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By Jason Rhyno
TORONTO, Ont. – Noel Perry of 
FTR Associates is holding up four 
fingers and one thumb. He had asked 
a room full of Ontario trucking ex-
ecutives, rhetorically, “how many dry 
van carriers or reefer carriers have 
the capability to bid – in a big way – 

on a Walmart tender?” 
He was talking about pricing in 

trucking during the Ontario Trucking 
Association’s (OTA) Annual Gener-
al Meeting at its yearly, and very well-
attended, economic outlook session. 
Perry, along with John Larkin, man-
aging director, Stifel Associates; Doug 

Payne, president and COO, Nulogx; 
and Emanuella Enenajor, economist, 
CIBC World Markets, talked about 
the economy and what to expect next 
year. The brunt of the conversation, 
however, was about the need for not 
only carriers and shippers to work  

Continued on page 12Continued on page 18

TORONTO, Ont. – Those who close-
ly watch the Canadian transportation 
mergers and acquisitions scene have 
been bemoaning a lack of activity thus 
far in 2013. That silence was shattered 
in mid-November, beginning with 
the blockbuster acquisition of Yanke 
Group assets by Celadon Canada.

The acquisition, first reported on 
Trucknews.com Nov. 16, includes 
about 300 tractors, making Celadon 
one of Canada’s largest trucking outfits 
with a truck count of about 800 units. 
Yanke’s headquarters in Saskatoon – 
and the office staff that worked there 
– were not included in the deal.

In a message to drivers, Yanke 
founder Russel Marcoux, noted “The 
time has come for me to move on, and 
in keeping with the culture and val-
ues we created together at Yanke, it 
is important to me that the torch gets 
passed on to an organization that 
shares many of the same values and 
beliefs we all supported and practiced 
at Yanke.”

He went on to say “I am confident 
that Celadon Canada is a company 
that will continue to respect and val-
ue you as individuals rather than unit 
numbers and that you can expect open 
and honest communication and gen-
uine concern for your well-being, as 
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fourth quarter

The days of pricing 
based on falling 

costs are over. And  
with the economy expected to trudge along at a  

slow pace for the next couple of years, you won’t  
find any help there. But that doesn’t mean there  

isn’t an opportunity to raise prices. 
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OEM This 
Month

Last
Year

Freightliner 554 617

International 489 377

Kenworth 455 454

Mack 150 163

Peterbilt 342 334

Volvo 395 383

Western Star 233 247

TOTALS 2618 2575

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

Freightliner 494 686 186 317 2,592 991 312 107 21 38 5,744

Kenworth 667 1,509 419 104 700 742 95 0 0 0 4,236

Mack 142 280 165 55 681 327 67 65 0 14 1,796

International 140 578 70 164 1,538 670 108 45 33 31 3,377

Peterbilt 456 1,082 268 208 531 452 146 53 0 0 3,196

Volvo 314 239 114 191 1,222 647 121 50 0 8 2,906

Western Star 304 652 71 68 390 390 47 82 4 19 2,027

TOTALS 2,517 5,026 1,293 1,107 7,654 4,219 896 402 58 110 23,282

The 2,618 trucks sold in October provided a pleasant 
surprise, being above last year’s total as well as the 
total for 2011. This flies against the trend we’ve seen 
with Class 8 sales for the first three quarters, which 
have been good, but not as good as the previous year. 
It made for the fifth best October going back to 1999. 
International, Kenworth, Peterbilt, Volvo and Western 
Star posted slightly higher figures than the previous 
year.  The sales total for the month is also more than 
400 above the 5-year average.

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

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

YTD Class 8 sales of 23,282 units places 2013 more than 2,500 trucks behind last year’s pace but also more than 4,200 above the five-year average. So far this is the 7th best 
year in sales going back to 1999 and the slippage we were expecting for the final quarter did not surface in October. Our revised estimate is for Class 8 sales to come in around 
28,500 vehicles in 2013.

Class 8 sales have come in above 2,000, reminiscent of the industry’s capacity boom years of 2005 
to 2007, for eight straight months now. The three-month trend towards increased sales figures 
month over month came to an end in July but August showed improvement again as did Septem-
ber and now October. The big question was whether sales would hold up over the summer months 
and they have. Next question is how they will hold up for the final quarter of 2013 and October bore 
positive results.

Market Share Class 8 – Oct 13 YTD12-Month Sales Trends
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Freightliner, last year’s Canadian market leader, is solidly in control of the 
market share lead with about a quarter of Canadian Class 8 truck sales. 
Kenworth finished 2012 in the number two spot for market share and there 
it still sits with an 18% market share. Navistar International finished the year 
with 15% market share and remains in a close race with Peterbilt which 
has a 14% share of the Canadian Class 8 market. Volvo is the only other OE 
with a market share above 10%.

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

2,411 2,326 1,916 1,808 2,442 2,669 2,721 2,346 2.239 2,252 2,347 2,618
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glasvangreatdane.com   
info@glasvangreatdane.com

1∙888∙GLASVAN (452∙7826)
Five southern Ontario locations.   

Rentals, Full Maintenance, Leasing, New and Used, 
Diesel and Natural Gas Powered Options.

Glasvan packs our Autocar Off-Road, DOT, Tandem and heavy-duty drive axle shunt tractors with 
over 25 upgraded, non-standard features. These distinct specs make for the most durable, reliable, 
ergonomic and efficient yard tractors available; ideal for Canadian operations. Our full mobile 
support in the GTA and one-hour online factory tech-support response system work to ensure 
that your equipment is ready to perform. We offer better equipment and better service. You’ll be 
surprised by our competitive pricing. See the Autocar video at glasvangreatdane.com.

 MEET OUR PRODUCT EXPERTS:  Adam Stevens   |   Tom Pepper   |   Greg Pepper   |   Jason Dutton   |   Mike Hignett

glasvangreatdane.com   
info@glasvangreatdane.com

1∙888∙GLASVAN (452∙7826)
Five southern Ontario locations.   

USED EQUIPMENT SALES.
Glasvan offers a wide variety of used equipment for all operations. Everything from Vans, Reefers and Flats to Live Bottoms 
and Shunt Trucks. Our extensive inventory is always changing, so call us for your Used equipment requirements.
Contact MIKE HIGNETT at 905∙625∙5843 or mhignett@glasvangreatdane.com
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Dry Vans, Reefers & Flatdecks.

All Makes, Models & Quantities Wanted

Call Mike Hignett at 905∙625∙5843 to 
turn your equipment into cash!!

EQUIPMENT SALES  905∙625∙8441  8am-5pm  mON-FRi PARTS  905∙625∙8812  7am-5pm  mON-FRi SERVICE  905∙625∙8448  7am-4pm  mON-FRi

MISSISSAUGA

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

T 905∙625∙8441

WHITBY

Parts & Repair Centre 
1025 Hopkins Street  
Whitby, Ontario 
L1N 2c2

T 905∙430∙1262 

ALLISTON

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

T 705∙434∙1423 

PUTNAM

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

T 519∙269∙9970 

Truck Centre 
5151 everest Dr. unit 7&8
mississauga, Ontario
L4W 2Z3

T 905∙625∙8441

MOST TRUCKS START 
WITH A KEY. THIS ONE 
STARTS WITH A MOVIE.

Heavy duty 100,000lb 
machined 5th wheel. more 
durable and lasts longer.

13 stage e-coated steel, full cab 
immersion rust prevention coating 
process and hot dip galvanized 
safety grip platforms

See the video at  
glasvangreatdane.com

Full 6’ tall sliding rear door; 
new lightweight aluminum 
construction for ease of slide.

USED TRAILERS 
WANTED!!!

mobile service and online  
one-hour factory tech support.

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.

2008 GREAT DANE 48’ SPIF QUAD AxLE VAN
48’, SPIF Compliant Quad Axle Air Ride, 11 R 22.5 Tires,  
Aluminum Wheels, Swing Rear Doors, Aluminum Roof,  
Logistic Post Interior, HD Scuff Liner, Safety Certified.

2007 CAPACITY HEAVY DUTY SHUNT
Cummins 215HP Engine (No DPF), Automatic Transmission, 
Heavy Duty 42,000# Rear Axle, 100,000 lb Hydraulic  
Fifthwheel, Dura-Ride Suspension, Automatic Greasing  
System, Road Legal, Only 11,000 Hours, Well Maintained.

(4) 2009 CAPACITY SHUNT TRUCKS
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.

2007 UTILITY 53’ HIGH CUBE REEFER
53’, Tandem Air Ride, 11 R 22.5 Tires, Aluminum Wheels, 
Stainless Steel Front & Rear, High Cube Interior, Duct 
Floor, Logistic Track, Thermo King SB-210 Unit.  
Serviced & Safety Certified.
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As we flip the calendar to 2014 and 
look back at the year that was, the 
main themes that emerged over the 
past year are likely to remain with us 
well into 2014. The last year started 
out with so much promise, which ulti-
mately gave way to disappointment as 
a strong economic renaissance failed 
to materialize. Instead, we got what 
some described as “the new normal” 
or “the great ok” – sluggish growth 
that was difficult to get excited about. 

Slow growth is still growth, but after 
surviving the Great Recession, motor 
carrier executives, trucking company 
owners, drivers and owner/operators 
all hoped for a more prosperous year.

Looking ahead, most prognostica-
tors say there’ll be more of the same 
next year, some even hinting we’re due 
for another recession within the next 
two years. You may want to pour a lit-
tle extra rum into your Egg Nog.

Aside from a sluggish economy, it 
looks as though the pace of mergers 
and acquisitions activity will pick up, 
if the last few weeks is any indication. 
After what some observers character-
ized as a slow  start to the year, there 
were several key deals announced 
in recent weeks, which you can read 
about in more detail beginning on this 
month’s cover. It looks as though con-
solidation in the marketplace will con-

What’s in store for 2014?

tinue to be a trend moving into 2014. 
Manitoulin and Celadon have both es-
tablished themselves as bona fide buy-
ers as they look to expand their Cana-
dian footprints.

Another trend that picked up steam 
in 2013 is the increased viability of nat-
ural gas as an alternative to diesel fuel. 
In the past year, we saw several more 
carriers add natural gas to their fleets, 
and further product is coming online 
over the next year. There are also 
rumblings of some fairly substantial 
fuelling infrastructure projects which 
could be just months away.

As the fuel becomes more easily ac-
cessible, and a wider range of natural 
gas-fuelled product becomes available, 
there’s little doubt more fleets will em-
brace the technology – even if diesel 
prices have been reasonably stable 
over the course of the past year.

Another trend from the past year 
that isn’t going anywhere is the regu-
latory onslaught both here in Canada 
and south of the border. In July, the 
US adopted new hours-of-service rules 

that in practical terms are adding sig-
nificant costs to the industry while re-
ducing productivity. 

There’ll be more – not less – regula-
tion foisted upon the industry in 2014 
and beyond, which will further stran-
gle productivity and force carriers and 
shippers to collaborate more closely 
than ever to ensure every ounce of 
waste is driven from the supply chain.

And of course, reduced produc-
tivity means the need for more driv-
ers to do the same amount of work. 
The driver shortage continues to be 
one of the most pressing issues fac-
ing the trucking industry. I know, I 
know…many of you believe the driver 
shortage is a myth, that it’s wages and 
working condi-
tions that have 
caused perfect-
ly capable pro-
fessional driv-
ers to sit on the 
sidelines.

That may be 
true, but it’s still 
a driver short-
age. If there’s a 
lack of people 
willing to do 
the work that’s 
required, it’s a 
shortage, regard-
less of the causes 
behind it.  The 
Canadian truck-

ing industry is on pace to be 25,000 
drivers short of what it will require 
by 2020, representing about 14% of 
the driver population. Factor in lower 
productivity, which is possible – even 
likely – and you get a gap of 33,000 
drivers. This data is available on the 
very well designed DriverShortage.
ca Web site. As we head into 2014, 
the fact we’ll still be talking about a 
lack of drivers at this time next year 
is the safest prediction I can make. n

Freight bids are becoming in-
creasingly popular as a mecha-
nism to negotiate freight rates and 
service. Initially seen as a tempo-
rary initiative by shippers to lower 
their transportation costs during 
the recession, they remain very 
much with us four years into the 
economic recovery. 

Even companies with as little as 
$50,000 in annual freight spend 
are putting their transport busi-
ness out for bid.

I believe freight bids are here 
to stay. 

Rather than wishing for them to 
go away, I think the best approach 
is for motor carriers to learn how 
to best deal with them and to en-
courage shippers towards a better 
RPF process. 

To that end, we assembled a 
panel of leading shippers and car-

riers at our recent Surface Trans-
portation Summit and dug deep 
into the subject of RFPs. 

I encourage you to read the 
transcript in the current issue 
of sister publication Motortruck 
Fleet Executive and watch for 
highlights of the discussion in a 
series of TMTV episodes over the 
next few weeks.

I also applaud Jacquie Meyers of 
Meyers Transport, Michelle Arse-
neau of GX Transport and Bruce 
Jantzi of Erb International, who 
tackled the thorny issue at our 
Surface Transportation Summit. 

They didn’t mince words. They 
called it as they saw it.

Although RFPs can be effec-
tive if shippers take the time to 
properly vet the carriers they al-
low into the bidding process, in-
vestigating the carriers’ opera-
tions and processes and meeting 
with their executives to ask and 
answer questions, too often it 
seems RFPs turn into an imper-
sonal, multiple round attempt to 
simply drive down pricing.

As Meyers, whose remarks 
made her an instant industry ce-
lebrity, pointed out: the carriers 
who do “win” these bids are not 
actually winning. It simply means 
they are the cheapest or close to 
the cheapest and giving some-
thing up – Driver training? Safe-
ty? Security? – to be the cheapest.

All three affirmed the only ac-

tion that makes sense in dealing 
with such RFPs: Refusing to par-
ticipate if they seem structured 
to reduce decision making down 
to price.

Meyers issued a call to action to 
both shippers and carriers. 

To shippers, she urged “Please 
invite us to the table. We want 
to come to the party. Let us be a 
strategic partner.”

To carriers, she said “When in-
vited to participate in the tender 
process, start the dialogue. Talk 
about how you can impact their 
bottom line without being the 
cheapest. Invest in collaboration, 
bring your A-team and find ways 
to do better.”

Damn good advice to follow in 
dealing with RFPs. n

Dealing with Requests for Proposals
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?

Editorial 
Comment
JameS menzieS

An economy experiencing annual 
GDP growth of less than 3% is an 
economy not firing on all cylinders. 
This is where we have been stuck 
for most of this economic recovery. 
There is steady growth but not the 
kind of growth that acts as a ris-
ing tide that lifts all ships. The end 
result is uneven growth among in-
dustry sectors, regions, and trans-
port modes.

