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Ontario high school opens first-of-its-kind truck maintenance shop
By Adam Ledlow

BRAMPTON, Ont. – Students 
enrolled in Bramalea Secondary 
School’s Truck and Bus program 
now have an impressive classroom to 
call home after the recent opening 
of a multi-million-dollar truck main-
tenance facility on school grounds. 
The ribbon-cutting celebration, held 
inside the new $2.5-million build-
ing May 16, was strongly attended 

by school staff and students, gov-
ernment officials, and partnering 
trucking companies, manufacturers, 
dealerships, associations, media and 
other dignitaries. Dr. Peter Gibson, 
vice-principal at the high school and 
one of the main proponents behind the 
creation of the program and construc-
tion of the new facility, called the land-
mark project a first for Canada – and 
possibly North America.

“This program will not only inform 
them thoroughly of the transportation 
industry, but the program itself will ex-
pand their knowledge of the pathways, 
all of the things that are available for 
them in the trucking industry, espe-
cially in Ontario,” Gibson told Truck 
News at the event.

The new program, working in tan-
dem with the school’s existing Spe-

Continued on page 24

Cutting 
corners

By James Menzies
TORONTO, Ont. – Last year, On-
tario’s Ministry of Training, Col-
leges and Universities (MTCU), 
together with industry, adopted a 
200-hour curriculum for aspiring 
professional truck drivers. 

The objective was laudable; to 
ensure prospective truck drivers 
would receive the in-depth train-
ing necessary to be immediately 
employable and ready to contrib-
ute upon their arrival into the in-
dustry.

So why is it then, that poorly 
trained and ill-prepared A/Z li-
cence holders continue to show up 
at carriers’ doors for road tests? 
That’s the million-dollar ques-
tion that reputable training insti-
tutions, and the carriers looking 
for new drivers, want to know.

Guy Broderick is a profession-
al driver and road-tester for a 
Brampton, Ont.-based fleet. 

He regularly sees licensed driv-
ers show up for a road test who 
have clearly had little or no proper 
training on their way to acquiring 
an A/Z licence.

“You can tell within the first 
five minutes,” he said. “You can 

Unregistered training 
schools churning out ill-
prepared job candidates, 
training industry alleges.

Continued on page 14

Volvo to bring DME-powered
truck to North American market.

Shop class
in session

A new alternative

Page 56
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GET PREVENTATIVE MAINTENANCE TIPS FROM YOUR 

PEERS AND OUR PROS AT TEAMRUNSMART.COM.

If the wheels aren’t turning, you’re not earning. So when your truck has a mechanical 
issue, solve it quickly. TeamRunSmart.com is an online community of truck experts 
and experienced drivers who can help identify problems and suggest solutions. You’ll 
also fi nd informative articles and forums to help you run smarter and more profi table. 
Join the team today. 

SHARE THE KNOWLEDGE AT TEAMRUNSMART.COM

Competitive financing available through Daimler Truck Financial. For the Freightliner Trucks dealer nearest you, call 1-800-FTL-HELP. www.freightlinertrucks.com. 7/13. FTL/MC-A-1293. 
Specifications are subject to change without notice. Copyright © 2013. Daimler Trucks North America LLC. All rights reserved. Freightliner Trucks is a division of Daimler Trucks North America LLC, a Daimler company. 
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OEM This 
Month

Last Year

Freightliner 744 556

International 344 400

Kenworth 449 550

Mack 187 228

Peterbilt 371 425

Volvo 384 273

Western Star 190 165

TOTALS 2669 2597

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

Freightliner 213 278 57 130 1,067 423 109 44 2 12 2,335

Kenworth 335 615 139 41 255 297 50 0 0 0 1,732

Mack 57 118 52 30 205 108 25 13 0 3 611

International 46 237 20 50 535 312 38 11 16 11 1,276

Peterbilt 167 413 91 81 164 233 52 22 0 0 1,223

Volvo 109 68 35 63 403 215 37 31 0 2 963

Western Star 127 229 23 16 120 115 14 37 1 13 695

TOTALS 1,054 1,958 417 411 2,749 1,703 325 158 19 41 8,835

After a disappointing first quarter in which each 
month’s totals trailed behind the previous year’s, 
sales picked up in April to outdistance the sales 
for the same period in 2012. It was actually the 
first time in six months that has occurred. Sales 
were also more than 600 units above the five-year 
average for the month. Market leader Freightliner 
made impressive sales gains from the previous year. 
Western Star and Volvo also beat their monthly totals 
from the previous year.

Monthly Class 8 Sales – Apr 13 Historical Comparison – Apr 13 Sales

Historical Comparison – YTD Apr 13
Class 8 Sales (YTD Apr 13) by Province and OEM

With sales YTD of 8,835 Class 8 trucks, 2013 is almost 1,000 units behind last year’s pace but also about 1,800 units above the five-year average. Assuming an 8-year life cycle 
for Class 8 trucks (a truck could go through several owners during this period), there are more than 35,000 trucks due for renewal in 2013. But reaching such a sales milestone 
this year is only likely if we have a strong second half, as was the case in 2011. Over the past five years, YTD sales by April have averaged 31% of the annual total. So the most 
likely scenario is for Class 8 sales to come in around 28,500 vehicles in 2013.

After 15 straight months of sales coming in above the 2,000 mark, reminiscent of the indus-
try’s capacity boom years of 2005 to 2007, they dropped slightly below 2,000 in January and 
yet again in February. They did rebound to over the 2,000 mark, however, in March but were 
still behind last year’s totals for the month. In April they stayed above the 2,000 mark and also 
surpassed the previous year’s totals.

Market Share Class 8 – Apr 13 YTD12-Month Sales Trends
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A strong April has kept Freightliner, last year’s Canadian market leader, in 
firm command of the market share lead. Kenworth finished 2012 in the 
number two spot for market share, its wide western  network tapping into 
the stronger western economy. The company still sits in second place with 
20% market share. Navistar International finished the year with 15% market 
share and is now in a close tie with Peterbilt with a 14% share of the Canadian 
Class 8 market.

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

3,166 2,861 2,542 2,517 2,392 2,575 2,411 2,326 1,916 1,808 2,442 2,669

Chevron Global Lubricants CS6.indd   4 13-06-07   3:28 PM
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NEW GREAT DANE 53’ HIGH CUBE REEFERS
53’, Hendrickson Air Ride, 11 R 22.5 Tires on  
Aluminum Wheels, Stainless Front & Rear, Duct and 
Flat Aluminum Floors, Logistic Track, LED Lights, 
Single Temp, Dual Temps, Tridems & Full Stainless 
Models available. Thermo King or Carrier units.

NEW AUTOCAR “XSPOTTER” SHUNT TRUCKS
Off Road or Road Legal units, Cummins Engines,  
Allison RDS-3500 Auto Transmissions, Front Axle Shock 
Absorbers, Single Axle or Tandem 30,000 – 44,000 rear 
axles with traction lock, 100,000lb Fifthwheel, Extra Large 
78” High Cab with High Visibility Package, Full Driver 
Comfort & Safety Package and Harsh Climate Package.

NEW GREAT DANE TRIDEM REEFERS
53’, Tridem Air Ride with 72”/72” Axle Spreads,  
11 R 22.5 Tires, Steel Wheels, Stainless Steel Swing 
Rear Doors, HD Flat Aluminum Floor, PunctureGuard 
Interior Lining with Logistic Track, CorroGuard  
Anti-Corrosion Coating, Thermo King SB-230 Units

NEW CHAPARRAL 53’ TRIDEM DEEP DROP
53’, Tridem Air Ride, Aluminum Wheels, 35” Deck 
Height, Lightweight All Aluminum Design, Heavy Duty 
Drop Neck, Wide Load Lights, Chain Hooks,  
14 Winches, Only 12,520 lbs!!!

NEW GREAT DANE 53’ ROLL UP DOOR REEFERS
53’, Tandem Air Ride, 22.5 Tires, Aluminum Outer 
Wheels, Insulated Roll Up Rear Door, Heavy Duty  
Flat Aluminum Floor, Heavy Duty Scuff Liner and  
Exterior Rub Rail. Ready to install a Thermo King  
or Carrier unit.

NEW GREAT DANE 53’ HIGH CUBE DRY VANS
53’, Hendrickson Air Ride, High Cube Interiors, We 
have the model to fit your needs. Choice of Interior 
Lining: Plywood, Damage Proof SSL, High Impact 
Polyethylene or Composite Plate Walls with Logistics 
Posts on 16”, 24” or 48” centres. Buy the trailer 
that’s right for you!!!

NEW ETNYRE “FALCON” LIVE BOTTOM TRAILERS
SPIF Tri-Axle and Quad-Axles Available, Extra wide 
42” Belt with Speed Control and Optional Reversing 
Feature,  Cross-Slat Free design with Heavy Duty 
100,000lb Chain System, Full Weather Proof Tarps, 
Steeper Bin Walls for less product bridging.  
Heavy Duty, Reliable Design.

NEW GREAT DANE 53’ COMBO FLATDECKS
53’, Sliding Tandems & Tridems Available,  
11 R 22.5 Tires on Polished Aluminum Outer Wheels,  
(2) Aluminum Toolboxes, Aluminum Floors with  
Chain Pull ups on tridems, (12) Winches and Straps, 
Platinum Performance Wheel Ends, MicroNova  
LED Lights. In Stock, Ready to work.

When you need more
than just a box, go for
the whole package.

2006 GREAT DANE 48’ DUAL TEMP REEFER
48’, Tandem Air Ride, 22.5 Tires on Aluminum Wheels, Fenders, 
Stainless Front & Rear, Swing Doors, Broker LED Light Package, 
Duct Floor, Interior Logistic Track, Thermo King Spectrum SB  
Dual Temp Reefer. 2009 Great Dane 49’6” Also Available.

(10) 2006 GREAT DANE 53’ AIR RIDE VANS
53’, Tandem Air Ride, 11R22.5 Tires, Steel Wheels, 
Swing Rear Doors, Logistic Post Interior with 110” Inside 
Height, Aluminum Roof, From a Well Maintained Fleet. 
Call Now, won’t last!!

2007 & 2004 GREAT DANE 53’ TRIDEM REEFERS
53’, Tridem Air Ride, 72”/72” Axle Spreads, 22.5 Tires, Swing 
Rear Doors, Aluminum Duct Floor, Clean Interiors, Thermo 
King Reefer units with low hours. Reefers serviced and Trailer 
Certified.

2008 GREAT DANE 48’ QUAD AXLE VANS
48’, SPIF Quad Axle Air Ride, 72”/72” spread with Steer axle 109” 
ahead, 11R 22.5 Tires, Aluminum Wheels, Swing Rear Doors, Alumi-
num Roof, Logistic Post Interior, Heavy Duty Scuff Liner. Heavy Duty 
Specs, Excellent Condition.

2007 GREAT DANE 53’ HIGH CUBE REEFER
53’, Tandem Air Ride 22.5 Tires on Aluminum Wheels,  
Stainless Steel Front & Rear, Swing Doors, Duct Floor,  
High Cube Interior, Logistic Track, Thermo King SB-210 Unit. 
Serviced and Certified.

2006 – 2009 CAPACITY SHUNT TRUCKS
Road Legal and Off-Road models in stock, Cummins diesel  
engines, Allison automatic transmissions, 100,000 Hydraulic 
Lifting 5th Wheels, Dura-Ride Rear Suspension, Automatic 
Greasing Systems, Just in from long term Full Maintenance 
Leases, Excellent Condition.

(2) 2012 MANAC 53’ TRIDEM PLATE VANS
53’, Tridem Air Ride, 72”/72” Axle Spreads, 11 R 22.5 Tires, Swing 
Rear Doors, Galvanized Rear Door Frame, Aluminum Roof, Plate Side 
Walls with Logistics, 110” Inside Height, 101” Inside Width. Certified.

(2) 2005 UTILITY 53’ HIGH CUBE REEFERS
53’, Tandem Air Ride, 11 R 22.5 Tires on Steel Wheels, Stainless 
Steel front & rear, Aluminum Duct Floor, Armor-Tuff Interior Lining, 
1 with Logistic track, 107.5” Inside Height, Carrier Ultra Reefer 
Units.  Certified and Reefers Serviced.

NEW EQUIPMENT  905.625.8441 USED EQUIPMENT  905.625.5843 PARTS  905.625.8812 SERVICE  905.625.8448

MISSISSAUGA

Sales, Parts, Repair Centre 
1201 Aimco Blvd.  
Mississauga, Ontario 
L4W 1B3

T 905.625.8441   
F 905.625.9787

WHITBY

Parts & Repair Centre 
1025 Hopkins Street  
Whitby, Ontario 
L1N 2C2

T 905.430.1262   
F 905.430.0914

ALLISTON

Parts & Repair Centre 
4917 C.W. Leach Road 
Alliston, Ontario 
L9R 2B1

T 705.434.1423   
F 905.434.0125

PUTNAM

Parts & Repair Centre 
3378 Putnam Road 
RR #1 Putnam, Ontario 
N0L 1B0

T 519.269.9970  
F 519.269.3327

Truck Centre 
5151 Everest Dr. Unit 7 & 8 
Mississauga, Ontario 
L4W 2Z3

T 905.625.8441   
F 905.629.4911

USED EQUIPMENT SALES MIKE HIGNETT   T 905.625.5843 | mhignett@glasvangreatdane.com

NEW EQUIPMENT SALES TEAM:   Adam Stevens   |   Tom Pepper   |   Greg Pepper   l   Jason Dutton   l   Mike Hignett 

2003 GREAT DANE 53’ DUAL TEMP REEFER
53’, Tandem Air Ride, Roll Up Rear Door, Curb side Door, Flat 
Aluminum Floor, Interior Cargo Track, Newer Maxon 5,500 
lb. Slider Gate, Movable Interior Cold Wall, Carrier Dual Temp 
Reefer Unit with low hours. Safety Certified, Reefer and Tailgate 
Serviced.

NEW LANDOLL 455 TILT DECK TRAILERS
53’, Tridem Air Ride, 17.5 Tires on Aluminum Outer 
Wheels, 55 Ton Capacity, 20,000-30,000 lbs winches 
available, Wireless Remote Control, Side Mounted 
D-Rings, Container Package Available, Galvanized 
and Powder Coated finishes In Stock.
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The secret is out among the best run 
trucking companies, that a formal 
health and wellness plan for drivers 
and other staff can deliver significant 
benefits to a carrier’s operations. It has 
often been said that a healthy driver is 
a safe driver, and there’s growing evi-
dence that drivers prefer to work for 
companies that help them achieve a 
healthier lifestyle.

This point was hammered home at 
two separate seminars I attended over 
the past few weeks. At the Best Fleets 
to Drive For seminar in Toronto, Car-
riersEdge president Mark Murrell said 
virtually all the top-performing fleets 
in the competition have some form of 
health and wellness program available 
to drivers. This is a significant change 
from when the program started just 
five years ago, when the topic didn’t 
appear on a single driver survey.

Just one day earlier, I attended the 
most recent Driving for Profit seminar, 
which featured a session on health and 
wellness programs. The session fea-
tured Trevor Kurtz, general manager 
of Brian Kurtz Trucking, Dave Diet-
rick, vice-president of human resourc-
es with Erb Group and Siphiwe Bale-
ka, driver fitness coach with Prime Inc. 
Their success stories were a source of 
inspiration for anyone who has strug-

Creating a healthy workplace

gled with attaining a healthy lifestyle 
and should also motivate fleet man-
agers to take an active interest in the 
wellness of their drivers. Here are a 
few dos and don’ts that emerged from 
the information-packed session:

Don’t assume there’s no interest: 
Kurtz admitted he approached the 
subject of driver health with some 
trepidation, unsure how drivers would 
react to the idea of a company-driv-
en health and wellness program. He 
broached the subject of joining the 
Truckload Carriers Association’s 
Weight Loss Showdown during a driv-
er’s meeting, and 20 drivers out of 100 
immediately volunteered. Kurtz said 
he was pleasantly surprised at the in-
terest level among the company’s driv-
ing force and other staff. Even more 
drivers began showing an interest once 
they noticed the results of their peers, 
he pointed out.

Don’t think it can’t be done: We’ve 
all heard the excuses – legitimate ex-
cuses, to be sure – from drivers. There’s 

no place healthy to eat along the route, 
no time to exercise, etc. Baleka has cre-
ated an exercise program for drivers 
that takes just 15 minutes and can be 
done anywhere, any time. You don’t 
need to run 10 miles a day to attain 
noticeable results, he said. And eat-
ing habits don’t have to change drasti-
cally. For example, a footlong sub can 
be replaced with an equally fulfilling 
six-inch with double meat, effective-
ly reducing your cab intake by half. 
Carbs are often to blame for weight 
gain. Carbs are energy, which if not 
burned off, are stored as fat.

Do provide the necessary tools: 
Some small investments by the fleet 
can go a long way towards helping 
drivers achieve their goals. Equip-
ping truck cabs with fridges al-
lows drivers more options for eat-
ing healthy on the road and helps 
them to avoid the truck stop buf-
fets. Installing bike racks on the 
cab provides another option for ex-
ercising while on the road. Kurtz 
even pays lumper fees to drivers 
who choose to handbomb their 
own freight for those loads that 
require handbombing.

Do provide ongoing support: 
Once a formalized health and well-
ness program has been initiated 
and drivers have begun reaching 
their weight-loss goals, it’s impor-
tant to continue celebrating victo-

ries and keep the momentum going. 
Kurtz said that’s one of the biggest les-
sons learned at Brian Kurtz Trucking. 
You don’t want the success pictures 
on the bulletin board to get too dated 
and you don’t want drivers reverting 
back to their old habits, so ensure the 
program is continuous to achieve last-
ing results. Kurtz recommends solic-
iting the help of an office cheerleader 
to provide ongoing support and mo-
tivation to drivers who take part. For 
many more tips, see pg. 30. n

Is natural gas a natural fit to replace 
diesel as the fuel of choice in truck-
ing? Skip back three decades to 
the early 80s and Canada was a pi-
oneer in supporting the develop-
ment of natural gas vehicle tech-
nologies. 

But the infrastructure issues 
never got resolved, there were 
concerns about natural gas re-
serves, diesel prices were low and 
people stopped talking about nat-
ural gas by the mid-90s. 

There are more than 16 million 
natural gas vehicles worldwide to-
day but, despite the recent efforts 
of pioneers such as Robert and 
Bison Transport, you won’t find 
many in Canada. 

We are near the bottom of the 
list with less than 15,000 natural 
gas vehicles. 

Well, as they say, what goes 
round comes around and natural 

gas is back in the spotlight as an 
alternative fuel. 

The emergence of large shale 
gas reserves in both Canada and 
the US in recent years have been 
a game changer. 

Now I’ve been accused of be-
ing a “tree hugger” more than 
once in my life and it’s a badge 
I wear proudly. (If you don’t be-
lieve clean air and water should 
be a priority, how can I take you 
seriously?) 

Some of my fellow “tree hug-
gers,” however, are critical about 
natural gas exploration. But I am 
in favour of it. Why? Because in 

addition to being an environmen-
talist, I’m also a pragmatist.

Transportation is the second 
largest sector in Canada in terms 
of energy consumption and it ac-
counted for more than a third of 
the spike in greenhouse gas emis-
sions between 1990 and 2008. 

By 2020, it’s estimated the de-
mand for energy from the trans-
portation sector will increase by 
as much as 30%. While I don’t 
believe natural gas is the ultimate 
solution for transportation, I do 
believe it’s a step in the right di-
rection. By using natural gas to 
power medium- and heavy-duty 
trucks in Canada we can reduce 
GHG emissions by a quarter. 

At the same time, natural gas is 
at least 30% less expensive right 
now than diesel with plenty of 
supply available to keep pricing 
steady, which answers the con-
cern that what is environmental-
ly friendly must also make eco-
nomic sense.

There are legitimate concerns 

about the environmental impact 
of hydraulic fracking (the method 
by which natural gas is extract-
ed from shale) but as CNN’s Fa-
reed Zakaria, another tree hugger 
who is also a pragmatist, points 
out, the best studies show frack-
ing can be done in a safe manner 
and most of the riskiest practices 
have been employed by a small 
number of lowest-cost producers. 
In other words, there is simply a 
need for sensible regulation.

And speaking of sensible, we 
must also hear more from en-
gine manufacturers about their 
plans for LNG-powered vehicles, 
more from fuel producers about 
planned investments in a natural 
gas infrastructure and more from 
government about how and when 
they plan to tax natural gas.  n

Is natural gas a natural fit?
The view 
with Lou
Lou SmyrLiS

– James Menzies can be reached 
by phone at (416) 510-6896 or by  
e-mail at jmenzies@trucknews.com. 
You can also follow him on Twitter 
at Twitter.com/JamesMenzies.

– Lou Smyrlis can be reached by 
phone at (416) 510-6881 or by  
e-mail at lou@Transportation 
Media.ca. You can also follow him on  
Twitter at Twitter.com/LouSmyrlis.

Did you know?

Canada’s freight sector has grown 
considerably over the past two 
decades. Total freight moved, in 
tonne-kilometres, increased by 
54% from 1990 to 2010. Total 
freight moved by truck has shown 
particularly strong growth, increas-
ing by 166% over that period.

But there has been a price to 
pay for that success and that has 
come through a significant increase 
in greenhouse gas emissions. GHG 
emissions from the freight sector 
have increased 70% between 1990 

and 2010.
Interestingly, trucking, which 

is the most often used mode, has 
actually improved its energy effi-
ciency per tonne-kilometre by 25% 
over that time period but these effi-

The amount 
of GHG emitted 
by road freight

ciency improvements have not been 
enough to offset the emissions pro-
duced from the rapid growth in de-
mand for the movement of goods.  
The accompanying pie charts, pro-
vided by Transport Canada, show 

a snapshot of energy use and GHG 
emissions by industry and by mode. 
They show that transportation is 
the largest contributor to GHG 
emissions in Canada and that on-
road freight is the second largest 
emitter behind emissions from pas-
senger cars.  

Stricter fuel efficiency standards 
that come into play in Canada in 
2014 and voluntary programs such 
as SmartWay – which help pair fuel 
efficiency minded shippers with fuel 
efficient carriers – will play a role 
in reducing emissions. So too will 
greater use of natural gas, which 
delivers about 30% less GHG than 
diesel.  But the most effective ap-
proach will likely be realizing that 
concentrating on boosting fuel ef-
ficiency can drive significant cost 
reductions for carrier operations. n

Editorial 
Comment
JameS menzieS

 INSIDE THE 
 NUMBERS

GHG EMISSIONS (MT CO2E)  
BY ECONOMIC SECTOR, 2008 

GHG EMISSIONS (MT CO2E) 
BY TRANSPORTATION MODE

6%

22%

4%

Sponsored by Castrol – Supplier of Premium-Quality Truck Lubricants

The price 
of success
Greater GHG emissions 
tied to market gains  
in transportation

Canada’s freight sector has 
grown considerably over the 
past two decades. Total freight 
moved, in tonne-kilometres, 
increased by 54% from 1990  
to 2010. Total freight moved by 
truck has shown particularly 
strong growth, increasing by 
166% over that period. But there 
has been a price to pay for that 
success and that has come 
through a significant increase  
in greenhouse gas emissions. 
GHG emissions from the freight 
sector have increased 70% 
between 1990 and 2010. 
Interestingly, trucking, which  
is the most often used mode, has 
actuallyimproved its energy 
efficiency per tonne-kilometre 
by 25% over that time period, 
but these efficiency improve-
ments have not been enough  
to offset the emissions produced 
from the rapid growth in 
demand for the movement of 
goods. The accompanying tables, 
provided by Transport Canada, 
show a snapshot of energy use 
and GHG emissions by industry 
and mode.
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Total energy use in the Canadian economy

Distribution of Freight Tonne-Kilometres by Mode, 2000   and 2009 

Total energy use in the Canadian economy

Sector 

Petajoules 2010

Annual growth %
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Petajoules 2010

Annual growth %
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Transportation, 
171 Mt
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twitter.com/lousmyrlis

We’re now on twitter - and 
we’re pretty cocky about it.
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in brief

Let’s continue the conversation…
Features editor Julia Kuzeljevich has just returned from a week in Leipsig, 
Germany attending the 2013 International Transport Summit, organized an-
nually by the Organization for Economic Cooperation and Development in 
Leipzig, Germany. 

The event attracted 1,000 delegates, including NGOs, CEOs and Transport 
Ministers from 60 states, including Canada’s Denis Lebel, Minister of Trans-
port, Infrastructure and Communities. The focus was on potential financial 
solutions for investing in infrastructure, borders and transportation technology. 

Editorial director Lou Smyrlis, after participating in a cross-country infor-
mation tour about the introduction of SmartWay into Canada in June, held 
focus groups for a major lighting manufacturer in the US. In late June, he will 
be addressing Bridgestone’s annual sales conference on the latest trucking in-
dustry trends. 

Our annual Equipment Buying Trends Survey has launched. Your partici-
pation will make it a success.  n

OTTAWA, Ont. – Trucking HR Can-
ada has released a new guide that out-
lines funding opportunities for em-
ployers in the trucking industry. The 
free guide, found on the organization’s 
Web site, identifies available funds, 
program requirements, and links to 
related information. The first edition 
identifies funding sources, including:

• Apprenticeship Job Creation Tax 
Credit equal to 10% of eligible salaries 
and wages payable for apprentices in-
cluding transport trailer technicians, 
and truck and transport mechanics.

• High Demand Youth Internship 
Program – offering funds in selected 
regions to help a young interns build 
skills, develop confidence, and bene-
fit from the guidance and support of a 
mentor. The YMCA reimburses wag-
es on behalf of Human Resources and 
Skills Development Canada.

• Skills Link (Work Experience 
Component) – supporting oppor-
tunities for youth through on-the-

job experience.
• Opportunities Fund for People 

with Disabilities – offering wage sub-
sidies to hire persons with disabilities.

• Canada Job Grant – potentially 

providing $15,000 or more to ensure 
access to training for jobs in high-de-
mand fields.

Officials at Trucking HR Canada 
say the group will continue to update 
the living document as new programs 
are introduced and requirements 
change. n

Who’s giving money away?
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US truck tonnage 
dips slightly in April
ARLINGTON, Va. – US for-hire 
truck tonnage fell 0.2% in April, on 
the heels of a 0.9% gain in March, 
according to the latest data from the 
American Trucking Associations.

The seasonally-adjusted index to-
taled 123.2 in April, compared to 
123.5 in March. The highest ever 
recording was 124.3 in December 
2011. Compared to April 2012, the 
seasonally-adjusted index was up 
4.3%, marking the largest y-o-y gain 
since January. Year-to-date, com-
pared to the same period in 2012, 
tonnage is up 4%.

“The slight drop in tonnage dur-
ing April fit with trends from oth-
er industries that drive a significant 
amount of truck freight, such as 
manufacturing and housing,” ATA 
chief economist Bob Costello said, 
noting that in April, compared with 
the previous month, factory output 
slipped 0.4% while housing starts 
plunged 16.5%.

“After rising significantly late last 
year and in January of this year, 
truck tonnage has been bouncing 
around a narrow, but elevated band 
over the last three months. It is also 
worth noting that the year-over-year 
comparisons are much better than 
expected just a few months ago and 
I’m hearing good comments about 
freight so far in May.” n

New study shows heavy trucks 
safer than medium-duty trucks
ARLINGTON, Va. – A new report from the American Transportation 
Research Institute (ATRI) suggests that combining medium- and heavy-
duty truck crash statistics drags down the true safety record of the US 
heavy truck fleet.

The study separated and evaluated a decade’s worth of crashes for me-
dium-duty and heavy-duty trucks, identifying notable crash trends for 
each vehicle population.

