8%

Main reasons shippers cited for diverting freight from truck to rail in 2011
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The 2012 SummiT
waS an ouTSTanding SucceSS!

check ouT a few of The commenTS

“The summit was very well done! A great learning and  
networking experience for someone like myself who is new 
to the industry.”

Steve Magirias, General Manager, Anderson Haulage

“Congratulations on a well run Summit yesterday. 
I found it most informative and it was a most enjoyable 
event. Well done and thank you.”

Norm Sneyd, V.P. Business Development, Bison Transport

“It was a very good conference. I noticed most people were  
actually listening and not playing on their phones. I think these 
days that is a way to determine the quality of a presentation.”

Mark Laine, Marketing Mgr., Mack Trucks Canada

 

OctOber 16, 2013 
please plan on joining the Country’s

Top Transportation Executives
  for a day of 

Education & Networking
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CLASS 8
Truck Sales Trends

Class 8 truck sales in October once again topped the 2,000 mark but sales have been slowing during the tail end of the year and this month 
actually fell below last year’s total. The 2,575 Class 8 trucks sold into the Canadian market in October was 31 units fewer than last year’s 
performance. But the total was more than 400 units better than the 5-year average. It made for only the sixth best October since 1999. The 
slower sales growth in August, September and now October is further indication of a slowdown in truck purchases for the remainder of 2012. 

The Canadian and US economies have slowed over the summer, particularly in manufacturing, but there is still economic growth. Many in-
dustry experts believe the economic softening will impact Class 8 truck sales for the remainder of 2012. So far sales in August, September 
and October have shown signs of a slowdown but the earlier monthly sales totals are helping boost 2012 to the third highest YTD total dating 
back to 1999. The 25,849 trucks sold after the first 10 months in the Canadian market are more than 7,000 better than the 5-year average. 

Historical Comparison – Oct 12 Sales

Historical Comparison – YTD Oct 12

Class 8 Sales (YTD Oct 12) by Province and OEM

Monthly Class 8 Sales – Oct 12

Motortruck Fleet executive and 
dan Goodwill & associates presents

OEM This Month Last Year

Freightliner 617 599

International 377 656

Kenworth 454 467

Mack 163 125

Peterbilt 334 301

Volvo 383 332

Western Star 247 126

TOTALS 2575 2606

OEM BC ALTA SASK MAN ONT QUE NB NS PEI NF CDA

Freightliner 512 661 198 505 2,948 1,098 288 126 24 14 6,374

Kenworth 556 2,116 335 187 911 913 98 0 0 0 5,116

Mack 91 351 170 95 769 335 69 36 0 23 1,939

International 138 668 71 221 1,713 784 151 73 24 53 3,896

Peterbilt 330 1,164 264 463 598 508 144 24 0 0 3,495

Volvo 197 256 97 231 1,465 634 103 59 0 6 3,048

Western Star 344 711 75 43 275 344 68 107 5 9 1,981

TOTALS 2,168 5,927 1,210 1,745 8,679 4,616 921 425 53 105 25,849
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Source: Canadian Motor Vehicle Manufacturers Association

CLASS 8
Truck Sales Trends

Truck sales came in above the 2,000 mark tor the 13th straight month, reminiscent of the  
industry’s capacity boom years of 2005 to 2007. The 2,575 trucks sold in October also reflect a break 
from four consecutive monthly decreases since the highpoint of 3,166 trucks sold in May. Our Trans-
portation Buying Trends Survey found that 46% of Canadian carriers expect to purchase new Class 8 
trucks in 2012. Question is if most carriers are looking to simply replace older equipment rather than 
add capacity, how long will the buying spree continue?

12-Month Sales Trends

Market Share Class 8 – Oct 12 YTD

With just two months of sales reports left to 
close out 2012, Freightliner, last year’s Cana-
dian market leader, is having a banner year, 
commanding a quarter of Class 8 sales. Ken-
worth is in the number two spot for market-
share and enjoying the fact that its strong 
western network is able to tap into the stron-
ger western economy. Troubled Navistar In-
ternational is at 15% share of the market af-
ter announcing a change in direction with its 
engine technology and changes to its man-
agement team. Peterbilt has moved upwards 
to grab a 14% share. Volvo is the only other 
OEM to enjoy more than 10% market share.

November December January February March April May June July August September October
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