How does trucking stack up 
against other modes in this en-
vironment? According to the re-

sults from our recently completed 
national Transportation Buying 
Trends Survey of Canadian ship-
pers, it appears trucking is poised 
to do fairly well. Our survey, con-
ducted in partnership with CITT 
and CITA, found that 39% of ship-
pers plan to increase their use of 
LTL services in 2014 while 30% 
plan to increase their use of TL ser-
vices. Both rankings are among the 
best of all the modes. 

Trucking rates were particularly 
hard hit during the recession due to 
a significant capacity overhang. The 
perception of trucking capacity ap-
pears to have changed significant-
ly, however. Shippers perceive both 
TL and LTL trucking to be close to 
balanced capacity levels, our sur-
vey found.

Perhaps most encouraging for mo-
tor carrier executives is shipper re-
sponses to our question about which 

Trucking’s pricing
power tops all
other modes

TL FreighT ShipperS LTL FreighT ShipperS

mode holds the greatest pricing 
power heading into the new year. 
Trucking led all modes by a wide 

margin, with 29% choosing LTL as 
the mode with the greatest pricing 
power and 35% choosing TL.  n

% expect this mode to have highest 
pricing power 2014

% expect this mode to have highest 
pricing power 2014

35% 29%
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Call: Murphy Barton, Vince Cutrara, 
Rob Moorehouse, Todd Warren,  
John Gwynne

905-678-1444
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Call: Mario Perrino, Michel Pouliot
Raymond Lanthier, Sean Ireland, 
Hugh Davis, Richard Martin 

514-633-5377
Fax (514) 633-6488
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UTILITY 3000R

(6) NEW 53'x102" UTILITY TRIDEM  
DRY FREIGHT VANS

Overhead rear doors, Hendrickson air ride suspension with 
6' and 6' spreads, Michelin 11R22.5 tires, heavy duty top 

and bottom rails. In Stock Now!

(3) 2005 MANAC 53' x 102" DROP DECK VAN
Hendrickson air ride dock leveling suspension,  

well spec’d. Priced To Move!!

(6) 53' x 102" UTILITY DRY FREIGHT VANS
Stainless front panels, radius corners and rear doors, front 
and rear vents, aluminum wheels, Michelin 11R22.5 tires, 
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Thermo King SB190, Hendrickson air ride suspension with  
6 and 6 spreads, aluminum wheels, 1 row recessed “E” 
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“NEW” at our Montreal location
53' QUAD AxLE ALUMINUM COMbO FLAT DECK 

Available for immediate delivery, steering/lift front axle, 
Hendrickson suspension, aluminum wheels, 20 winches 

and straps, polished aluminum tool box.
Call For Details.

(20) (6) NEW 53' x 102" UTILITY   
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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.

(55) 2005/06/07 GREAT DANE 53' REEFERS
Thermo King SB210 units, 100 gal fuel tank, Neway  

6' spread air ride suspension, aluminum wheels, HD flat 
aluminum floor, 18" scuff liner, overhead rear door, clean 

and well maintained fleet.

FULL STAINLESS 

TRIDEM REEFER

Season’s Greetings 
& Best Wishes

in 2014!

ARRIVINg NOW!
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2009 - $27,000.

SPECIAL PRICING
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contentsin brief

OTTAWA, Ont. – With the trans-
portation of dangerous goods on the 
radar of federal Transport Minister 
Lisa Raitt following a devastating 
train wreck in Lac Megantic earlier 
this year, the Canadian Trucking Al-
liance (CTA) is looking at its own in-
dustry’s best practices.

The Alliance has issued a white pa-
per on the transportation of dangerous 
goods by truck. This after Raitt said 
she would be conducting a review of 
the situation and would make recom-
mendations to prevent tragedies such 
as the one that occurred in Lac Me-
gantic from occurring again.

In an analysis of 328 incidents in-
volving dangerous goods moving by 
truck that have occurred in 2012, 
CTA discovered the incident rate was 
just 1.64 per 10,000 shipments. Most 
(56.4%) that involved product releases 
were minor (less than 500 litres), which 
can generally be cleaned up with little 
or no environmental damage.

Eighty-six per cent of all incidents 
involved tank trucks. Most incidents 
occurred while loading or unload-
ing (70.7%) and often the cause was 
employee error (28%) or equipment 
failure (34.1%). Accidents while on 
the road accounted for 16.2% of to-
tal incidents, for a frequency of 0.27 
per 10,000 shipments. The major inci-
dents (spills greater than 5,000 litres) 
were usually caused by on-highway ac-
cidents (56.8%). However, CTA re-
ports major incidents represented just 
6.4% of overall incidents.

Most incidents examined included 
flammable liquids, mainly crude oil. 

“I think we can conclude from this 
white paper that overall the TDG 
regulations are effective in prevent-
ing dangerous goods incidents where 
trucks are involved,” said CTA presi-
dent and CEO, David Bradley.

Still, the CTA put forth some rec-
ommendations it said would further 
improve safety.

It would like to see trucks hauling 
dangerous goods – as well as all oth-
er trucks where the driver must car-
ry a logbook – to be equipped with 
electronic logging devices. The Alli-
ance would also like to see roll stabil-
ity systems mandated on all new heavy 
trucks. And it also says a mandatory 
speed limiter law restricting trucks to 
105 km/h would also help. CTA also 
said mandatory entry-level training for 
truck drivers based on a national stan-
dard is encouraged.

Meanwhile, the CTA said there 
should be clarity provided as to who 
is liable in the event of an accident. In 
the wake of the Lac Megantic trage-
dy, the CTA noted, there were issues 
involving who would be responsible 
for the massive clean-up costs. In its 
white paper, the CTA contended that 
a determination of liability and who 
shall bear the cost of negligence is “a 
statement of the public interest and 
public policy.” n 

Moving dangerous goods by truck not so dangerous: Report
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WASHINGTON, D.C. – Just how 
much are the new hours-of-service 
rules implemented in the US last sum-
mer hurting the trucking industry?

The American Transportation Re-
search Institute (ATRI) recently re-
leased results from an analysis that 
found more than 80% of motor car-
riers surveyed have suffered produc-
tivity losses since the rules went into 
effect. Nearly half of them said they 
will require more drivers to haul the 
same amount of freight.

Among commercial drivers sur-
veyed, 82.5% said the new HoS have 
had a negative impact on their quality 
of life, with more than 66% reporting 
increased levels of fatigue.

Commercial drivers also said the 
new rules force them to drive during 
more congested periods. The majority 
of drivers, 67%, also reported a de-
cline in their earnings since the new 
rules were implemented.

ATRI found the impacts on driv-
er wages for all over-the-road drivers 
would be $1.6-$3.9 billion in losses.

The analysis was based on survey 
data from more than 2,300 commer-
cial drivers and 400 motor carriers as 
well as a detailed analysis of logbook 
data, representing more than 40,000 
commercial drivers.

“We anticipated significant impacts 
on our operations and across the en-
tire supply chain from the new rules 
and our experience since July 1 is 
bearing that out,” said Kevin Burch, 
president of Jet Express. “ATRI’s 
analysis clearly documents the pro-
ductivity impacts and real financial 
costs being borne by carriers and 
drivers. It’s only a matter of time be-
fore these impacts ripple throughout 
the nation’s economy.”

The full report is available at  
www.atri-online.org.

ATRI’s findings have been sup-
ported by an independent survey of 
more than 4,000 truck drivers in the 
US, conducted by the Owner-Opera-
tor Independent Drivers Association 
(OOIDA).

The organization surveyed its mem-
bership and found drivers reported: 
increased fatigue and stress; less in-
come and home time; more time driv-
ing in general; and more time spent 
in congested traffic.

The new rules implemented July 1, 
according to OOIDA, reduce flexibil-
ity in a driver’s workweek.

“The agency’s insistence on mi-
cromanaging a driver’s time is actu-
ally undermining highway safety,” 
said Todd Spencer, OOIDA execu-
tive vice-president. “Instead of pro-
viding the flexibility to drive when 
rested and stop when tired, the new 
rules have put drivers in the position 
of driving more hours than ever and 
in the worst traffic conditions, and 
spending less time at home. How is 
that safe?”

Of the 4,000 survey respondents, 
46% reported feeling more fatigued 
since the changes were implement-
ed, and 65% reported earning less in-
come. The restriction to one 34-hour 
restart per week caused 56% of re-
spondents to lose mileage and loads 
hauled per week, OOIDA says. Many 
respondents wrote they experience 
less time at home and increased stress 
under the new rules.

In some cases, drivers with long 
wait periods between loads were un-

able to use the restart because the 34 
hours did not cover two periods from 
1-5 a.m., or 168 hours had not elapsed 
since the previous restart. Drivers are 
getting less home time or accepting 
shorter hauls for less money, the sur-
vey found.

“The problem with time manage-
ment is not new to truckers,” said 
Spencer. “And it isn’t new to the 
agency either because, over and over, 
drivers expressed at many FMCSA 
listening sessions that they have little 
or no control over their time, particu-
larly because of the unpredictability 
of the job and due to shippers and re-
ceivers keeping them waiting to load 
or unload.”

“The rules need to reflect the fact 
that drivers have to accommodate nu-
merous factors they have no control 
over such as weather and traffic, in ad-
dition to the schedules of shippers and 
receivers who don’t have to comply 
with any regulations at all,” Spencer 
added. “Truckers shouldn’t be expect-
ed to navigate the conflicting worlds 
of regulations versus reality and still 
operate safely and efficiently.”

In a Nov. 21 hearing, a US House 
of Representatives’ Committee on 
Small Business heard these com-
plaints and others.

Among presenters was Duane 
Long, chairman of Raleigh, N.C.-
based Longistics, who told the com-
mittee that the industry is suffering 
serious negative impacts as a result 
of the restrictions.

“Simply put, the July 1 hours-of-
service rule changes were unneces-
sary; the regulations adopted in 2003 
were working and the administration 
offered rhetoric but little data to ex-
plain why they needed to be changed,” 
said Long. “Unfortunately, the gap 
between the administration’s rhetoric 
and the trucking industry’s operating 
reality is very wide. These changes are 
having a very real, and very negative 
impact on hundreds of thousands of 
drivers and motor carriers.”

Long said the rules are particularly 
disruptive for team drivers, who “re-
sent the new restart restrictions and 
the effect they are having on their 
ability to make a living.”

OOIDA was also at the hearing. 
Senior member Tilden Curl of Olym-
pia, Wash. provided his account on 
how the rules are affecting operators. 
He complained off more restrictive, 
arbitrary changes that don’t provide 
any safety benefit while having a neg-
ative impact on driver wages.

“Less flexibility makes it more dif-
ficult to stop for rest, avoid traffic, or 
keep a schedule after being delayed 
by a shipper or receiver,” said Curl in 
his oral testimony at the hearing. “We 
must stop placing more rigid require-
ments on the driver, while allowing 
carriers and customers to make de-
mands beyond the allowance of reg-
ulations and safety.” n

Are new US HoS rules a multi-billion dollar problem?

US truck tonnage slides 2.8% in October
ARLINGTON, Va. – US truck tonnage fell 2.8% month-over-month in Oc-
tober, but remained stronger than in the same month last year.

The American Trucking Associations’ for-hire truck tonnage index grew 
0.5% in September (revised down from the 1.4% initially reported). Octo-
ber’s tonnage was the lowest level since April. However, when compared to 
October 2012, US truck tonnage was up 8%, marking the largest year-over-
year gain since December 2011. Year-to-date, tonnage is up 5.5%.

“From May through September, the index surged 3.5%, including only one 
monthly decrease over that period,” said ATA chief economist Bob Costel-
lo. “It isn’t surprising for volumes to fall back some after such a good run.”

He added: “Despite October’s month-to-month decrease, we saw a very 
robust year-over-year increase and I’m seeing some good signs out of the 
trucking industry that suggests the economy may be a little stronger than we 
think. Specifically, the heavy freight sectors, like tank truck, have been helping 
tonnage this year. But in the third quarter, generic dry van truckload freight 
saw the best quarterly gains since 2010. I view this positively for the econo-
my. I view it positively for trucking. Now, we have to see if it continues.” n
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By Daniela Piteo
DIEPPE, N.B. – The suspended com-
mercial reservation system pioneered 
by Marine Atlantic may be reinstated 
if the Retail Council of Canada and a 
private consulting firm can sway stake-
holders to amend their 2010 decision 
to scrap the controversial policy. Ma-
rine Atlantic is willing to revisit its 
commercial reservation system, even 
though the Atlantic Provinces Truck-
ing Association (APTA) moved to dis-
solve the system.

Jean-Marc Picard, executive direc-
tor of the APTA, posits the current 
system suffices commercial needs.

“(Marine Atlantic) has added new 
boats with more capacity and the ser-
vice has actually improved, but most 
delays are caused by weather and me-
chanical issues, which are still going 
to be there whether we have a res-
ervation system or not,” said Picard.

“The first time the reservation sys-
tem was launched, it didn’t go very 
well,” he added. “It was just issue af-
ter issue and chaos. It was costing ev-
eryone more money, the service got 
worse instead of getting better, plus, 
they didn’t have enough capacity back 
then to handle the volume either.”

A return to the former system, ac-

cording to Picard, would disrupt a 
process that is currently working well 
and has leveled the field for smaller 
businesses – a ground that was previ-
ously uneven, though not by design.

“Companies with good cash flow 
could pre-book as many spots as they 
wanted and they could book a couple 
of weeks ahead of time. Firms with 
not as much cash flow at their dis-
posal had to wait until the last min-
ute to reserve, which created some 
issues due to (a lack of) availability 
when they need-
ed it,” said Picard. 
“Some companies 
had to wait five to 
six days before the 
first available spot 
opened up. The 
companies would 
also cancel spots 
at the last min-
ute if they were 
no longer required, but Marine At-
lantic couldn’t manage filling those 
empty spots because you needed a 
reservation.”

While it is evident that the former 
system had flaws, Picard does not 
believe an open-session discussion 
amongst stakeholders can solve pre-
vious inefficiencies. 

“They want feedback, but if you 
have 50 carriers at a stakeholders 
meeting, you are going to get 50 dif-
ferent suggestions,” Picard said.

Marine Atlantic, on the other hand, 
is willing to re-open the debate for a 
commercial reservation system.

Darrell Mercer,  a spokesman for 
Marine Atlantic, contends that with 
the help of an outside consultant, 
Grant Thornton, a reasonable sys-
tem may be implemented.

“We’ve received requests from the 
Retail Council of Canada to bring 
back some type of reservation sys-
tem,” said Mercer. “We’ve hired an 
outside, independent consultant to 
help us with the consultation process. 
They are going to look at the old sys-
tem, take into consideration both the 
viewpoint of the retail council and the 
commercial trucking industry and de-
termine whether or not there is some 
common ground.”

Marine Atlantic is aware the for-
mer system was flawed, but has noted 
that no concrete decisions regarding 
the return of its reservation system 
have been made.