The analysis revealed noticeable differences in safety trends between 
the two vehicle types, with medium-duty trucks generally performing 
worse than heavy-duty trucks, ATRI reported.

“In order to continue to make progress in truck crash rates, we must 
improve our ability to target safety strategies across all segments of the 
industry,” said Keith Klein, COO of Transport America. “This research 
will enhance our industry’s ability to customize safety solutions.”

“This research also points out that blending medium-duty crash sta-
tistics with heavy-duty crash statistics may unfairly drag down the safety 
gains made by heavy-duty truck fleets,” added American Trucking Asso-
ciations president and CEO Bill Graves. “When it comes to truck safety, 
clearly one-size solutions do not fit all scenarios.”

The full report can be found at www.atri-online.org. n

GRAIN VALLEY, Mo. – The Own-
er-Operator Independent Drivers As-
sociation (OOIDA) has filed a second 
complaint against the Federal Motor 
Carrier Safety Administration (FMC-
SA) with regard to its safety records 
and the DataQ appeal process.

OOIDA filed with the US District 
Court of Appeals for the District of 
Columbia Circuit on behalf of a mem-
ber who received a citation for failing 
to stop at a weigh station while travel-
ling through Montana. According to 
OOIDA, the member had missed the 
stop at first, but immediately turned 
around and went back. 

The member later had the ticket 
dismissed by Montana courts. The 
ticket was removed from his motor 
vehicle record, but it still remains on 
records kept by FMCSA, which are 

made available to the public. OOIDA 
is seeking to prevent FMCSA from re-
porting that the truck driver violated 
the law and asking that the informa-
tion be purged from his records.

“By refusing to accept the determi-
nation by a court, the FMCSA has in 
essence made state law enforcement 
agencies the final judge and jury on 
all citations,” said Todd Spencer, OOI-
DA’s executive vice-president.

The data stored in the FMCSA’s 
safety records database is also uti-
lized by the agency’s Pre-Employment 
Screening Program and the Compli-
ance Safety Accountability (CSA) en-
forcement program. However, when 
a DataQ challenge is submitted by a 
driver to FMCSA, it is routed back to 
the state where the inspection report 
with the alleged violations originated. 
OOIDA officials say they believe this 
is the federal agency’s way of delegat-
ing the responsibility of keeping com-
plete and correct data to the states.

“How can this system be considered 
to have any integrity if it is above the 
law of the land and purposely fails to 
be accurate?” Spencer asked. “It cer-
tainly can’t possibly make roads safer.”

The original suit, which is still 
pending, alleges the FMCSA fails 
to comply with the Fair Credit Re-
porting Act, with the Privacy Act, 
and with mandates governing agen-
cy action contained in the previous 
highway bill. 

OOIDA alleges that FMCSA re-
leases records of alleged safety vio-
lations to potential employers before 
drivers have had their day in court 
and that it refuses to delete referenc-
es to such violations even after driv-
ers have been exonerated in court. n

OOIDA doubles down against FMCSA 
over handling of driver safety records

Canada and U.S. (800) 387-4800
www.espar.com

The Definition
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Espar Heaters:
They Just Make Sense.
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2332 DREW RD., 
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Call: Murphy Barton, Vince Cutrara, 
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514-633-5377
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ACTION
TRAILER SALES

www.actiontrailersales.com

ALUMINUM  
COMBO FLATS

DROP DECKS

New And Used Sales

Rentals 

Long Term Finance Lease

Full Maintenance Lease

Full Service Trailer & Reefer Shops 
Providing Maintenance And Parts

TANDEMS/TRIDEMS • AIR RIDE

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

REITNOUER ALL ALUMINUM FLAT
Rack kit, 10' spread Neway air ride  

suspension, aluminum wheels. 
Excellent Condition.

53' PLATE TRAILER
2007 VANGUARD VAN

Air ride suspension.
Excellent Overall Condition.

2  -  2003 GREAT DANE 40' MULTI-TEMP REEFERs
Carrier units with low hours, 100 gal. fuel tank, curb side 

door, Maxon 6600lb  railgate, overhead rear door,  
HD flat aluminum floor, Hendrickson air ride suspension, 

2 rows recessed “E” track, interior lights. 
Clean and road ready units. 

(3) 2006 GREAT DANE 53' x 102" REEFERs
Carrier multi temp units, Hendrickson Tridem air ride 

suspension, overhead rear doors, flat aluminum floors,  
2 rows of recessed “E” track, interior lights,  

18" aluminum scuff liner, clean trailers.

2012 UTILITY 32' x 102" DRY FREIGHT VAN
Single axle, overhead rear door, stainless door case and 

rear bumper, front vent, aluminum roof, logistic side posts. 
Excellent condition.

TRADES FROM WELL-MAINTAINED FLEET,
 CARRIER 2100A REEFER UNITS, STAINLESS 

FRONT PANELS, REAR DOORS, WING 
PLATES, VENTS, HEAVY DUTY FLAT 

ALUMINUM FLOORS, 1 ROW RECESSED 
“E” TRACK, HENDRICKSON AIR RIDE, 46K 

SUSPENSION, ALUMINUM WHEELS, PLUS.....

(150) 2008/09 UTILITY AND 
GREAT DANE REEFER

ARRIVING NOW! “REFRIGERATED STORAGE VANS”
– SALE OR RENT

EQUIPPED WITH ALL ELECTRIC 
REFRIGERATION UNITS,  

BOTH OVERHEAD AND SWING REAR 
DOORS AVAILABLE.

SEVERAL 48' AND 53' 
REEFER TRAILERS

(20) (6) NEW 53' x 102" UTILITY   
DRY FREIGHT VANs

Pre painted black side panels, black side skirts, front & 
rear vents, stainless front panels, rear doors, door case & 
Bumpers, Hendrickson air ride suspension on aluminum 

wheels with Michelin tires.

2004/06 UTILITY AND GREAT DANE 
53' REEFERs

Carrier Units, well spec’d.......
Priced to Move

sEVERAL AVAILABLE

UTILITY 53' x 102" x 13'6" 
DRY FREIGHT VANS 

13,180 Lbs.
110" Door Opening

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. 
PRIcEd RIGhT!

53' x 102" HIGH CUBE REEFERS, 
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.

UTILITY 3000R

IN STOCK 
AND 

ARRIVING  
DAILY

(3) NEW 53' x 102" UTILITY sTEP DECKs
Aluminum combo, front axle slide, winches

and straps.

AVAILABLE FIRST WEEK
IN JUNE!!
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quebec

By Carroll McCormick
MONTREAL, Que. – Montreal 
lost a bargain-basement wholesal-
er this April when the Surete du 
Quebec (SQ) put the cuffs on six 
people connected with a network 
of cargo theft criminals. They were 
involved in the thefts of at least 
23 trailer loads of goods, ranging 
from dog cookies to soup.

The total value of the goods 
stolen was estimated to be over  
$2 million, according to SQ 
spokesperson Sgt. Joyce Kemp. 

Police arrested four men and 
two women between the ages of 20 
and 47 and carried out four search 
warrants: one in a warehouse on 
the Island of Montreal, and three 
in homes located in Saint-Sauveur, 
Drummondville and Saint-Denis-
sur-Richelieu.

The ring is not linked to orga-
nized crime groups, such as the 
Montreal Mafia, Rock Machine 
or the Hells Angels, according to 
Sgt. Kemp. 

The SQ did not provide any 
details on the methods that the 
thieves used to pull off the heists. 
It only revealed a very general mo-
dus operandi, that thieves would 
steal tractor-trailers, or just the 
trailers, and sell the contents to a 
wholesaler, who would then store 
them in a warehouse in Montreal. 

Buyers would drop in and shop 
for what they wanted, much like 
how honest shoppers cruise the 
aisles in big box stores and load 
up on bulk purchases, according 
to Sgt. Kemp. To her knowledge, 
police have not arrested any of the 
warehouse shoppers.

The SQ, in collaboration with 
sister police forces in Montre-
al, Quebec City, Chaudiere Ap-
palaches and le Mauricie kicked 
off the seven-month investigation 
last October, after thieves made 
off with a load of cereal products 
in Saint-Liboire, roughly 65 kilo-
metres east of Montreal. 

Over the course of the investi-
gation, the SQ tallied 21 thefts in 
several regions of Quebec and two 
from Ontario. 

One tractor-trailer, for exam-
ple, was stolen in Saint-Hyacinthe 
last Oct. 14. Police later found the 
trailer on the Island of Montreal, 
minus its load of soup. 

That same day, also in Saint-Hy-
acinthe, thieves made off with a 
tractor-trailer and its load of dog 
cookies. Police later caught up 
with the empty trailer just a few 
kilometres outside of the town, 
which is about a half-hour drive 
east of Montreal.

Although the SQ declined to 
name the victims of any of the 
other thefts, the streets on which 
two of the thefts occurred have 
manufacturing and distribution 
facilities. 

This suggests that at least some 
of the thefts were from shipper or 

carrier yards.
Although the SQ did not explain 

exactly why it launched this par-
ticular investigation when it did 
– after all, cargo theft is an on-
going problem – its investigative 
division in Monteregie, a region 
encompassing an area south and 
east of Montreal, dedicated offi-
cers to uncovering the network’s 
activities following two other 
thefts: One in May, 2012 and an-
other the following month in Levi, 
just east of Quebec City, in which 
thieves drove off with a trailer load 
of energy drinks.

Although police have disman-
tled a cargo theft network, the SQ 
cited confidentiality when asked 
whether the investigation was on-
going. 

Similarly, the SQ declined to ex-
plain how it knew that the 23 thefts 
were connected to this ring. It also 
did not provide details of just how 
the thieves carried out the heists, 
although it is a safe bet, judging 
from the streets named in the ex-
amples provided by the SQ, that 
thieves stole at least some from 
shippers’ yards.

Sgt. Kemp did mention, howev-
er, that these thieves used a com-
pletely different style than that 
used by thieves in some heists in 
2010 and 2011 in the Monteregie 
region. 

In these, enterprising thieves 
duped shippers and carriers into 
giving them shipments, including 
chicken, pork, chocolate, perfume 
and pop, which promptly dropped 
off the map. 

 “Often, an ad (had been) 
placed on a Web site that allows 
shippers and carriers to announce 
their transport or make facilities 
available to transport in specific 
geographic locations,” Sgt. Kemp 
explains. “With this information, 
the suspects were able to identi-
fy the types of goods that were 
available to be transported. They 
would fraudulently use the coor-
dinates of an existing company 
and make an interesting submis-
sion to the (company that placed 
the ad) in order to obtain the 
transport of the merchandise. 
They would then take possession 
of the shipment. The merchandise 
was not delivered to the custom-
er as agreed. It was taken by the 
suspects and often the trailer was 
found empty.”

Sgt. Kemp passes on these tips 
to avoid getting duped like this: 
Verify the company documents, 
such as licences and insurance, 
when a driver comes to pick up a 
load. Ask to see photo ID of the 
driver and take notes of the details 
on the ID. Take notes on features 
of the tractor-trailer and write 
down the licence plate numbers.

The SQ can be contacted 
about cargo theft information at  
800-659-4264. n

Quebec police dismantle cargo theft 
ring that pilfered at least 23 loads

Stopped thieves!

Kapital@cogeco.net
p: (289) 296-6577
f: (289) 296-5484 www.kapitalpermitsinc.com

Your best Canadian/United States Connection
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& fuel permits.

We are located in Niagara Falls right where
the water flows.
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Down
Snowstorm driving danger
Canadian diesel-fuel brand
International-trade pact, briefly
Income-tax file item, often
NHL cup name
Truck-stop rule breaker, perhaps
Trucking companies’ rigs
Signatory of 9-Across pact
BC to AK highway, briefly
Mack’s bulldog and Chevy’s bowtie
Fort Erie’s cross-border neighbour
UPS truck color
Air resistance against truck
Manitoba plates’ word

Truck fenders, in UK
Add air to tire
BlackBerry message from home
Thru-glass danger to drivers (1,1,4)
Unfortunate tanker-truck event
Car-plant province
With 22-Down, gent on Canadian Tire money
Truck or trailer type
CB radio, slangily (3,3)
Temporary Arctic highway (3,4)
Unexpected route revision
Can. Intl. Freight Forwarders Assoc., briefly
Motel-room find, frequently
See 8-Down clue
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By Adam Ledlow
RICHMOND HILL, Ont. – Blue-
wave Energy is looking to turn 
fleets’ downtime into uptime with 
its new ‘Ready to Roll’ automated 
fuelling service. The new service, 
officially launched May 17 at a rib-
bon-cutting ceremony at Bluewave’s 
Richmond Hill facility, delivers fuel 
on-site directly to fleet equipment.

Willie Rouse, vice-president of 
commercial fuels for Bluewave’s 
Eastern division, says the service 
is intended to save fleets both time 
and money by avoiding the hassle 
and risk associated with on-site 
fuel storage, eliminating the need 
to travel to fuelling stations, and 
maximizing efficiency by fuelling 
up during fleet downtime – often 
overnight.

“This service is specifically de-
signed so that when (customers) 
come in in the morning, they’re 
literally ready to roll, hence the 
name,” Rouse told Truck News at 
the event. Rouse says that an add-
ed benefit of the service is its Web 
portal, which allows online access 
to real-time fuel reports and indi-
vidual billing information for each 
piece of equipment.

“The Web portal connection for 
this service just allows customers to 
get a lot better data, cleaner data,” 
Rouse said.

Though the service was official-
ly launched May 17, some custom-
ers have already been enjoying the 

benefits of Ready to Roll.
“With the speedy service that 

they’re providing, the efficiency 
with which they’re delivering fuel, 
and the way that they’re able to 
track the fuel consumption of each 
unit, we’ll be able to better cost our 
projects and ensure efficiency,” Elis-
eo Lancione, president of Lancorp 
Construction, told Truck News at 
the event.

At present, the service is roll-
ing out in Toronto, but officials at 
Parkland Fuel Corporation, Blue-
wave’s parent company, say expan-

sion across Canada is slated for the 
future.

“We need to innovate on that 
front and be market-leading. We 
thought this was a capability we 
didn’t have and we could grow,” said 
Bob Espey, president and CEO of 
Parkland. “Our business is all about 
growth. We have grown about 20% 
annually for the last five years, so 
we’re very keen to add new capa-
bilities to us that enable us to keep 
growing.”

For more information on Ready to 
Roll, visit www.bluewaveenergy.ca. n

Bluewave rolls out new on-site fuelling service

ready to roll: Staff gathered outside Bluewave Energy’s Richmond Hill, 
Ont. facility for the official launch of the company’s Ready to Roll automated 
fleet fuelling service last month. Photo by Adam Ledlow

Diesel tax increase 
shouldn’t be used 
to fund transit: OTA
TORONTO, Ont. – A plan laid 
out by Metrolinx on how to fund 
transportation projects in the To-
ronto and Hamilton areas places 
too much emphasis on transit, ac-
cording to the Ontario Trucking 
Association (OTA).

The plan, called The Big 
Move, looked at how to gener-
ate some $20 billion in funding 
over the next decade. Among 
the recommendations are: a five 
cent/litre diesel and gas tax; a 
1% increase in the HST provin-
cially or regionally; an increase 
in regional development charg-
es; and a variable regional busi-
ness parking levy. Metrolinx also 
suggested creating a dedicated 
transportation trust fund, into 
which all funds raised through 
the Metrolinx investment strat-
egy would be placed.

The OTA said it plans to play a 
key role in upcoming consultations 
on the plan. However, the associa-
tion is already worried about the 
lack of focus on goods movement 
and the heavy focus on transit.

“Goods movement received 
only a passing, over-simplified 
glance in The Big Move,” said 
OTA president David Bradley. 
“An efficient system of roads, 
highways and bridges in the re-
gion and throughout the prov-
ince is needed and all the mon-
ies raised from the industry by 
fuel taxes and commercial vehi-
cle registration fees – which are 
in the process of being raised by 
70% incidentally – should be ded-
icated to that purpose through a 
specific highway trust fund on a 
provincial basis.”

Bradley said the Metrolinx plan 
could see funds raised from the 
trucking industry through a diesel 
tax increase, used to fund transit.

“There is a question whether 
it is fair that truckers are asked 
to pay for transit,” he said. “Un-
like motorists, who have a choice 
in terms of whether to take tran-
sit or continue to drive, truckers 
have no such choice. I understand 
the argument that transit can help 
alleviate highway congestion, but 
it depends on whether people will 
actually get out of their cars and 
take transit. Regardless, the costs 
of a new fuel tax will have to be 
passed along to shippers through 
fuel surcharges.” n

Davy Truck Sales 
contributes to 
trucking charity
MISSISSAUGA, Ont. – Davy 
Truck Sales has announced its spon-
sorship of the Trucking for a Cure 
charity, presenting the organization 
with a cheque for $2,300.

Davy Truck Sales owner Adam 
Davy says a certain amount from 
each truck sold will be donated to 
the cause.

The first such cheque was present-
ed at the Road Today Truck Show 
in Brampton May 26. n
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By Adam Ledlow
BRAMPTON, Ont. – The fifth an-
nual Road Today Truck Show took 
to a new Brampton venue over the 
sunny-skied May 25-26 weekend, 
with nearly 7,000 attendees visiting 
the Soccer Centre.

The show, hosted by the publishers 
of Road Today magazine, was called 
“very successful” by event organizers, 
who also described the mood of both 
visitor and exhibitors as “upbeat.” 

About 100 exhibitors from a vari-
ety of sectors took part in the trade 
show, including companies focused on 
trucks (new and used), trailers, heavy-
duty parts and accessories, servicing 
equipment and supplies, engines and 
powertrain components, fuels and 
fuel additives, media outlets and fi-
nancial services. 

Organizers called the Job Fair 
for drivers and owner/operators 
“a huge success.” Staff members from 
MTO commercial vehicle enforce-
ment were also there to answer que-
ries of truckers.  

Road Today editor Manan Gupta 
told Truck News that the event was 
designed for whole families to en-
joy, with show features including as 
a clown, face-painting, live entertain-
ment, a rock-climbing wall, a bouncy 
castle, and prize giveaways.

The show was inaugurated by 

Brampton Mayor Susan Fennell 
and Regional Councillor John Sand-
erson. Other prominent dignitaries 
visiting the show included Jim Karygi-
annis, Member Parliament for Scar-

borough Agincourt; Linda Jeffrey, 
Ontario Minister of Municipal Af-
fairs and Housing; and Vicky Dhil-
lon, City Councillor.

Special greetings and congratula-

tory messages were sent in by Prime 
Minister Stephen Harper, Ontario 
Premier Kathleen Wynne, Minis-
ter of Transportation Glen Murray, 
and Canadian Trucking Alliance 
CEO David Bradley.

The show also featured the Road 
Today Trucking Excellence Awards. 
Award winners included Aman 
Thakral of ITS Transport (Own-
er/Operator of the Year), Dr. Pe-
ter Gibson of Bramalea Secondary 
School (Trucking Educationist of 
the Year) and Hans Janzen of Mis-
sissauga (Trucking Ambassador of 
the Year).

“The Road Today Truck Show 
management is thankful for the con-
tinued patronage received from the 
trucking industry and community. We 
now look forward to the sixth year 
celebrations in May 2014,” show or-
ganizers said in a release. n 

Road Today Truck Show scores with new venue; draws 7,000 visitors

good crowds: About 7,000 visited the Road Today Truck Show, held this 
year at a new venue.  Photo by  Hans Janzen

Scholarships 
awarded to top 
tech students
TORONTO, Ont. – The top two ac-
ademic achievers in the truck-trail-
er service unit of Conestoga Col-
lege’s Motive Power Fundamentals 
program were awarded with Glas-
van Great Dane Truck Trailer Ser-
vice Technician scholarships May 
29. Connor Irwin was recognized 
for being the top practical student, 
while Sean Dixon was honoured for 
being the most improved student. 

“We see this as a win-win oppor-
tunity,” says Paul Cobham, presi-
dent of Glasvan Trailers of Missis-
sauga. “The students appreciate the 
additional funding to help them con-
tinue their apprenticeships and are 
given a little extra reward for their 
hard work and dedication.” Cobham 
also notes that the students’ “expo-
sure to the trucking industry as a 
possible employer in the future is a 
step in the right direction.” 

The 2013 Trailcon Leasing Trailer 
Service Technician Scholarship was 
awarded to Wade Munro of Hagars-
ville, Ont. Munro is a student en-
rolled in Conestoga College’s Mo-
tive Power Fundamentals program 
who excelled in the Truck Trailer 
Service component of the program. 

“My wife and daughter are my fo-
cus,” said Munro in his application. 
“They give me the drive to achieve 
and succeed.” 

“Once again, we at Trailcon feel 
privileged to be able to offer this op-
portunity to a student who has clearly 
demonstrated a strong commitment 
to his education and training,” says Al 
Boughton, president of Trailcon Leas-
ing. The scholarships were presented 
at the fourth Annual Trades and Ap-
prenticeship Awards Ceremony host-
ed by Conestoga College. n
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tell from the way they open the 
hood, if they’re opening it from 
the side. There are only so many 
engine manufacturers out there. 
If they can’t find the dipstick, you 
know there’s a problem right off 
the bat.”

Indeed, the current road test 
required to get an A/Z licence in 
Ontario doesn’t even require the 
applicant to open the hood as part 
of the pre-trip inspection process.

Broderick also has seen the local 
training schools in action, some-
times with as many as four peo-
ple crammed inside a day cab as 
they navigate the road test route 
in preparation for their tests.

The issue of poorly trained driv-
ing job applicants also came up at 
last year’s Ontario Trucking As-
sociation (OTA) convention. Rob 
Penner, chief operating officer 
with Bison Transport said at the 
time the company was hiring just 
nine of 100 applicants. 

“The quality of the applicant is 
scary,” Penner said.

Speaking on the same panel, 
Jeff Bryan Transport president, 
and current OTA chair Jeff Bryan, 
said drivers coming out of some 

schools lack even the most funda-
mental skills.

“We’ve noticed we’ve got a 
whack of drivers that don’t know 
how to read a map properly, or 
how to plug in the correct infor-
mation in the GPS,” Bryan said.

Many of these ill-prepared driv-
ers arrive at fleets’ doors having 
received little training from un-
registered schools, which charge 
as little as $500 and teach drivers 
only what’s required to pass the 
provincial road test. 

It’s a far cry from the 200-hour 
curriculum developed by the prov-
ince and administered by MTCU-
registered training schools. 

By contrast, the vocational 
schools can cost as much as $8,000 
to $12,000, but they train pro-
spective drivers on all the skills 
required of a professional driver. 

Yvette Lagrois, president of the 
Truck Training Schools Associa-
tion of Ontario (TTSAO) and 
vice-president of Ontario Truck 
Training Academy blames in part, 
the loosening of road test require-
ments to allow automatic transmis-
sions and to be conducted in less 
than an hour. 

“When MTO extended automat-

Is substandard training 
a problem in Ontario?
Continued from page 1
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ic testing for new drivers from just 
the senior drivers, non-registered 
schools started on the upswing as 
the ease of testing at DriveTest was 
not the qualifier for the industry,” 
Lagrois said. “This now transfers 
the problem to the company level 
without a proper filter for qual-
ity control of entry-level drivers 
reaching a company.”  

Unregistered schools, in some 
cases, will teach students how to 
adequately navigate the course 
used by DriveTest Centres for A/Z 
road tests and little else.

“The road test has come down 
to basically being a one-hour limit 
per person and we have this check-
list mentality, where we have non-
registered schools saying ‘We’ll 
match, word-for-word, the check-
list,’ but not create a qualified can-
didate to be employed in the in-
dustry,” Lagrois said. 

Rick Geller, a trucking insur-
ance veteran and senior safety 
services rep with Old Republic, 
agreed.

“They’re teaching them to pass 
the road test as opposed to how to 
drive trucks,” he said.

Students are drawn to the unreg-
istered training schools because of 
the low price of admittance and 
quick turnaround. 

However, Lagrois said they’re 
clogging the DriveTest Centres 
and creating waiting periods av-
eraging, at some centres, 40 days 
even for those who’ve invested the 
time and money in taking the 200-
hour training program through a 
registered vocational school.

The TTSAO is now in talks with 
the Ministry of Transportation, 
in hopes graduates of a bona-fide 
truck training school will get pref-
erential treatment and have access 
to a road test in a more timely 
manner than those who have at-
tended an unregistered school.

Even those grads of an unregis-
tered school who pass their road 
test and acquire an A/Z licence 
are often not employable, so the 
clogging of the system does the in-
dustry no good in the end, Lagrois 
added. Geller agreed.

“These unregistered schools 
undermine the good work that 
people are trying to accomplish, 
in producing a safe driver and one 
who has a better understanding 
and is ready to go into the indus-
try,” Geller said. 

“These ones that are being 
cranked out for $500 are of no 
value to the industry. The only 
people they present value to are 
the unregistered schools that 
pocket the $500. That’s the gap 
that’s been built into the system.”

Sadly, many people who’ve cho-
sen a low-cost, unregistered school 
did so thinking they’d be guaran-
teed a job upon completion of the 
program, Lagrois said.

“They are being led down a gar-
den pathway, thinking that at the 

end of the A/Z licence that there’s 
going to be a job waiting for them, 
when they may not even be able to 
be insured,” Lagrois said.

But that’s not to say all of them 
end up back where they began. 
Some do get hired on, which in 
some respects is scarier, Geller 
pointed out.

“It would be wrong to say that 
nobody will hire them,” Geller 
said. “Certainly, no reputable 
trucking company will hire them. 
But it’s wrong to say they can’t 
ever get jobs. It’s just that they 
tend to be victimized again, be-
cause now they’re going to be 
working for what amounts to in-
dentured servitude, because they 
have no other options. A reputa-
ble trucking company won’t touch 
them, so now they can be victim-
ized again by that substandard car-
rier. I can’t believe every one of 
these guys that goes to an unreg-
istered school is sitting somewhere 
in an unemployment lineup.”

Lagrois said unregistered 
schools take what could poten-
tially be a productive employee, 
in a driver-starved industry, and 
waste the opportunity to mold 
them into a skilled profession-
al who can make a contribution. 
With so few people entering the 
profession, Lagrois said the long-
term damage being perpetuated by 
these schools is significant.

“For every downtrodden person, 
there’s someone who can make use 
of them, especially with a driver 
shortage. But what we’re look-
ing at is, are they meeting their 
potential? We have to maximize 
the drivers we do produce. If any-
thing, this is about making sure we 
damned well develop the potential 
coming through to qualified can-
didates,” Lagrois said. “Can’t we 
use our resources better?”

She also pointed out a 200-hour 
course acts as a “venting system” 
to identify and wean out those who 
aren’t a fit for a career in trucking.

Carriers looking for good driv-
ers should consider partnering up 
with an MTCU-registered school, 
and asking applicants where they 
received their training, Lagrois 
and Geller advise.

“Ask for some specifics when 
they say they’ve received training,” 
Geller suggested. “Ask some spe-
cific questions; how many hours 
behind the wheel? How many 
hours in the classroom?”

“Know the school they’re ac-
cepting drivers from,” Lagrois 
added. “That’s an easy one.”

Belonging to an organization 
like TTSAO or the PTDI is usu-
ally an indicator that a training 
school adheres to an established 
curriculum, she added. 

Also, the MTCU lists a directo-
ry of registered training schools on 
its Web site, making unregistered 
schools easy to identify by process 
of elimination.  n

‘Certainly, no reputable trucking company  
will hire them. But it’s wrong to say they  

can’t ever get jobs.’ 
Rick Geller

OTA revs engines for fall hot-rod event
TORONTO, Ont. – The Ontario Trucking Association will be hosting its 
inaugural cross-Ontario, Big Wheels Bike and Car ride for motorcycle, 
hot-rod and classic car enthusiasts Sept. 12.

OTA officials are calling the Big Wheels rally “a one-of-a-kind, moder-
ately-routed adventure ride” through the hills and valleys of Ontario. The 
event will kick off from various starting points across the province, with 
each leg of the cruise converging at Horseshoe Valley Resort in Barrie. 
Once there, the OTA is inviting guests to take part in the show’n’shine 
contest, BBQ and drinks, relaxation and networking. 

“Stay overnight and enjoy the resort’s golf and other amenities the fol-
lowing day or – for those die-hard riders – saddle back up and make your 
way to Port Dover for the legendary Friday the 13th,” OTA said in a re-
lease. All OTA member and invited non-member carriers and suppliers 
who own a motorcycle, vintage cars or sports cars and trucks are welcome, 
according to the OTA, though officials note that riding or driving is not 
required to attend the Horseshoe Valley portion of the event.

“If there’s one thing truckers know, it’s the open road,” says OTA chair 
Jeff Bryan of Jeff Bryan Transport. “This unique OTA event is simply 
about fun and meeting new people in the industry. Whether you’re an en-
thusiast rider, driver or just someone who wants to meet up afterwards for 
a party and to look at some cool bikes, cars and trucks, we look forward 
to seeing you on Sept. 12.”

To register for the event or for more information, visit www.otarally.ca 
or contact Joanne.Benac@Ontruck.org. n
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By James Menzies
MISSISSAUGA, Ont. – Just being 
nominated as a Best Fleet to Drive 
For and then going through the ex-
tensive evaluation process is an eye-
opening process of self-awareness 
for fleets that have had the oppor-
tunity. Mark Murrell, president of 
Canadian online training firm Car-
riersEdge, which runs the popular 
program for the Truckload Car-
riers Association, said during his 
cross-country seminar series that 
the bar has been raised each of the 
five years the competition has exist-
ed. Carriers who’ve taken part find 
out how they stack up against other 
fleets that have been recognized by 
their drivers as the best in the busi-
ness to work for.

This year’s Best Fleet for Owner/
Operators, Landstar System, solic-
ited more than 900 owner/opera-
tor surveys as part of the evaluation 
process. Asking for input from driv-
ers and owner/operators, according 
to Murrell, is one of the easiest and 
most effective ways to ensure happi-
ness and harmony among the driv-
ing force.

Drivers who feel their opinions on 
issues are valued are generally the 
most satisfied, according to driver 
surveys collected by CarriersEdge 
during the evaluation process.

“The trick is to ask the right ques-
tions,” Murrell said of driver sur-
veys, noting it’s more effective to 
ask for feedback before an event or 
decision than after the fact, when 
decisions have already been made 
without driver input.

Communication is among the 
most important things drivers and 
owner/operators are looking for 
from their carriers. Fleets that are 
regularly asking drivers and O/Os 
for their feedback tend to score bet-
ter under the Best Fleets’ scoring 
criteria, Murrell said.

Interestingly, the things driv-
ers value from their carrier have 
changed, even in the five years the 
Best Fleets competition has exist-
ed. Five years ago, said Murrell, the 
word ‘Facebook’ didn’t appear on 
a single driver survey. This year, it 
was a recurring theme, with drivers 
lauding their company’s Facebook 
page or wishing they had one.

“Facebook is by far the most ef-
fective community-building tool we 
see fleets using right now,” Murrell 
said. But its effectiveness depends 
on how well it’s used. Some carrier 
use their Facebook page to do little 
more than post job openings while 
others use it as a bulletin board to 
post pictures and updates on a wide 
range of company activities, and en-
courage drivers to do so as well.

“The companies that view it like a 
community centre are the ones that 
have great success with it,” Murrell 
said.

Another trend noticed for the 
first time this year involved driv-
ers expressing an interest in dash-
mounted cameras. What previous-
ly was viewed by most drivers as 
an invasion of privacy is now being 
welcomed, according to the driver 
surveys collected by the Best Fleets 
program.

“This year, out of the blue, a 
whole bunch of drivers want dash-
board cameras,” Murrell said. “I 

think a lot of this has to do with 
YouTube. Drivers want to be able 
to capture the crazy stuff they see 
on the road. All of a sudden, driv-
ers are recognizing this as valuable.”

The surveys also have shown that 
drivers appreciate the increasing use 
of driver scorecards and perfor-
mance-based pay. Drivers appreci-
ate knowing how they are perform-
ing across a variety of categories 
and they like to be compensated for 
above-average performance. 

Another tactic employed by the 
top-scoring carriers involved in the 
program is to assign driver advo-
cates to new hires. It could be some-
one in the operations department or 
another, more senior, driver. 

As the industry has evolved, 
so too has the competition itself. 
For the first time this year, Car-

riersEdge asked fleets to indicate 
how much they spend on training 
each year per driver. This question 
was added to the survey because, in 
the past, 26% of nominated fleets 
said they had a training budget, but 
couldn’t say how much it was. Out-
side the trucking industry, Murrell 
said it’s normal for companies to al-
locate $1,200-$1,500 per employee 
for training each year. 

This year’s surveys revealed the 
training budgets allocated by car-
riers are all over the map, ranging 
from practically zip right on up to 
$5,000 per driver. 

“It’s all over the place,” Murrell 
said, but when averaged out, it came 
to about $1,160 per driver. “It turns 
out, as an industry, we are spending 
a lot more to train our drivers than 

Lessons from the best in the biz
Best Fleets to Drive For competition 
reveals some surprising, and not so 
surprising, insights into what it takes 
to be viewed by drivers as the best.

Continued on page 19
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we think we are, and we’re pretty 
much on par with other industries.”

While the Best Fleets to Drive 
For program reveals many best 
practices, it also has uncovered a 
few areas for improvement. One of 
those is driver retention, or maybe 
driver re-recruitment. Murrell said 
fleets have identified the two main 
reasons drivers leave their company 
are to go to another job outside the 
industry or for medical reasons – ei-
ther their own or a family member’s. 

“But neither of those are what 
most retention programs focus on,” 
Murrell pointed out. “Most focus 
on keeping drivers from going to 
the carrier down the street. That’s 
not why (most) drivers are leaving, 
they’re leaving because of these oth-
er reasons.”

Many fleets have reported that 
drivers often return after a period 
of time, and some progressive com-
panies actively work to bring for-
mer employees back. One compa-
ny issues a “return ticket” to any 
driver who leaves on good terms, so 
they know they’re welcome to come 
back in the future. Tennant Truck 
Lines sends a letter to former driv-
ers six months to a year after they’ve 
left, letting them know the company 
would love to have them back.

Tips from the winners

Landstar System, winner of the 
owner/operator category, stood 
apart from other publicly-trad-

MISSISSAUGA, Ont. – Change comes quickly in the 
trucking industry, and nowhere is that more evident than 
in the data collected through the Best Fleets to Drive 
For competition, conducted by the Truckload Carriers 
Association and CarriersEdge.

When the program was first started five years ago, 
CSA wasn’t yet in effect and the word Facebook didn’t 
appear on a single driver survey. 

In 2013, the surveys collected from drivers and fleets 
show that CSA has changed how drivers are evaluated 
and, in some cases, compensated and carriers that don’t 
have a decent Facebook page employ drivers who wish 
they did.

Mark Murrell, president of CarriersEdge, recently 
shared some data from the thousands of driver surveys 
and carrier interviews conducted under the program, 
which indicated working conditions are improving for 
both company drivers and owner/operators; at least 
those working for the best-placing fleets.

A case in point, company drivers working for the Top 
20 Best Fleets have seen their income increase 10.42% 
since the first year of the program, while their miles 
have decreased 6.89%, meaning they’re making more 
and driving less. As for owner/operators, they’ve seen 

their income increase 12.28% compared to five years 
ago while their miles driven has decreased 7.97%. 

Meanwhile, the top-placing fleets in the competition 
seem to be improving their driver retention. In 2009, 
fleets in the Top 20 had an average score (measured 
across a variety of metrics) of 6.5, which represents turn-
over of about 45%. In 2013, the top fleets averaged a 
score of 8.027, representing annual turnover of about 
30%.

Murrell said program coordinators also examined 
the safety records of the Top 20 fleets and found fleets 
scored 0.415 in 2009 and 0.307 in 2013 (based on DoT 
reportable accidents), representing another notable im-
provement.

“Among the best fleets over the last five years, pay is 
up, miles are down, they’re safer fleets and they’re see-
ing the benefit of that in terms of lower turnover among 
drivers,” Murrell said. “It speaks to a couple of things; 
Fleets are continuing to improve, the best of the best 
are continuing to get better and it also speaks to the fact 
the bar is raised every year in the Best Fleets to Drive 
For program.”

For more information on the Best Fleets program, 
visit www.BestFleetsToDriveFor.com. n

ed companies in its willingness to 
provide candid answers throughout 
the evaluation process, Murrell said. 
Landstar has more than 8,000 own-
er/operators, or in Landstar-lingo: 
Business Capacity Owners (BCOs). 
These operators are able to choose 
their own loads from Landstar’s 
proprietary load board. A BCO 
Services department has been es-

tablished to help operators manage 
the system and effectively run their 
businesses.

New recruits are put through 
a three-day CABS (Continuous 
Awareness of Business and Safety) 
orientation program, which must be 
repeated every three years, bringing 
together a mix of new and experi-
enced O/Os.

Landstar also runs what it calls 
Safety Thursday, during which op-
erators – and even customers – can 
call in from wherever they may be 
for an update on industry issues and 
safety initiatives. About 600 people 
call in each week, according to the 
company. 

“They’re the first company we’ve 

Communication continues to be highly valued by drivers
Continued from page 17

Best Fleets’ drivers, O/Os earning more while driving less

Continued on page 20
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come across that regularly invites 
customers to attend their safe-
ty meetings,” Murrell said. “They 
want their customers to understand 
the same things their drivers under-
stand, and they want everybody to 
be on the same page.”

For that reason, Landstar also 
sends customers its safety policies 
and even sends a representative to 

their facilities to teach them about 
safety policies before a new custom-
er is brought on. Landstar also won 
the approval of its operators because 
of its Landstar Contractors Advan-
tage Purchasing Program (LCAPP), 
which offers them preferred rates on 
almost anything they need to buy. 
The LCAPP department is dedi-
cated to negotiating new deals for 
its owner/operators, providing sig-
nificant savings on everything from 
fuel, to tires and trailers.

For company drivers, Grand Is-
land Express, a 160-truck fleet out 

of Grand Island, Neb. was named 
the 2013 Best Fleet to Drive For. 
Among its initiatives, the compa-
ny compensates its drivers an extra 
2.5 cents/mile if they agree to have 
a speed limiter activated on their 
truck, taking a carrot – rather than 
stick – approach to reducing speeds.

The company has a flexible dis-
patch system that gives drivers the 
ability to choose their own routes, 

and assigns a “dedicated dispatch-
er” for each driver, whose goal is 
to help that driver maximize their 
earning potential.

Grand Island Express provides 
drivers with weekly scorecards, so 
they are continuously aware of how 
they’re performing against company-
wide benchmarks. The other benefit 
for the company is that they can dis-
cuss incidents (near misses or hard 
braking, for example) while they’re 
still fresh in the driver’s mind.

A whopping 92% of drivers said 
they were satisfied with the score-
card system employed by Grand 
Island Express, Murrell noted, in-
dicating a preference for timely 
feedback. The carrier also got top 
marks for its processes for when 
drivers leave the company. Grand 
Island can tell, right down to the 
decimal point, why its drivers opt-
ed to leave the company. 

“It’s very precise information,” 
Murrell said. “No other fleet came 
close to this level of detail in an-
swering this question.”

Like Landstar, Grand Island Ex-
press sends its safety policies to cus-
tomers, so there aren’t any surprises 
that come up related to safety and 
compliance obligations. 

How they’re graded

Of course, declaring any fleet “the 
best” is a dicey proposition, sure to 
court some controversy. Murrell pro-
vided some insight into what goes 
into the scoring process. Fleets are 
asked 90 questions across a range 
of categories, exploring everything 
from benefits and compensation, to 
how they promote work/life balance 
and professional development.

Some categories are numerically 
scored while others are not. Of those 
that are assigned a score, Murrell 
said evaluators take all responses 
and then create a sliding scale that 
ranges from the most basic program 
through to the best. An absolutely 
perfect score would be 102, and Mur-
rell said fleets are beginning to come 
close to that seemingly impossible 
target. This year’s top scorer was 
awarded an impressive 95. The Best 
Fleets to Drive For program is open 
to any North American for-hire car-
rier with 10 trucks or more. Fleets 
must be nominated by one of their 
drivers or owner/operators. This 
year, 119 fleets were nominated.  n

Inviting customers to safety 
meetings? Best Fleets do it.
Continued from page 19

‘They want their customers to understand the 
same things their drivers understand, and they 

want everybody to be on the same page.’
Mark Murrell, CarriersEdge
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Canada’s youth 
not oblivious to 
opportunities in 
trucking: Report
OTTAWA, Ont. – Young people 
may not be as down on the truck-
ing industry as many thought, ac-
cording to new research conduct-
ed for Trucking HR Canada.

While today’s youth are con-
cerned about the prospect of long 
periods away from home, long 
work hours, poor working condi-
tions and perceived safety risks in 
the trucking industry, the travel, 
independence, challenging work 
and steady employment oppor-
tunities do appeal to them. This 
according to the report Today’s 
Youth, Tomorrow’s Drivers: At-
tracting Canada’s Youth to Op-
portunities in Trucking.

The report was based on exten-
sive focus groups, site visits, on-
line surveys and interviews with 
high school students and educa-
tors.

Educators who took part not-
ed students are concerned about 
extended time away from home 
and safety risks, but said they are 
aware of the ongoing need for 
labour. The educators also ex-
pressed concern about low pay 
rates within the industry.

Other barriers as well were 
identified by the study. It found 
today’s youth are less passionate 
about cars and driving than previ-
ous generations, are less likely to 
have a driver’s licence and likely 
to be inexperienced drivers into 
their early 20s.

Still, Trucking HR Canada 
found the study also offered rea-
son for optimism, as many youth 
do recognize the availability of 
jobs within the industry.

“The researchers behind To-
day’s Youth, Tomorrow’s Driv-
ers found that Canada’s youth 
have a relatively positive view 
of the trucking industry, and are 
attracted by many of the bene-
fits offered by industry careers,” 
says Tamara Miller, Trucking 
HR Canada’s director, programs 
and services. “This data can be 
used to refine messages which 
target youth. A related analysis 
of school-to-work programs can 
also be used to guide initiatives 
that will build bridges between 
the school system and careers in 
trucking.”  

The report laid out several 
key recommendations, includ-
ing: developing marketing ma-
terials and branding elements 
specifically targeting youth; iden-
tifying or creating entry-level ca-
reer paths into driving occupa-
tions, so that youths aged 19-25 
can find a role within the industry 
that may lead to driving careers; 
developing new industry-educa-
tion partnerships; and using up-
to-date National Occupational 
Standards, to review the oppor-
tunity for high schools and col-
leges to develop national driving-
related curriculum. To download 
the full report free of charge, visit  
www.truckinghr.com. n
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By James Menzies
MISSISSAUGA, Ont. – Don’t let 
his age fool you. Barely in his 40s, 
Jeff Bryan, president and founder 
of Jeff Bryan Transport has been 
around the block. He leased his first 
truck at the age of 19, using it to haul 
pallets and topsoil across southwest-
ern Ontario.

From there, he slowly built the 
fleet, negotiating finance deals 
with bankers on pay phones along 
his routes and hanging tarps on the 
sides of trailers over portable heat-
ers to create makeshift shops where 
and when they were needed. 

Bryan was featured in the popular 
How They Did It session at the most 
recent Driving for Profit seminar, 
moderated by Truck News editorial 
director Lou Smyrlis. The seminar 
series is hosted by NAL Insurance 
and sponsored by Truck News, Dal-
ton Timmis Insurance and Daimler 
Truck Financial. Today, Jeff Bryan 
Transport operates about 50 power 
units and Bryan himself is chair of 
the Ontario Trucking Association 
(OTA). 

Bryan told attendees at the Driv-
ing for Profit event that he has built 
his company as a cost-focused or-
ganization.

“I’m not a sales-focused business 
owner,” he said. “I’m operations-fo-
cused. We manage our expenses and 
our operations and the sale will fol-
low behind.”

Among the changes Bryan has 
witnessed over the years is the evo-
lution of the shipper-carrier rela-
tionship. It’s still important to es-
tablish trust with the customer, but 
fancy dinners and late nights out are 
no longer required or expected, he 
noted.

“Relationships are different than 
they used to be,” he said. “Spend-
ing time with (customers), even on 
the phone is necessary but you don’t 
have to take them out for fancy din-
ners or to hockey games.”

Bryan suggests doing your home-
work, determining what issues are 
troubling your clients and then 
bringing solutions to the table.

“Look for things in their business 
that are causing them grief; that’s 
an opportunity for you to capital-
ize on,” he suggested.

Playing the antagonist, Smyrlis 
pointed out that it’s peculiar for a 
small fleet owner to head an or-
ganization that’s perceived to pri-
marily represent the interests of 
large carriers. Bryan said that per-
ception is a myth, and that all 70 
board members have an equal vote 
on industry issues, regardless of 
fleet size. He also pointed out the 
interests of carriers big and small 
are often aligned.

Take, for example, technology. 
Bryan said it’s a myth that smaller 
carriers can’t afford the latest safety 
systems and equipment and that not 
investing in them could prove more 
costly in the long run. 

His fleet spec’s automated trans-
missions, stability and collision miti-
gation systems and disc brakes. All 
those systems cost money, but Bryan 

said the benefits are real.
“How do you put a dollar figure 

on accidents you haven’t had?” he 
asked. “We notice the front ends of 
our trucks are not getting banged up 
and the corners of our trucks aren’t 
getting smashed up. You save a ton 
of money when you’re not fixing a 
truck.”

Bryan is also a big proponent of 
electronic logs and supports an in-
dustry-wide mandate that would re-
quire their use by all carriers.

“We want to be safe,” he said. 
“We don’t want our drivers driving 
over their hours, because we need 
to stay compliant and we don’t want 
to see anybody get hurt.”

Jeff Bryan Transport is using e-
logs, but Bryan admitted it’s frus-
trating when not all carriers are 
playing by the same set of rules. 
As an example, he spoke of a re-
cent incident in which a truck sat 
waiting to be loaded at a custom-
er dock until it was no longer legal-
ly possible to make the delivery on 
schedule. Within five minutes, he 
said, the customer found another 
carrier willing to meet the original 
delivery time.

“We could have done it too, but 
it was illegal,” he said. “Electron-
ic logs will fix that problem. It will 

make it okay for everyone to be 
compliant and it will make it okay 
to tell the customer the truth.”

Drivers stand to benefit as well, 
Bryan added. He said he’d like 
to eventually pay his drivers an 
hourly wage with the help of elec-
tronic on-board recorders, but it’s 
difficult to do so when some com-
panies are still exceeding legal 
driving limits.

“I want to go to e-logs and pay 
drivers by the hour for their driving 
time. That way, when the guy’s in 
Drive, he’s getting paid by the hour 
whether he’s in a traffic jam or not. 
But we have to make sure we can 
financially do that in the environ-
ment we’re in,” Bryan said.

He said he’s confident a mandate 
is coming and wants to see Canada 
develop its own rather than waiting 
to adopt the US standard. 

“We need to make sure we have 
the right plan for Canada,” Bryan 
said.

He also would like to see more 
respect paid to professional drivers. 
Otherwise, Bryan said, there will 
continue to be a shortage of quali-
fied drivers.

“It can be a thankless job,” he ad-
mitted. “I understand that. A lot of 
times customers can be rigid and 
hard to deal with, the border can be 
difficult to deal with and they leave 
their family on Sunday and come 
home Fridays. It takes a special per-
son to be a driver and that’s why we 

have a hard time finding guys.”
Recognizing the profession as a 

skilled trade will result in better-
trained drivers, will re-inject some 
pride into the workforce and ulti-
mately will also drive increases in 
driver compensation, Bryan con-
tended.

Asked about the future for small 
fleets, in an era of consolidation and 
high costs, Bryan said he remains 
bullish about the future.

“Not everybody is going to sell 
out to the large carriers and not ev-
ery customer is going to want to hire 
large carriers,” he responded. “Fo-
cus on what you’re good at, be good 
at what you do and make sure you 
look after your customers and driv-
ers. There is not one large carrier 
out there that wasn’t a small car-
rier one day. People don’t drop out 
of the sky with 5,000 trucks. There’s 
lots of room in this marketplace for 
good carriers of all sizes.”

Even if the economy ramps up 
and freight demand surges, Bryan 
said he’ll be very cautious about 
adding capacity.

“It’s really easy to borrow mon-
ey when things are going good, and 
really difficult to pay it back when 
things are not so good,” he said. 
“We’re not going to grow without 
some good business backing behind 
it. We’re not going to grow for the 
sake of growing. We’re not count-
ing the number of trucks and we’re 
not counting top-line revenue.” n

OTA chair weighs in on e-logs, technology and respecting drivers 
Future is bright for small fleets that focus 
on what they’re good at, Jeff Bryan says
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cialist High Skills Major program in 
transportation, is designed to prepare 
students to make a smooth transition 
from secondary school to apprentice-
ship training, college, university and/
or the workplace.

“We’re all about student success, 
and that involves not only training 
the students and encouraging them 
to acquire new skills sets and to prac-
tice those in supervised environments 
and to grow into them, but also to help 
them gain access to knowledge to and 
with regard to potential life-long ca-
reers,” Gibson said. “There are fab-
ulous opportunities here, and there 
are a myriad of jobs available out 
there in the sector with a shortage of 
700,000 skilled trades workers, prob-
ably 100,000 of those in the transpor-
tation industry.”

At just under 7,000 sq.-ft., the new 
facility is roughly the same size as 
some college shops, Gibson says, and 
can accommodate two tractor-trail-
ers. The Hossack Architects-designed 
building uses natural light to illumi-
nate the main shop, and includes the 
latest conventions in heating and air-
conditioning; drop-down exhaust and 
electrical ports; an epoxy floor for 
safety and cleanliness; an experien-
tial work lab area; and WiFi through-
out the classroom.

Various industry partners have con-
tributed to the project, either by finan-
cial donations or equipment, including 

Harper Truck Centres, Volvo, Mack, 
Peterbilt, Eaton, Cummins, the Ontar-
io Trucking Association, the Toronto 
Trucking Association, and several lo-
cal carriers.

“These industry partners who have 
come on board have just been phe-
nomenal,” Gibson added.

With the Ontario Trucking Asso-
ciation in talks with other provincial 
trucking associations about rolling 
out similar partnerships with schools 
across the country, Gibson stressed 
the importance of educators and the 
trucking industry continuing to work 
together for their mutual benefit. 

“The trucking industry has so much 
to offer and yet it has not done a good 
job of selling itself at all in terms of 
marketing and promotion. For the 
most part, unless young people are 
from a trucking-oriented family, they 
know nothing of it and aren’t interest-
ed. Along with that, we work to re-
educate parents, most of whom want 
their kids to be neurosurgeons and 
lawyers,” Gibson said.

“(The trucking industry) will have 
to endear itself to young people, this 
entire generation, and to do so it will 
need to reach them at the high school 
level…There’s a total chasm, no con-
nection at all between industry and 
high schools, that’s going to have to 
change.” Our WebTV show Trans-
portation Matters recently featured 
the new program. Find the video at 
Trucknews.com/videos. n

BCTA partners with high school to 
deliver professional driver training
KAMLOOPS, B.C. – The B.C. Trucking Association (BCTA) has 
teamed up with the Kamloops/Thompson School District to help 
promote careers in the trucking industry to young people and to de-
velop their skills for a career in trucking.

The partnership will result in the creation of a Professional Driver 
Training Program through NorKam Secondary School’s new Trades 
Centre of Excellence. Grade 10 students will be able to enroll in the 
new program beginning in September 2014, the BCTA announced.

The program, dubbed the first of its kind in B.C., joins three other 
technical trades training programs at the NorKam Trades Centre of 
Excellence, which is currently in the design phase.

“Thanks to the vision of the Board of Education and senior admin-
istration, students with the interest and aptitude to pursue a career 
in trucking will have a head start in high school, mastering a curric-
ulum endorsed by the industry, and they’ll be job ready upon gradu-
ation,” said Greg Howard, district principal, Trades N’ Transitions.

Louise Yako, president and CEO of the BCTA, added: “Trucking 
companies across Canada are facing a shortage of from 25,000 to 
30,000 professional drivers by 2020, largely due to retirements in the 
industry. BCTA has been aware of the shortage for some time, but 
the challenge was to find a way to engage youth and promote their 
interest and entry in the industry. We’re extremely excited to be tak-
ing part in this program.”

For its part, the BCTA will work with School District 73 to devel-
op a training curriculum suitable for youth. 

It will include introductory modules for Grades 10 and 11 students, 
followed by a full semester of driver training in Grade 12, including 
use of a simulator. 

“Increased opportunities for all types of trades training are im-
portant for BC students,” said Howard. 

“By offering high-school level professional truck driver training at 
the Trades Centre of Excellence, we’re making training more acces-
sible and affordable for those who want a career in trucking. We’re 
also meeting the needs of BC’s industry at the same time. It’s a ter-
rific opportunity for both.” n

$2.5-million shop class
Continued from page 1

•	 	Off-Road,	DOT,	Tandem	drive	axle	and	HD	models	are	in	stock	and	loaded	with	spec
•	 	Assortment	of	used	and	refurbished	2003	to	2009	models	available
•	 	The	most	complete	offering	of	rental	and	leasing	options	to	fit	your	needs
•	 Full	and	preventative	maintenance	packages
•	 	Parts	and	service	support	for	all	shunt	tractor	brands
•	 Dedicated	shunt	truck	shop
•	 Factory-direct	tech	support	line

1.888.GLASVAN (1.888.452.7826) 
glasvangreatdane.com/autocar   
info@glasvangreatdane.com 
Five southern Ontario locations.

Superior	dependability.  
Superior	performance. 
Superior	ergonomics. 
Vastly	superior	support.

Autocar shunt tractors.
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Home phone:

Email:

Number of years in trucking/commodity hauled:
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Number of vehicles:
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How do you maximize fuel efficiency?:

My choice is based on:

Prov:

Bus. phone:

Postal code:

Safe driving record � Industry/community involvement � Heroism � Going "Green" Initiatives �
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Nominated by: Phone:
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12 Concorde Place, Suite 800, Toronto, Ontario M3C 4J2
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80 Valleybook Drive, Toronto, Ontario M3B 2S9

In addition to a ring fit for a champion, 
2013’s honouree will also receive

$6,000 cash!

 My choice is based on:

 n  Safe driving record   n  Industry/community involvement   n Heroism n Going “Green” Initiatives

We know Owner/Operators 
are at the heart of the trucking 
industry, investing both 
personally and financially in their 
businesses. We’re proud to take 
this opportunity to recognize the 
best among them. 

If you know an Owner/Operator 
who exemplifies professionalism 
while also demonstrating 
a clean driving record, a 
commitment to safety and a 
track record of community 
involvement, nominate them 
for this prestigious award by 
completing the application 
form below.
 20thOwner/OperatOr 

AnnuAl  

AwArd

Truck news and Truck west are proud to honour 
Canada’s top Owner/Operator every year.

Nominations must be received by June 14, 2013

THe Owner/OperaTOr Of THe year SHOuld be...
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over the road

We’re now into our sixth year since 
the amended Canadian hours-of-
service regulations came into ef-
fect on Jan. 1, 2007. Remember 
those heady days? I remember 
being impressed by the sleep re-
search that had been done leading 
up to those changes. 