“We recognize that back in 2010 
when we had an initial commercial 
reservation system, there were some 
problems – we didn’t have enough ca-
pacity at that point in time. We know 
that any new system would have to 
look at the shortfalls of the old sys-
tem,” Mercer said. “At this point in 
time, we haven’t agreed to return to 
a system, all we have done is agreed 
to look at the potential to return to 
some system. For us to return to such 
a system, there would be significant 
planning internally. We would need 
to look at what technology would be 
required and of course and what up-
grades would have to be made. At 
this point in time it would be prema-
ture to say that we were going back 
to such a system.”

At present, Marine Atlantic offers 
a premium booking service that al-
lows a company to reserve a spot on 
a vessel should they need to move ma-
terial immediately, but with a limited 

number of spots at each crossing, ear-
marking a spot can become prohibi-
tively challenging.

After inclement weather condi-
tions, the number of companies look-
ing to book through the premium ser-
vice escalates beyond the available 
capacity on the sailing vessel.

“It is in place to make travel more 
convenient for people who need more 
certainty, again, we want to have a fair 
and equitable system for all of our us-
ers,” Mercer said.

The Retail 
Council of Can-
ada (RCC) isn’t 
satisfied with the 
prevailing mod-
el and has ini-
tiated the call 
for change. Jim 
Cormier, RCC’s 
Atlantic office di-
rector, will help 

Marine Atlantic find new common 
ground for the present problems.

“We’ve been working a lot with 
Marine Atlantic to improve the ser-
vice and our members simply feel 
that a commercial reservation sys-
tem would really improve the ability 
of business to move product,” Corm-
ier said. “Getting product over into 
the stores to meet the needs of the 
people of Newfoundland and Lab-
rador is always challenging. We un-
derstand that it is the North Atlantic 
and they get winter, there will always 
be delays. That said, once the weath-
er is cleared, we want that improved 
predictability.”

Cormier and many of the compa-
nies he represents are not satisfied 
with the premium booking system.

“The premium booking basical-
ly says, ‘We’ll give you the booking, 
but you have to pay double the price.’ 
That is a huge cost increase,” said 
Cormier. “It’s hard justifying paying 
double for the exact same service.

“We’re not asking for the moon 
here. We, along with our partners, if 
we were to get the system back, would 
do the front end administrative work 
to ensure the bookings are done and 
we are open to talking to Marine At-
lantic about ways that it could be done 
fairly.”

The RCC has considered several 
changes that could ameliorate the 
old system, such as clearly stating 
the number of commercial reserva-
tions a company is allowed to make 
on any given sailing, levying penal-
ties for companies who overbook and 
considering a Web-based system that 
companies could have their own on-
line accounts to make bookings or 
change bookings within an allotted 
time frame set by Marine Atlantic.

“You shouldn’t charge additional 
fees for using the reservation service 
because it should provide adminis-
trative savings to Marine Atlantic 
and they should always honour the 
commercial booking – even if Marine 
Atlantic should fall behind schedule, 
which was an issue members com-
plained about in the past,” Cormier 
said. The council also recommend-
ed lifting any cancellation charges 
as long as 12 hours notice has been 
provided as well as allowing for last-
minute reservations within a pre-de-
termined time from sailing.

“These are just ideas we put out for 
initial conversation,” said Cormier. n 

Marine Atlantic’s commercial reservation system could return in 2014

‘The first time the  
reservation system was 
launched, it didn’t go 

very well.’
Jean-Marc Picard, APTAC.U.T.C.INC
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Certain cargo restraints (7,6)
Roll along in neutral
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By Carroll McCormick
MONTREAL, Que. – Keep your 
eyes peeled for a black Volvo cabover 
with “GLOBETROTTER” print-
ed above the windshield deflector 
and a moose bumper bolted to the 
grille. Transport Robert is running 
two of them under a Transport Can-
ada waiver for the next two years in 
a test of the robustness of their 24-
volt electrical systems.

This is a Volvo project. Volvo 
brought two 2013 Volvo Globetrotter 
European tractors across the pond 
in the spring of 2013 and modified 
them in its North American head-
quarters in Greensboro, N.C. for the 
Canada trials. Robert is leasing the 
vehicles, acting primarily as the op-
erator and keeper of maintenance 
and repair records. 

Volvo wants to learn more about 
the durability of the Globetrotter’s 
24-volt electrical system in differ-
ent duty cycles, driving styles, liv-
ing styles and cold climate opera-
tion. “Utilizing the Volvo FH (Front 
High cab) was the quickest way to 
put a 24-volt system into operation 
in North America,” a Volvo official 
told Truck News. 

“We will run them for two years 
and prepare a report for every repair 
or maintenance task. We keep any 
parts that have to be replaced. Then 
they will be sent back to Sweden for a 
component analysis,” adds Yves Ma-
urais, technical director, asset man-
agement, purchasing and conformity, 
Transport Robert.

Perhaps it seems unnecessary that 
a vehicle type as well seasoned as the 
Volvo FH, which was introduced in 
1993, should need more testing for 
life in North America. But, Mau-
rais explains, “The trucks in Eu-
rope do not pull the same weights, 
nor are they driven as fast. The trail-
ers are shorter. Volvo wants to make 
sure the system is sturdy enough for 
North America.”

Volvo adds, “We hope to learn 
how the electrical system behaves 
and reacts…North American appli-
cations are different and often re-
quire higher hotel loads – using elec-
trical accessories while the truck is 
parked.”

Robert will be running the tractors 
in heavy electrical demand situations 
such as B-trains, long combination 
vehicles and heavy hauling; ie., over-

dimensional loads. “It is basically an 
endurance test,” Maurais says.

North American transport trucks 
have 12-volt systems, but there are 
advantages to 24-volt systems. “Ad-
vantages include enhanced startabil-
ity, reduced cost and size of wiring 
due to higher currents and some op-
portunities to reduce the weight of 
the starter motor, alternator and win-
dow motors,” Volvo says.

“The 24-volt system has plenty of 
power for accessories and stronger 
electronic signals. With the amount 
of electronics involved in today’s 
trucks, the 24-volt system is bet-
ter suited to handle all the require-
ments,” Maurais says.

Although Volvo’s main focus is on 
the performance of the 24V electri-
cal system and driver and carrier 
feedback, Robert most certainly has 
an eye on the fuel consumption of 
the Globetrotter. In September 2013, 
Project Innovation Transport (PIT) 
compared the fuel consumption of 
the Globetrotter with a Volvo 2014 
VNL 670 and a 2009 Volvo VNL 630 
tractor. Robert is driving all three 
Volvo types and comparing them.

The test results are confidential, 
but according to Maurais, some Vol-
vos can get up to 10 mpg, with an 
apples and oranges caveat that Eu-
ropean and North American Volvos 
are set up to optimize fuel consump-
tion at different speeds. 

The Globetrotters have 460-hp en-
gines, 1,696 lb.-ft. of torque, I-Shift 
transmissions and a 2.57 rear axle ra-
tio. They are outfitted with Michelin 
XZA2 295/80 R22.5 tires on the steer 

axles; because of the forward location 
of the engine, the axles are rated for 
12,200 lbs. The drive axle tires are the 
Michelin XDA 2+ 295/80 R 22.5. The 
wheelbase is 182 inches. The sleeper 
has a 30-inch bunk. 

The Greensboro modifications in-
clude installing a 12-volt converter 
between the tractor and the trailer, 
a 90-watt solar panel on the roof, an 
electrical A/C and heating unit to 
eliminate idling and modifying the 
fifth wheel height to 47 inches. 

As well, the Globetrotters have 
lane departure, anti-collision and 
automatic windshield wiper sys-
tems. Robert also opted for an alu-
minum moose bumper, which Vol-
vo installed at its plant in Sweden. It 
takes five minutes to remove.

Volvo is making no confessions 
about whether it is preparing to in-
troduce 24-volt tractors to the North 
American market. 

“This project is part of our normal 
evaluation of possible solutions for 
our products,” Volvo says.” So are 
24-volt transport trucks the future 
in North America?  “It’s too soon to 
say, but there are some advantages,” 
Volvo adds.

Maurais comments that 12-volt 
transport trucks are behind the 
curve compared to construction ve-
hicles, for example. He also reveals 
an interest in the cabover. “The ride 
is different and we will collect data 
and comments from our drivers. I 
don’t think there is a formal plan to 
introduce European trucks in North 
America any time soon, but we nev-
er know.” n

High-voltage Volvo
Two 24-volt European Volvos are 
taking the Canadian stress test

USED EASTWAY TANK NEW

NEW 2014 KENWORTH T300 c/w 300 hp, Auto-
matic Transmission c/w 3499 Propane Bobtail, stainless 
steel rear enclosure. 

2001 STERLING c/w 20,000L four comp’t aluminum 
tank, dual pumping/metering equipment. Stock #7085

NEW 2014 KENWORTH T400 c/w 380 hp, Automatic 
Transmission, 20 front, 40 rear, c/w NEW 20,000 litre 
four comp’t POLISHED aluminum tank, dual pumping and  
metering FINISHED TO YOUR SPECIFICATIONS.

2006 WESTERN STAR c/w 6250 USWG Propane 
Bobtail, Midcom.  
 

1998 INTERNATIONAL 11,500L four comp’t alumi-
num tank, dual pumping/metering equipment. 
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2012 INTERNATIONAL PAYSTAR 5000 c/w 475 
hp, 18 speed transmission, 20,000 litre four compartment 
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1994 20,000L tank, aluminum, convert to water, ADD 
Flusher Nozzles. 

3000 GALLON single comp’t aluminum tank, 
ready for your chassis.
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together, but also for carriers to work 
with other carriers. They also spoke 
about, as Perry phrased it, how truck-
ing “is in radical need of a pricing re-
naissance, in understanding where you 
have market power.” 

The session kicked off with Ene-
najor giving CIBC’s outlook: think 
around 1.5% GDP growth, much of 
that tied to the US. Slow, flat growth, 
but growth, nonetheless. There’s been 
a pick-up in US manufacturing, she 
said, nodding towards re-shoring. But 
here in Canada? Not so much. In fact, 
that very same day Heinz announced 
it was closing it’s 104-year-old Leam-
ington, Ont. plant.

“In terms of what is the outlook, 
given that Canada is leveraged quite 
heavily to the US, our leverage to the 
US has actually been a very good 
thing recently, from the perspective 
of exports.” 

Canada’s exports to the US have in-
creased throughout the recovery, she 
noted. “We do see improvements,” she 
said. “Canada’s going to be piggyback-
ing a little bit on the US in terms of our 
ability to export to the US. We really 
need external growth to boost domes-
tic growth and we’re likely going to see 
that in 2014 as we see US growth ac-
celerate in the coming year.”

Still, don’t expect much from Can-
ada’s manufacturing sector, she said. 
“It’s likely that manufacturing will be 
less and less an important part of the 
Canadian economy and resource ex-
traction will increasingly be an impor-
tant part – and when I say resource ex-
traction, I mean primarily oil and gas.” 

There’s lumber, of course, and other 
goods tied to housing. But while the 
US housing market has had a bit of 
a comeback recently, it’s hit or miss. 

“You are seeing some recovery in 
housing, but it’s not universal,” Larkin 
said. “There’s a house across the street 
from us in Baltimore that’s on the mar-
ket for what we paid for our house…
over 20 years ago. It’s a little depress-
ing to think about that, but it goes to 
show that the entire housing industry 
hasn’t turned around.” 

As for how the trucking industry 
survives in a slow growth environment, 
with Federal Motor Carrier Safety Ad-
ministration (FMCSA) regulations set 
to shave a few points off productivity, 
according to FTR, showing that ca-
pacity is at an all-time high, well, that’s 
where pricing comes in. 

“The pricing culture in our indus-
try, whether it be north or south of the 
48th latitude, is based on 50 years of 
falling costs,” Perry said. “And there-
fore we didn’t have to learn the art of 
price increase in this industry. Well, 
them days is over.” 

We need an environment where 
people know how to bring prices up 
when necessary, he said. 

“The proof is if you look at Heart-
land and Knight, the publicly traded 
guys, who have answered this, their op-
erating ratios are what? Ten points low-
er than the good carriers? And it ain’t 
because they hire cheaper drivers or 
buy fuel cheaper than you guys do, it’s 
because they know how to price with 
respect to the productivity of the move. 
I believe that in the US – and there is 
bound to be a big spillover in Canada 
– if indeed the FMCSA does what they 
say they are going to do, there is going 
to be a major capacity crisis. That ca-

pacity crisis 
may provide 
the market 
opportunity where 
truckers will re-frame 
the way they price. Right 
now they are shy, and I think 
you guys are shy, too. If the mar-
ket tightens, we’ll get a change in that.

“Price has been near zero for the last 
year and a half,” he continued. “Most 
of the publicly traded guys either lost 
margin in the last quarter or came in 
below expectations. It’s because they 
have not been able to take advantage 
of this market opportunity, despite the 
fact that this market opportunity has 

been making their costs higher. So 
there’s a big issue here. We had it for 
a short time in ’04, but then the shock 
of the Great Recession caused every-
one to go into the hole again. There is a 
major need for a complete re-framing 
for the way that we price in aggregate, 
and the reason is that instead of costs 
going down and not having to worry 
about price, costs are going up. That’s 
the simple conclusion.” 

The trucking industry isn’t really an 
infinitely open market, he said. “It’s 
a collection of individual markets, 
each of which has two to five individ-
ual competitors. So it’s a collection of 
many oligopolies. For instance, take 
a look at Walmart’s bids. Walmart 
sends out these spreadsheets that have 
thousands of lanes in them – I’m sure 
some of you have competed on that 

– and they expect 
their large suppli-
ers to bid on most 
of those lanes. 

Well, how many dry 
van carriers or reefer carriers 

have the capability to bid in a 
big way on a Walmart tender?” 

Five.  “And at some point, as the 
railroads have learned after years of  

chaos, those five guys are going to fig-
ure out how to price in a way where 
they don’t ruin their margins by mar-
ket share competition.”

Payne backed Perry. Looking at his 
company’s Canadian General Freight 
Index (CGFI) from 2008 to August 

2013, pricing has only increased mar-
ginally, he said. “And if I look at a year 
ago, we are still three points behind 
where pricing was a year ago. We are 
getting the same trends and I do think 
those opportunities are there for the 
tide to change.”  

The last time the trucking indus-
try saw large-scale success in pricing 
was after the hours-of-service (HoS) 
changes in 2004, noted Perry. 

“That particular change was distin-
guished by a large amount of public 
commentary by the carriers about the 
cost increase from hours-of-service; it 
legitimized the price increases. One of 
the things that’s happening right now is 
that the carriers…are doing the same 
thing with respect to the change this 
time. It’s a month or two late, but if 
you look at the trade press you’ll see 

panels with five truckers and each one 
says the same thing: ‘Hours-of-service 
is decreasing my productivity by 3-5%, 
I’m taking prices up’.”  