I felt at the time they were much 
needed changes and they made a 
lot of sense. A driver would be 
able to operate based on their cir-
cadian rhythm and reduce fatigue 
by getting a better quality of sleep/
rest. It was a good plan on paper. 

But even though the intent was 
to benefit the driver, I can remem-
ber twisting myself in every direc-
tion that first year to accommo-
date the movement of freight. 

It fell to drivers (and safety de-
partments) to adapt the new rules 
to the existing business model. I 
can remember the general senti-
ment being, “Well, you can’t ex-
pect shippers and receivers to 
change how they do business over-
night. They’re our customers af-
ter all.”

As a consequence of how these 
rules were implemented, we driv-
ers continue to love to hate them. 
The one-size-fits-all application 
doesn’t work for all drivers. The 
rules often hinder the efficient use 
of a driver’s time, which ends up 
adding to their level of fatigue. Is 
it fair to say we were victimized 
by a piece of legislation that was 
originally proposed to make life 
better and safer for the commer-
cial driver and for the public we 
share the roads with? 

I think it probably is. In fact, 
more and more drivers are endors-
ing the use of electronic on-board 
recorders to enforce these rules in 
order to bring the rest of the in-
dustry in line. Now this is only my 
opinion, based on my experience 
and feedback from other drivers 
– but I think it paints a fairly ac-
curate picture.

So what happened? Why did we 
not benefit from all the years of re-
search focused on the driver? Why 
do we continue to struggle with 
this legislation today? I think it is 
because of the lack of driver feed-
back at the planning stage.

For the last three years or so, I 
have been participating in a cou-
ple of transportation health and 
safety groups. I’ve been attend-
ing monthly meetings as much as 
I possibly can and offering a driv-
er’s perspective on the topics be-
ing discussed. One thing quickly 
became obvious to me: I am often 
the only driver in the room. 

So, when it comes to raising 
driver concerns about pending leg-
islation or rule changes that affect 
them, drivers are often represent-
ed by proxy only, in the form of a 
company’s safety and compliance 
department. 

Despite the best effort and in-
tentions of all the other parties 
involved in putting forward and 
implementing rules that affect 
drivers, those rules usually come 
up short in the eyes of the com-
mercial driver.

There are over 300,000 active 
commercial drivers in Canada. 
That’s a big number. With so much 

at stake, am I the only one who 
finds it unusual that drivers are 
grossly underrepresented when it 
comes to how they are governed? 

How would the hours-of-ser-
vice rules look today if drivers 
were represented in the planning 
stage in the same proportion they 
are represented in the industry? I 
think things would be different in 
a very positive way. But we’ll never 
know. What a shame.

By being involved in the plan-
ning and implementation process, 
people usually take ownership of 
the final product, which helps to 
ensure a positive outcome. By 

standing apart from the process, 
people tend to feel the final prod-
uct has been foisted upon them. So 
it’s not surprising that rules origi-
nally intended to empower drivers 
have left them feeling victimized.

So what is going to happen as 
the collection of data is expand-
ed to in-cab monitoring? Is this 
the direction telematics is headed 
in? Is this how high-risk drivers 
will be identified as technology 
rolls out? 

How will it affect the morale of 
the existing driver pool and does 
it matter to the next generation of 
drivers, or will monitoring tech-
nology simply not be a big deal to a 
new generation of drivers brought 
up living openly online? 

I think it’s very important to the 
industry as a whole that we find a 
way to include a high level of driv-
er feedback about data collection. 

If drivers don’t buy into this ex-
panding technology that monitors 
their behaviour, it could present 
another roadblock in the recruit-
ing and retention of professional 
drivers.

I don’t have a ready-made so-
lution to resolving this communi-
cation problem, but it is becom-
ing more important than ever that 
drivers be involved in the planning 
process. If drivers truly want to 
feel like partners in the process 
rather than victims of circum-
stance, they need to step up and 
take a seat at the table. n

Drivers need to actively participate in the rulemaking process

Al GoodhAll

Over the Road

– Al Goodhall has been a profes-
sional long-haul driver since 1998. 
He shares his experiences via his 
'Over the Road' blog at http://truck-
ingacrosscanada.blogspot.com. You 
can also follow him on Twitter at 
Twitter.com/Al_Goodhall.

pg 27 tn july v3.indd   27 13-06-07   10:37 AM

http://truck-ingacrosscanada.blogspot.com
http://truckingacrosscanada.blogspot.com
http://www.fergustruckshow.com
http://facebook.com/fergustruckshow


Page 28 TRUCK NEWS July 2013

opinion

First of all, I want to say hello to my 
first ever fan! I was in Regina wait-
ing for a truck to pull off the dock so 
I could back in and get my load off. 
The driver of that truck, a flat-top 
Lowmax Western Star from B.C. 
came over and said he was almost 
finished. On noticing my accent, he 
asked if I was the guy that had the 
magazine column and when I con-
firmed that, he told me that he en-
joyed my column and to keep up the 
good work. So, I know that at least 
two people read this column – the 
other one is my mother!

Now to business; I want to contin-
ue with my theme of common sense 
in regards to the recruitment and re-
tention of drivers. This subject has 
far-reaching consequences if we 
don’t address the problems we face.

As I’ve mentioned before, money 
is not the real issue. I do believe we 
are all underpaid, but I also believe 
that even a doubling of rates and 
wages wouldn’t have a major im-
pact on the profits of the compa-
nies that we haul freight for. I also 
have enough common sense to re-
alize that, no matter what I think, it 
will never happen as long as we have 
an apologetic attitude to what we do.

So we have to make changes to 
the way we do things, while at the 
same time, still doing the things we 
do. For starters, do we actually have 
a driver shortage? Trucking compa-
nies say we do, but I disagree.

We have 70 hours a week for work. 
Pre-trips, fuel-ups and checking in at 
shippers and receivers takes up, let’s 
say, five of those, so that’s 65 hours 
of driving time per week. At an easy 
to achieve average speed of 50 mph, 
a driver can make 13,000 miles in 
a four-week cycle. However this is 
trucking and there’s always some-
thing, so let’s drop that to 12,000 
miles. Easy enough, don’t you think?

So how is it that I constantly hear 
drivers complain that they can’t get 
10,000 miles in a month? Why do 
I hear drivers complain that they 
spend days waiting for a load? If 
there aren’t enough miles to get the 
drivers we have working to capac-
ity, why do we need more drivers? 

There are a number of reasons; the 
drivers themselves could be all talk 
and no action. We all know drivers 
who do more miles at the lunch coun-
ter than they do behind the wheel. It 
could be that dispatch is not forward 
planning. It could be that the cus-
tomer is making demands that put 
trucks into the wrong places at the 
wrong times. Every one of these situ-
ations can be addressed without re-
sorting to throwing more drivers at 

the problem.
In the current climate of a ‘driver 

shortage,’ drivers can get away with 
a bit more; something that would 
get a driver fired in quiet times will 
often be overlooked in busy times. 
Now as much as I campaign for the 
better treatment of drivers, at the 
end of the day a driver is in essence 
nothing more than part of the ma-
chine. We should all want the best 
machine possible, so underperform-
ing drivers are a part of the problem 
and should not be tolerated.

Dispatchers are also part of the 
machine; if they’re not doing their 
jobs properly it can have a massive 
impact on fleet availability. They 
need to be proactive in finding the 
next load, so that trucks are not sit-
ting. The standard reply to that situ-
ation is that they won’t take cheap 
freight, but sometimes that cheap 
freight is nowhere near as cheap as 
sitting for a day or two. 

In areas that are notorious for low 
freight volumes, the sales depart-
ment needs to step up to the plate. 
These areas need more products 
than they produce, so charge the 
job from pick-up to delivery and 
then on to an area where there is 
freight available, or partner up with 
a company that does have freight in 
that area and work out a recipro-
cal arrangement with that carrier, 
or even factor in the deadhead back 
to an area that does have freight and 

charge accordingly.
The world has changed; our indus-

try needs to take a long, hard look at 
itself and start making some chang-
es. Quite often we still do things the 
way we used to back in the day. Well, 
it doesn’t work that way anymore and 
we need to face up to that and deal 
with the problems we face. In times 
like these, there is a huge oppor-
tunity to really make some serious 
money and the companies that real-
ize this and work out a way of tak-
ing advantage will go from strength 
to strength, while others will fall be-
hind blaming the driver shortage for 
their lack of success.

The company I drive for has a phi-
losophy, which I describe as: ‘Tradi-
tional values, modern methods.’ They 
now use this as their motto. The tra-
ditional values part of it means they 
are a very good company to drive 
for and the modern method part of 
it means that I don’t sit around wait-
ing for loads and I’m more than happy 
with my miles. We also don’t have a 
driver shortage and that is definitely 
not a coincidence.  n

Making better use of the drivers we have

mark lee

You say tomato,
I say tomahto

– A fourth generation trucker and 
trucking journalist, Mark Lee uses 
his 25 years of transcontinental 
trucking in Europe, Asia, North 
Africa and now North America to 
provide an alternative view of life on 
the road. You can read his blog at 
www.brandttruck.com/blog.

A Winning Partnership

Haldex PR Valve - Now Available at Your Local Distributor

Save time, money and eliminate frustrations by installing the Haldex genuine OEM
Precision Response (PR) Plus Height Control Valve. Now available at your local
distributor, the PR Valve was designed for your fleet and works with all makes of
vehicles and air suspensions and will reduce installation time by enabling accurate and
quick adjustments. 

The PR Valve, a direct replacement for all competitive valves, maintains accurate ride
height, lowers leakage rate and performs in the toughest conditions. Whether you plan
to change out your whole fleet to lower operating costs or update to the newest
technology by installing a genuine OEM product, the Haldex PR Valve is the only brand
to consider. 

Haldex, a leader in developing height control valves for truck,
trailer and industrial vehicles is now offering the genuine PR
valve at local distributors. Stop by or call your distributor today
and start saving time and money by installing the best leveling
valve on the market...the Haldex PR Valve. 

ABS • Air Suspension Control • Air Treatment • Automatic Brake Adjusters • Disc Brakes • Friction • Spring Brakes

1-800-267-9247
www.haldex.com

T R U C K  S A L E S

2011 VolVo VNl780
Volvo VED13 435 H.P. engine. Fuller 

RTLO16913A trans. 240 W.B., 40,000 lb. 
rear axle. $65,900

2009 VolVo VNl670
Volvo VED16 500 H.P. engine. Fuller 

RTL018913A  trans., 230 W.B., Qualifies for 
CONFIDENCE+ warranty. $58,900

2008 VolVo VNl780 
Volvo VED16 500 H.P. engine. 12 spd. Volvo 

ATO3112C trans., 235 W.B., Raised Roof 
77" sleeper. $44,900

2010/2009 VolVo VNl670
Volvo VED13 engine, I-Shift, 210 W.B.,  

12.5/40 axles, Jake Brake. 
Call for price.

1-800-875-9017
1285 Shawson Drive, 

Mississauga Ontario L4W 1C4 
Fax: 905-564-3419

www.arrowtruck.com
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 401

TRUST THE BEST 
63 YEARS EXPERIENCE

17 LOCATIONS
OVER 2,000 POWER UNITS

ConfidenCe + 90 days / 25,000 Mile 
Warranty / no  deductible!*
Get a certified truck with Safety and emissions included!
Take advantage of our Quick, Hassle-free, in-House finance!
Count on Professional experts who really care about you!

*Conditions Apply Depending on Kilometers and Year of Vehicle

Hiring Heavy Truck SaleS conSulTanTS

ManufaCTurer
WarranTy on 

TranSMiSSion

2009 Peterbilt 387
CAT C15 engine, 18 spd. Fuller trans., 
12/40 axles, Satellite Nav., CD Player, 

double bunk.  Call for price.

I-shIft

2010 FreightliNer CasCadia
DD15, 505 H.P., 13 spd., 3.58 ratio, 230 W.B., 

12/40 axles, 2 Beds, Fully Loaded.
 Call for price.

2008 Pete 386
Eng. Cat C15, 475HP, 18 spd., 240 W.B.,  

Air Ride, 12/40 axles.
Call for price.

muLtIpLe 
unIts

2010/2009 VolVo VNl670
Volvo VED13 engine, Fuller RTLO16913A  
13 spd. trans., 208 W.B., 12.5/40 axles,  

Jake Brake, 557 km and up. Call for price.

2011 VolVo VNl670
Volvo VED13 500 H.P. engine. Volvo ATO2612D 

trans., 212 W.B., Raised Roof 61" sleeper. 
$74,900
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By James Menzies
MISSISSAUGA, Ont. – Siphiwe 
Baleka was a world-class athlete be-
fore deciding to embark on a career as 
a professional driver with Prime Inc.

“I’d never been overweight,” he re-
called, when speaking at a recent Driv-
ing for Profit seminar on health and 
wellness. “I put on 15 pounds in the 
first two months. I got scared. I real-
ized if I didn’t take responsibility for 
my health, I was going to end up like 
the statistics say: overweight.”

Baleka began developing a health 
and fitness plan specifically designed 
for professional drivers like himself, re-
flecting all the challenges drivers face, 
including an inconsistent schedule and 
nomadic lifestyle.

“I had to figure out what was the 
most effective, least time-consum-
ing way to stay in shape on the road. 
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Progressive carriers are offering  
formal health and wellness programs. 
Why implementing them is easier – and 
more beneficial – than you may think.

  For the 
health oF it

I spent three years developing a pro-
gram that any truck driver could do. 
I’m not asking you to grill asparagus 
in your truck,” he said. 

Baleka’s fitness regimen can be 
done in as little as 15 minutes per day. 
Prime drivers are given a DVD outlin-
ing the workout and are also offered 
the opportunity to participate in a 13-
week health and wellness program that 
teaches them how to exercise and eat 
well while on the road. There’s a $300 
cost for the program, which drivers pay 
up-front and is reimbursed by the com-
pany upon completion.

The program, said Baleka, was 
built with the realization that driv-
ers wouldn’t be prepared to radically 
adjust their eating habits. For exam-
ple, drivers who like to eat a footlong 
sub are advised to order a six-inch 
with double the meat; it’s just as fill-
ing with half the carbs. Carbohydrates 
are a major culprit in weight gain for 
truckers, Baleka said. Carbs are en-
ergy, which if not burned off immedi-
ately is stored as fat, leading to “truck-
er gut.”

The best approach to healthy eat-
ing is to start with a breakfast and eat 
small portions of high-protein foods 
frequently throughout the day, Baleka 
said. Avoid carbs whenever possible 
unless you’ll be exercising soon after.

Truck drivers are predisposed to 
gain weight because of the nature of 
their jobs, Baleka noted. A sedentary 
lifestyle causes hormonal changes 
that disrupt the body’s ability to reg-
ulate hunger, meaning drivers often 
feel hungry all the time or never, with 
both scenarios leading to overeating 
and, ultimately, weight gain. 

“The average person will say (truck-
ers) eat too much and are lazy,” he 
said. “That’s not true. There are bio-
chemical and hormonal changes as a 
result of the occupation they are not 
even aware of.”

In the US and Canada, more carri-
ers are beginning to offer health and 
wellness programs for their drivers. As 
the driver population ages, progres-
sive carriers realize they need to help 
their drivers stay healthy. Asked why 
companies should take an interest in 
the health of their workers, Dave Diet-
rick, vice-president of human resourc-
es with Erb Group said simply: “It’s 
the right thing to do. We have to be in-
volved. We have to provide programs 
for them to become healthier.”

Erb has had an employee health 
and wellness plan for nearly five years, 
which started after company founder 
Vernon Erb suffered a heart attack 
and began discussing driver health 
with hospital staff during his stay at St. 
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Erb is currently compiling a healthy 
cookbook of recipes that can be pre-
pared before or during a trip. Those 
150 recipes are now being evaluated 
by a team of University of Guelph nu-
tritionists, who’ll rate their nutritional 
value.

“It provides them with some op-
tions,” Dietrick said. “Our goal is to 
have that out to all employees this year, 
so they can make those recipes to take 
out on the road.”

Baleka said drivers are advised to 
eat breakfast, and small meals every 
three hours when driving, which may 
seem counter-intuitive. But Kurtz and 
Dietrick said they’ve both followed the 
advice themselves and found it worked, 
eliminating late-evening food cravings.

Eating well is important, but so too 
is exercising. In developing his work-
out regimen, Baleka said he realized 
it had to be fast and simple if truckers 
were to buy in.

“The further you have to go from 
your truck, the less likely you will 
be to work out,” he acknowledged. 
“The longer it takes to clean up after-

wards, the less likely you’ll be to work 
out. And it can’t be the kind of thing 
where you have to do it every day at 7 
o’clock. I learned you can get the ben-
efit of a one-hour workout in 15 min-
utes. Fifteen minutes is long enough to 
be effective for weight loss, but short 
enough and portable so you can fit it 
in anywhere, anytime. As a driver, you 
don’t know when you’ll have time, but 
you know you’ll have time.”

The 15-minute workout is vigorous, 
Baleka admitted, and Kurtz pointed 
out the word “vigorous” has different 
meanings to different drivers.

“Vigorous for one guy may be walk-
ing from the back of the truck stop 

when the program runs out, you need 
somebody to keep it going.”

At Christmas time, Kurtz said driv-
ers who kept the weight off that they 
lost through the formal TCA program 
were given monetary rewards. 

If you don’t know where to start in 
developing a wellness program, Di-
etrick suggested turning to local ex-
perts at nearby colleges, universities 
and hospitals. Often, student groups 
will be available to provide expertise 
and guidance at no cost.

All three panelists at the Driving for 
Profit seminar said they’ve seen many 
success stories. But what defines a suc-
cessful health and wellness program 
varies. Kurtz said “We’ve seen 20% 
of our staff lose more than 5% of their 
body mass and keep it off for a year 
so far.”

Five employees have reduced in half 
– or completely eliminated – the medi-
cations they were on, he added. 

“Keeping it front and centre is the 
biggest hurdle right now,” he said. “We 
couldn’t be happier with the way our 
staff has responded.”

And it’s not just drivers. Kurtz said 
50% of the company’s operations staff 
has collectively lost 10% of its body 
mass. 

Erb’s Dietrick admitted it’s tough to 
measure a return on investment. How-
ever, he said 40% of Erb’s employees 
have participated in the programs it 
offers. 

At Prime, in 10 months, 130 drivers 
have enrolled in the program and 63% 
completed it and are in compliance, 
meaning they wear monitoring devices 
to prove they’ve stuck to the program 
and they log their food intake.

“Ninety per cent of those drivers lost 

parking lot to the front. We have guys 
who, by the time they’ve hooked up 
and done a circle check, you’d think 
they’d run a marathon. As long as they 
pick it up week by week – park a little 
further away, walk a little faster, walk 
around the truck a few more times,” 
Kurtz said.

The company also encourages driv-
ers to get in shape by paying lumper 
fees to the drivers themselves if they 
choose to handbomb their own freight.

Equally important is to have a 
“cheerleader” in the office to offer sup-
port and encouragement. Kurtz keeps 
a scale by the door. When drivers who 
are participating in a weight loss pro-
gram return to the terminal, they hop 
on the scale and their results are en-
tered into a spreadsheet. 

Dietrick said getting drivers’ fam-
ilies involved is also important. Erb 
offers the programs to drivers’ fami-
lies and Brian Kurtz Trucking sends 
home information packages for fam-
ily members.

Fleets also can help out by ensur-
ing the necessary tools are available. 

Kurtz said his company has installed 
bike racks on some drivers’ trucks. 
Prime offers foldable bikes that can 
be carried in the cab and encourages 
drivers to log their miles using a smart-
phone app. Some of the most avid cy-
clists in the fleet have biked close to 
350 miles in a single month during 
their travels, Baleka said.

Once a health and wellness program 
has been initiated, Kurtz said it’s im-
portant to keep the program going. 
Continue to celebrate achievements 
well after any formal program has con-
cluded, he stressed.

“You’ve gotta stay on top of it,” he 
said. “A big mistake we learned is 

‘As a driver, you don’t 
know when you’ll have 

time, but you know you’ll 
have time.’

  For the 
health oF it

Mary’s Hospital. Upon his release, Erb 
partnered with the hospital to develop 

an employee health program.
Brian Kurtz Trucking 
became proactive about 
driver health when the 
Truckload Carriers As-
sociation announced 
its first Weight Loss 
Showdown. The pro-
gram involved sup-
port from the Lin-
dora Clinic, which 
provided a weight loss 
blueprint and then 
gave personal advice 

and support to drivers 
and office staff who par-

ticipated in the 10-week 
challenge.
General manager Trevor 

Kurtz admitted he was initial-
ly wary of broaching the subject with 
drivers, unsure of how they’d react. 

“I wasn’t sure how it would be re-
ceived,” he said. “I threw it out there 
during a driver meeting. There were 
100 guys sitting there and more than 
20 put their hands up right away; some 
guys I didn’t expect. They knew we 
cared and there was an overwhelm-
ing response.”

Interest in the TCA Weight Loss 
Showdown was so high, that Kurtz 
formed two teams of 10: an official 
team that took part in the competition 
and another that participated internal-
ly. Brian Kurtz Trucking ensured the 
drivers had the tools necessary to suc-
ceed, including fridges in all the trucks.

“Every truck has a fridge in it and 
our guys fill the fridge before they 
leave. We have to cross the border, so 
that became a hurdle we had to work 
on. They’d leave a little earlier so they 
could stop at a grocery store when they 
cross the border and fill their fridge,” 
Kurtz said. The competition built ca-
maraderie among drivers and before 
long, Kurtz said, they could be heard 
at the terminal comparing shopping 
spots along their routes.

It’s also possible to eat healthy at 
truck stops and restaurants, Kurtz 
noted.

“It’s picking healthy choices,” he 
said. “There’s always something on 
the menu that’s going to be good for 
you. If you ask them not to deep-fry 
the chicken breast, they don’t have to.” Continued on page 32
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an average of 19.3 lbs in 13 weeks,” 
Baleka said, noting that equates to 1.6 
lbs/week, which is better than the fit-
ness industry average of 1.3 lbs/week.

“This whole idea that you can’t do 
it in the truck – we’re smashing that, 
we’re doing better than the average,” 
he said. 

In addition to those who’ve enrolled 
in the full program, another 500 driv-
ers have used the workout DVD and 
they’ve lost 5,000 lbs – or 10 lbs per 
driver. Prime has set up an athletic 

driver, using the Lindora Clinic/TCA 
formula. He also suggested finding a 
cheerleader within the office to admin-
ister the program and provide support. 

While it may seem that living 
healthy on the road is impossible, driv-
ers who’ve made the lifestyle changes 
report they now find it easier to live 
healthy on the road than at home. 
“They go home, and they say they 
can’t wait to get back in the truck,” said 
Baleka. “They’re losing weight when 
in the truck because they have the op-
portunity to focus on themselves.” n

health

Continued from page 31 “We know there are soft returns, but 
it’s going to take another two to three 
years to have Prime-specific data on 
results from our program,” he said. He 
encouraged carriers to look at their 
fleet’s BMI profile and see if it cor-
relates with slips and falls and other 
lost-time injuries.

“If a disproportionate amount is 
coming from obese drivers, then obe-
sity is costing your company,” he said. 

Kurtz said a wellness program can 
be implemented without a lot of cost. 
He estimated it to be about $300 per 

division that helps drivers get to fit-
ness events they wish to participate in. 
Baleka said the target at Prime is for 
participants to shed 7% of their body 
weight in 13 weeks. Those who suc-
ceed are offered the opportunity to be-
come mentors for others, and they’re 
paid extra to do so. While there’s no 
shortage of individual success stories, 
Baleka agreed it’s difficult to define a 
return on investment. He said Prime 
is studying data to see if there’s a cor-
relation between body mass index and 
preventable accidents.

What fleets can do
Encourage participation

Celebrate, recognize achievements

Install bike racks on trucks upon request

Equip trucks with fridges

Provide incentives

Solicit an office “cheerleader” to provide support

Pay lumper fees to drivers who handbomb 
own freight

Work with local schools, hospitals to  
develop exercise/nutrition programs

Extend program to office staff, drivers’ families

What drivers can do
Reduce carbs, increase protein

Like subs? Substitute footlong with six-inch  
to reduce carbs. Still hungry? Add double meat.

Eat smaller meals more frequently  
throughout the day

Park at far end of the parking lot  
and walk

Do laps around the truck on breaks

Exercise vigorously at least  
15 minutes a day

Keep truck fridge packed with  
healthy choices
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Whether you like berries fresh from 
the field, sprinkled on your cereal, 
or blended into a smoothie, now is 
the season to enjoy the health bene-
fits of these tasty fruits. Raspberries, 
currants, loganberries, strawberries 
and blueberries are all bursting with 
taste and nutrition, but particularly, 
raspberries. 

If you’ve ever picked raspberries, 
you’ll recognize that their thorny 
stems are similar to a rose’s. Inter-
estingly, raspberries are from the 
same family of plants, Rosaceae, or 
the rose family. One prickly raspberry 
bush can yield several hundred ber-
ries each year.

Unlike plums, cherries, peaches 
and apricots – also members of the 
rose family – the whole raspberry is 
not a typical fruit, but actually a col-
lection of about 100 small drupelets, 
which grow around a hollow, central 
cavity. Each drupelet contains a seed 
embedded in its juicy pulp. 

Although we are most familiar with 
red and black raspberries, there are 
actually 200 varieties, which come in 
these other colours: purple, orange, 
white and yellow. No matter what co-
lour you prefer, choose fully ripe ber-
ries for the most nutrition.

Since raspberries are produced 
commercially in temperate climates 
around the world and transportation 
and storage is quite advanced, rasp-
berries can now be found in grocery 
stores all year long. Yet, in-season, 
freshly-picked local berries contain 
the most vitamins, as some vitamins 
break down during storage. 

Raspberries are high in fiber and 
antioxidants, while low in saturated 
fats and calories. Raspberries have 
their own sweetness booster; one cup 
of raspberries only has 60 calories. 
In fact, a low-calorie sugar substitute, 
xylitol, is extracted from raspberries. 
Xylitol is especially helpful for dia-
betics as a sugar substitute because it 
doesn’t get absorbed in the intestine 
as quickly as sugar, contributing to a 
stable blood sugar level.

Raspberries have significantly high 
levels of antioxidants, which reduce 
the risk of cancer, premature aging, 
inflammation, and neuro-degener-
ative diseases. Some of these anti-
oxidants include: phenolic flavonoid 
phytochemicals, anthocyanins, ellagic 
acid (tannin), quercetin, gallic acid, 
cyanidins, pelargonidins, catechins, 
and kaempferol. These flavonoid mol-
ecules are further broken down into 
anthocyanins, which control certain 
bacteria and fungi in the body. The 
salicylic acid in raspberries acts like 
aspirin for thinning the blood.

Fresh raspberries are an excellent 
source of Vitamin C – another power-
ful natural antioxidant. One hundred 
grams of berries provides about 47% 
of your daily requirement of Vitamin 
C. This Vitamin C helps your body re-
pair blood vessels and connective tis-
sue and to resist infection, reduce in-
flammation, and destroy free radicals.

As well, raspberries’ Vitamins A 
and E, along with other flavonoid 
antioxidants (aslutein, zea-xanthin, 
and beta-carotene in small amounts) 
protect against oxygen-derived free 
radicals and reactive oxygen spe-
cies (ROS), which are connected  
to aging and various disease pro-
cesses, including heart disease and 

Alzheimer’s disease. 
In addition to antioxidants, rasp-

berries contain a good amount of 
minerals like potassium, manganese, 
copper, iron and magnesium. Potas-
sium is important for controlling your 
heart rate and blood pressure. Man-
ganese is used by the body to boost 
the antioxidant enzyme, superoxide 
dismutase, which builds your immune 
system. Copper is necessary for pro-
ducing healthy red blood cells.