It’s those looming regulations that 
may be setting the stage for a capac-
ity crisis. “There are 27 agendas now 
that the US regulatory agencies have 
and when these shocks hit the system, 
we get behind in the driver hiring and 
capacity shortages result,” Perry said. 

If the FMCSA does what it says it’s 
going to do, there will be a major ca-
pacity crisis, Perry said plainly. 

While being aware of the possible 
fallout from government regulations 
is important, it’s clearly not where you 
want to put all your chips. The best 
game in the house right now is work-
ing with shippers to cut costs. 

“This is really where the big land 
of opportunity lies,” Larkin said. “We 
can’t really rely on longer trailers – 
rely on wider or taller trailers or lon-
ger combination vehicles – we’re not 
going to have more hours-of-service 
to work with, everything is pushing 
in the direction of less productivity. 
The real field of opportunity is ship-
per and carrier working together, 
and in some cases carrier and carri-
er working together, to turn equip-
ment quickly.” 

The industry can’t afford to have 
equipment tied up at loading docks 
for four or five hours, he said. “We 
have to figure out how to do that more 
efficiently. If it takes opening the 
loading dock off-hours, maybe we’ll 
have to try and figure out how to do 
that and split the benefits of doing so.” 

The last couple of years have seen a 
focus on TMS systems he said, “better 
costing systems, better network opti-
mization, no wasted available hours-
of-service, minimized empty miles. 
There’s been a tremendous amount of 
progress in this arena,” he said, prog-
ress that has delayed “the mother of 

Ontario truckers urged to master the art of raising prices

Driver shortage. Friend or foe?

The difference between the average wage of an American work-
er and that of your average American trucker is $6,000. Still, 
said Larkin, he’s guessing that if trucker wages were in line 
with the national average, that still wouldn’t be enough. “We 
are aware of some companies – take Heartland Express as 
an example – that are at the very top of the pay scale. If you 
do everything that you are supposed to do as a driver, earn 
a little better pay in the northeast, you can make $60,000 to 
$65,000 relatively easily.” 

Thing is, Heartland struggles to find drivers “and their pay 
scale is well above the limits. It occurs to me that there is 
something else going on here; it’s a very difficult job and we’re 
not making it a whole lot easier. But anything you do to relay 
freight and get your drivers home and allow them to see their 
daughter’s ballet recital really does help.”

Larkin said that it remains a big challenge, one that the big 
carriers are better suited to solve. “Ultimately, they will have 
what drivers are available working for them and that will put 
them in a strong position as regulations kick in here to upsize 
price increases.”  

Mergers and acquisitions

It’s picked up this year, especially in recent months. Heartland 
bought Gordon Trucking, Celadon purchased Yanke, and Vitran 
sold off its US LTL so it could focus on its much better perform-
ing Canadian LTL operation.  

“It is tough to grow organically in this sluggish economy, so 
companies are relying on acquisitions to grow,” Larkin said. 
“Often times there is a generational issue where the next gen-
eration in line is not capable or willing to do so.”

And, added Perry, “if you were an aggressive trucking entre-
preneur in 1980, you are now 70. So the people that built the 
industry are now retiring.” 

Diversifying 

Are LTL and TL carriers diversifying their operations?
Yes, said Larkin. “The thought is customers are looking for a 

one-stop solution and the question then becomes, do you inte-
grate those services or run them separately? Is your manage-
ment team capable of handling all those different operations? 
Can your systems knit together all these operations?”

It may sound great on paper, but be careful of spreading your-
self too thin. “We think it’s rather difficult to be all things to all 
people and do a good job. It has been our experience that those 
that are diversified really struggle to optimize all those opera-
tions and to get the marketing synergies.”

Fuel surcharges 

According to FTR’s Perry, fuel surcharges are not as important 
as they used to be, but that doesn’t mean you should ditch them. 

“First off, no one is talking about the price of fuel going back 
down to where it used to be, so therefore if your fuel surcharges 
are pegged at let’s say $2 a gallon, you still need that fuel sur-
charge to cover the cost unless you want to revolutionize your 
pricing and do away with it. The second thing, which is obvi-
ous, is that fuel prices aren’t changing anymore, at least not 
very much. So in the short-term, fuel surcharges are not that 
important. The danger here is we still have the opportunity for 
shocks, which either raise the price up or surpluses which low-
er the price and so my advice to is keep the ones you have be-
cause there is a chance we can get some variation on this.”  n

Continued from page 1

‘The pricing culture in our industry…is based on 
50 years of falling costs. And therefore we didn’t 

have to learn the art of price increase in this  
industry. Well, them days is over.’

Noel Perry, FTR Associates 

Fuel costs, diversifying and mergers
Here are a few other key areas the OTA’s Economic and Industry Outlook panel touched on:
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all capacity shortages that may not ar-
rive here until more and more regula-
tions are put in place.”

“This really is the land of oppor-
tunity and it’s time for shippers to 
stop beating the carriers over the 
head on price and start working 
with their highest quality carriers 
to find a way to do things more ef-

ficiently and to split the benefits be-
tween the shipper and the carrier. 
That’s really, it seems to me, the en-
lightened way to do things in this 
environment.”  

Perry seconded Larkin. “The 
smart guys are ahead of the curve 
and they are enlightened.”

Here again he pointed to Heart-

land and Knight. “They are twice as 
profitable as the rest of us. So as the 
industry gets better at pricing, the 
incentives to the customers to do ex-
actly what John said will become far 
more powerful and it won’t be just 
the smart guys, people like Cargill 
who are doing it already – it will be 
everybody.”  n

Truckers aren’t the only ones look-
ing for better rates. Drivers and 
owner/operators are also hungry 
for a fatter paycheque. Is hourly 
pay the answer? Is it even feasible? 
Find out with our exclusive feature 
Is it About Time? in the Jan/Feb  
issue of sister publication Motor-
truck Fleet Executive.
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•  Single Axle Fuel Truck

•  2000 Sterling

•  3,000 L /4 Compartment 

Aluminum

•  Dual Equipment

S-724
•  Single Axle Fuel Truck

•  1999 Ford

•  3,630 L/2 Compartment 

Aluminum

•  Single Equipment

T-734
•  Tandem Water Truck

•  1996 Western Star

•  20,000 L Aluminum

•  Street Flusher

•  Boulevard & Deflector 

Sprays

•  Bumper Hitch

T-741
•  Tandem Fuel Truck

•  2003 Sterling

•  20,000 L/4 Compartment 

Aluminum

•  Dual Equipment

Tandem axle
5500 uSwg barrelS

In STOCK! mOre COmIng!

SIngle axle
3499 uSwg barrelS

In STOCK!

HELPING YOU FUEL YOUR FUTURE . . .

DEPENDABLE
Truck & Tank
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BRAMPTON, ONTARIOwww.dependable.ca

“DEPENDABLE” USED TANK TRUCKS
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TORONTO, Ont. – The Ontar-
io Trucking Association (OTA) 
gathered for its annual conven-
tion Nov. 13-14 at a new venue, 
the Ritz Carlton Hotel in down-
town Toronto. As always, the as-
sociation presented a number of 
prestigious awards to drivers and 
executives who have done the in-
dustry proud.

Driver of the Year

Whether it’s on the road, on the 
ice or under a steeple, 40-year-
old truck driver Chris Bender is 
someone who people look to for 
guidance and leadership. Bender, 
a truckload driver for Steed Stan-
dard Transport in Stratford, Ont., 
was named the 2013 Volvo Trucks 
Canada-OTA Driver of the Year 
for Ontario. With his wife Bren-
da by his side, Bender accepted 
the award during a ceremony at 
the Ontario Trucking Associa-
tion’s 87th annual conference in 
Toronto. 

The presentation of the award 
was made by Peter Currie, Ontar-
io district manager, Volvo Trucks 
Canada.

“My fascination with trucking 
goes back to my childhood when 
I spent hours pretending to be a 
truck driver hauling sand from 
one end of the sandbox to the oth-
er,” said Bender. “It’s no wonder 
to those who know me where I 
ended up. Some days I feel guilty 
going to work because there’s 
nothing else I’d rather be doing.”

Over his 16-year driving career, 
Bender has amassed about two 
million collision-free kilometres 
and has received the Steed Stan-
dard Transport Driver Apprecia-
tion Award four years in a row. 

In addition to his driving duties, 
he is a designated driver-trainer 
and has become a mentor to many 
of the company’s new drivers.

Bender is a passionate advo-
cate for safety in trucking and 
says he wants to change the nega-
tive way the industry is sometimes 
portrayed in the media. Bender 
is a member of the OTA Road 
Knights team, spending many 
hours educating school children 
and others about the industry.

“Truck drivers, by nature, are 
strong individuals who are used to 
tackling and completing tasks all 
on their own. Chris is that kind 
of person, but he also excels in 
serving others and his commu-
nity. He’s someone who others 
gravitate towards for support and 
guidance,” said Currie. 

“Chris is an exceptional class A 
driver,” added James Steed, pres-
ident of Steed Standard Trans-
port. “We’re honoured to have 
Chris as a part of our team and 
we thank him for his continuous 
dedication to safety and custom-
er service.”

Truck Hero

On a spring afternoon in Oakville 
Ontario, a tanker truck negotiat-
ing a ramp at the QEW at Roy-
al Windsor Drive suddenly rolled 
over at the mouth of the high-
way. The driver, suffering from 
life-threatening injuries, be-

came trapped inside as diesel fuel 
quickly spilled out of the truck. 

Contrans Flatbed Group driv-

er Stephen Lill of Stoney Creek, 
Ont. happened to be travelling 
closely behind on the ramp and 

witnessed the devastating acci-
dent first-hand. Overcoming his 
shock, Lill immediately pulled 
his truck over near the crash and 
sprung into action.

“When I got out of the truck 
there were some guys that told 
me to stop,” Lill explained. “They 
said no one could have survived 
that, so don’t bother going to the 
truck. I said ‘Have you checked?’ 
They didn’t. So I said ‘Get out of 
the way, I’m checking’.”

Lill crawled partway into the 
cab and began talking to the se-
verely injured driver, trying to 
keep him conscious and establish 
communication. During all this, 
Lill was on the phone with 911 
while also calming tensions from 
bystanders who implored Stephen 
to leave the scene for fear the die-
sel fuel would ignite and blow up 

OTA recognizes industry contributions through annual awards

driver of the year: Driver of the Year Chris Bender of Steed Standard 
Transport receives his award as wife Brenda looks on.
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the tanker. 
“I just told him, ‘I’m sorry but 

there’s nothing I can physically do 
to help you.’ But I told him that 
no matter what, I wouldn’t leave 
him,” Lill recalled. “I asked if he 
could hear me and he moved his 
fingers.”

Due to rush-hour traffic, it took 
nearly half an hour for emergency 
personnel to arrive at the scene. 
Eventually, workers freed the in-
jured driver and an air ambulance 
flew him to Hamilton General 
Hospital with life-threatening 
injuries. Fortunately, he made a 
full recovery.

Those actions were honoured at 
the OTA’s annual convention. At 
a dinner ceremony, Lill was given 
the OTA-Bridgestone Truck Hero 
Award, which recognizes profes-
sional truck drivers who demonstrate 
courage, quick thinking and integrity 
in the face of an emergency.  

“Stephen has made everyone 
at our company incredibly proud 

and we are thrilled the OTA 
chose spotlight his extraordinary 
act of heroism,” says Steve Brook-
shaw, vice-president of Contrans 
Flatbed Group. “His compassion 
for this driver whom he did not 
know is astounding, admirable 
and inspirational.”

Kim Trudgeon, the daughter 
of the driver Lill helped, cred-
its him for helping to save her fa-
ther’s life. “Stephen is definitely 
a hero to our entire family,” says 
Kim. “We are so thankful that 
through divine intervention it 
was Stephen there that day, who 
put my dad’s well-being ahead of 
his own. We honestly believe that 
staying there with my dad, trying 
to keep him conscious, offering 
encouragement is a big reason 
why he’s still with us today. Ste-
phen’s amazing.”

Service to Industry Award

The winner of the 2013 Shaw 
Tracking-OTA Service to Indus-

try Award is Norm Sneyd, vice-
president, business development 
at Bison Transport. 

Hundreds of his industry col-
leagues were on-hand at the 
OTA’s annual convention, where 
Sneyd received his award.

“This award represents the 
highest honour that can be be-
stowed upon a member of the 
trucking industry,” said Shaw 
Tracking vice-president Mike 
Ham, who presented the award. 
“I am delighted to present this 
award to Norm, a man whose ded-
ication to this industry knows no 
bounds and someone who I am 
proud to call my friend.” 

David Bradley, OTA’s president 
and CEO, added, “Norm is truly 
one of the great gentlemen of our 
industry; it is such an honour to 
have him as part of our associa-
tion and to know him.”

Over his career Sneyd has 
served on the OTA Board of Di-
rectors, its Executive Committee 

Driving for Profit 
to return Jan. 21
MISSISSAUGA, Ont. – Driving 
for Profit returns Jan. 21, featur-
ing Tom Kretsinger Jr., Truckload 
Carriers Association chairman 
and president of American Cen-
tral Transport.

Kretsinger will take part in 
the popular ‘How We Did It’ 
segment, in which he’ll be inter-
viewed by moderator Lou Smyr-
lis about the rise of his business.

American Central Transport 
is a truckload carrier running 
about 300 trucks serving the east-
ern half of the US. The company 
recently took top honours in the 
general commodities truckload/
linehaul division (20-50 million 
miles) in the American Truck-
ing Associations’ national truck 
safety competition.

Also returning will be Chris 
Burruss, president of the TCA 
and Dave Heller, director of 
safety and policy with the orga-
nization. They’ll provide an over-
view of the US regulatory envi-
ronment. 

Sessions will be moderated by 
Smyrlis, publisher and editori-
al director of Truck News. Em-
cee will be Ray Haight, CEO of 
TransRep. The seminar series is 
hosted by NAL Insurance and 
sponsored by Truck News, Dal-
ton Timmis Insurance and Daim-
ler Truck Financial.

The cost to attend is $85 and 
the half-day seminar includes 
lunch. It is held at the Capital Ban-
quet Centre in Mississauga. For 
more details or to register, visit  
www.drivingforprofit.com. n 

and numerous other special and 
standing committees of the asso-
ciation. The OTA said Sneyd has 
been an effective and thoughtful 
champion of many of the associa-
tion’s causes.

“When you talk to anyone in 
this industry, he’s just one of those 
rare guys that everyone knows of 
and absolutely no one has any-
thing negative to say about,” said 
Sneyd’s boss, Don Streuber, pres-
ident of Bison Transport. “And 
I think it’s because Norm genu-
inely cares about everybody else, 
right to their core.”