Raspberries are also rich in the 
B-complex group of vitamins (Vita-
min B-6, niacin, riboflavin, and folic 
acid) and Vitamin K, which help your 

body metabolize carbohydrates, pro-
tein and fats.

Even with all these health bene-
fits, eating raspberries may not be 
for everyone. People with irritable 
bowel syndrome are often advised to 
avoid foods with small seeds, includ-
ing raspberries, because the seeds 
may not easily pass through the di-
gestive tract. 

Even if you have the most stable 
digestive system, moderation is the 
key to avoiding camping and/or di-
arrhea.  When picking up raspberries 
at a roadside stand or the supermar-
ket, choose plump, brightly coloured 
berries without a hull. If the hull is 
still attached, the berry was picked 
too early and will be a bit sour. Look 
for clean, unblemished berries in an 
unstained container. 

If you don’t eat them all on the way 
home, they’ll stay fresh in the fridge 

for only two to three days. To pre-
vent bruising, be sure to store them 
only one layer deep. Because their 
shelf life is so short, you might want 
to freeze the raspberries you are not 
able to eat right away. 

If freezing them, I recommend that 
you don’t wash them first, as they will 
become mushy. Instead, spread out 
a single layer of completely dry ber-
ries on a cookie sheet and then freeze 
them until solid. Later, put them in 
freezer bags and back into the freezer. 
Frozen, they’ll last up to one year and 
can be used for a variety of dishes, in-
cluding muffins, pies, and crisps, etc., 
as well as smoothies and garnishes.

However, on the road, you’ll be able 
to enjoy raspberries at their fullest fla-
vour, at room temperature. Just pick 
up a container up at the grocery store 
as you head out of town. Sweet! n

On the road to a berry good summer

Karen Bowen

Preventive
Maintenance

– Karen Bowen is a profession-
al health and nutrit ion consul-
tant , and she can be reached at 
karen_ bowen @yahoo.com.
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Can’t we all – as in motor carriers 
and shippers – just get along? Well, 
who says we can’t? In fact, despite 
popular folklore, many successful 
companies these days are pretty so-
phisticated in dealing with compet-
ing challenges of suppliers and cus-
tomers across the supply chain. 

Last month, I witnessed first-hand 
such progress in action and just how 
productive truckers and shippers can 
be in finding commonality when they 
actually have the opportunity to talk 
candidly and listen to each other. A 
group of leading shippers from the 
Canadian Industrial Transportation 
Association (CITA) and motor car-
riers from the Ontario Trucking As-
sociation (OTA) met at our Toronto 
offices in May with the goal of open-
ing a mutually beneficial dialogue on 
working together to identify oppor-
tunities for greater efficiencies in the 

goods distribution system. 
The forum was an informal and 

honest discussion between the two 
key players in the supply chain 
about: the opportunities for getting 
waste out of the transportation sys-
tem; the positives and negatives of 
the bid/tender process in attaining 
long-term efficiency improvements; 
how changes in the psychology of 
supply chain management are im-
pacting the relationship; and the 
challenges posed by a shortage of 
truck drivers. 

I’m not suggesting it was a two-
hour Kumbaya sit-in – differing 

viewpoints were expressed and res-
olutions on many of the issues and 
challenges we share continue to be a 
work-in-progress – but the dialogue, 
long overdue, was very open and re-
spectful of each other’s realities. The 
group was able to make some pre-
liminary headway by sharing ad-
vice, which formed the blueprint 
for a joint best practices guide for 
managing the business relationship 
between carriers and shippers. The 
group will meet again later this year.

As we barrel towards the brave 
new world of transportation and lo-
gistics, the task of navigating over 
the operational and technologi-
cal waves both shippers and carri-
ers face will undoubtedly be even 
more demanding and will require a 
certain breed of leadership; people 
who truly understand their suppli-
ers’ businesses and whose long-term 

vision transcends basic price. I was 
struck by this paragraph in a recent 
issue of DC Velocity magazine com-
paring the difference between man-
agers and leaders: 

“While leaders get the picture, 
bosses and managers fall into the 
trap of thinking that supply chain 
management’s job is to slash inven-
tories, squeeze suppliers on price, 
and reduce transport expendi-
tures. In short, their supply chains 
are supposed to drive cost perfor-
mance – nothing more, nothing 
less. What’s important (to them) 
about customer service is the tran-
sient cost of a single transaction, 
not the down-the-road and sustain-
able consequence of loyalty and in-
creased sales. The leader, rather, 
has a value mentality and sees dol-
lars as investments with recurring 
payback, not as margin erosion. 
The leader wants suppliers and ser-
vice providers to be profitable, to 
be able to invest in continuous im-
provement, and to share in win-win 
solutions that benefit all partners in 
the end-to-end supply chain.”

That’s good stuff. And, frank-
ly, not just because it substantiates 
the appeals of carriers wanting to 
expand their razor-thin margins as 
their own costs escalate, but because 
I’ve seen how successful, innova-
tive companies can work together 
to help each other to withstand im-
mediate pressures without forsaking 
long-term performance improve-
ment and growth. 

Which brings us to the next ques-
tion: Where will the leaders come 
from to guide us over that long-
term? Borne out of recession and 
raised on austerity, will many young-
er, up-and-coming leaders have the 
patience, foresight and imagination 
to nurture these sorts of integrated 
partnerships and help them endure 
the next wave of unforeseen supply 
chain challenges? The next genera-
tion of leaders is out there and it’s 
our job to find them and mold them 
before passing the baton for the next 
leg of the race. 

The associations I am responsi-
ble for are introducing intensive de-
velopment programs designed for 
emerging, next-generation leaders. 
We’re committed to investing in the 
industry and its people throughout 
a company’s life cycle. 

Let’s also not overlook or dis-
count the fact that we have a long 
history and countless great teachers 
in the industry who have paved the 
way for our future executives. Over 
the next several years, we are hope-
ful the Next Generation program 
will help future leaders answer with 
a fresh impetus some of the impor-
tant supply chain and business rela-
tionship questions mentioned previ-
ously; but also to imagine new ways 
of how transportation is bought, 
sold and managed. 

I’m eager to hear about their ideas 
on such things as social media mar-
keting or their perspective on how 
to solve the impending shortage of 
professional drivers. 

The future, they say, ain’t what 
it used to be and belongs to those 
who show up for it. Look out, then, 
’cause the truckers are arriving.  n

Talkin’ ’bout the next generation
Industry Issues
DaviD BraDley

– David Bradley is president of 
the Ontario Trucking Association 
and chief executive officer of the  
Canadian Trucking Alliance.
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Email: recruit32@ryder.com
Ph: 1-800-339-2834 ext. 2
Fax: 519-681-9040 

TEAM Owner Operators (AZ)
and Company Drivers

We require:
•  2 years’ valid AZ Driving experience
•  2 years’ accident free
•  Clean CVOR and Driver’s Abstract
•  Clean Criminal Search
•  F.A.S.T. Approved or willing to obtain

We offer:
•  Day Cab and Sleeper Activity
•  Dedicated Runs
•  Weekly Payroll
•  Flexible Benefit Plan
•  RRSP Program
•  Stock Purchase Plan

Company Drivers

We offer:
•  Advanced schedule for next months activity
•  No open board dispatch
•  Attractive Remuneration package
•  Regional dedicated routes
•  Fuel Surcharge Program
•  No touch Automotive freight
•  Paid Plates

You provide:
•  Late model Tractor
•  2 years’ operating experience
•  Clean CVOR and Abstract
•  F.A.S.T. card
•  Culture towards Safety 

& Customer Service

TEAM Owner Operators (AZ)
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Everybody remembers too well what 
trucking companies went through 
lately, specifically in 2008-2009. How 
many new enemies would I make by 
saying I feel strongly that the next 
wave of the economic slowdown is 
coming, and soon? 

I have no scientific reasoning, just 
a strong gut feeling, prompted by 
the appearance of a lot of familiar 
trends. I’ve heard nothing but op-
timism from politicians. The hous-
ing market in the US is, apparent-
ly, ready to explode. Strange. Our 
company, and several others we deal 
with, haul mostly building materi-
als, and none of us have noticed a 
residential housing-related upswing. 

Any increases have been govern-
ment-funded institutional or munici-
pal buildings. Our company survived 
the recession by studying our own 
operation, carefully monitoring cus-
tomer trends, and adjusting our own 
business accordingly. We didn’t fol-
low the pack mentality of some other 
companies, and made our own deci-
sions, predictions, and evasive mea-
sures. What the market analysts were 
saying was often completely different 
than the reality we were witnessing.

At the beginning of the recession, I 
chose not to replace a departing own-
er/operator, and sold two trailers. I 
was initially branded a pessimist. A 
few months later, I didn’t have as many 
critics. I really didn’t care either way. I 
usually consider pessimism to be more 
realistic than any other attitude. Some-
thing told me that what was happen-
ing was not going to be over quickly. 
Appropriate caution won the day. At 
the time, a lot of carriers combatted 
the reduction of southbound freight 
by greatly reducing rates, then increas-
ing rates for northbound freight, some-
times to extremes. 

I warned anybody who would lis-
ten that this was doomed behav-
iour. Canadian manufacturers and 
distributors had not budgeted for 
huge freight increases. The effects 
of these behaviours are starting to 
come home. Since March, north-
bound freight has quickly slowed 
down and rates have slipped, be-
cause Canadian manufacturers have 
either slowed down production be-
cause of the increased freight costs, 
or sourced their raw materials do-
mestically. Higher freight may be all 
it took to equalize costs. 

This puts some carriers in the un-
enviable and unsustainable situa-
tion of travelling both directions too 
cheaply. How long can you survive 
in that situation, assuming you have 
even recovered from the initial shock 
of the recession? If you are still, as 
many are, just barely hanging on and 
waiting for the long-promised eco-
nomic upturn, you’re in deep trouble. 

Get 
ready
Why I think Round 2 
of the recession is 
coming…and soon.

Company Drivers
earn up to $0.51/mile

Owner Operators
earn up to $1.50/mile
Company Drivers Paid

Within 3 Business Days
on Completion of Trip

For more information call Curtis
1-800-265-3071 ext.237
Email: cnichol@hyndman.ca

Fax: 519-335-4133
www.hyndman.ca

Yards Located in Levis, PQ and Downsview, ON

Owner Operators & Company Drivers Wanted Immediately

Committed To Excellence In Service

$1.20  

$1.16

$1.14

$.349

PER LOADED MILE 
U.S. EASTERN SEABOARD

PER EMPTY MILE 
ALL AREAS

PER MILE MAY
FUEL SURCHARGE

PER LOADED MILE 
ALL OTHER AREAS

$1.22 LOADED

$1.20 EMPTY

$.396 PER MILE MAY
FUEL SURCHARGE

1.800.263.8267
Fax: 519-766-0437    E-mail: kellacott@laidlaw.ca

If you have a 
professional attitude  
and desire to succeed 
CALL KEN ELLACOTT

www.laidlaw.ca

COMPANY
DRIVERS 

Tandem 43¢/mile
Quad axle 45¢/mile

MARITIME OWNER OPERATORS 
AND COMPANY DRIVERS
Please call: BETH TAYLOR at

1-800-561-9040
for details or fax your resume to: 

506-633-4731
or email resume to: 
mtaylor@laidlaw.ca

•   Operating mainly within a 1200 
mile radius of the Toronto area

• Home weekly

•  Consistent year round work

• Stable environment

HIRINg OwNER OPERAtORS
Tandem axle

Quad axle

Recognized as 
one of north america’s

POSItIONS AVAIlAblE
fOR ExPERIENCED

AZ DRIVERS

•  Side skirted trailers  
for fuel efficiency 

• Trailer disc brakes 

• In-cab scanning 

•  Comprehensive benefit  
and vehicle protection plan
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There is a lot of old, tired equipment 
still running, waiting for economic 
improvement to pay for its replace-
ment. How much longer can you 
coax your tired iron if rather than 
improving, circumstances get worse?

Lets add another bug in the oint-
ment. Soon after this magazine hits 
the stands, the new US hours-of-
service rules will become law. It 
has little or no effect on us 500-mile 
carriers, but how many older, expe-
rienced, dare I say unreplaceable 
drivers will consider it to be the fi-
nal legislative straw on the proverbial 
camel’s back? What happens to your 
cost of operation if your safe, quali-
fied staff is replaced by lesser-quality 
drivers, if you can even find anybody 
at all to hire? The only hope small 
carriers have to replace staff is if, like 
five years ago, a rapid decrease in 
freight volumes sinks a number of 
large carriers, leaving some unem-
ployed drivers. 

Remember the start of the reces-
sion, when it became obvious that 
many large carriers relied on vol-
umes, because of micro-thin prof-
it margins? Volumes disappeared, 
and so did the less secure large car-
riers. Unfortunately, with an aging 
workforce, more drivers seem to take 
the demise of their employer as an 
opportunity to change not just jobs, 
but the line of work they do, or they 
just retire.

Smaller shippers rarely have car-
riers under contract, because their 
requirements and destinations are 
not consistent. However, prior to the 
recession, they would use the same 
carriers all the time. The higher lev-
el of service and product familiari-
ty was worth the added expense. At 
the beginning of the recession, some 
shippers utilized huge, multi-nation-
al load brokers in an effort to trim 
freight costs. These working relation-
ships were rarely successful, so after 
the initial recessionary panic subsid-
ed, the brokers were often dumped, 
and the carriers had their jobs back. 
I’ve seen this trend toward the use 
of brokers emerge again lately. It is 
usually unsuccessful, and is therefore 
short-lived, but the fact that it is even 
being attempted again tells me that 
Canadian manufacturers are still not 
seeing the proper economic signs to 
encourage confidence.

So, am I crazy, or psychic? This 
is the one column I’ve written that 
would please me more than you 
can imagine, if a year from now I’m 
flooded with e-mails reminding me 
how wrong I was. Right now though, 
my gut is telling me it’s gonna get 
ugly. If you think I may be onto 
something here, tread lightly. Cau-
tion is rarely a bad business strategy. 
But if you think I’m just paranoid 
and dead wrong, you better hope 
you are right. n

bill cameron

Small Fleet, 
Big Attitude

– Bill Cameron and his wife Nan-
cy currently own and operate Parks 
Transportation, a four-truck flatdeck 
trucking company. The company 
was founded in 1999 with a 20-year-
old truck, rented flatbed trailer and 
a big dream. Bill can be reached at  
williamcameron.bc@gmail.com.

We Hire tHe Best 
to Be tHe Best!

225 Huron Road, 
Sebringville, ON  N0K 1X0

1-800-565-5557 or 519-393-6194 ext. 242

Fax: 519-393-5147
E mail: dianneb@woodcockbrothers.com

www.woodcockbrothers.com

Our mileage rate is

$1.26 to $1.39 PLUS fuel surcharge.

We are hiring
Owner Operators

Sign-On Bonus
Applicants must live within a 

100 km. radius of our yard and must have 
flatbed experience

We are hiring
 Company Drivers 
 
 
Our drivers can expect to earn 
between $55,000 and $60,000 per year
 
Medical and Dental 
Benefits Provided
 
Home Weekends and 
during the week 

For more information contact John at:

800-581-8216  I   Fax: 519-258-0470   I    Email: jfvdh@mnsi.net

We prefer drivers with Fast Cards and Flatbed Experience  •  Drivers must live within 100 kms of our yard
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  FIND YOUR 
         DRIVE

Celadon Canada Inc.
Find Your Drive: “Intra Canada Fleet” Advertisement

Publication: Truck News — July 2013
10.875” wide x 16.75” deep (Full Page Bleed) / Colour

June 6, 2013 / Proof 1 2 3 4 5
Agency: McCorkindale Advertising & Design

Tel: 519.886.0636 • Fax: 519.886.0042 • info@mccorkindale.ca

1-800-499-4997  I  drive celadoncanada.com  I  

Celadon Canada has a fl eet to fi t you — Dedicated lanes for solos and teams; 
Lifestyle Fleet with weekends o� ; Intra-Canada lanes; International lanes, 
Owner Operator and lease opportunities available. Join our success and 
take advantage of all the benefi ts a leading international truckload carrier 
can o� er you!                                         CALL NOW OR APPLY ONLINE!

®

20
12

Fleets  to Watch20
13

FOR ME IT’S THE...
INTRA CANADA FLEET
• Stay closer to home
• This fl eet runs mainly within Ontario, 
 Quebec and New Brunswick
• Average 2,300 – 2,500 miles per week

Celadon.indd   5 13-06-11   10:13 AM
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insurance

In an article in the May issue, 
Truck News brought to light a num-
ber of challenges that owner/oper-
ators are facing when it comes to 
securing insurance at reasonable 
rates. After reading that article, we 
felt that it was important to try to 
demystify how insurance rates are 
determined and provide some tips 
that can help you manage the costs 
of your insurance program.

Each insurer determines their rates 
a little differently, so we’ll start you off 
by explaining the specific components 
that make up how Northbridge Insur-
ance determines our rates. We primar-
ily look at three factors: what you haul; 
where you haul it; and your driving re-
cord/experience.

Now let’s take a closer look at these 
three factors and offer some tips to 
manage your costs.

Think about what you haul

We begin by looking at what you’re 
hauling. Different types of cargo have 
different exposure rates depending on 
durability, replacement value and po-
tential clean-up costs.

High-value or dangerous goods will 
typically have higher-than-average pre-
miums, but high premiums are not 
exclusive to high-value or hazardous 
goods. Loads of hay, cotton and scrap 
metal, for example, are all highly com-
bustible and may be more expensive to 
insure. Talk to your insurance broker 
and insurer about what you haul and 
make sure you understand how they 
look at what you haul.

No matter what you’re hauling, hav-
ing experience with that type of cargo 
and the right equipment will help limit 
your losses, which will keep premiums 
down over the long term. 

So will knowing the risks of your 
cargo and taking steps to prevent loss-
es. For example, refusing to load pro-
duce in the morning when it’s covered 
in dew will lessen the chances of mold 
and mildew forming on it while it’s be-
ing transported. Taking care where 
you park and adding pin locks to pro-
tect trailers can be effective in prevent-
ing thefts, which will also reduce the 
likelihood of a loss.

Simple actions like these can go a 
long way in reducing your likelihood 
of filing a claim.

…And where you haul 

The next thing we consider is where 
you’re hauling. Differences in pro-
vincial and state laws and regulations 
can have a big impact on the average 
cost of a claim. Claim costs can vary 
by hundreds of thousands, if not mil-
lions of dollars, depending on where 
they occur. This is largely because 
of the likelihood of lawsuits in cer-
tain regions.

We understand that you can’t al-
ways turn down profitable business in 
high-risk regions. However, we believe 
that a good insurance partner should 
be able to help you weigh the reve-
nue you’ll earn on a particular route 
against the costs of the exposure that 
comes with it.

Talk to your insurance broker and 
your insurer about where you’re haul-
ing and find out what kind of impact it 
has on your rates. 

You might be surprised. Also be 
sure to talk to them before taking on 
a new load or customer and find out 
the true cost of that trip.

Your driving record

Finally, we consider your driving re-
cord and loss record. Most insurance 
companies slot drivers into one of 
three categories based on their train-
ing, experience, loss experience and  
citation and violations. What record 
you have determines if you get a reduc-
tion or an increase on the base rate of 
the two areas noted above. 

Northbridge Insurance actually uses 
a six-level scale, allowing you great-
er opportunity to benefit from good 
driving practices. For example, we’ll 
reward an owner/operator with driving 
record six with a premium reduction 

and even forgive their first accident. 
A simple way to manage your re-

cord is to keep a close eye on your 
CVOR/CDVR rating and focus on 
ways to get a better rating. The prac-
tices that lead to better scores typically 
result in fewer accidents as well. The 
Northbridge Risk Services team has 
developed a number of courses spe-
cifically targeting these opportunities, 
and other industry resources are also 
available. Taking the time to find out 
how to address common problems can 
make a big difference to your costs. 

Keeping costs down

Report accidents immediately: Did 
you know that delaying the reporting 
of a claim by five weeks can result in 
costs increasing on average by 48%? 
Reporting immediately enables your 
insurance company to document evi-
dence, interview witnesses and avoid 
the intervention of lawyers. Just us-

ing the Driver Accident Reporting 
kit Northbridge Insurance provides 
can help ensure you capture the right 
details at the scene and limit your  
exposure. 

Talk to your broker and insur-
er regularly: Your insurance broker 
and your insurer can offer you advice 
specific to your business about how 
to take steps that will help keep your 
costs down. Be sure to talk to them 
often. The ideas outlined here are all 
things that your insurance broker and 
insurer can help you with. 

Sometimes it can feel like your in-
surance costs are beyond your control, 
but you’ve actually got a lot of oppor-
tunity to manage those costs, if you 
know what to look for. You can read 
more about this topic in our Let’s Talk 
Trucking Insurance Pricing eBook on 
our Web site at www.nbins.com. n

– Nora Hillyer is senior vice-president, 
customer excellence, transportation 
and logistics, Ontario & Atlantic, at 
Northbridge Insurance.  

Understanding and managing your insurance costs

nora hillyer

Guest
Column

Reason #21

MORE 
OPTIONS
HIRING AND LEASING 

•	 Experienced	drivers	

•	 Recent	graduates	

•	 Owner-operators

OPTIONS IN CANADA 

•	 Solo	or	Team	

•	 OTR	or	Regional	

•	 Van,	Dedicated	or	Intermodal

CHOOSE YOUR OPTION 
AND APPLY TODAY!	

866-928-2125

SCHNEIDERJOBS.COM/REASON
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The tympanic membrane, more com-
monly known as the eardrum, is a thin 
layer of tissue that separates your  
outer ear from the middle ear. Al-
though fairly uncommon, a ruptured 
or perforated eardrum can occur. The 
good news is that in most cases a rup-
tured eardrum will heal within a few 
weeks without any treatment. 

The main functions of the eardrum 
are to aid in hearing and to act as a 
barrier for such things as water and 
other foreign substances from enter-
ing the middle ear. 

A common cause of a ruptured or 
perforated eardrum is a middle ear in-
fection. The infection results in an ac-
cumulation of fluid in the middle ear, 
which increases the pressure on the 
inside of the eardrum. If this pressure 
is substantial enough, it may cause the 
eardrum to rupture. 

Another cause of a ruptured ear-

drum is barotrauma. Barotrauma is 
caused by unequal pressure on either 
side of the eardrum. A common exam-
ple of barotrauma is associated with 
air travel. As a result, barotrauma is 
commonly referred to as airplane ear. 
Barotrauma can also occur when scu-
ba diving or when direct trauma oc-
curs to the ear. Injury to the eardrum 
caused by loud noises or blasts is re-
ferred to as acoustic trauma. Examples 
of this include explosions or gunshots. 
In these cases, the large sound wave 
essentially tears the eardrum. Lastly, 
foreign objects such as cotton swabs 
may also cause injury to the eardrum. 

The signs and symptoms associat-
ed with an eardrum rupture will vary 
from person to person. However, a 
common symptom is severe, con-
stant ear pain that stops suddenly. In 
the case of an ear infection, a clear or 
bloody discharge may leak from the 
ear. Often, varying degrees of hear-
ing loss and/or ringing in the ear is no-
ticed. In severe cases vertigo, nausea or 
vomiting may also be present. 

It is important to seek medical at-
tention if you experience any of the 
above symptoms. Your doctor can 
often diagnose a perforated eardrum 
by taking a detailed history and per-
forming a physical examination. Dur-
ing this examination, your doctor will 
inspect your ear using an otoscope. If 
your doctor feels it is necessary, he or 
she may order other diagnostic testing 
to determine the root cause as well as 
the severity of the rupture. 

As stated earlier, most perforated 
eardrums heal without medical inter-
vention. However, if the eardrum does 
not heal on its own, medical treatment 
may be necessary. The overall goal of 
treatment is to close or seal the rup-
tured eardrum. Treatments may in-
clude an eardrum patch, which is es-
sentially a paper patch placed over the 
hole, or in severe cases surgery may be 
required. A surgery called a tympa-
noplasty – in which a surgeon grafts 
a small patch of your own tissue over 
the ruptured eardrum – is usually per-
formed on an outpatient basis. 

If you have a ruptured eardrum, 
there are a few things you can do at 
home to help it heal. First of all, try to 
keep the eardrum dry by using water-
proof earplugs or a cotton ball coated 
with petroleum jelly during showers. 
Avoid placing foreign objects such as 
cotton swabs in the ear until the ear-
drum has healed fully. Lastly, refrain 
from blowing your nose as the pres-
sure caused by this action may cause 
re-injury. Preventing a ruptured  
eardrum is not always possible. 
However, taking precautions such as 
wearing protective earplugs during 
work or recreational activities that 
expose you to loud sounds is always a 
good idea. Avoiding airplane flights 
when you have a cold may also re-
duce the risk of a ruptured eardrum. 
Until next month, drive safely. n

Coping with ruptured eardrums

  Dr. Chris singh

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.

Contact Recruiting at 905-677-0111

• All Tolls, Border Crossings and Empty Miles paid
• Paid Waiting Time

• Some Dedicated Lanes still available

AZ O/O’s & Drivers
Wanted Immediately

Must have minimum 2 years experience and clean abstracts.

For Canadian and U.S. Runs

•  Dedicated Equipment
•  $0.40/mile

DRIVERSO/O’s
•  Fuel Capped at $0.70 per litre
•  $1.33/mile (U.S. Miles)

•  $1.23/mile (CDN Miles)

            Call:
1-800-890-2558 x3100
                Email: dispatch@precisiongroupag.com

www.precisiongroupag.com

Hiring Company Drivers & Owner Operators
for our Van & Specialized Divisions

• We pay $0.43 per mile
• Direct Deposit
• Paid weekly
• Structured home time
• Satellite dispatched
• Paid for every pick & drop
• O/O’s we pay up to $1.35
• Paid plates 
• Paid insurance

• We pay $400 per day for our Heavy Haul loads
• $0.50 per mile plus oversize bonus on all OD loads
• Paid for every pick & drop
• Paid to tarp
• Paid hourly after 2 hours
• Long haul & short haul available
• Paid weekly
• Direct deposit
• O/O’s we pay percentage
• Paid insurance

$2,500
COmPany PaiD 
BOnuS!!

PRECISION SPECIALIZED DIVISION
Exceptional Service for Exceptional Freight
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waste expo

Cummins showcases refuse truck engine line
NEW ORLEANS, La. – Cummins announced availability of a full line 
of diesel and natural gas engines for the refuse truck industry. The com-
pany says its diesel engines will offer up to 2% better fuel economy than 
previous versions.

As diesel engines go, Cummins will offer the ISX12 and ISL9 to refuse 
truck customers. All engines will share a common electronic control unit 
(ECU), which will manage both the engine and the aftertreatment sys-
tem, for improved overall combustion efficiency, the company announced 
at Waste Expo. The engines meet the 2013 EPA emissions standards as 
well as 2014 greenhouse gas regulations. 

On the natural gas side, Cummins Westport will offer the ISL G and 
ISX12 G engines, utilizing the same base engine and key components as 
their diesel counterparts.

The ISL G will be available with ratings from 250-320 hp while the 
ISX12 G will be available with 320-350 hp. Customers can choose either 
an automatic or manual transmission with the ISX12 G. Full production 
of the 12-litre gas engine begins in August. Like their diesel counterparts, 
the ISX12 G and ISL G are EPA13 and GHG14 compliant.

“Cummins is committed to providing refuse customers a complete 
line-up of clean diesel and natural gas engines that will deliver better 
fuel economy, reliability and durability, with lower operating costs,” said 
Jeff Jones, Cummins vice-president, North American engine business. 
“Cummins and Cummins Westport remain focused on continually im-
proving our proven technology to provide products that best meet the 
unique needs of our customers.” n

Bridgestone adds 
two urban tires
NEW ORLEANS, La. – Bridges-
tone Commercial Solutions has in-
troduced two new tires for heavy-duty 
urban use. The Greatec M845 wide-
base radial and M860A high-scrub 
all-position radial have been added 
to Bridgestone’s line-up to meet the 
unique demands of urban environ-
ments, the company announced at the 
Waste Expo trade show.

The M860A is an improvement to 
the Bridgestone M860, featuring a 
new compound that improves wear 
performance leading to longer life, 
the company says. It also boasts a 
wider belt package to enhance cas-
ing durability, making it more re-
treadable and extending casing life.

The Greatec M845 is avail-
able in a new size for Bridgestone, 
455/55R22.5. The M860A will be 
available in June and the Greatec 
M845 will be available in July, 
Bridgestone announced. n

Mack debuts 
mRide suspension 
on TerraPro
NEW ORLEANS, La. – Mack 
Trucks has announced the avail-
ability of its new mRide spring sus-
pension in its TerraPro refuse truck.

The mRide suspension is now avail-
able with proprietary Mack axles, 
delivering increased stability and a 
smoother ride, according to the com-
pany. The mRide is a six-rod spring 
suspension with ductile iron axle hous-
ings and Mack C150/151 axle carriers.

Mack says the suspension’s spring 
leaf design and V-shaped torque 
rods ensure stability by transmit-
ting forces into the truck’s frame. 
Shock absorbers combine with rub-
ber and steel shock towers to fur-
ther improve ride. The mRide is 
also lighter than camelback spring 
suspensions, allowing for increased 
payload and more even weight dis-
tribution. It also offers improved 
articulation and constant ground 
contact for all wheels, to maximize 
traction and make navigating in and 
out of landfill sites easier. n

Call Harsimran at 905-212-9898 English or Punjabi 
Call Monty at 800-267-1888 or 613-961-5144 x123  
recruiting@itsinc.on.ca   www.itstruck.ca 
Belleville  Cornwall  Mississauga 

We are committed to employment  
equity and diversity... A great place to work

Thinking about your future? 

Like to buy a house or drive a nice car?  
Join our team and you will get the miles to make the money to have 
 the life you want. We are a family run business with a great client 
 base, which means job security for you as well as excellent wages 

 and benefits. Like higher rates, employee rider program lower  
insurance and even having your dog with you.

We have openings for  
owner-operators on transborder 

runs, singles and teams,  
domestic LCV’s.

AZ licence required, with 1 year experience.
$3500 sign on bonus for U.S. Owner Operators! 

We Offer:
New pay package
$3500 Sign on bonus for U.S.  
owner operators
Paid lay overs
Safety bonus paid every 6 months
All tolls/bridges/scale/fax paid
EZ pass
Fuel cards supplied
24 Hour emergency road side  
assistance
Weekly pay direct deposit
Fuel surcharge program
Quality home time
No forced dispatch
24/7 Satellite and personal dispatch
Extra picks/drops paid
Consistent weekly mileage
Steady work year round
Paid practical miles by PC Miler
All miles paid: empty/loaded/bob tail
No paint code
Border crossing premium to select 
states
Lower insurance

ITS TN Dog 07 13.indd   1 13-06-07   7:51 AM

                Hiring
Owner OperatOrs

FOr all terminals

For more information contact Recruiting:

1-905-670-0057  •  1-877-588-0057   •   recruiting@rosedale.ca  •  www.rosedalegroup.ca
Head Office:  6845 Invader Cres., Mississauga, ON L5T 2B7

A professional & approachable
management team

Consistent weekly miles

A bonus structured mileage rate  
combined with an attractive  
fuel subsidy program

Rosedale Transport start-up help
for Owner Operators

No forced dispatch

No New York City

Rosedale Transport Limited  
is a family run business  
operating since 1969.

With 14 terminals across 
North America, we are 
dedicated to providing 
a higher standard of
Quality Transportation Services.

...We can make it happen.
Rosedale understands what Owners want ... 

Be sure to check out our new recruiting video on our website.
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New Pay Program
and New Contracts!
We are now hiring Company Drivers and Owner/Operators in Ontario,  
Quebec, Nova Scotia and New Brunswick for our Bulk Liquid Division.

No taNker experieNce? No problem!

Ontario – Call Simon 
Phone: (866) 542 7622 ext 3003 
Fax: (416) 642-0933  
SMa@seaboard.acl.ca 

Atlantic Canada – Call Kaitlyn 
Phone: (800) 565 1530 ext 1800 
Fax: (902) 446-7633 
kparker@seaboard.acl.ca 

Quebec – Call Victor 
English or French 
Phone: (514) 354 7141 ext 224 
Fax: (514) 354 7760 
vion@harmactransport.com 

Call today to learn more and to start the application process! 

1)  Sign-on bonuses for all owner/operators and  
enhanced sign-on bonuses for owner/operators and  
company drivers with previous tanker experience

2)  Industry-leading pay program, including major pay  
increases for company drivers and owner/operators

3)  New monthly performance bonus program; earn up to  
$450 in monthly bonuses! New hires are eligible for 
$250/month after probation. Majority of drivers earn  
100% of eligible monthly bonuses

4)  Regular home time and flexible scheduling

5)  Highly competitive fuel surcharge 
program – effective for February 
2, 2013 with a significant per mile 
increase (owner/operators)

Top 10 reasons to join the
Harmac Bulk Liquid Division today!

Become a specialized tanker hauler with Harmac!  
We provide Company Drivers and Owner/Operators  
that have no tanker experience with a comprehensive 
training program – training is fully paid.

•  Loading and offloading requires little physical exertion
•  Many deliveries are offloaded by the client aka “no-touch”
•  Most deliveries are done by appointment  
•  Loading and offloading are paid

5)  Highly competitive Health Benefits and RRSP Programs 
(company drivers)

6)  Major savings on Worker’s Compensation Premium’s for  
Owner/Operators – corporate partnership and discount with  
Worker’s Compensation alternative provider

7)  Dispatch centres, operating terminals and maintenance facilities 
based across Ontario, Quebec, Nova Scotia, New Brunswick and the  
U.S. as well as yard fuel tanks in Toronto, Dartmouth, Sydney,  

Moncton and St. John’s

9) Stable, year round work – newly acquired  
contracts in addition to long-term contracts

10)  Late model units (2012/2013) for  
Company Drivers – dedicated units for drivers, 
no slip seating

T R A N S P O R T A T I O N

No tanker experience? No problem!

Harmac July.indd   1 13-06-06   11:08 AM
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safety

Every driver’s seat offers the prom-
ise of an open road, but it can still 
be an isolated workplace. Ask any 
long-haul trucker who leaves a fleet 
yard for weeks at a time, receiv-
ing little or no feedback other than  
e-mails, text messages and the words 
on a cab’s satellite display. No news 
from the home office may even be 
seen as good news, especially when 
feedback is limited to reports about 
customer complaints.

But ongoing performance reviews 
and constructive feedback help to en-
hance the behaviours of every em-
ployee. While most companies have 
established annual performance re-
views to discuss changes to compen-
sation packages, those fleets that 
commit to quarterly reviews and oth-
er forms of regular feedback are in a 
better position to identify emerging 
problems before they become bad 
habits. It all helps reinforce the best 
behaviours that will prepare employ-
ees for success.

And it can be the difference be-
tween a corrected problem and a lost 
safety bonus.

The tone of the regular feedback 
is just as important as the topic it-
self. I once worked with a major car-
rier that committed to offering four 
types of positive reinforcement for 
every single constructive criticism. 
This is the cornerstone of a process 
that supports behaviour-based safe-
ty principles, which applies the sci-
ence of changing employee behav-
iours to solve real-world problems 
such as higher collision rates or poor 
fuel economy.

Positive feedback certainly makes 
a lasting impression. By encourag-
ing a driver who is seen maintaining 
three points of contact while enter-
ing a cab, for example, a manager 
promotes the specific activity so it is 
repeated time and again. The same 
comments help to promote the orga-
nization’s broader commitment to a 
safety-focused culture.

Changing behaviours through 
more formal feedback can be based 
on information collected through 
several sources. Electronic Control 
Modules and telematic systems deliv-
er data that can identify everything 
from average speeds to the number 
of hard-braking events, which can 
help identify drivers who tend to 
speed or tailgate. But the comments 
from shippers and receivers can be 
equally valuable as long as fleets 
adopt processes to capture positive 
behaviours along with any com-
plaints. After all, something seen as 
a broad problem may be confined to 
a relationship with a single customer, 
or involve challenges with a specific 
traffic lane rather than reflecting an 
overall approach to business.

Regardless of the topic, feedback 
that also reflects clearly defined be-
haviour benchmarks and expecta-
tions will be the most effective of all. 
Any expectation or goal has to be 
seen and understood before it can 
be achieved.

Of course, there are times when 
corrective action will be required. 
Mistakes are made. Collisions hap-
pen. But the information can still be 
delivered in a constructive context, 
complete with solutions, as part of 
the journey to lasting behavioural 
change.

Berating a driver for being late, for 
example, is not enough. A better ap-
proach explores why schedules are 
not being met in the first place. 

Drivers who play a role in estab-
lishing related solutions such as en-
hanced trip planning or support 
from a mentor will be more likely 
to see the corrective actions as a pos-
itive experience rather than a penal-
ty. Some system-wide solutions de-
signed to minimize risks may even 
involve personnel from other com-
pany departments.

The choice of a setting in which to 
offer this feedback is as important 
as the message itself. The best ar-

eas offer a safe environment where 
a driver can speak openly, such as an 
office that has a closed door, rather 
than opting for an open cafeteria or 
cubicle farm. Documents relating to 
the review can then be signed and ac-
cepted by the driver, demonstrating 
that the information was received, 
and offer a chance for everyone to 
add related comments.

Once added to a driver’s file, the 
documents begin to offer a clear pic-
ture of how mindsets evolve from 
one review to the next.

And the formal process is only 
part of the equation. Ongoing discus-
sions with drivers can help to rein-
force a positive safety culture as long 
as they involve more than a simple 
pat on the back or the generic com-
ment of “good job.” Specific exam-
ples which illustrate the positive or 
negative actions can be used to en-
hance performance and reach goals.

The ongoing reviews even play a 
role in driver recruiting and reten-
tion. Everyone wants to feel appre-
ciated in the workplace, and happy 
drivers are always eager to spread 
positive messages about the corpo-
rate brand. It’s just another exam-
ple of the way ongoing feedback will 
support corporate goals. n

– This month’s expert is Albert Zim-
balatti. Albert is an executive risk 
services consultant for Northbridge 
Insurance, and has more than 35 
years providing loss control and risk 
management services to the trucking 
industry. Northbridge Insurance is a 
leading Canadian commercial insur-
er built on the strength of four com-
panies with a long-standing history 
in the marketplace and has been serv-
ing the trucking industry for more 
than 60 years. You can visit them at  
www.nbins.com.

albert  zimbalatti

Ask the Expert

Regular performance reviews enhance driver behaviours

 

     is recruiting for
Owner Operators

· Weekly settlements by direct deposit

· $1.63 tandem loaded

· $1.50 tandem empty

· 70% loaded miles

· Steady work schedule

· Optional weekend work

· Paid health benefits

· All tolls paid

·  Easy Pass and PrePass  

transponders provided

We require: 

5 years OTr experience

F.A.S.T or TWiC approved 
or willing to obtain

iF inTereSTed pleASe Apply Online AT: www.gorskibulk.com 

Or COnTACT Amy Or AleX AT 1 800 265-4838 ext 255 or 259

Gorski Bulk TransporT 

Are you a Professional looking for a 

  GrEAt OPPOrtunity...

For our Windsor, mississauga and detroit terminals.

Join an 

Award Winning

Company

doing business for 

57 Years
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tax talk

Whenever I’m asked to explain 
what a corporation is, I start by 
drawing two circles on my notepad. 
In one circle, I write the person’s 
name, in the other, I write “corp.” 
It’s a simple way to illustrate the 
point that the individual and cor-
poration are separate legal entities. 

Maybe it’s better to think 
of these circles as electrically 
charged wires that should never 
touch, or pools of chemicals that 
shouldn’t mix. Because maintain-
ing the distinction between the 
corporation and the individual 
is one of the biggest challenges 

an incorporated owner/operator 
will face.

Why incorporate?

Incorporation encapsulates all the 
financial and legal aspects of a 
business, walling them off from 
you, personally, and limiting your 
liability should the company go 

sour. For example, a corporation 
can claim bankruptcy without re-
quiring the owner to do the same 
himself. Of course, the opposite 
is also true: the owner can claim 
personal bankruptcy without it 
affecting the corporation.

As a separate entity, the cor-
poration conducts the business 
transactions. It signs the con-
tract with the carrier, load bro-
ker, or customers. It makes mon-
ey, showing income from trucking 
and other services, and spends it, 
paying expenses incurred while 
running that business.

Money made by the company 
belongs to the company, not to 
you (remember the two circles). 
Likewise, the company can reim-
burse you for business expenses 

you pay on its behalf. But when 
you draw out money for personal 
use – let’s call this “management 
wages” – it moves into your circle 
and becomes your income.

Tax planning

Incorporation brings the poten-
tial for tax savings. Again, think 
of those two circles. 

The corporation pays tax on the 
money inside of its circle (bank 
account), and you pay tax on 
whatever money moves into your 
circle from the corporation. The 
company can expense your man-
agement wages just like it does 
fuel, maintenance, and insurance, 
deducting it from earned income. 

After expenses, what’s left in-
side the corporate circle is taxed 
at a corporate rate, which is a 
much smaller tax rate than we 
real people have to pay.  

Think back to the client I wrote 
about last month, the single guy 
who nets $80,000 after all of his 
expenses, but only spends $30,000 
personally. He lives in Ontario, 
where the tax rate for Ontario 
corporations is 15.5%. Individu-
als pay 25% tax on income over 
$10,000 and our tax rates climb to 
35% and higher as we earn more.

His tax calculation works like 
this: the company has $80,000 in 
income after expenses and spends 
an additional $30,000 on a man-
agement wage. The remaining 
$50,000 net income is taxed at 
15.5% in Ontario, for a corporate 
tax bill of $7,750. If the owner/
operator remained a sole propri-
etor, the $50,000 would have been 
taxed at Ontario’s personal tax 
rate and generated additional per-
sonal tax of $16,600. By incorpo-
rating, he and his business saved 
$8,850 in taxes.

The best choice for you

For me to calculate potential in-
come tax savings from incorpora-
tion, one of the biggest factors is 
how much money you need to run 
your home (mortgage payments, 
groceries, utilities, insurance, 
property taxes, and, of course, all 
the extras like clothes, haircuts, 
home maintenance, eating out, 
kids’ sports, and other activities). 

If there’s nothing left in the 
corporate circle after you draw 
your management wage, the cor-
poration would have no income 
left to be taxed at the lower rate. 
Your situation would be no dif-
ferent than when you were a sole 
proprietor. For many owner/op-
erators, incorporation is a great 
way to maximize their earnings, 
reduce their tax obligation, and 
keep their business and personal 
finances separate. However, what 
works for one person may not ap-
ply to you. Talk to a qualified ac-
countant to find out how to make 
the right choice. n

– Scott Taylor is vice-president of TFS 
Group, providing accounting, book-
keeping, tax return preparation, and 
other business services for owner/op-
erators. Learn more at www.tfsgroup.
com or call 800-461-5970.

Incorporation: A tale of two circles
There’s no one-size-fits-all answer when 
it comes to incorporating your business

Tax Talk
Scott taylor

Laidlaw Carriers is Looking for Quality

OWNER OPERATORS
To fill positions in our growing company

1-800-465-8265
tankrecruiting@laidlaw.ca  

Call  Recruiting

or Email

Woodstock Ontario
Cardinal Ontario
Sudbury Ontario
Valleyfield QC

  Big Company with  
small Company values

great lanes

Competitive pay 

PEOPLE MAKE THE DIFFERENCE  AND TRUCKING IS NO EXCEPTION
Great mix of short and long  •  Company owned unloading equipment

PNEUMATIC TANKER POSITIONS AvAILAbLE 

Also seeking 
interline CArriers 

with their own 
Authorities

our people and our equipment
             set us apart

Eastern Ontario Runs Available 
Hauling Bulk Cement Powders

 Regional Hauls, Great Lanes, Regular Home Time.

Sudbury Ontario
 We Run Northern Ontario 

and Northern Quebec
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opinion

Every two years, associate pub-
lisher Kathy Penner and I strap 
on our lobster bibs and head east 
to the Atlantic Truck Show. It rep-
resents a great opportunity to get 
reacquainted with our East Coast 
friends as well as to sample some 
of the world’s best seafood. We’ve 
just returned from this year’s edi-
tion and I’m happy to report that 
despite Ma Nature’s best attempt 
to keep the crowds away with tor-
rential rain, Noah was able to pull 
his Ark up to the Moncton Colise-
um and drop off enough people to 
set a one-day record for attendance.

Although Lobster Night could 
have been a tad better organized, 
the long night was highlighted by 
over $16,000 being raised for the Ju-
venile Diabetes Research Founda-
tion. Congrats to all involved!  

Another great event held in June 
was the annual Truck News/Chev-
ron Charity Golf Tournament. I 
may be just a bit biased, but this 
tournament has turned into one of 
the industry’s best. 

Money raised supports a charity 
that is dear to our hearts, the Make 
a Wish Foundation. This organiza-
tion grants the wishes of children 
who have life-threatening medical 
conditions. One hundred and for-
ty four golfers enjoyed a near per-
fect day and early indications are 
we raised over $20,000!  

As always, these events don’t just 
happen. I’d like to recognize and 
thank the staffs of Chevron, Truck 

News and our good friends at NAL 
Insurance for their time in organiz-
ing the day. A special thank you to the 
sponsors who help make this day truly 
special. And to our participants, the 
money you donated will make more 
than one child’s dream become a re-
ality. (A quick side note, there were 
certain individuals that night whose 
generosity was off the charts. I won’t 
embarrass you by naming names, but 
words cannot describe our gratitude!)

We all know there are a number 
of well deserving charities. Unfor-
tunately, unless you’re Warren Buf-
fet or Bill Gates, we all need to be 
selective in who we donate money 
to. It’s not an easy decision and in 
a perfect world every legit charity 
would be well funded. (Then again, 
I suppose in a perfect world there 
would be no need for charities!) 

Either of the above charities are ex-
cellent choices for your hard-earned 
donation budget. It’s not always pos-
sible to donate money, but if you want 
to give, consider volunteering your 
time. You may be surprised at just 
how good it feels to give back. n

Good times and some good causes

Rob Wilkins

Publisher’s 
Comment

– Rob Wilkins is the publisher of 
Truck News and can be reached at 
416-510-5123.

 
 

 
 

 
 
 

 

 
      

     
    

      
      

    
 

 
 

 
 

ImmedIate OpenIngs!

www.andersonhaulage.com

Resumes
employment@andersonhaulage.com

P.O. Box 130,
36 Gordon Collins Drive

Gormley, Ontario L0H 1G0

Tel: (416) 798-7737
Fax: (905) 927-2701

• AZ Truck Drivers Heavy Haul
• Heavy Haul Owner Operators
• Licensed 310T Mechanic
• Dispatcher

Stouffville
•  AZ Truck Drivers

Brockville

Frasier Logistics inc.

oWner oPerators
 For Montreal and Ontario terminals

Frasier Logistics Inc. is a family-run business operating since 1999. With 6 terminals across North America, 
we are dedicated to providing a higher standard of Transportation services to our customers.

•  Consistent weekly miles of 3000 plus with a  
bonus structure mileage rate

•  A fuel surcharge program monthly

•  Frasier pays for plates and ALL tolls/Bridges

•  NO EASTERN SEABOARD 

•  No force dispatch

•  VERY LIGHT LOADS/PRELOADED TRAILERS

•  Weekly pays available

•  Fuel cards provided

•  DRYVAN WORK

•  Direct deposit

  Earn up to 

$1.85/mile

LOTS OF LOADS TO 
FLORIDA/GEORGIA/ALABAMA/LOUISIANA

FULL TRUCK LOADS

FRASIER LOGISTICS UNDERSTANDS WHAT 
OWNER OPERATORS WANT AND NEED 

TO PROVIDE QUALITY SERVICE.
 

888-220-2131       fax: 905-689-8945       steve.frasier@bellnet.ca

Here We
GrOW

AGAin!

• 2500 to 3500 per week mileage

•  Paid loading & unloading

•  Paid Border Crossing

• Paid orientation

•  Every Mile Paid

•  Benefits & company contributed  
Pension Plan (RRSPs)

•  Direct Deposit

•  Maintained Fleet 

•  AZ License Required

•  Experience with loading and  
unloading a car carrier is necessary

•  We are willing to train the  
right candidates

ALL Teams
Welcome!!

LOnG HAUL DriVerS

Single Drivers earn up to $0.53/mile

https://twitter.com/SnowbirdsAC
https://www.facebook.com/SnowbirdsAutoConnection

Please email your resume to: ashley@snowbirdsautoconnection.com 
or contact Ron or Ashley at 416-638-0001 •  Fax: 416-638-9986

SnowbirdS auto connection ltd. iS a growing 
vehicle relocation Service provider acroSS north america

Company supplies Smart Phone, Float & Fuel Card

We Require:
• Canada & USA Teams
• USA Singles
• Qualified Owner Operators 
with a professional attitude
• Minimum two years of verifiable experience
• Clean Abstract/CVOR
• Clean Criminal Search

recruiting@dayandrossinc.ca
www.dayross.ca
1-855-872-7602

Full Service. Full Coverage. Throughout North-America.
For all opportunities available, please visit www.dayross.ca

Day & Ross Is an Equal Opportunity Employer.

We Are Owner Operator Driven. 
Come and Grow with Us!

We offer:
Excellent pay package
Attractive benefits
Great mileage
Direct deposit
Subsidized fuel
Paid pick-up and delivery

We require:
Canada & USA teams
USA singles
LCV teams and singles
Dedicated switches
Qualified Owner Operators with
a professional attitude
Minimum two years of verifiable
experience
Clean abstract/CVOR
Clean criminal search

1-855-872-7602   recruiting@dayandrossinc.ca  www.dayross.ca

Full Service. Full Coverage throughout North America.

Day & Ross is an equal opportunity employer.

We Are Owner Operator Driven. 
Come and Grow with Us!

We offer:
Excellent pay package
Attractive benefits
Great mileage
Direct deposit
Subsidized fuel
Paid pick-up and delivery

We require:
Canada & USA teams
USA singles
LCV teams and singles
Dedicated switches
Qualified Owner Operators with
a professional attitude
Minimum two years of verifiable
experience
Clean abstract/CVOR
Clean criminal search

1-855-872-7602   recruiting@dayandrossinc.ca  www.dayross.ca

Full Service. Full Coverage throughout North America.

Day & Ross is an equal opportunity employer.

mailto:employment@andersonhaulage.com
http://www.andersonhaulage.com
mailto:steve.frasier@bellnet.ca
https://twitter.com/SnowbirdsAC
https://www.facebook.com/SnowbirdsAutoConnection
mailto:ashley@snowbirdsautoconnection.com
mailto:recruiting@dayandrossinc.ca
http://www.dayross.ca
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oem/dealer News

Ocean Trailer opens new B.C. dealership
DELTA, B.C. – Utility Trailer has announced the opening of a new Ocean 
Trailer dealership here, which will sell a full line of Utility’s dry van, flat-
bed and Tautliner curtainside trailers.

Ocean Trailer, founded by the Keay family in 1981, is one of more than 
100 Utility dealers across the Americas, the company announced. The 
new dealership sits on a 40-acre site. 

“We purchased the land over seven years ago, but struggled with land 
and environmental permits,” said Sid Keay, president of Ocean Trailer. 
“We finally had clearance and now opened up in a very strategic location 
in Delta. This area is progressively in development with a new highway 
system and direct access to Vancouver’s largest port.”

The new facility is 75,000 sq.-ft. and now also serves as Ocean’s head-
quarters. The company employs more than 200 people and operates lo-
cations in Calgary, Edmonton and Winnipeg. The newest location is lo-
cated at 9076 River Road in Delta, B.C. n 

WINNIPEG, Man. – More than 
600 people dropped by Maxim 
Truck and Trailer May 29, contrib-
uting a total of $16,500 for charity.

Maxim said this year’s barbecue 
set a new record for funds raised in 
a single event.

“This year’s large selection of 
raffle prizes really helped us at-
tract more people and raise more 
funds for charity,” said Steve 
Young, vice-president of parts 

at Maxim Truck and Trailer and 
chief organizer of this year’s event. 
“We owe a great deal of thanks to 
our vendors and suppliers for their 
generous support.”

All funds raised will go to Can-
cerCare Manitoba’s Challenge for 
Life program. A seven-member 
team from Maxim has now raised 
more than $48,000 for this year’s 
campaign, which culminated in a 
20-kilometre walk on June 8. n

grilling for dollars: Visitors to Maxim Truck and Trailer’s annual charity 
barbecue brought with them a healthy appetite, and a lot of generosity.

Maxim Truck and Trailer, guests raise 
more than $16,000 at charity BBQ

Phone 905.335.1065  •  Toll Free 1.800.263.6279  •  Fax 905.332.9499Phone 905.335.1065  •  Toll Free 1.800.263.6279  •  Fax 905.332.9499

Immediate AZ Company Driver & Owner Operator Openings
For Local, Regional & Cross-Border Routes

• Full Time & Part Time Openings
• Minimum 2 Years Experience Required
• Clean Abstracts 
• FAST Card for Cross-Border Routes
• Late Model & Well Maintained Equipment
• Regular Scheduled Round Trips

• Competitive Wages
• Bi-weekly direct deposit
• Performance & Safety Bonus
• Referral Bonus 
• Benefi ts Available
• Family Owned & Operated

For more information or 
to send a resume:
info@cainexpress.com  
or www.cainexpress.com 

“C” the difference

Wanted ImmedIately
Based Out Of ajax

50
AZ BROKERS

Contact 905-677-0111

daycabs – short Hwy Runs within Ontario
Bunks – Runs to eastern Canada

also looking for
CORPORate dRIVeRs
for Runs into eastern Canada$1.24/mile

• fuel subsidy

• Older trucks may be accepted upon
 inspection by the company
Must have a minimum of 3 years verifiable experience and clean abstracts.

•  Safety Oriented & Good Attitude
•  CVOR & Driver Abstract
•  Criminal Search
•  Desire to Succeed
• Recent Model Equipment

We Require:•  80% of Revenue
•  Home Most Weekends
•  Fuel Surcharges
•  Pay Statements Twice Monthly
•  Automatic Bank Deposit
•  Company Fuel Accounts
•  Safety Awards

Requires Owner/OperatOrs
A family owned company serving the transportation industry for over 65 years

Please contact Dennis Black – Canada Toll Free: 800-265-8781
Cell: 519-323-7112 • email: dennis@tdsmithtransport.com
Dispatch Fax: 519-323-3567 • www.tdsmithtransport.com

New 
Contracts!
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oem/dealer News

By James Menzies
MELROSE PARK, Ill. – Navistar 
International has nearly completed 
the integration of all truck and en-
gine product development activities 
at its Melrose Park Test Center and 
Engine Plant.