Sneyd’s career in the trucking 
industry spans over 40 years, but 
he first got the itch for big wheels 
while driving part-time for the 
Simpsons department store in To-
ronto during his university years. 

He went on to drive for the 
household moving division of CP 
Trucks before stepping into an of-
fice job and working his way up 
to general manager.

Sneyd then joined United Van 
Lines where he became a part-
ner and helped grow the company 
into one of the most recognized 
moving fleets in Canada. 

He changed lanes a couple of 
more times after that and was 
named president of Highland 
Transport before settling into his 
current position in 2008 as v.p., 
business development at Bison 
Transport. n
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broker. Learn how Northbridge

Insurance empowers you with

tools and resources so you can

focus on what’s important—your

customers and your profits.

 “When you make a claim,

you really find out what your

insurance company is made of,”

says Mr. Archer. “Northbridge

are great folks to work with.

They’re very helpful and they’re

always there for us.”
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Ray Archer, Safety Director, Venture West Transport, Sturgeon County, Alberta

“Northbridge understands
that when a truck is in the
shop following a claim, it’s

not making money.”
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ontario

By James Menzies
MISSISSAUGA, Ont. – The mak-
ers of an alternative fuels manage-
ment system, a truck rental chain 
and a natural gas supplier have 
come together to bring the On-
tario trucking industry an oppor-
tunity to enjoy the cost savings of 
natural gas, with no up-front costs.

Traditionally, natural gas-pow-
ered vehicles have cost consider-
ably more than their diesel coun-
terparts, which has proved to be 
a barrier to the more widespread 
adoption of clean-burning natu-
ral gas engine technology. Steve 
Baty, director of sales and mar-
keting with Alternative Fuels, Al-
ternative Solutions (AFAS), said 
his company produces a dual-fu-
el fuel management system that 
blends compressed natural gas 
(CNG) and diesel aboard commer-
cial vehicles. The AFAS system is 
mounted in place of the passen-
ger-side diesel tank and deliv-
ers CNG to the engine where it’s 

mixed with diesel prior to combus-
tion. The percentage of diesel fuel 
that’s displaced varies depending 
on application.

“If it’s cold in the morning, the 
truck starts on diesel and once the 
engine reaches a certain tempera-
ture, it can start running on dual 
fuel,” Baty explained. “At idle, 
when parked, it will run purely on 
diesel. Once you start to acceler-
ate, it will start to add in CNG and 
as it’s adding CNG, the diesel mo-
tor ECM reduces the amount of 
diesel (required).”

At highway speeds of 100 km/h, 
Baty said as much as 70% of the 
fuel consumed by the truck will be 
less-costly CNG. If a fleet runs on-
highway 80% of the time, it will 
achieve about a 50-50 blend be-
tween diesel and CNG consump-
tion. The AFAS kits can be ret-
rofit on new or older model year 
vehicles. Universal Truck Rent-
al Canada has set up a 2007 In-
ternational 8700 with the system 

Is the cost of natural gas-powered trucks 
keeping you on the sidelines? How about 
a dual fuel option with no up-front cost?

Partnership brings dual 
fuel trucks to Ontario
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and is preparing to make the truck 
available for demonstrations. The 
third player involved in the pro-
gram is Chelsea Natural Gas, 
which through its CNG in a Box 
platform, is able to erect CNG fu-
elling infrastructure pretty much 
anywhere it feels there’s a market. 

Under the partnership, custom-
ers looking to achieve fuel savings 
without a significant capital expen-
diture can agree to meet minimum 
fuelling requirements through 
Chelsea Natural Gas locations 
without paying directly the cost of 
the AFAS fuel system, which will 
be built into the price of the gas. 

Currently under the agreement, 
Chelsea is offering CNG at $1 per 
litre, compared to diesel, which 
is retailing for about $1.25/L. 
Baty said customers will enjoy 60 
months of guaranteed pricing in-
dexed to diesel on a fixed or vari-
able rate, ensuring ongoing sav-
ings. A customer entering into 
the program today could lock in 
their CNG at $1.009 per litre for 
60 or 84 months, or sign a vari-
able agreement at a discount of 
19.85% less than the per litre rate 
of diesel.

“The idea is the floating rate 
can rise and fall with the price of 
diesel but will be approximate-
ly 25 cents per litre less,” Baty  
explained.

Chelsea in turn pays the cost of 
the technology which retails for 
$18,000-$20,000 per kit.

There are benefits to the dual-
fuel technology compared to dedi-
cated natural gas solutions, Baty 
said. For one, since it’s a dual-fuel 
system, the fuel tanks are less ex-
pensive since less on-board stor-
age is required. There are no range 
limitations and if a problem with 
the fuel system occurs, the truck 
can continue to operate on diesel.

Under ideal conditions – a region-
al haul day cab running a return-
to-base route – half the fuel con-
sumed will be CNG. At current 
rates, this would translate into a  
25 cent per litre savings for  
CNG, or an overall fuel savings of 
9.9% (about $5,000 per truck each 
year based on 100,000 kms averag-
ing 7 mpg). 

Rebate programs may also be 
available to provide further sav-
ings on the CNG fuel spend, Baty 
added. The program is viable for 
intraprovincial runs between On-
tario and Quebec, Baty noted, 
since Chelsea Natural Gas is set 
up there, but fuel savings may be 
diminished since the truck would 
likely run out of CNG en-route. 

“If you left Toronto, you would 
run out of CNG in Quebec, but 
you could get to Montreal, re-fu-
el and drive back and have bene-
fits on both sides (of the border),” 
Baty explained.

Universal Truck Rental has 20 lo-
cations across Canada, and the plan 
is to expand the program across the 
country, to wherever Chelsea opts to 
locate its fuelling stations. Customers 
can also purchase the fuel system up-
front if they prefer, and in doing so 
would not be required to meet mini-
mum fuelling requirements through 
Chelsea. Baty also said more CNG – 
or even LNG – tanks can be added 
to the vehicle to make it viable for 
long-haul routes, but the limitation 
is accessibility of natural gas. n

To reserve your space, conTacT: 
Mark Cusack, National Show Manager •  mcusack@mpltd.ca

Matt Mitchell, Show Manager • mmitchell@mpltd.ca

1-888-454-7469
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canada

you have become accustomed to at 
Yanke.”

Drew Shepherd, operations manag-
er for Celadon Canada, said in a note 
to Yanke drivers: “Celadon Canada 
is honoured to take you on as a driv-
er, and we are privileged to have Rus-
sel’s best wishes in working with you. 
As one of the (industry’s) safest driv-
ers, we are excited to maintain your 
employment and continue helping you 
and other professional transport oper-
ators service existing customers across 
Canada and the United States.”

Since outlining its Canadian expan-
sion plans to Truck News in an exclu-
sive interview last year, Celadon has 
grown from about 200 trucks here to 
four times that. In addition to Yanke, 
it has bought up Hyndman Transport 
and Hoss Cartage.

“Yanke has been a well-respected 
Canadian truckload and multi-modal 
carrier that has provided a high level of 
dry van freight services for its custom-
ers since 1968,” said Paul Will, Cela-
don president and CEO. “We believe 
this acquisition offers solid potential 
to expand our domestic Canada foot-
print, both over the road and utiliz-
ing the rail, to advance our overall 
service offering growth plans. We’re 
excited to work with Yanke manage-

ment and look forward to continuing 
to provide the quality service that the 
Yanke core account base has come 
to expect. Based on previous acquisi-
tions, we believe Celadon can enhance 
that service through upgraded equip-
ment, advanced technology, additional 
assets, and an industry-leading safety 
record.”

One day earlier, RTL-Westcan was 
bought by US tanker giant Kenan Ad-
vantage Group, in what appears to be 
more of a bolt-on acquisition that al-
lows the US company entry into the 
Western Canadian market. The deal 
included 480 tractors and 2,000 trail-
ers that operate out of 16 terminals in 
B.C., Alberta, Saskatchewan and the 
Northwest Territories.

“The acquisition of RTL-Westcan 
further positions KAG as the elite 
North American bulk transporta-
tion services and logistics provider,” 
announced Dennis Nash, CEO of  
Kenan. “The expansion into Canada 
extends our footprint to better serve a 
broader customer base while capitaliz-
ing on a highly attractive marketplace. 
Western Canada is a growth region 
with increasing demand for trans-
portation and logistics services as a 
result of expanding energy markets, 
increased mining activity and strong 
macro drivers.”

Carriers go on buying 
spree to end 2013
Continued from page 1
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In a press release, it sounded like 
Kenan may not be finished with its  
expansion. 

“We intend to focus on growing with 
the combined customer bases while 
also pursuing strategic acquisitions 
that enhance our capabilities. Keep-
ing true to our strategy of acquiring 
‘best in class’ companies, we are proud 
to have Grant Mitchell and the RTL-
Westcan Group’s talented employees 
represent KAG as the flagship com-
pany for our newly established Cana-
dian platform,” Nash said.

Also in Western Canada, Man-
itoulin Transport announced on  
Nov. 25 it was taking over Smooth 
Freight and its Manitoba-based LTL, 
truckload and storage trailer opera-
tions. The company serves more than 
300 communities in southern and 
western Manitoba from terminals in 
Winnipeg and Brandon.

“A key component of Manitou-
lin’s growth strategy continues to be 
building out our reach and service 
offerings in Western Canada,” said 
Don Goodwill, president, Manitou-
lin Transport. “We look for highly suc-
cessful companies, with a customer-
oriented culture that strongly reflects 
our own. Smooth Freight fit the bill 
on all accounts and we are delighted 
to welcome them into the Manitou-
lin family.”

The company adds 200 trailers and 
25 trucks to Manitoulin’s fleet. 

“Like Manitoulin, Smooth Freight 
has been a family owned and oper-
ated business for many years,” said 
Borden Hadley, founder and former 
owner, Smooth Freight. “We’re excited 
about this development and delighted 
to become part of a continuously ex-
panding and highly reputable enter-
prise that shares our values and puts 
the customer first. Importantly, we be-
lieve our customers will benefit greatly 
from having more choice now in Mani-
toba when it comes to their transpor-
tation requirements, through easy ac-
cess to the full suite of transportation 
services Manitoulin can provide.”

Manitoulin announced that Had-
ley would remain on in a consulting  
capacity, while Bobbi and Tobi Hadley 
would maintain their sales and man-
agement roles.

Not to be outdone, Contrans Group 
was also busy, announcing on Nov. 25 
the acquisition of Guelph, Ont.-based 
Best Transfer. Best provides flatbed, 
tank and dry bulk transportation ser-
vices and will add about $8 million in 
revenue to Contrans’ operations.

The deal includes Best’s 30 highway 
tractors and 50 trailers.

“The purchase of Best Transfer fits 
well into the existing competencies of 
our Ontario divisions,” said Contrans’ 
chairman and CEO Stan Dunford. 
“We have existing relationships with 
many of the Best customers and be-
lieve that our purchase of Best Trans-
fer will enhance those relationships 
with the ability to provide addition-
al service capacity. The purchase also 
expands our terminal footprint with 
an additional terminal and yard space 
along the busy 401 corridor.”

And if that wasn’t enough M&A 
activity, Manitoulin was again ac-
tive Dec. 9, announcing the acquisi-
tion of Vitran Corp. in a deal worth 
about US$128 million, or US$6 per 
outstanding share. The Vitran ac-
quisition occurred just as this issue 
of Truck News went to press. Visit  
www.trucknews.com for more details 
as well as reaction.  n
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economic outlook 

By James Menzies
WASHINGTON, D.C. – Motor 
carrier executives “Should not have 
high expectations for the remain-
der of this recovery.” That was the 
somber advice from Noel Perry, man-
aging director and senior consul-
tant with industry forecaster FTR, 
when addressing clients during a 
recent State of Freight webinar. 
While US GDP growth has been 
moderate through the first three 
quarters of 2013, Perry noted it’s 

expected the government shutdown 
in October could reduce Q4 GDP 
by half a point.

At the same time, the indus-
trial sector and home sales have  
 leveled off.

Worse yet, Perry noted, “We are 
now at the point where historically, 
you would begin to expect a reces-
sion at some point in the next two 
to three years…History says reces-
sions tend to occur in five- to sev-
en-year increments and seven years 

from 2009 is 2016, so you should 
have in your scenario portfolio a re-
cession in the next couple of years, 
regardless of whether we or anyone 
else forecasts it.”

The economic outlook in the 
US seems destined to remain on 
shaky ground. Perry said its total 
debt is now greater than 100% of 
its GDP, putting it on par with na-
tions such as Portugal and Ireland 
and worse than France and Italy. 
This is “no big deal” in the short-

term, said Perry, but it could “re-
duce our flexibility for the future.”

Since the credit markets continue 
to be willing to lend the US money, 
there’s no sense of urgency to re-
solve the debt situation, Perry ex-
plained. This means there could 
be further wrangling among poli-
ticians in Washington over whether 
to cut spending.

“The only real risk from this situ-
ation is that at some point, we could 
have a long-term shutdown of gov-
ernment,” Perry noted.

As for the freight outlook, that 
too could be softening. Industrial 
production thus far through the re-
covery has outpaced GDP growth, 
but that has come to an end as the 
recovery transitions into a “service-
driven” recovery. 

“Freight growth is likely to be 
less than it has been so far in this 
recovery,” Perry said, noting it so 
far has been quite strong, with 
freight demand growing at about 
5%. “The industrial production bar 
is not as exciting as it was earlier in 
this recovery.”

Even Perry’s seemingly bleak 
forecast could get worse. He not-
ed forecasts are built upon a “rela-
tively calm world” and conditions 
could change in a hurry if consum-
ers or investors overreact to nega-
tive quarterly indicators.

“This recovery has been unvol-
atile,” Perry said. “Even though 
we’ve had disappointing growth, 
we’ve had stable conditions. That 
makes it easy to invest and easy to 
manage a truck fleet because you’re 
not trying to chase the market up 
or down. One of the critical vari-
ables over the next couple of years 
is, will this stability continue? His-
tory says it won’t and therefore, my 
strong recommendation is that you 
keep your operations and your in-
vestment horizon flexible, because 
things can change rapidly.”

Perry did have good news to de-
liver on the fuel front, projecting 
diesel prices to remain flat through 
2014 and “maybe as far out as 
2016.”

An onslaught of new regulations 
continues to provide headwinds 
for carrier productivity. The new 
hours-of-service rules introduced 
last summer necessitated the hiring 

‘Muted expectations,’ advised 
for ongoing economic recovery
Next recession could be just two years away

‘You should have in your scenario portfolio a 
recession in the next couple of years.’ 

Noel Perry, FTR
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2011 VolVo VNl780
Volvo VED13 425 H.P. engine.  

Fuller 13 spd. trans., 229 W.B. with  
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500 H.P. VED16 engine. 12 spd. trans., 235 W.B. 
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trans.3.70 Ratio, 236 W. B., Qualifies for 
CONFIDENCE+ warranty. Price $68,900.

1-800-875-9017
1285 Shawson Drive, 

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

www.arrowtruck.com

Datsun Rd.

Dixie Rd.

Sha
wso

n D
riv

e
Britt

an
ia 

Rd. 
E ARROW

TRUCK SALES

 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

(2) 2009 VolVo VNl670
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TORONTO, Ont. – After five 
tough years, the global economic 
picture is starting to shape up for 
the better and Canada is well-po-
sitioned to take advantage of the 
new opportunities, according to 
David Newman, a transportation 
market analyst with Cormark Se-
curities and the luncheon speaker 
at CITT’s conference Nov. 4.

Newman said from the outset 
that he was bearing good econom-
ic news and he delivered on sev-
eral fronts.

Europe’s economy is turning 
the corner at the same time as the 
US economy is improving and the 
Chinese economy is stabilizing at 
a lower but still robust growth lev-
el, Newman said. India is continu-
ing to develop and Mexico is gain-
ing momentum.

“What we are hoping is for all 
to align at once – synchronous 
global growth,” he said, adding he 
is expecting global growth around 
3% next year.

Canada stands to profit from 
such synchronous global growth, 
Newman said, because it has the 
base metals, energy products and 
agricultural products required to 
feed the demand of an expanding 
world economy.

“We have what the world wants 
and we stand to benefit,” New-
man said, pointing out Western 
Canada with its strong raw mate-
rials base is particularly well po-
sitioned.

The growth in manufacturing 
is a good indication of what’s to 
come. Manufacturing around the 
world expanded in October and 
US manufacturing is at its stron-
gest in 2.5 years.  US auto sales 
are almost at pre-recession highs. 
They were at 16 million in 2007 
and are expected to hit 15.7 mil-
lion in 2014 and 16.2 million by 
2015.

US housing starts, although no-
where near their peak levels from 
prior to the recession, are never-
theless continuing to recover and 
unemployment is down to 7.2% 
from the 10% peak during the re-
cession and US consumer confi-
dence peaked in June.

In Canada there are concerns 
about a correction in the con-
do market but the single family 
house market should be safe.

“It’s unlikely we will witness a 
US-style meltdown. It’s not going 
to happen,” Newman said, due to 
the much stricter Canadian lend-
ing rules.

Canadian unemployment is 
down to 6.9% from the peak of 
8.7% back in August of 2009.

Newman forecasts GDP growth 
of 2.5% to 3% for the US and a 
more muted 2.2% in Canada for 
2014.

“We are near recovery mode. 
Nowhere near the peaks of the 
past but we are on the right 
track,” he said. n

of 50,000 drivers in the US, Perry 
said, and for many carriers strug-
gling with 100% turnover, that re-
ally means hiring two drivers for 
every one position that needs filled. 
But the real impact of the new HoS 
rules may not yet have been felt, 
Perry warned.

“The hiring mechanism is not 
that flexible, so people get behind 
and it takes three to four quarters 

to catch up,” he explained. 
Trucking is now enjoying strong 

capacity utilization, Perry noted, 
but to achieve that, it has shak-
en out its “excess surge capacity,” 
meaning a sudden spike in demand 
for trucking services would likely 
result in a strong pricing increase. 
And that just may be the best out-
come carriers can hope for in the 
short-term. n

Good news ahead for global and 
Canadian economies, CITT hears
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industry

A little bit of tension between buy-
ers and sellers always exists regard-
less of the product or service. A cer-
tain degree of tension is a good thing 
– it keeps everyone honest. This is as 
true for the buyers and sellers of freight 
transportation service as it is for any-
thing else. No one involved in the sup-
ply chain will see this as a great revela-
tion. It’s a fact of life.

However, the existence of some 
level of tension should not preclude 
the development and nurturing of 
more constructive and productive 
business relationships and partner-
ships. The strength of any relation-
ship, business or otherwise, is pred-
icated on some basic traits: good 
communication and trust. 

In an effort to improve the level of 

communication and trust between the 
shipper community and the motor car-
rier community, in 2013 our two as-
sociations established a joint forum 
to encourage informal discussion be-
tween OTA and CITA members. The 
primary goal was to share respective 
challenges in an effort to better un-
derstand their roots, generally aimed 
at building the relationships between 
both associations, and their mem-
bers, necessary to undertake joint ef-
forts to get waste and inefficiency out 
of the freight transportation system. A 
further objective was to work together 
to help address mutual concerns over 
service levels, capacity and cost.

No doubt both groups held certain 
biases heading into the discussions. 
Both groups were likely pre-condi-
tioned to anticipate some of those bi-
ases. To some degree at least the carri-
ers no doubt expected the shippers to 
be less than appreciative of the chal-
lenges posed by ever-increasing oper-
ating costs, the shortage of qualified 
drivers and the obligations that a car-
rier must accept in order to run a safe 
operation. The shippers on the other 
hand likely felt the carriers did not un-
derstand how their role within their or-
ganizations has changed over the years 
with the advent of purchasing depart-
ments, increased use of 3PLs, etc., and 
the pressures they are under to contain 
costs and to justify costs increases.

The first meeting of what has be-
come known as the CITA-OTA Ship-
per-Carrier Forum was held in May 
2013 in Toronto. There were few ex-
pectations for that first meeting, be-
yond “feeling each other out.”

But what transpired was actually 
rather encouraging. In fact, the par-
ticipants emerged from that first ses-
sion developing some best practices 
for both groups to adopt in order to 
maximize the relationship and, most 
importantly, they agreed to meet again 
within six months’ time. 

The second installment of the  
Shipper-Carrier Forum took place in 
November, again in Toronto. While 
most of the participants were the 
same people that had met in May, 
there were also some new faces and 
fresh perspectives. 

The discussion covered everything 
from when longer-term contracts were 
appropriate, to what both shippers 
and carriers need to do to make the 
bid process more transparent, accu-
rate and fair to the incumbent carri-
er, to the impact of such things as the 
tightening of the US rules govern-
ing truck driver hours-of-service on 
productivity; the potential for chang-
es to the transportation of dangerous 
goods regulations in the wake of the 
tragedy at Lac Megantic; to the need 
for all parties in the supply chain to 
accept their fair share of the liabil-
ity in the event that something goes 
wrong. Calculating and administer-
ing fuel surcharges was identified as a 
challenge for both shippers and carri-
ers. Carriers made the point that the 
fuel charge formula can be whatever 
shippers want it to be so long as at the 
end of the day 2+2=4; in other words 
that the combination of rate and the 

fuel surcharge leave the carrier whole. 
Some shippers expressed the view that 
they preferred their carriers to submit 
a base rate then charge accessorials for 
things like dwell time indicating that 
being charged for those costs separate-
ly may lead to a greater opportunity to 
reduce them. 

The shortage of truck drivers was 
recognized by both groups as a loom-
ing threat to the unfettered access 
to freight transportation service. A 
study completed earlier this year by 
the Conference Board of Canada es-
timates that by 2020, the gap between 
the supply and demand of truck driv-
ers in the for-hire sector of the indus-
try will reach about 33,000. Market 
forces will inevitably prevail on such 
things as driver wages and benefits, 
which have been stagnant for the past 
two decades. (According to the Con-
ference Board, since 1986 the for-hire 
trucking industry has given away 87% 
of the productivity gains it generated 
during the period). 

The carriers will have to find ways 
to address the lifestyle issues which are 
currently a significant concern for peo-
ple who might otherwise consider a ca-
reer as a truck driver. But, there is also 
an important role shippers can play. 
They can provide spaces at their facili-
ties to allow drivers to park and rest. 
They can allow drivers access to wash-
rooms and fax machines. This seems 
like a simple and reasonable thing 
but it is a huge issue. By minimizing 
the amount of dwell time a driver is 
forced to endure they would actual-
ly help drivers and companies utilize 
their time and assets more appropri-
ately to generate revenue. Drivers are 
paid to drive. Companies are typically 
paid to move goods. The window they 
have to get their miles in is restricted 
by the hours of service. Being delayed 
and forced to sit waiting to be loaded 
and unloaded is perhaps the most frus-
trating thing they have to deal with and 
it drives many out of the business. 

Of course, both groups stated the 
views they were expressing were as in-
dividuals based on what works in their 
situation and not necessarily reflective 
– for better but usually for worse – of 
what others do. A key challenge for 
this process is to get the shipper com-
munity and the carrier community at 
large engaged in a similar dialogue.  It 
is also expected that the increased un-
derstanding will be reflected in direct 
negotiations between individual ship-
pers and carriers. 

It would be easy to be cynical about 
the process. No one on the shipper-
carrier forum is under any illusion 
that this can be quickly or easily ac-
complished. But they will continue to 
meet and to dialogue in the hope that 
in some small way the process will con-
tinue to contribute to the level of un-
derstanding and mutual respect of all 
concerned. Does anyone have a bet-
ter idea?

In a small way, it also a good exam-
ple of how associations provide a fo-
rum for dialogue and joint action even-
tually leading to constructive change. 
Rome was not built in a day. But not 
talking or not trying to communicate 
is no solution. n

Working together
Shipper-carrier forum building understanding, respect for 
challenges buyers and sellers of trucking services face

Industry 
Issues

– David Bradley is president of 
the Ontario Trucking Associa-
tion and chief executive officer of  
the Canadian Trucking Alliance. 
Bob Ballantyne is president of the  
Canadian Industrial Transportation 
Association. 

DaviD BraDley & BoB Ballantyne
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Last month in this column we ad-
dressed the question of what the in-
dustry needs, wants, or can afford 
in the way of training for entry-level 
truck drivers. It’s at least a three-part 
question: first, I think we can all agree 
that training for an entry-level job with 
safety implications such as that of truck 
driving is a good thing. It’s the other 
two parts of the question that create 
the discussion points – ie., what does 
the industry want in the way of train-
ing and what is it willing to pay for?

In addressing the topic last month I 
pointed out that there are some exist-
ing training programs that are capa-
ble of doing a fine job of preparing an 
entry-level driver for a career. There is 
one in particular that was developed 
by the industry group, the Canadian 
Trucking Human Resources Coun-
cil, which has been called the Cadillac 
of training courses, but that is seen by 
naysayers as too expensive.

Absent mandatory training with 
specified components and outcomes, 
it is currently left to would-be driv-
ers to find a training centre that will 
prepare them for that entry-level job 
with a fleet that cares enough to hire 
trained applicants. The sheer num-
ber of training establishments and the 
lack of oversight of the quality they 
deliver can make the choice of school 
a gamble. 

And yet it is a reasonable expecta-
tion for any new driver who is shelling 
out hard-earned money (or for gov-
ernment assistance programs that pay 
for the training) that he or she will re-
ceive a level of training that will qual-
ify them for a decent job. And that’s 
often an unfulfilled expectation.

However, entry-level drivers are not 
the only workers that need or want 
suitable training to help them, once 
they gain some experience, to become 
professionals. It is generally agreed 
that one of the most challenging jobs 
in the industry is that of the dispatcher. 
To be successful in this role an individ-
ual must be part planner, part opera-
tions director, part disciplinarian, part 
human resources expert, part salesper-
son, part empathetic listening-post for 
drivers, sales personnel and customers, 
part expert on transportation regula-
tions, and dare I say it, part magician.

The typical dispatcher in a busy or-
ganization needs to be a good com-
municator, organized, knowledge-
able, compassionate, understanding, 

demanding, and who knows what else? 
Demands come from the boss, from 
drivers, from customers, and from me-
chanics who want to service a vehicle 
that is needed for deliveries or pick-ups 
at the same time.

And yet, despite the demands in-
herent in the dispatcher position, ex-
perience shows that few dispatchers 
received any significant amount of 
training prior to taking on the role, 
or even as an ongoing part of the job. 
Indeed, most receive what is loosely 
described as on-the-job training – the 
sort that says “here is your desk and 
Fred here will show you the ropes.”

In that scenario it’s anyone’s guess as 
to how your new dispatcher will learn 
the skills required to do the job well. 
For example, is it likely that ‘Fred’ has 
the expertise (or time) to teach the in-
terpersonal skills that good dispatch-
ers utilize to calm irate drivers or cus-
tomers? Who will teach the planning 
methodology required to keep the 
freight moving as scheduled? How will 
your new dispatcher react to emergen-
cy situations that disrupt those plans? 
The list goes on, of course.

If you are operating the type of fleet 
that settles for on-the-job training for 
your dispatchers the best you can do 
is keep your fingers crossed that they 
are quick studies and that nothing goes 
off the rails while they are climbing 
the learning curve. Or, you might con-
sider changing your approach in order 
to utilize some of the established and 
well-regarded training programs de-
signed specifically to prepare dispatch-
ers for the job you hired them to do. 

Of the available programs, there are 
two with which we are familiar – one 
classroom and the other online. We do 
not as a rule mention specific compa-
nies or products in this space, but con-
sider these as suggestions as you begin 
your research into the most suitable 
program for your dispatchers. 

We know that adults have different 
learning styles so selecting the most 
suitable type of learning experience is 
important. You are looking for positive 
results for your trainee, not an exercise 
in frustration.

For example, some people learn best 
in a classroom setting and Transcom 
Fleet Services has been providing 
that type of training for dispatchers 
for many years. Roy Craigen, owner 
of Transcom, once made an impas-
sioned case for dispatcher training at 
PMTC’s annual conference. It was so 
well received that we invited Roy back 
to speak to us again.