The company has invested $90 
million into the facility, while 
bringing activities previously con-
ducted in Fort Wayne, Ind. to the 
location. Here, engineers and prod-
uct developers work together under 
one roof, just a short shuttle ride 
from Navistar’s global headquar-
ters in Lisle, Ill.

Navistar has retained the test 
track at its Fort Wayne property 
but other engineering activities 
have been centralized in Melrose 
Park, Navistar officials said dur-
ing a press tour of the facility in 
late May. 

The Fort Wayne facility is now 
on the block but many of its former 
employees have made the move to 
Melrose Park.

Steve Nash, operations director, 
IPD, product integration and vali-
dation, said the company is realiz-
ing improved efficiencies as a result 
of the cohabitation of its engineer-
ing workforces.

The facility now offers: 50 en-
gine test cells; a corrosion lab 
with full vehicle chamber; a hot 
and cold chamber, capable of put-

ting vehicles through their pac-
es at temperatures ranging from  
-40 F to 130 F; a body development 
lab to test frontal impact and roof 
strength capabilities while also 
testing the durability of everything 
from cab doors to steps; a shak-
er test lab to simulate the punish-
ment a truck will experience over 
its life-cycle; and development and 
build bays, where new vehicles and 
engines can be developed and pro-
totypes built.

Phase 2 of the expansion will in-
clude the installation of a wind tun-
nel, noise/vibration/harshness test-
ing capabilities and even a museum 
and cafeteria.

The site is also home to the man-
ufacturing of Navistar’s inline 6 
engines, including the MaxxForce 
DT, MaxxForce 9 and MaxxForce 
10. The plant is currently produc-
ing about 70 engines per day while 
running one shift. 

The manufacturing section oc-
cupies 1.5 million sq.-ft.  of space. 
Certain components, including 
blocks, cams and cranks are also 
built here and shipped to the com-
pany’s Huntsville, Ala. big bore en-
gine plant.

Nash said one of the greatest ad-
vantages of the revamped Melrose 
Park facility is the ability to work 
on engines and vehicles concur-
rently under one roof.  n

Navistar brings R&D activities together 
at revamped Melrose Park facility
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By James Menzies
LISLE, Ill. – In a meeting with trade 
press journalists last month, Troy 
Clarke, head of Navistar Internation-
al, spoke candidly about the compa-
ny’s recent challenges and the reasons 
he thinks it has turned the corner.

“We don’t have any false preten-
sions as to where we might be,” he ad-
mitted. “Our (Class 8) market share 
is low right now; it’s neighbouring 
at 14.5% and it was about 18% last 
year and higher than that the year 
before. Truthfully, it’s been tough 
selling products this year. People 
know we’re making this change (to 
SCR), they know we’ve been work-
ing through some quality issues and 
they have had every reason to stand 
on the sidelines and say ‘We’re go-
ing to wait and see how Navistar has 
done.’ But now we’re back in the mar-
ket, we have products to sell, we be-
lieve we’ve addressed any number of 
our quality issues and the products 
we’re building today are far better 
than anyone has seen from Navistar 
since prior to 2010 and maybe even 
prior to that.”

Clarke, who has steered Navistar 
through its difficult restructuring – 
shedding non-core businesses and re-
focusing on product quality – said he’s 
optimistic about where the company 
now stands.

“I believe we’ve got a shot at dem-
onstrating we can begin to gain mar-
ket share by the end of this fiscal 
year,” he said, without giving a spe-
cific target. “We will go up.”

Clarke noted he took the helm at 
Navistar in the midst of a “perfect 
storm.” The North American truck 
market started 2012 strong, but saw 
sales decline in each subsequent quar-
ter. The wars in Iraq and Afghani-
stan were wound down, reducing 
the need for MRAP military vehi-
cles produced by Navistar’s lucrative 
defense division.

“That was an important part of our 
business. Especially with the reces-
sion that started in 2008 in the truck-
ing industry, (the military business) 
did a lot to buoy our results,” Clarke 
said. Exacerbating the situation, “We 
had some higher than expected war-
ranty costs,” Clarke admitted. “Most 
of those warranty costs were associ-
ated with the big bore engine we had 
introduced just before 2009 and we 
really had a significant number in the 
field at that particular point,” he said.

At that time, Clarke recalled, “it 
appeared problems were showing up 
at our door as fast as you could put 
name tags on them.”

Still, the company enacted a bold 
restructuring plan that would see it 
through the turmoil. 

“We began systematically making 
changes,” Clarke explained. “We de-
cided to embark upon using SCR as 
opposed to EGR and began our path 
to put Cummins’ SCR system on our 
13-litre engines. We needed to do it 
on a very aggressive timeframe.”

The ISX15 was rolled out in the In-
ternational ProStar ahead of sched-
ule last December, and the Maxx-
Force 13 with SCR was also deployed 
just ahead of Navistar’s self-imposed 
deadline in April. Meanwhile, Navi-
star was eliminating projects that 
weren’t core to its business (ie. the 
Mahindra joint venture in India and 
its RV and electric truck businesses) 

while other projects, including devel-
opment of its own natural gas engines, 
were put “on pause.”

Clarke said the company has cut 
its costs by more than $200 million. 

It is now offering the popular In-
ternational ProStar with the Cum-
mins ISX15 and the MaxxForce 13L 
with SCR – an engine it remains bull-
ish about.

“We have been able to dial down 
the EGR and rely upon SCR to clean 
up the exhaust and we have found the 
engine is far more responsive,” Clarke 
said. The company feels very positive 

about its revamped product line, and 
for good reason. It’s quick to point out 
the International ProStar and Cum-
mins ISX engine were once a formi-
dable combination that enjoyed in-

dustry-leading market share. Still, 
Clarke is quick to add that custom-
ers will ultimately determine whether 
Navistar has returned to its past glory.

“We’re dedicating ourselves to 
things like quality; not how we de-
fine it, but how our customers define 
it,” he said.

Clarke’s tone may have been absent 
the bravado of his Navistar predeces-

sors, but it certainly wasn’t lacking 
confidence. He noted the MaxxForce 
13 with SCR has accumulated more 
than a million miles of testing. Over 
the past 10 months, the company has 
racked up more than 4.5 million miles 
in testing on its vehicles; more than 
in the two previous years combined. 

“I think that is one indicator of 
how we look at our business differ-
ently (than before),” he said, adding 
that it surpassed its own field-testing 
targets because the trucks were more 
reliable than expected right out of the 
gate. Clarke’s confidence is based on 
the faith he has in the Navistar team 
and also the conversations he’s had 
with customers. He said he spends 
Mondays and Fridays in the office, 
and the rest of the week meeting face-
to-face with customers. So far, he has 
met with about 250 customers, and 
has even closed deals for about 1,000 
trucks himself. n

Navistar CEO promises improved product quality, increased market share 

‘We’re dedicating ourselves to things like 
quality; not how we define it, but how our  

customers define it.’ 
Troy Clarke, CEO, Navistar

INDEPENDENT OPERATORS
• With their own trailers and insurance welcome.

• We offer Ontario year round work.

Loads pay on per ton basis.
PLUS Fuel Surcharge with a 

minimum per mile guarantee.

Dump Trailer Division
 Based in Woodstock, Ont. and Beloeil, PQ.

  PRESENTLY HAS THE FOLLOWING 
  POSITIONS AVAILABLE

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

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 and credit cards

•  Clean and well maintained equipment
• Steady year round volumes
• Dedicated Trailers
• Pre-dispatched Daily
• Optional Weekend Work

•  4  Owner Operators for Michigan B-Trains 
      at $1.53 per mile minimum + F.S.C.

•  4  Owner Operators for Ont / PQ / NY 
      on aluminum 4 axles

Call Vern at 
1-888-209-3867 
or 519-536-1192 

C A R R I E R S  BULK  G P  I N C .
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ROCKFORD, Ill. – Bergstrom has 
announced the WheelTime Net-
work is now a distributor of its cli-
mate control systems. The Wheel-

Time network includes 18 member 
companies with nearly 200 service 
centres, including Wajax in Canada. 

WheelTime will now offer Berg-

strom’s NITE no-idle system as well 
as all Kysor products.

“WheelTime is renowned for its 
fast turnaround times and depend-

able, high-quality service,” said 
Joe Kirby, general manager, sales 
and director of global aftermarket 
at Bergstrom. “We’re very excited 
about this partnership and the op-
portunities it provides in terms of 
growth in North America.” n

WheelTime now distributing Bergstrom anti-idle systems

2002 Sterling c/w 20,000 litre four compartment aluminum 
tank, dual pumping, DOT, CSA-B620, B/L rough in. Stock #593

2009 Sterling Mercedes Engine, 13,000L 4 comp’t alum., 
dual system, MID:COM, top load (BTM blanked in), B620 & DOT 
certified.
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www.dependable.ca

Call our Watts Line from anywhere in Canada

1-800-268-0871
DON STEWART

905-453-6724

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

3499 USWg  
Single Axle  

And  
5500 USWg tAndem 

Axle ProPAne  
BoBtAilS

 Tell us what computer you prefer 
and we’ll give you quick delivery 

on your choice of chassis!

We have a selection of
used single and tandem 

axle fuel  
delivery trucks for you  

to choose from!
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IN PRODUCTION NOW!

NEW AND USED  
SINGLE AXLE BOBTAILS 

AVAILABLE

BRAMPTON, ONTARIO

WATER TRUCKS
Custom built to your 

requirements! 
New or Converted, 

Aluminum or  
Stainless Steel tanks.

Let us build yours  
today!
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Largest retread plant in Canada opened
GRANBY, Que. – Groupe Robert Bernard has inaugurated the largest 
retreading plant in Canada, boasting 70,000 sq.-ft. of floor space.

The retreader is the eighth in Canada and the 80th in North America 
to use Michelin Retread Technologies (MRT), the companies announced. 
Groupe Robert Bernard has invested $3 million into the facility.

“We have full faith in the technology offered by MRT and we have a 
strong relationship with the Michelin family going back 45 years,” said 
Jocelyn Bernard, vice-president of Groupe Robert Bernard. “Our new 
plant provides us with a larger shop floor of 70,000 sq.-ft. This will fa-
cilitate better production and storage. This will also help us reduce wait 
times for delivery.” 

Harold Phillips, chief operating officer, Michelin Canada, added: “Al-
though MRT Canada now has eight plants across the country, Robert 
Bernard MRT is the only hybrid facility, which means it can manufacture 
high-quality retread tires using Pre-Mold and Custom-Mold processes. 
With this expansion, Robert Bernard MRT is the largest retread plant in 
Canada. This will help the company meet the increasing demand for the 
highest-quality MRT retread tires in Quebec.”

Michelin says its retreads incorporate new technologies, offering “in-
comparable treads and the most stringent quality standards.” MRT re-
treads use only Michelin rubber and treads, with finished products the 
company says look and perform like new Michelin tires. n

AURORA, Ont. – Canadian re-
fuse truck rental company Amtruck 
Rental has been purchased by Big 
Truck Rental.

“We’ve had a great working re-
lationship with Amtruck over the 
years – and we felt it was time to 
take that next step as we looked to 
expand into Canada,” said Scott 
Dols, owner and CEO of Big Truck 
Rental (BTR). 

Amtruck has been in business 
since 1984, initially as a buyer and 
seller of refuse and municipal equip-
ment. It added truck rentals to its 
portfolio in 2005.

“Amtruck has been growing on 
a parallel path to Big Truck Rent-
al for years and during that time we 
would refer customers back and forth 
across the border, so we felt the time 
was right to officially merge,” said 
Russell Levy, president of Amtruck. 
“Now we have a business model that 
works throughout the US and Cana-
da and can more easily service those 
fleets that have operations on both 
sides of the border.”

Big Truck Rental has a relation-
ship with Heil bodies, which will 
provide Amtruck customers with a 
wider assortment of refuse vehicles, 
the companies say.

“We’re excited to have Russell 
and the Amtruck Rentals team on-
board and look forward to expand-
ing our operations and our product 
offerings to the Canadian rental 
market,” said Dols.n 

Big Truck Rental acquires Amtruck Rental

Bendix awards 
seven Canadian 
distributors
ELYRIA, Ohio – Bendix has hon-
oured 37 distributors, including sev-
en from Canada, for reaching its 
highest rank of platinum in its Pre-
mier Distributor Program (PDP).

Distributors reaching platinum 
status represent the top 10% of 
companies in Bendix’s distributor 
network, the company announced. 
They are evaluated based on six key 
measurement areas, including more 
than just volume, meaning all dis-
tributors have an equal chance to 
win recognition, the company says.

Canadian platinum distributors 
include: Bogar Truck Parts & Ser-
vice, Windsor, Ont.; Buy-Rite Truck 
Parts, Mississauga, Ont.; CBS Parts, 
Surrey, B.C.; Fort Garry Industries,  
Winnipeg, Man.; Macpek, Quebec 
City, Que.; Quinte Truck and Trail-
er, Belleville, Ont.; and Ressorts 
Maska, Saint Hyacinthe, Que.

“The newest platinum members of 
the Bendix Premier Distributor Pro-
gram continue our tradition of devel-
oping strong partnerships to provide 
the heavy-duty aftermarket with the 
highest levels of performance, safety, 
value, and post-sales support,” said 
Tom Otter, Bendix vice-president, 
sales and marketing. n
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TOLL FREE 1-877-743-5888
www.a-ztech.on.ca

299 Mill Rd., Unit 1510 Etobicoke, ON M9C 4V9
Wally Loucks (416) 626-1794  Fax: (416) 626-5512

Lease To Own
Commercial, Industrial and Residential,

Garages, Workshops, Equipment Storage,
Warehouses, Offices, Quonsets. 

Before you build CALL or WRITE
26 Years in the Building Business 

299 Mill Rd., Unit # 1510, Etobicoke, ON M9C 4V9

Phone (416) 626-1794

E-mail: kpenner@trucknews.com

Also On-Line at: www.trucknews.com

CA$H FOR INVOICE$
Same Day Funding • Immediate load approval for 
Load Link users • Same Day Funding • Flexible

Funding Options • 24/7/365 Service

1-877-653-9426
www.liquidcapitalmidwest.com

riacobelli@liquidcapitalcorp.com

Bad Debt Collection Service
Equipment Financing Solutions

Brokers • Ask How Our  
Quick Pay Program
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2013 IH LONESTAR 
Maxxforce 13, 13 spd., 12 & 40’s,

96,000 kms.

1985 MACK MR
with Schwim cement pump.

2010 FREIGHTLINER CASCADIA
For Parts

2011 IH PROSTAR
ISX 475, 10 spd. 12 & 40’s.

For Parts

WE BUY TRUCKS
Ask for JAMES  or RON

E-Mail: james@morgan-diesel.com

Monday to Friday 8 a.M.-5 p.M.
Closed saturday & sunday

CASH OR
BANK DRAFT

Fax: (613) 546-4206 CREDIT CARD PURCHASES ARE SUBJECT TO A 
3% PRICE INCREASE

(613) 546-0431

www.morgan-diesel.com
Check out our Online Inventory!

1248 McAdoo’s Lane
R.R.1 Glenburnie (Kingston) ON  K0H 1S0

kingston, ontario

2007 VOLVO D16 
550 h.p., 73,000 kms.

2008 CAT C7 
40,000 kms., 300 hp.

2013 MACK MP7
In service 1 week.

2012 MAXXFORCE 13
485 hp.

1999 JCB 212 BACKHOE 
Needs main wiring harness.

6000 hours.

2012 KENWORTH T800
Paccar 485 hp, 18 spd., KW 8 bag susp.,  

16 & 46’s, 47,000 kms., No Brand.
1990 BRAUD 2720 GRAPE HARVESTER  

Minor fire damage.

2012 PETERBILT 386  
ISX 15 425 hp, 18918B Trans.,  

12 & 40’s.  For Parts

2013 IH PROSTAR 
Maxxforce 13, 13 spd., 12 & 40’s.

For Parts

2012 IH PROSTAR CAB
Wired for Maxxforce engine.

1987 THIBAULT
100' ladder pumper, rebuilt Mack 

engine.
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By James Menzies
LISLE, Ill. – Navistar Internation-
al has started a new chapter in its 
long history, rolling out the very first 
MaxxForce 13 engines with selective 
catalytic reduction (SCR) in its best-
selling ProStar tractor.

In doing so, the company is eager 
to put behind it the last few years, 
which have been marked by mis-
steps in its pursuit of achieving the 
stringent EPA10 emissions standards 
without urea-based SCR, which is 
used by all the other North Ameri-
can engine manufacturers. Navistar 
CEO Troy Clarke said he’s confident 
Navistar’s engine reliability issues, 
which resulted from overtaxing the  
MaxxForce 13 with too much exhaust 
gas recirculation (EGR), are behind 
them and promised the company is 
now back in the market with products 
capable of winning back customers.

“We’re excited to be back in the 
market with an even bigger product 
portfolio than we had at this time last 
year,” Clarke said during a recent 
ride-and-drive event for the trucking 
press. “Our next challenge is to re-
gain momentum in the marketplace. 
We don’t want to miss the selling sea-
son for major fleets, which takes place 
later this calendar year, so re-estab-
lishing our sales momentum is really 
important.”

For that reason, it was deemed es-
sential that Navistar hit all its self-
imposed deadlines when rolling out 
its SCR product line. That began 
with the International ProStar with 
Cummins ISX15 last December and 
continued with the early (by days) 
launch of the ProStar with Interna-
tional MaxxForce 13 in April. Bring-
ing Cummins back into the fold gave 
Navistar instant street cred with cus-
tomers and seems to have reinvig-
orated its dealer network. But the 
company’s ability to regain some of 
its former glory – it previously wres-
tled with Freightliner for a leadership 
position in Class 8 market share – will 
hinge largely on the success of its new 
13-litre MaxxForce.

Navistar has opted not to, as of 
yet, offer the 12-litre ISX, meaning 
its ability to prosper in this growing 
smaller-displacement engine segment 
will depend on the performance and 
reliability of the previously maligned 
MaxxForce 13. Adding the proven 
Cummins SCR aftertreatment system 
to the MaxxForce 13 will allow it to 
be a better engine, so you can throw 
away any preconceived ideas you had 
about this engine. Without SCR, the 
MaxxForce never had a chance to 
perform to its full capabilities. 

So, what do we know about the 
MaxxForce with SCR? We know it’s a 
better engine than its predecessor, as 

Reloaded
International’s 
back in the game 
with a revamped 
13l MaxxForce 
with sCr.

Continued on page 54
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Toll-free

1 800.265.4275
www.innovativeinsurance.ca
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Make sure you get paid 
if you’re unable to work.

The Personal Accident Compensation Plan is your ticket to 
a monthly income if you’re too badly injured or sick to work. 

 n  Covers you worldwide 24 hours a day – 
not just at work

 n  Benefits available up to $6,000 per month, 
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 n Affordable rates

Thousands of Owner Operators and Drivers already have 
this valuable protection. Don’t risk another day without it. 
Call today!

Plans underwritten by The Manufacturers Life Insurance Company

Your ad will appear simultaneously 
on three jobs websites: 

www.truckops.ca, www.transportplanet.com 
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Motortruck
Fleet Executive

Guess who found
a new job?

www.truckops.ca is brought to you by:

Job Postings 
Are Free!

Are you stuck in a job, and  
looking for something new? 

Well, you too can find a job in 
2013 on www.truckops.ca, 

a job website for transportation 
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Getting a new job
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it’s not choking on copious amounts 
of its own exhaust gas. We also know 
it has been married to the Cummins 
aftertreatment system, which is as 
proven and reliable as any other af-
tertreatment system in the market.

I recently chatted with Shane Spen-
cer, director of integrated reliabili-
ty and quality with Navistar, as we 
cruised along in an International Pro-
Star with MaxxForce 13 engine along 
the highways and country(ish) roads 
just outside Navistar’s world head-
quarters in Lisle, Ill. His enthusiasm 
for the new MaxxForce was palpable. 

This gearhead notices a difference in 
the performance before we even exit 
the parking lot.

“When you let the clutch out on the 
old 13L, you might have to nurse it a 
little bit and feather the clutch,” he 
recalled. “This thing just goes. Get-
ting that EGR out of there wakes the 
engine up.”

Clarke said improved responsive-
ness is one of the first things cus-
tomers will notice with the new 
MaxxForce. “The pedal tip-in feels 
significantly different than the pedal 
tip-in did previously,” he said. “That 
responsiveness means a lot as to how 

the driver feels. It’s easier to shift and 
there is no lag at any point in the cycle 
when letting up on the pedal to put 
it into gear.”

When you dial back EGR flow 
rates, good things happen within 
an engine. Spencer, who has tested 
the SCR-equipped MaxxForce en-
gines extensively, in all manner of cli-
mates and duty cycles, said one of the 
greatest benefits is that the engine is 
more predictable than its predecessor, 
which had its own, let’s say, quirks.

“It always does the same thing ev-
ery time, which is something we strug-
gled with in the EGR engines,” Spen-
cer admitted.

It also looks as though it will per-
form better in cold weather. Having 
tested the new engine in Alaska this 
past winter, Spencer said there was 
a remarkable difference in how the 
new engine handled the low-density 
fuel used there.

“The light-density fuel drives the 
fuel system nuts, trying to get the 
right amount of fuel in at the right 
time,” he said. “That creates a stum-
ble on most engines and it did on all 
of our engines. I was in Alaska in the 
February timeframe and we did all 
kinds of maneuvers trying to make 
this thing stumble and we couldn’t get 
it to stumble. We worked for three 
to four years trying to get our other 
engines not to stumble under those 
conditions.”

By adapting an existing engine to 
utilize SCR exhaust aftertreatment in 
nine months, Navistar made it look 
easy. But the process was anything 
but. For starters, Navistar had to fig-
ure out how to get its engine control 
module (ECM) to speak with the af-
tertreatment control module (ACM) 
found on the Cummins aftertreat-
ment system.

“Our guys knew right up-front 
that would be a challenge, because 
we’ve never talked to an ACM be-
fore,” Spencer said. “There were a lot 
of late nights with our controls and 
electronics people and Cummins’ 
controls people to understand how 
(the systems) were going to talk to 
each other.”

Another concern was to ensure 
the SCR system would be mount-
ed to the vehicle in such a way that 
it would withstand the rigors of on-
road trucking without falling apart. 
Rather than reinvent the wheel, Navi-
star adopted all the hardware, mount-
ing brackets, etc. that were already 
used on the Cummins aftertreatment 
system paired with the ISX and then 
applied them to the MaxxForce-
equipped ProStar. 

“It’s been very robust,” Spencer 
said of the hardware associated with 

the SCR system.
Spencer credited Cummins with 

helping make the transition to SCR as 
painless as possible and noted Navi-
star benefited, in some ways, by add-
ing SCR later than other manufac-
turers, when all the bugs had been 
worked out.

The MaxxForce 13 we drove was 
rated at 450 hp and 1,550-1,700 lb.-ft. 
of torque, though it can be had with 
as little as 400 hp and as much as 550. 
It’s a versatile engine that is strik-
ingly quiet to operate, thanks in part 
to a compacted graphite iron (CGI) 
block that’s also lightweight and du-
rable. Navistar says the CGI block 
can reduce weight by as much as  
500 lbs compared to gray iron, yet it 
also boasts 75% higher tensile strength 
and nearly twice the fatigue strength 
as the more commonly used gray iron.

Contributing to the engine’s re-
sponsiveness is its dual sequential 
turbochargers, the smaller of which 
provides immediate response upon 
throttle activation with the larger, sec-
ondary turbo providing peak power 
at higher speeds and on steep grades.

But while International customers 
and dealers have plenty to be excited 
about regarding the performance of 
the new MaxxForce 13, it is reliabil-
ity that will ultimately define the suc-
cess of this engine in the long run. 
Navistar’s advertising an ambitious 
1.2 million mile B50 life, meaning 
half the engines it produces will still 
run strong without any significant 
overhauls at 1.2 million miles. That 
kind of reliability will go a long way 
towards winning back customers who 
may have been victims of the “higher 
than expected” warranty costs that 
burdened the previous EGR-only 
MaxxForce. With 13-litre engines 
comprising such a large, and grow-
ing, segment of the Class 8 on-high-
way market, and with the MaxxForce 
13 the only such 13L engine on offer 
from Navistar, it’s vital that the new 
engine not only perform well, but per-
form well for a long, long time.

It’s not that engine noise, respon-
siveness and fuel economy are un-
important – they’re vitally so. But 
Navistar needs to definitively leave 
in its wake the quality issues that have 
plagued its products in recent years. 
Fortunately for them, they believe the 
new 13L MaxxForce is up to the task.

Clarke acknowledged customers 
will have the final word on the qual-
ity of the new MaxxForce. 

David Majors, vice-president, prod-
uct development with Navistar is op-
timistic this engine is up to the task. 
“These are the best trucks we’ve ever 
built,” he vowed, referencing quality 
metrics tracked by the company. n 

Performance, not compliance, the current focus for MaxxForce developers
Continued from page 52
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oem/dealer News

By James Menzies
SACRAMENTO, Calif. – Driving 
along I-80 just outside Sacramento, 
I’ve got the window down and my 
ears strained. I’m in a Volvo VNL 
day cab belonging to Texas-based 
Martin Transport with a D13 en-
gine under the hood, mated to an  
I-Shift automated transmission. 
I’ve driven this truck before – or a 
reasonable facsimile – but this time 
something’s different. 

The tanks mounted to the frame 
will tell you this truck is fuelled by 
dimethyl ether (DME). But try as I 
might to prove otherwise, from be-
hind the wheel the truck drives, pulls 
and sounds just like a diesel. And 
that’s what Volvo loves about DME, 
and why it has been publicly pound-
ing the DME drum since as far back 
as 2005.

While the North American truck-
ing industry has come to equate 
natural gas with going green, along 
comes DME, which is in many ways 
cleaner, and potentially more ener-
gy-efficient than natural gas. DME 
is a manufactured fuel, which can be 
produced using virtually any meth-
ane-containing feedstock, including 
cow manure, grass clippings, organic 
food waste and even natural gas itself. 
On a molecular level, because there 
are no carbon-carbon bonds, the fuel 
burns exceptionally clean, producing 
absolutely no soot. This eliminates 
the need for a diesel particulate fil-
ter (DPF) and even cooled exhaust 
gas recirculation (EGR), as well as its 
associated EGR valves and coolers.

Volvo has been testing DME in 
Sweden and North America – but 
mostly Sweden – for several years 
now and has accumulated 650,000 
miles of real-world testing. But 
it’s safe to say the industry’s trade 
journalists were surprised when it 
was announced June 6, in front of 
the California State Capitol build-
ing, that Volvo will bring to mar-
ket a DME-powered truck in North 
America as early as 2015.

DME, commonly used today as 
a propellant in aerosol sprays, in-
cluding asthma inhalers, is not yet 
widely available as a vehicle fuel. 
However, the impetus for Volvo’s 
announcement was a proprietary 
new, small-scale DME production 
method, developed by Oberon Fu-
els, which could produce DME at 
a customer’s own facility at a price 
that’s competitive with diesel. That 
got Volvo’s attention. 

“Our small-scale process enables 
the utilization of regional feed-

stocks to produce DME,” said Re-
becca Boudreaux, Ph.D., president 
of Oberon Fuels. “Cost-effective, re-
gional fuel production addresses the 
distribution issue, and offers the po-
tential to bypass the need for a na-
tional fuelling infrastructure, while 
reducing the carbon footprint associ-
ated with transporting the feedstock 
and the fuel produced.”

Oberon, whose co-founder and 
chief operating officer Elliot Hicks 
hails from Saskatchewan, is plan-
ning to build skid-mounted produc-
tion units that can be delivered to 
customer sites for the production of 
DME using locally available feed-
stocks. The company’s business mod-
el involves building, owning and op-
erating the production units, which 
will be available in 4,500 and 10,000 
gallon per day versions, able to pro-
duce enough DME to fuel 60 or 150 
trucks, respectively. The first of these 
sites are going online in Brawley, Ca-
lif. and Chicago, Ill. this month. A 
4,500 gallon per day site would re-
quire about 100 tonnes of food waste 
daily, but it’s capable of producing 
smaller volumes, Boudreaux noted.

Oberon’s ability to cost-effective-
ly produce DME for road transport 
was just what Volvo needed to take 
the next step towards commercializ-
ing DME-powered vehicles. Goran 
Nyberg, president of North Ameri-
can sales and marketing with Vol-
vo, declared at the Capitol that “In 
2015, Volvo will begin commercial 
production of DME-powered Volvo 
trucks in the US. This is a first for 
North America and a first for Volvo 
Group. Volvo is a pioneer in devel-
oping and testing DME as a viable 
fuel for heavy trucks and we feel very 
positive about the commercial poten-
tial in this market.”

Ed Saxman, marketing product 

manager, alternative fuels with Vol-
vo, said the engine adaptation re-
quired to run off DME is actually 
quite simple. The D13 base engine 
doesn’t change drastically, with the 
exception of a new fuel system that 
will operate at much lower injection 
pressures.

“DME doesn’t make any soot, so 
we won’t need that very high fuel 

injection pressure,” Saxman said. 
“This engine design gets us back to 
basics. We are confident we can pro-
duce a reliable, durable engine out 
of the box with this low pressure in-
jection.”

Customers won’t be sad to see the 
elimination of DPFs and EGR cool-
ers, either. The DME design also 
does away with the seventh injec-
tor and could eventually eliminate 
selective catalytic reduction (SCR), 
though the early versions will likely 
be SCR-equipped. 

Current DME prototypes being 
run by Texas-based Martin Trans-
port – including the one I drove –
have a range of 600 miles, which Sax-

A new alternative
   with all the buzz
about natural gas,

   could it be that a 
lesser known alternative
  fuel holds even greater
      promise? Volvo thinks so.

man said was the target needed to 
commercialize the vehicles. 

“We’re easily capable of putting 
enough fuel on the truck to do 600 
miles, which we feel is the needed 
range,” Saxman said. The first DME-
powered D13s will be rated at 425 hp 
and 1,750 lb.-ft. of torque, which is 
currently Volvo’s most popular rat-
ing. A 500-hp version will follow. 

Comparisons to natural gas 
will be inevitable, since the 
trucking industry has been 
gravitating towards com-
pressed and liquefied nat-
ural gas as the alterna-
tive fuels of choice. Fuel 
price and availability will 
continue to favour natu-
ral gas – and Volvo has no 

plans to abandon its natural 
gas product development – 

but DME addresses some of 
the shortcomings of CNG and 

LNG.
CNG and LNG-powered trucks can 

cost $30,000 to $90,000 more than 
their diesel counterparts, and much 
of that is attributed to the cost of the 
fuel tanks. CNG is stored on the ve-
hicle at 3,600 psi and LNG at tempera-
tures of -260 F. Both scenarios require 
heavy and costly double-walled tanks.

DME is stored at ambient tem-
peratures at 75 psi, requiring a less 

expensive steel tank that’s similar 
to a propane canister. For that rea-
son, coupled with the simplicity of 
the base engine adaptation, Volvo is 
confident it will be able to sell DME-
powered trucks at roughly the same 
cost as conventional diesels. 

With 69,000 BTU per gallon, 
DME has energy density compara-
ble to LNG (about half that of diesel 
and twice the punch of CNG) and 
doesn’t boil off over time, like LNG. 

“We can package DME on a truck 
with a shorter wheelbase and still 
have a greater range than either of 
the other two popular alternative fu-
els used today,” Saxman said. 

DME may be the ultimate clean 

meet dme: Volvo is touting a new alternative fuel that is 
potentially cleaner than natural gas, while performing more like 
diesel than other alternatives.
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fleet news

WROXETER, Ont. – Celadon 
Trucking Services has announced 
the acquisition of Hyndman Trans-
port, adding 175 tractors and  
$48 million in annual revenue to its 
Canadian division.

Hyndman, based in Wroxeter, 
Ont., offers domestic and cross-bor-
der trucking services. 

Terms of the deal were not dis-
closed, however, Truck News re-
ported last year that Celadon was 
looking to grow its Canadian fleet 
through acquisitions.

“Hyndman has been a well-re-
spected Canadian truckload carri-
er that has provided a high level of 
dry van freight services for its cus-
tomers since 1937,” said Paul Will, 
president and CEO, Celadon Truck-
ing. “We believe this acquisition of-
fers solid potential to expand our 
domestic Canada footprint and ad-

vance our overall growth plans by 
delivering growth in our dry van, 
cross-border transportation service 
offering.”

The company said Mike Camp-
bell and Jeff Sippel, Hyndman’s 
president and CFO, respective-
ly, will remain on to manage the 
business.

“We’re excited to work with Mike 
Campbell and Jeff Sippel, who will 
continue to help manage and ser-
vice existing Hyndman business,” 
Will said. “We look forward to con-
tinuing to provide the quality ser-
vice that the Hyndman core account 
base has come to expect. Based on 
previous acquisitions, we believe we 
can actually enhance that service 
through upgraded equipment, ad-
vanced technology, additional as-
sets available for dispatch, and an 
industry-leading safety record.” n

Celadon acquires Hyndman Transport Contrans expands waste division
SLAVE LAKE, Alta. – Contrans Group has purchased waste collection 
company Deuce Disposal. Based in Slave Lake, Alta., Deuce has been 
providing waste collection services – including residential waste collection 
and recycling, commercial waste collection/recycling, metals processing 
and custom waste bin solutions – since 1981.

It is expected to bring annual revenues of $9 million to Contrans.
“Since our entry into the waste collection business in 2010, we have 

been looking to add to this line of business,” said Contrans chairman and 
chief executive officer Stan Dunford. 

“This successful business was built on a foundation of exceptional  
service. The team at Deuce has developed some customized collection 
services for unique customers in their local area. There are numerous 
new investments in the local businesses and the oilfield production in-
frastructure, and we believe Deuce will successfully grow along with its 
customers. This transaction adds a new dimension to our fast growing 
waste collection business in Alberta.” n 

TORONTO, Ont. – Canada Cart-
age has announced it will be in-
creasing service to one of its key 

Western Canadian clients to serve 
an additional 26 stores, marking a 
21% increase.

The new service was launched 
June 2 and will provide outsourced 
fleet services for store-to-customers 
home delivery of products including 
lumber, shingles, windows and other 
home renovation products. 

The trucks will be painted in the 
colours of the store, but will be driv-
en and managed by Canada Cart-
age, the company says.

Canada Cartage said the new 
business resulted from the client’s 
evolving supply chain and their 
need to consolidate home delivery 
service from several suppliers into 
one channel.

“We are delighted to expand 
our long-term partnership with 
one of our major clients as they 
increase their home delivery ser-
vice offering to their customers,” 
said Paul Dunn, vice-president of 
the company’s Direct2Home sub-
sidiary. “Our focus for the first 
few months is managing their 
crucially important peak season 
with a complement of experienced 
drivers and expanding f leet.  
After that, we will look at im-
proving existing processes to en-
sure we are operating at optimum  
efficiency.” n

Canada Cartage boosts western presence
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WOODBRIDGE, Ont. – Precision 
Specialized Division (PSD) has re-
ceived the Specialized Carriers & 
Rigging Association’s Hauling Job 
of the Year Award. PSD, a Wood-
bridge, Ont.-based heavy haul com-
pany, is the first Canadian company 
in more than 35 years to receive the 
honour and only the second Cana-
dian company to win in SC&RA’s 
65-year history. 

SC&RA chose PSD as first 
among entrants from around the 
world for its expertise in the exe-
cution, routing and planning of a 
major haul in the Under 160,000 
pounds (net) category. PSD was 
recognized for hauling a 110,000-lb 
Vertical Impregnation Tank (VIT) 
180 km from the shipping docks on 
the shores of Lake Ontario in Os-
hawa to General Electric’s plant 
in Peterborough. The dimensions 
of the crated haul measured 21 ft. 
long by 19 ft. wide and 19 ft. high. 
Loaded weight tipped the scales at 
185,000 lbs.

PSD operations manager, Ed 
Bernard, highlighted the logistical 
challenges in the planning and ex-
ecution of the haul, saying, “With 
the extreme height and width trav-
elling through such densely popu-
lated areas, the planning that went 
into this move was paramount and 
one of the main reasons the move 
was successful.”

An army of utility trucks from 
various regional authorities leap-
frogged ahead of and behind the 
load to lift wires, and turn away and 
take down traffic lights, returning 
all infrastructures to their original 

positions once the truck passed. 
Thirty-six utility trucks and 72 
technicians were involved in the 
journey which took four days to 
complete. Four private escorts, 
seven police cruisers and two cam-
era operators were also involved. 

“On some turns, up to an hour 
was required to execute the move 
safely,” Bernard explained. “Any-
thing less than complete attention 
to safety could have resulted in this 
unwieldy, two-story load toppling 
onto its side when cornering.” 

There were several complete 
road closures during this move, 
the longest being the last 9.5 mile 
stretch into Peterborough which 
took place at night over a four-
hour period with the truck often 
moving at walking speed.

PSD officials said the transport 
of the VIT was “executed success-
fully along one of the world’s most 
populated metropolitan areas, free 
from any mishaps.” 

Bernard attributes the success 
of the transport to months of de-
tailed planning beforehand to en-
sure that all contingencies were 
addressed. “From the initial plan-
ning to final unloading, this proj-
ect required a staggering 1,947 
man-hours. Planning the route 
required 305 man-hours over 16 
weeks with approvals and permits 
from 17 local and regional govern-
ments, police departments and 
utilities,” he explained.

PSD received the prize at the 
SC&RA Annual Conference Clos-
ing Night Awards and Recognition 
Dinner April 5. n

Canadian heavy hauler wins award

big move, big award: Precision Specialized Division has won SC&RA’s Haul-
ing Job of the Year Award for transporting a 110,000-lb. tank 180 km.  

Mullen buys Jay’s Moving & Storage
REGINA, Sask. – Mullen Group announced today the acquisition of 
Jay’s Moving & Storage in a deal expected to close on June 1.

Jay’s, owned by Dennis Doehl and based in Regina, Sask., has been 
in business since 1964 and operates more than 600 trucks and trailers 
and 11 full-service terminals, providing LTL transportation services.

In 2010, the company was named Saskatchewan’s Business of the Year 
by the Saskatchewan Chamber of Commerce.

“We are extremely pleased to add Jay’s to our organization,” said 
Murray Mullen, chairman and CEO of Mullen Group. “Dennis Doehl is 
a true entrepreneur starting with just a couple of trucks nearly 50 
years ago. His company has an exceptional reputation for providing 
outstanding service to its customers and we look forward to work-
ing with the management team to enhance the service offerings to  
Mullen Group’s existing customers and realizing on the potential syn-
ergies resulting from this acquisition. This is a great company with an 
established history and a strong management team. As such, we antici-
pate a quick and smooth transition.”

Mullen said Doehl would stay on for the remainder of the year to assist 
with the transition.

Jay’s will operate as a stand-alone company under the Mullen Group 
umbrella and is expected to add revenues of $35-$40 million.  n

SASKATOON, Sask. – Yan-
ke Group recently celebrated the 
achievements of 47 professional 
drivers and staff members, includ-
ing five drivers who’ve reached two 
million miles with the company.

The awards were presented as 
part of Yanke’s quarterly Key Busi-
ness Indicator and Service Awards 
luncheon. 

Drivers reaching the two million 
mile mark with Yanke included: 
Gerald Hinks, Jason Hunter, An-
drzej Jaworski, Paul Miller and Erin 
Skomoroh. Collectively, they’ve cir-
cled the globe more than 400 times 

Yanke Group rewards staff for long service
in service to Yanke, the company 
points out.

“Our industry is one of constant 
change and transition. Many com-
panies struggle to retain good peo-
ple. We have endeavoured to put in 
place programs that make Yanke 
a desirable place to work and I am 
very proud of our retention record, 
and of these five operators specif-
ically in their achievement,” said 
Russel Marcoux, president of Yanke 
Group of Companies. Drivers and 
staff with five, 10, 15 and 20 years 
of service were also recognized at 
the event. n

long haulers: Among Yanke’s staff with receiving long service awards were a 
group of five drivers that have circled the globe more than 400 times with the carrier.
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The Blame Game
Mark Dalton: Owner/Operator

FICTION� Part��1

His adventure as a livestock hauler over 
and done with, Mark gave Bud a call, 
looking for a new load. 

“Hello?” said Bud.
“Hey Bud, it’s Mark.”
“Mark who?”
For Pete’s sake, Mark was getting tired 

of this. “Market Value, the driver against 
whom all others are judged.”

“Wow, aren’t you full of yourself 
today?”

“Did you hear how I saved a lamb on 
my last haul?”

“Yeah, I did actually. The company 
was pretty impressed and they’d be hap-
py to have you back.”

“That’s nice to know, and I’m thrilled 
that it all worked out, but I don’t think 
I’ll be carrying animals again any time 
soon.”

“Why not?”
“It’s a lot of extra responsibility that I’d 

rather not have. I’ve got a hard enough 
time getting my loads to their destina-
tions on time without having to keep 
them alive.”

“I hear ya.”
“Besides, I really don’t want to have 

to think twice every time I stop into Har-
vey’s and order an Angus burger. “

“Alright, then,” Bud said. “How about 
a load that’s big, dumb and heavy?”

“Big, dumb and heavy,” Mark said. 
“What are you gonna give me, a bus-
load of dispatchers?”

“Oh, you are sooo funny. What you 
need is to take your act on the road.”

“But I already am on the road.”
“Then don’t quit your day job.”

•
Bud called back a couple of hours lat-
er. “Dalton?” Mark couldn’t resist giving 
him the business. “Yeah, who’s this?” He 
could hear Bud let out a sigh. “It’s Bud.”

“Bud who?”
“Bud Light.”
“Sorry, the only Bud I know is heavy. 

Three-hundred pounds or more.”
“You want this load or not?”
“What you got?”

•
It turned out that the big, dumb and 
heavy load was a trailer of reinforce-
ment steel bars that needed to go from 
a steel mill just outside of Hamilton to 
a bridge under construction near Win-
nipeg. It was a nice load, a bit on the 
heavy side, but Mother Load had more 
than enough power for it. As long as 
he kept his speed at or below the limit, 
he’d be fine.

At the yard, Mark saw several trailers 
that were already loaded and awaiting 
their rides. Obviously there was plenty 
of work here for a driver who wanted 
it. However, the condition of the trailers 
themselves was a bit more telling. The rigs 
looked to be older models, with plenty of 
rust on the steel and an overall appear-
ance that said “old and tired.”

Still, a company that produced steel 
wouldn’t be this busy if they didn’t have a 
track record of producing a quality prod-
uct delivered on time, right? Mark parked 
Mother Load and went into the shipper’s 
office to collect the paperwork.

“You Dalton?”
“That’s me.”
“Your dispatcher told me to say, ‘Dalton 

who?’ Does that mean anything to you?”
Mark had to force himself not to 

smile. “Not a thing, other than that 
guy is crazy.”

“I don’t know,” the shipper shrugged. 
“Seemed alright to me.”

“You got a bill of lading for me?”
“Yeah, sure.”

•
Because of the condition of the trailer, 
Mark took his time doing his circle check. 
Sure everything was worn, but it was all 
in perfect working order and everything 
looked right. There were eight bundles 
of rebar on the trailer, four up front and 
four behind. Each bundle was banded 
by steel straps and the bundles were held 
down by eight heavy-duty straps, four 
straps over each set of four bundles. He 
tugged on each of the straps a couple of 
times and couldn’t help but feel like a car 
buyer kicking the tires at a dealership. 

Mark didn’t have a lot of experience 
with such heavy loads, but he did have 
plenty of years on the road and with that 
experience as a guide, everything ap-
peared to look right. And, this company 
had been shipping steel for years them-
selves, surely they knew what they were 
doing when they sent a load out.

Mark made some notations in his log 
book, then hooked up the trailer. All the 
connections came easily together and 
locked up tight. With six hours of drive 
time still left in his logbook, he could still 
get a lot of miles under his belt before the 
day was over.

•
Getting through Toronto was tough. Traffic 
was stop and go and with such a heavy 
load it wasn’t easy to do either. Mark 
tried to keep Mother Load moving slow-
ly so he wouldn’t have to use the brakes 
or use first gear so often, but keeping a 
gap between himself and the vehicle in 

front of him seemed to be an invitation 
for everyone to cut in front of him – even 
when it wasn’t especially safe to do so.  
Later, north of the city on the open high-
way, Mark was careful with his speed. 
He kept the needle of the speedometer 
right around 100 km/h and the entire rig 
seemed to be happy at that speed.

But the rest of the drivers on the high-
way were another matter completely.

One hundred kilometres an hour was 
just too slow for the majority of drivers, 
even those with 18 wheels under their 
control. Mark understood that he was 
moving slower than most, and that peo-
ple would want to get by him, but no one 
seemed willing to wait for a break in on-
coming traffic. Drivers of cars, vans, and 
even small trucks were constantly risking 
lives to pass him and gain a few feet of 
highway. 

At first he tried backing off every time 
someone was trying to pass, but after a 
while he found he was constantly trying to 
get his rig back up to 100. Eventually, he 
just kept his speed constant and if people 
wanted to get around him so bad, then 
they could do so at their own risk.

It wasn’t long until someone decided to 
play daredevil. Mark was steady at 100 
while oncoming traffic was busy enough 
to make passing difficult. 

No problem for a driver of a Honda, 
though. Despite the solid yellow line. De-
spite a tanker truck approaching in the 
southbound lane.

And despite the highway opening up 
to two lanes in less than five kilometres, 
this driver wanted in front of Mark…now!

“Wonder if he’ll make it?” Mark won-
dered aloud as he watched the Honda 
pull out from behind him and begin his 
pass. The car obviously didn’t have as 
much power as the driver thought be-
cause it seemed to sputter in the passing 
lane, taking way too long to creep up 
Mark’s side.

“Give it up, buddy,” Mark said, keep-

By Edo van Belkom

ing his speed steady.
Still, the Honda continued with the 

pass. The tanker was on them.
Finally, the car found another gear 

and quickly shot past Mother Load.
But the gap had closed too quickly 

and the Honda cut right in front of Mark, 
nearly clipping Mother Load’s left front 
corner. Mark turned right to avoid a col-
lision, driving onto the shoulder causing 
the trailer to fishtail behind him. It wasn’t 
a pleasant feeling – tons of steel mov-
ing back and forth, jerking the cab one 
way then the other.

It was the tail wagging the dog. Then 
something shuddered on the rig. Mark 
could feel the whole thing wanted to go 
right, but managed to muscle the steer-
ing wheel to keep all 24 of his wheels 
on the ground. The Honda was gone.

Drivers continued passing him, honk-
ing their horns and giving him the finger 
for driving so dangerously. Who cared 
if it wasn’t his fault, if he’d been cut off, 
and he was actually doing a fine bit of 
driving just to keep his rig under control?

After a few hundred metres on the 
shoulder, Mark signaled left and pulled 
back onto the highway. He brought it 
up to 80 and kept it there a while, tak-
ing deep breaths and wiping the sweat 
from his face, head and arms.

People were still honking at him, but 
he cared even less now. He was going 
to keep it straight and slow for as long 
as it took for his heart rate to get back 
to normal.  n

– Mark Dalton returns next month in 
Part 2 of The Blame Game.

Did you know that there are two full-length 
novels featuring Mark Dalton?: Mark Dalton 

“SmartDriver” and Mark Dalton “Troubleload.”  
For your free copy, register with ecoENERGY for 

Fleets (Fleet Smart) at fleetsmart.gc.ca.
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people

Doug Harrison, the high-pro-
file chief operating officer of Day 
& Ross Transportation Group, 
has left the company to join Ver-
saCold as its new president and 
CEO. VersaCold is Canada’s larg-
est warehousing and logistics ser-
vices company focused on tempera-
ture-sensitive products. Its services 
include dedicated warehousing, 
freight brokerage, dedicated car-
riage and LTL, truckload and inter-
modal transportation. VersaCold 
also acts as a 4PL and master dis-
tributor for certain customers. Har-
rison began his new role June 10.

•
Navistar has landed 26-year Paccar 
vet and Peterbilt general manag-
er Bill Kozek to serve as president 
of the company’s North America 
Truck and Parts business.

Kozek takes over for Jack Al-
len, who was recently promoted to 
the position of chief operating offi-
cer.Kozek will report to Allen and 
serve on the company’s senior lead-
ership team. 

Meanwhile, Navistar has named 
Bill Osborne its senior vice-presi-
dent of global quality. Osborne pre-
viously oversaw Navistar’s special-
ty business, including Navistar RV 
which was recently sold.

Prior to that, he spent 20 years 
with Ford Motor Company, serv-
ing in a number of senior level po-
sitions.

Osborne will head up quality 
and reliability for all Navistar’s 
products worldwide, the company  
announced.

•
National Truck League (NTL) has 
announced Marc Hodgkinson has 
been named director of commer-
cial sales for the company.

Hodgkinson brings to the po-
sition more than 20 years in the 
general insurance industry, focus-
ing on transportation, construc-
tion and manufacturing, NTL an-
nounced. The addition will boost 
NTL’s brokerage operation, the 
company says.

“Some in the industry may be 
unaware that National Truck 
League is a full-service brokerage. 
We are able to offer companies a 
complete picture of their risk from 
all angles,” said NTL’s Rod Stiller. 
“Adding Marc to our team will be 
of great benefit to our clients as 
we continue to help manage their 
risk and look after all their pro-
tection needs.”

•
Wheels Group has split the roles of 
chairman and CEO, naming Phil-
lip Tabbiner to the role of chair 
and retaining Doug Tozer as CEO.

Tabbiner has been a director of 
the company since January 2012. 

“In separating the chairman 
and CEO positions, we are further 
strengthening Wheels’ corporate 
governance. I’m excited about the 
prospects for the company and I am 
delighted to have been appointed 
chairman,” said Tabbiner. “Doug 
has a clear vision and strategy for 
the company. I look forward to 
working with him, the board, and 
the entire Wheels team to deliver 
value for our customers, sharehold-
ers and employees.”

•
Kriska Holdings has appointed 
Jonathan Wahba as its chief oper-
ating officer. Wahba succeeds Paul 
Dean after 17 years in this role at 
Kriska.  

Kriska officials say Wahba will 
lead the company’s efforts “in 
growth through business develop-
ment and acquisition as well as op-
erational excellence.” 

Most recently, Wahba served as 
vice-president and general manager 
of Schneider National’s Canadian 
division. 

•
Tallman Truck Centre has an-
nounced the hiring of Ron Mer-
edith for the position of business 
development 
manager for 
the Greater 
Toronto Area.

M e r e d i t h 
began his new 
role June 3. 
He brings ex-
tensive indus-
try experience 
to the posi-
tion, Tallman announced, spanning 
more than 20 years with previous 
employers including Peterbilt and 
Cummins.

“His dedicated work ethic, 
knowledge and sales experience 
will play a vital role as we contin-
ue to work together to grow Tall-
man Truck Centre in the Greater 
Toronto Area,” the company said. 
“Our continued focus to deliver ex-
ceptional customer service will sup-
port the growth and prosperity of 
Tallman Truck Centre.”

Meredith can be reached at  
rmeredith@ttctruck.ca. n
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they are fewer and fewer these days – 
GPS has become an important fixture 
in truck cabs in recent years. But have 
truckers embraced it, or do some, like, 
say, a certain technologically-chal-
lenged editor, prefer the old-school 
feel that only a map can provide? 

I went to the Husky Truck Stop in 
Mississauga, Ont. to see if drivers pre-
fer a GPS or a map when seeking their 
final destination.

•
Randy Gray, a driver with FFE Trans-
portation out of Dallas, Texas, was 
trained using an atlas when he start-
ed driving 13 years ago, but uses a GPS 
these days, courtesy of his PeopleNet 
electronic on-board recorder. “That’s 
how we receive all of our dispatch 

communications, directions, every-
thing,” he says.

That said, Gray says if a driver were 
reliant solely on a GPS system to get 
around, they’d be in trouble if the sys-
tem failed. “Technology is not always 
100% reliable,” he noted.

•
Ronald Fournier, a driver with Gold-
Line Transport out of Miramichi, 
N.B., says he’s “too old” to use GPS, 
having relied on a telephone and a 
map to get around during his 41 years 
behind the wheel.

“I’m not technologically literate,” 
he told Truck News. “I’ve got (a GPS 
system) in my brand new Ford pickup, 
and I can’t use it.”

Fournier says that if a driver is going 

MISSISSAUGA, Ont. – I’ve got a 
love-hate relationship going on with 
electronics. As technology contin-
ues to progress at breakneck speed, I 
tend to lag behind, content to use last 
year’s model until I either lose interest 
or wear the item out. 

I don’t own an MP3 player or a 
home computer, my first cell phone 
was forced upon me (thanks Mom), 
and my first and only video game 
console I ever owned was a Game 
Boy I got for Christmas in 1990. 

But I do have a GPS for my car, and 
for the most part, I love it. 

The ease of travel it affords, not to 
mention the comforting voice of my 
British tour guide, makes for an anx-
iety-reduced ride. 

That said, have I ever found myself 
twisting and turning down dusty back 
roads when a straight line on the high-
way would do? You bet. 

Have I ever found myself in an el-
ementary school parking lot when I’d 
been hoping for the airport? At least 
once, yes.

For all its shortcomings – though 

to use GPS – and he notes that most 
drivers he knows do use a GPS system 
– you can’t go cheap.

“You’ve got to buy the one that’s for 
the trucks, the real expensive ones, be-
cause the cheap ones don’t give you 
(information on) the low bridges, the 
dead-end streets and the truck routes.”

•

Rod Gill, a driver with Sydia Broth-
ers out of Saskatoon, Sask., has been 
driving for 41 years, but only using his 
Rand McNally GPS for the last two. 
The verdict? He’s a converted man.

“It’s got updates monthly and every-
thing works good,” he says of the sys-
tem. “I can program it any way I want: 
high load, wide load, long loads, heavy 
loads.” He says any driver clinging to 
the old ways will have to keep up with 
the changing times, calling atlases “ob-
solete” for on-road use. 

•
Shawn Pleadwell, a driver with 
AMS Transportation Services out of 
Dundalk, Ont., says a trucker’s expe-
rience with a GPS system will greatly 
depend on the unit itself.

“Sometimes they’re good, some-
times they’re not, depending on the 
GPS. Sometimes they like to route 
you around…they take you down the 
roads that you are supposed to be on, 
around schools,” says the driver of 23 
years, who has been using a GPS for 
the past couple of years.

•

Justice McKay, a driver with GTL 
Transport out of Darthmouth, N.S., 
has been driving for 47 years and us-
ing a GPS system for the last three 
or four years. 

“I love them,” he says. If he has any 
complaints, McKay says his GPS is a 
little too earnest for its own good.

“I’ve got the new Rand McNally 
720 and it has a very annoying habit. 
It keeps asking me questions on the 
screen. There’s a little box down there 
that you hit that says, ‘Don’t remind 
me again,’ and I keep hitting that little 
box, but it forgets that I’ve hit that box 
and it keeps reminding me anyway.”

Can’t blame a GPS for trying. n

TSQ

?Do you prefer using GPS 
or an atlas to find your 

destination?

Truck Stop
 Question

adam ledlow 
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McKay
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Gill
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Fournier
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