Alternatively, for those who can’t 
live without their dispatcher while they 
are off-site for training there are on-
line courses that the student can work 
through at their own pace. Trucking 

Human Resources Canada provides 
this type of program. It is intensive, 
structured, and a good alternative to 
the classroom. A search of the Inter-
net on this topic found even more dis-
patcher training programs, so there 
are choices. As with entry-level driv-
er training however, it’s best to check 
references and examine program con-
tents as well as instructor qualifications 
prior to signing on. Dispatchers obvi-
ously play an important role in the suc-
cess of your fleet. Do them the cour-
tesy of preparing them for that role. n

Training needs go beyond those of drivers

Private Links
Bruce richards

– The PMTC is the only national 
association dedicated to the private 
trucking community. Direct com-
ments to trucks@pmtc.ca.
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Brought to you by2014 Calendar of Events
JANUARY
Jan. 17, Toronto Transportation Club Ski Day, Craigleith Ski Club, Blue 
Mountain, Ont. www.torontotransportationclub.com
Jan. 18-22, National Private Truck Council, Private Fleet Management 
Institute, Jacksonsville, Fla.  www.nptc.org
Jan. 20-23, National Biodiesel Conference and Expo, San Diego, Calif. 
www.biodieselconference.org
Jan. 24, Toronto Trucking Association, Annual Ski Day, Devil’s Glen, Glen 
Huron, Ont. www.torontotrucking.org 
Jan. 26,  Retail Industry Association Leadership Forum, Naples, Fla. 
www.rila.org
Jan. 27-31, COHMED Conference, Sarasota, Fla. www.cvsa.org
Jan. 27, Heavy Duty Remanufacturing Group Summit, Las Vegas, Nev.   
www.hdrg.org 
Jan. 27-30, Heavy Duty Aftermarket Week, Las Vegas, Nev.  www.hdrg.org

FEBRUARY
Feb. 10-17, Toronto Trucking Association Convention, Grenada  
www.torontotrucking.org  
Feb. 11-13, SAE Hybrid and Electric Vehicle Technologies Symposium, 
LaJolla, Calif. www.sae.org
Feb. 24-27, Cold Chain and Temperature Summit, Montreal, Que.  
www.coldchainpharm.com

MARCH
March 4-5, Green Truck Summit, Indianapolis, Ind. www.ntea.com
March 5-7, The Work Truck Show, Indianapolis, Ind. www.ntea.com
March 10-13, Technology & Maintenance Council Annual Meeting, 
Nashville, Ten.  www.trucking.org
March 10-14, Truck Renting and Leasing Association Annual Meeting, 
Scottsdale, Ari. www.trala.org
March 11, Manitoba Trucking Association AGM, Winnipeg, Man.  
www.trucking.mb.ca
March 23-25, IWLA Convention and Expo, Phoenix, Ari.  www.iwla.com
March 23-26, Truckload Carriers Association Convention, Grapevine, 
Tex.  www.truckload.org
March 24-26, The Logistics Management Course, Miles S. Nadal 
Management Centre, Toronto, Ont. www.seec.schulich.yorku.ca 
March 27-29, Mid-America Trucking Show, Louisville, Ken.   
www.truckingshow.com

APRIL
TDB, Truckers Association of Nova Scotia AGM,  Truro, N.S.  www.tans.ca
April 6-9, Retail Asset Protection Conference, Indianapolis, Ind. www.rila.org
April 6-10, CSVA Workshop, Los Angeles, Calif.  www.csva.org
April 8-10, SAE World Congress, Detroit, Mich.  www.sae.org
April 10-12, Truck World, Toronto, Ont.  www.truckworld.ca
April 13-15, NPTC Education Management Conference & Exhibition, 
Cincinnati, Ohio  www.nptc.org 
April 13-16, National Shippers Strategic Transportation Council Logistics 
Conference & Expo, Orlando, Fla.  www.nasstrac.org
April 24, BCTA Annual Associate Dinner Meeting, Surrey, B.C.   
www.bctrucking.com
April 25, MTA Spring Fling, Winnipeg, Man. www.trucking.mb.ca
April 25-26, Alberta Motor Transport Association Annual Conference, 
Banff, Alta.  www.amta.ca  
April 25-26, Salon CAM Quebec, Quebec City, Que.   
www.masterpromotions.ca/
April 27, Warehousing Education and Research Council Annual 
Conference, Chicago, Ill.  www.werc.org

April 29, IANA’s Operations, Safety and Compliance Seminar, Oak Brook, Ill  
www.intermodal.org
April 30 Trailer Wizards Delta BC Grand Opening www.trailerwizards.com 
MAY
May 1-3, Quebec Trucking Association Convention, Quebec, Que.  
www.carrefour-acq.org
May 3-7, Material Handling Equipment Distributors’ Showcase, Orlando, Fla. 
www.mheda.org
May 7 Trailer Wizards Edmonton AB Open House www.trailerwizards.com
May 8 Trailer Wizards Calgary AB Open House www.trailerwizards.com
May 12-14, Transplace Shipper Symposium, Dallas, Tex. www.transplace.com
May 14 Trailer Wizards Winnipeg, MB Open House www.trailerwizards.com
May 15, Toronto Transportation Club Spring Golf Tournament,  
Brampton, Ont. www.torontotransportationclub.com 
May 24-25, Road Today Truck Show, Brampton, Ont.  
www.roadtodaytruckshow.com
May 25-28,  Canadian Council of Motor Transport Administrators Annual 
Meeting, Toronto, Ont.  www.ccmta.ca 
May 28 Trailer Wizards Saskatoon, SK Open House www.trailerwizards.com
May 29 Trailer Wizards Regina, SK Open House www.trailerwizards.com
May 31-Jun 3,  Heavy Duty Distributor Council Annual Conference,  
Gatineau, Que. www.hddc.ca 

JUNE
June 3, Truck News/Chevron Charity Golf Day, Uxbridge, Ont.
Kathy Penner (416-510-6892) or Brenda Grant (416-494-3333)
June 4, Toronto Trucking Association Spring Social, Toronto, Ont.  
www.torontotrucking.org
June 11-13,  Supply Chain Canada, Edmonton, Alta.  
www.supplychaincanada.com
June 12 Trailer Wizards Montreal (Lachine) QC Open House 
www.trailerwizards.com

JULY
July 25-27, Fergus Truck Show, Fergus, Ont., www.fergustruckshow.com

AUGUST
Aug. 11-14,  North American Inspectors Championship 2014, Pittsburgh, 
Penn. www.cvsa.org
Aug. 21-23, Great American Trucking Show, Dallas, Tex.,  
www.gatsonline.com

SEPTEMBER
Sept. 22-24,  SAE Thermal Management Systems Symposium, Denver, 
Colo. www.sae.org
Sept. 4-6, North American Trailer Dealers Association Trade Show and 
Convention, St. Louis, Mo. www.natdatradeshow.org 
Sept. 17-19, North American Powertrain Conference, Chicago, Ill.  
www.sae.org  
Sept. 19-20,  Truxpo,  Abbotsford, B.C. www.masterpromotions

OCTOBER
TBD: APTA Convention, Moncton, N.B.
Oct. 4-7, ATA Annual Management Conference & Exhibition, San Diego, 
Calif. www.truckline.com
Oct. 5-8, SAE Brake Colloquium and Exhibition, Burlingame, Calif.
www.sae.org
Oct. 15, Surface Transportation Summit, Burlingame, Calif. www.sae.org
Oct. 22-24, National Conference on Supply Chain and Logistics 
presented by CITT,  Calgary, Alta. www.citt.ca
Oct. 27-30, Canadian Transportation Equipment Association 
Manufacturer’s  Technical Conference,  Edmonton, Alta. www.ctea.ca 

NOVEMBER
TBD: OTA Conference
Nov. 7-9, Fleet Safety Council, Niagara Falls, Ont. www.fleetsafetycouncil.com 
Nov. 19-20,  Canadian Waste and Recycling Expo, Toronto, Ont. www.cwre.ca 

DECEMBER
Dec. 4, BCTA Christmas Part, Surrey, B.C. www.bctrucking.com

Events Calendar sponsored by
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health 

Your shoulder joint, the body’s 
most mobile joint, is quite complex.

Most people think their shoulder 
is just the ball-and-socket shoul-
der joint (glenohumeral joint) on 
top of the arm bone (humerous). 
However, your shoulder actually 
connects three bones: the upper 
arm bone, the collarbone (clavi-
cle) and the shoulder blade (scap-
ula). In addition, another smaller 
joint (acromioclavicular joint) at-
taches the collarbone (clavicle) to 
the shoulder. 

This smaller joint acts as a stabi-
lizing pivot point, which lets your 
arm lift above your head. 

The main shoulder joint has two 
kinds of cartilage with two differ-
ent roles. The white articular car-
tilage on the ends of the bones al-
lows the bones to smoothly glide 
and move across each other. 

The labrum cartilage circles the 
shallow shoulder socket (glenoid) 
and deepens the socket. This cuff 
of fibrous, rigid cartilage increases 
the shoulder’s stability and allows 
for a wide range of movement. 

The shoulder joint itself, is en-
capsulated within a tough, fibrous 
sleeve (synovium), which holds the 
joint together. The outer layer pro-
vides stabilizing protection while 
the inner layer produces a fluid 
to lubricate the joint and feed the 
cartilage. 

The four muscles grouped to-
gether in the shoulder, along with 
their accompanying tendons and 
ligaments, comprise the rotator 
cuff, which holds the joint together 
and controls movement. The ten-
dons, tough cords of tissue hold-
ing the muscle to bone, enable the 
muscles to move the joint. 

The ligaments, fibrous tissue 
connecting bone to bone, hold the 
three shoulder bones to each other 
to help stabilize the shoulder joint.

Because of its unique construc-
tion, the shoulder joint is the only 
joint in your body that can com-
plete so many actions. 

It can make your arm flex, bend, 
raise forward, extend, pull out, 
pull behind, pull away, pull into, 
rotate towards, rotate away from, 
or circle. Free movement of this 
joint is essential to complete all 
these activities. 

Lifestyles like truck driving, 
which keep the shoulder immobile 
for extended periods of time, can 
impact the joint’s flexibility. Peo-
ple who spend long hours sitting 
in one position – whether behind 
the wheel or behind a computer 
screen – often sit relaxed, with 
their shoulders curved forward. 

Holding this position over a 
long period of time can eventu-
ally cause your shoulders to per-
manently retain an improper, 
hunched posture. 

On occasion, continued immo-
bility of the shoulder can lead to 
frozen shoulder (adhesive cap-
sulitis). This immobility may be 
caused by chronic pain, rheumatic 
disease, tissue growth within the 
actual joint, or too little fluid to 
keep the joint lubricated. 

Common treatment for frozen 
shoulder includes medication (as-
pirin and ibuprofen) to reduce 
pain and swelling, heat to improve 

blood flow, gentle stretching ex-
ercises, electrical stimulation of 
muscles and nerves, cortisone in-
jections, and as a last resort, sur-
gery. 

Rotator cuff disease can also af-
fect the shoulder; this disease in-
cludes two conditions: tendinitis 
and bursitis. 

Tendonitis occurs when the ten-
dons become inflamed after be-
ing pinched within the shoulder. 
Bursitis, inflammation of the small 
fluid-filled sac (bursa) that helps 
protect the shoulder joint can be 
caused by disease, such as rheuma-
toid arthritis, and/or by overuse of 
the shoulder in activities that in-
clude frequent overhead reaching. 

Tendinitis and bursitis may oc-
cur independently or concurrent-
ly. Treatment for both can include 
rest, ice packs, medicine to reduce 
pain and swelling (aspirin and ibu-
profen), ultrasound to warm deep 
tissues and improve blood flow, 
and gentle stretches and exercis-
es to build strength, cortisone in-
jections, and again as a last resort, 
surgery. 

Often rotator cuff disease leads 
to a rotator cuff tear, which is 
treated like Rotator Cuff Dis-
ease with these additions: hot/cold 
packs, electrical stimulation of the 
muscles and nerves, and exercis-
es to improve range-of-motion, 
strength, and function.

Recognizing all the arm move-
ment your shoulders are involved 
in, it makes sense to keep them 
as strong and flexible as possible. 

Some simple exercises can help 
maintain a good blood flow to 
your shoulder joint and also im-
prove posture. 

While driving, complete 10 
repetitions of this stretching se-
quence every few hours: tighten 
your shoulder muscles and pull 
your shoulders forward toward 
each other, hold 10 seconds, relax 
for 10 seconds, and then pull your 
shoulders backwards toward each 
other, hold for 10 seconds and re-
lax for 10 seconds. Repeat every 
few hours. 

At your destination, take a few 
minutes to complete these addi-
tional exercises: Holding your 
arms out horizontally to the side, 
slowly rotate them 10 times for-
ward and backwards; Keeping 
your arms straight, slowly lift your 
hands above your head, hold for a 
few seconds and bring them back 
down; Standing against a wall with 
your hands behind your ears, touch 
your elbows to the wall, draw them 
forward towards each other as far 
as comfortably possible, then move 
them back against the wall. Repeat 
each 10 times. You’ve got a lot of 
responsibilities on your shoulders; 
keep them flexible. n

A flexible shoulder to lean on

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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Scoliosis is defined as a lateral or 
sideways curvature of the spine. 
In its most severe form, scolio-
sis care be a disabling condition. 
However, most cases of scolio-
sis tend to be mild. If fact, many 
people live their entire lives not 
knowing they had a scoliosis of 
the spine. 

The most common type of sco-
liosis is called idiopathic scolio-
sis. This is a fancy way of saying 
that we don’t know why it occurs. 

However, there does seem to be 
a genetic component, as it tends 
to run in families. 

Other less common causes in-
clude neuromuscular conditions 
such as muscular dystrophy and 
cerebral palsy. 

Congenital conditions such as 
birth defects of the spinal bones 
can also cause scoliosis. 

The symptoms of scoliosis may 
include noticeable physical dif-
ferences such as uneven shoul-
ders, waist or hips. Asymmetrical 
shoulder blades are also a com-
mon symptom of scoliosis. 

As scoliosis progresses and the 
curvature of the spine worsens, 
the spine may rotate which will 
cause the ribs on one side of the 
body to become more prominent 
than the other. If this occurs, back 
pain and difficulty breathing may 
be present. 

It is important to note that the 
first signs of a scoliosis often ap-
pear after a growth spurt.

It is important to consult with 
a doctor if you notice signs of a 
scoliosis in your child. 

The doctor will take a detailed 
history and perform a physical ex-
amination. 

If your doctor suspects a sco-
liosis, he or she may send you for 
an x-ray. 

More sophisticated imaging 
techniques such as MRI or CT 
scans are generally reserved for 
the most severe cases. 

The good news is that the ma-
jority of people with a scoliosis 
do not require treatment. Most of 
the time, all that is needed is for 
the doctor to monitor the spine 
for any significant changes in the 
curvature. 

Often, children will require 
check-ups every six months. Gen-
erally, scoliosis will stop progress-
ing after bone growth is complete. 

In moderate cases of scoliosis 
in a still growing child, bracing 
of the spine may be needed. Al-
though bracing will not cure or 
reverse a scoliosis, it usually will 
prevent further progression of the 
curvature. 

There are two main types of 
braces used today to treat scolio-
sis. The first is called a low profile 
brace. This type of brace is made 
of plastic-type materials that con-
forms to a person’s body. It sits 
under the arms and wraps around 
the rib cage all the way down to 
the hips. 

The second type is called a 
Milwaukee brace. This is a full 
torso brace that has a flat bar in 
the front and two flat bars in the 
back. 

As you can imagine, this type 
of brace is very uncomfortable 

to wear. Braces are usually dis-
continued once bone growth has 
stopped in the individual. 

In severe cases in which bracing 
has failed, surgery may be consid-
ered. The most common type of 
surgery is called a spinal fusion. 
This surgery involves permanent-
ly connecting two or more spinal 
vertebrae in order to straighten 
the spine. 

Fastening devices such as met-
al screws, rods, hooks and wires 
are routinely used in this type of 
surgery. If surgery is necessary, 
it is usually postponed until bone 
growth has stopped. 

Other forms of treatment such 
as physical therapy and chiroprac-
tic care may help relieve the dis-
comfort associated with scolio-
sis. Exercise, stretching and good 
posture also seem to have a ben-
eficial effect on scoliosis symp-
toms. Until next month, drive 
safely! n 

Identifying and treating Scoliosis

  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.

MANUAL or ELECTRIC CABLE SYSTEM
CANADIAN 

MADE TARPS  
RIGHT HERE IN 
BRANTFORD!

130 COPERNICUS BLVD.   
BRANTFORD, ON N3P 1L9

519-720-9464
1-866-948-2777
Fax: 519-720-9468

E-mail: trison@trisontarps.ca
www.trisontarps.ca

FULLY STOCKED SHOWROOM

MOVING TO 
NEW, LARGER 

FACILITY 
EARLY 2014

CHECK OUT OUR WEBSITE!

Distributor of:

ROLLING SYSTEMS

Our primary goal is to excel 
in customer service in a 
friendly and professional 

manner.
Paul Vandenberg

YOUR ONLY AUTHORIZED  
CAPACITY PARTS DEALERS.

1-888-709-7757
INFO@CAPACITYTRUCK.COM

WWW.CAPACITYTRUCK.COM

. 

Sales • Parts • Service • Leasing • Rentals

Contact us today for more information on new and used shunt trucks, rentals, leasing, 
the latest innovations and parts and services maintenance programs.

Stay Connected:

Capacity shunt trucks are the number one industry leader in design and durability. 
Whether you're pulling cargo or hauling a commercial airliner, one thing is for certain, 

no two jobs are ever alike. No one understands this better than we do.

PROVEN TRUCKS.
PROVEN SERVICE.

GUARANTEED RESULTS.

Eight Locations to Serve You in Ontario and Manitoba
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ASK US about our Transitional Pay Bonus, Drivers Support Coordinator and Voice of the
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By James Menzies
EVANSVILLE, Ind. – Accuride 
has announced the development 
of a new coating technology for 
steel wheels, which it says will ex-
tend service life by two years.

The new Steel Armor coating 
will better protect against corro-
sion, and will be available at no 
additional cost compared to to-
day’s process, the company an-
nounced in a Webinar with jour-
nalists. The new coating will be 
available in January 2014, Accu-
ride announced.

“The introduction of our rev-
olutionary Steel Armor coat-
ing technology ups the ante for 
steel wheel corrosion protection 
in the commercial vehicle indus-
try,” said Rich Dauch, Accuride 
president and CEO. “Corrosion 
continues to be a multi-billion-
dollar problem for fleet opera-
tions, and demands a solution. 
Steel Armor provides that solu-
tion for steel wheels. Its premi-
um rust protection leapfrogs oth-
er wheel coatings with its ability 
to dramatically reduce fleet main-
tenance costs.”

Accuride conducted exten-
sive testing and found that steel 
wheels with Steel Armor coatings 
can be run two additional years 
before they need to be removed 
and refinished. 

This can provide cost savings 
of about $630 per truck, company 
representatives said. 

They also provide better UV 
durability, boasting a 90% gloss 
retention compared to today’s 
standard of 75%, so that wheels 
continue to look better longer, of-
ficials said.

Accuride has instead more than 
$6 million into powder coating 
technologies at its plans in Hen-
derson, Ky. and Monterrey, Mex-
ico.

“While others outsource their 
steel wheel coating, we’re com-
mitted to keeping that expertise 
in-house,” said Craig Kessler, 

vice-president of engineering with 
Accuride. 

“Coatings and their application 
methods are among our core com-
petencies. This means that Steel 
Armor is specifically formulated 
and precisely applied to deliver 
improved corrosion resistance, as 
well as UV and chemical durabil-
ity for the tough steel wheel en-
vironment.”

The new coating is especially 
effective around perforated edg-
es, preventing rust from getting 
in underneath the paint where it 
can spread, the company claims. 
The Steel Armor coating will be 
made standard on all steel wheels 
beginning in January.

The development of Steel Ar-
mor caps a three-year, $90-mil-
lion investment into Accuride’s 
wheel-end businesses. n

new products

Accuride launches new coating for steel wheels; 
extends service life by up to two years

Bradford, Ontario

Call For Details:

1-800-461-4844
Fax: 416 775-4257

Email: peterb@on.aibn.com

Requires

ALL POINTS 
FREIGHT

■   45 cents a mile loaded or empty
■   $25.00 extra pick up & drops
■   $40.00 tarping
■   $100.00 legitimate layovers
■   Safety bonus at Christmas
■   Drug & Dental Shared Plan

AZ DRIVERS
with Experience in hauling 
Flatbed/Stepdeck Freight

Southern Ontario to USA Runs

Happy Holidays!

Call Karen 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

Ryder is currently looking for quality . . . .

Please submit your  resumes/abstracts to:

Ryder Logistics and Transportation  

Solutions Worldwide

Attention: Human Resources
Email: recruit32@ryder.com 

Ph:  1-800-339-2834 ext. 2
Fax: 519-681-9040

Ryder is an equal opportunity employer.

You provide:
•  Late model tractor
•  2 years operating experience
•  Clean CVOR and Abstract
•  F.A.S.T. card
•  Culture towards Safety   

& Customer Service

We offer:
•  Advance schedule provided
•  No open board dispatch
•  Dedicated routes
•  No touch automotive freight
•  Fuel surcharge program
•  Paid plates
•  Paid border crossing and road tolls
•  Paid Heavy Vehicle Use Tax
•  Paid loaded/empty miles
•  Weekly settlements paid by direct deposit
•  Company fuel accounts

Single and Team
Owner Operators (AZ)
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Team opportunities for Company Drivers and 
Owner Operators who love to run — Canada Only, 
International, and Dedicated runs available now.

CELADON CANADA

Celadon Canada is the Canadian division of a leading international truckload 

carrier. We offer the fl exibility and family culture of a small company with all 

the security, benefi ts and opportunities of a large one.

• New equipment • Driver-friendly freight • Great mileage opportunities

• Lifestyle Fleet with weekends off • Dedicated lanes for solos and teams

• Domestic and international lanes • Owner-operator and lease opportunities

1-800-499-4997  I  driveceladoncanada.com  

CALL NOW OR APPLY ONLINE! Fleets  to Watch20
13

Canada

FIND YOUR DRIVE

WELCOMES THE
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Linda & Doug, formerly with Yanke, now a Celadon Canada International Team.
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                Hiring
Owner OperatOrs
             FOr all terminals

For more information contact Recruiting:

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

A professional & approachable
management team

Consistent weekly miles

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

No forced dispatch

No New York City

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

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.

Be sure to check out 
our new recruiting video

on our website.

The Rosedale Group 
would like to wish everyone a 

Safe & Happy Holiday Season!

OLDER TRUCK?
CAN’T GET HIRED? 

HIGHWAY 
WORK

WE NEED
YOU!

$1.24/mile – all miles paid 
Fuel Cap at $0.70/litre
All Picks & Drops paid at $25.00
Benefit Plan
Direct Deposit
No Touch Freight
Steady Year Round Work
Fuel Cards Supplied
Quality Home Time

All Equipment must pass Company Inspection

Must have Current Abstracts in Good Condition

Call 905-677-0111

Happy
Holidays

Owner OperatOrs

• Quebec to Michigan – B-train (2 positions) $1.62/loaded mile
• Quebec to Ohio – 2 axles (2 positions) $1.43/loaded mile
Plus pick ups and drops plus fuel surcharge Paid by the mile

FLATBED Positions Available

GENERAL CONDITIONS:
•  FAST card or passport
•  Fuel cards provided
•  Licenses paid
•  Benefits available
•  Year round steady work
•   Seniority bonus of  

$0.02 per mile

•   Paid every 15 days by  
direct deposit

•   Competitive insurance  
premium

•    We pay all tolls and  
border crossings

3135 Bernard-Pilon,
Beloeil, QC
Ph: (800) 644-4049
 (450) 536-3001
Fax: (450) 536-3013
Email: job@laidlaw.ca
Call: Christian Talbot

240, Universal Road
Woodstock, ON
Ph: (888) 209-3867
 (519) 539-0471
Fax: (519) 539-4792
job@laidlaw.ca
Vern Tipping

To contact us:

Wishing You A Very Happy & Festive Season
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safety

Choosing an office chair instead 
of a driver’s seat was not easy.

My life as an owner/operator 
had been rewarding. 

I enjoyed the chance to travel 
and see North America. There 
was a freedom which few other 
workplaces provide. 

Every trip to New York City or 
Calgary left time to meet friends 
at a favourite restaurant; famous 
monuments were always just an 
off-ramp away.

But my young children were 
growing up without me. On the 
road for two to three weeks at 
a time, I felt that I was missing 
too many family events. Like ev-
ery other owner/operator, I also 
struggled with rising equipment 
costs and fuel prices.

Collectively, it led me to jump 
at the opportunity to work in 
the fleet operations, overseeing 
trucks, drivers and owner/opera-
tors across Western Canada. 

The new role offered a chance 
to apply my skills in an industry I 
loved, and sent me home at night.

It was everything I wanted. But 
the change was also a shock to 
my system. 

Like many former drivers who 
exchange a cab for a desk, I strug-
gled with some of the realities of 
a workplace without wheels. 

Freedom on the road was re-
placed with a structured sched-
ule and a steady stream of phone 
calls, e-mails and satellite mes-
sages. 

The peace and quiet in my cab 
was exchanged for the never-end-
ing din of a crowded office. Fel-
low drivers continued their jour-
neys without me.

They are issues that lead some 
former truckers back to a life be-
hind the wheel.

Experienced drivers can be 
great candidates for many of a 
fleet’s office-based tasks. 

Many successful dispatchers, 
trainers and safety teams rely on 
skills that were honed while fol-
lowing a highway’s little white 
lines. 

Key traits shared

But finding and retaining someone 
who is the best fit for an office en-
vironment will involve looking be-
yond a clean abstract.  

Leading candidates for a new 
career path or supervisory role 
tend to share a number of traits. 
They are the drivers who are al-
ways approached by their peers 
for answers and advice. 

And while other drivers prefer 
to stick with the same routes and 
customers, these are the employ-
ees who appear equally as com-
fortable when shifting to a new 
lane or dealing with the demands 
of the latest client. 

Prepare former 
drivers for jobs 
outside the truck

matt graveline

Ask the Expert

1018 Parkinson Rd., Woodstock, Ontario  •  TOLL FREE: 1-866-569-7964

Visit our website: www.keypointcarriers.com

Wishing Everyone a Safe and 
Happy Holiday Season
from Keypoint Carriers Limited
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safety

Above all, they have the posi-
tive attitudes, which are welcome 
in every workplace.

Formal orientation programs 
will prepare these workers for the 
challenges to come – and set real-
istic expectations about how lives 
will change.

Some of the most jarring chang-
es have nothing to do with the of-
fice itself. 

Drivers who come to enjoy per-
sonal downtime can struggle with 
a new schedule which sends them 
home to a house full of scream-
ing kids. 

And uninterrupted nights in a 
sleeper might be exchanged for a 
cell phone that rings in the wee 
hours of the morning. 

Mentors help 
with transition

It’s why a new office employee 
would benefit from the guidance 
of a trained mentor and a clear de-
scription of what a job will be like. 
Nobody will offer more insight than 
workers who have gone through 
such a change themselves.

As experienced as a driver may 
be, there will also be new skills to 
master. Formal orientation check-
lists can help to ensure that steps 
in a new role are not overlooked, 
whether scheduling a load or fil-
ing an Automated Commercial 
Environment (ACE) manifest. 
But learning each skill takes time.

The human dynamics in a work-
place might require some atten-
tion of their own. 

Even the most popular driver 
can run into jealous peers who 
feel they are more deserving of 
an office job. 

Extra attention from fellow 
managers will help to lessen or 
avoid such complaints before such 
feelings have a chance to fester.

A new job can represent one of 
the biggest changes in a driver’s 
life, and any successful transition 
requires a dedicated focus. 

In my early days at a desk, I still 
found opportunities to deliver an 
occasional load and bobtail back 
to the office. 

A few trips back and forth to 
Michigan helped retain my skills 
at the wheel, and other changes at 
a personal level made differences 
of their own. 

I found that workouts released 
some of the stress.

We know that a successful driv-
er orientation program involves 
more than tossing someone a set 
of keys. 

There should be no surprise 
that the plan to prepare a driver 
for a new job will involve more 
than handing over the keys to an 
office. n

– This month’s expert is Matt 
Graveline, senior risk services 
consultant with Northbridge In-
surance. Matt has more than 20 
years’ experience in the trucking 
industry as both a long-haul driv-
er and an owner/operator. North-
bridge Insurance is a leading Ca-
nadian commercial insurer built 
on the strength of four companies 
with a longstanding 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.

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

Call  Recruiting

or Email

Woodstock Ontario
Cardinal Ontario
Sudbury Ontario
Valleyfield QC

Our people and our equipment
             set us apart

SeasonsGreetings

Laidlaw Carriers is Looking for Quality

OWNER OPERATORS
To fill positions in our growing company

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

  Big Company with  
small Company values

great lanes
Competitive pay 

Sudbury Ontario
 We Run Northern Ontario and Northern Quebec

What We offer:                                                                                 
• Great pay a details at sutco.ca
• Regular home time
• Employee Pension plan/Extended Benefits
• Direct Deposit
• Great mileage
• Well established lanes 
• Company fuel cards

What We require:
•  Minimum 2 years verifiable experience 

SuperB/Tridem/Step
• Clean Drivers Abstract
• Culture towards safety and customer service
• 10,000 miles per month

Powered by People, Protected by Pensions, 
come grow with us

     1-888-357-2612        www.sutco.ca    

Join us on Facebook
Follow us on TwitterHead Office: 

8561 Hwy. 6 Salmo BC

“Your Transportation Specialists”

Now Hiring Owner Operators and 
Company Drivers in our
Highway Deck Division

Family Owned And Operated Since 1995
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H CANADA’S BEST-MANAGED COMPANIES:
Kriska’s committment to excellence has made us
Best In Class in this challenging industry, and that’s a
reflection of driver commitment.

H BEST FLEETS TO DRIVE FOR:
Our drivers have voted us ‘One of the Best Fleets in North
America’ and that recognition is a significant testimonial.

H SHIPPER’S CHOICE
AWARD:
Kriska’s service levels stack as
one of the best in the industry.  
Our customers use us because 
they know our drivers deliver!

H Kriska’s CVOR is excellent. We never compromise
on Safety, Training or Equipment for our frontline.

Experience Goes A Long Way!
We invite Experienced & Career-Minded Drivers 
to Find Success & Continued Growth With Us.

       

     
     

    

KRISKA: ON THE ROAD, ONLINE!
Join us on Facebook to share ideas 
from a Driver’s perspective. Transportation / Logistics / Warehousing

E-mail or call Kriska Toll Free:

recruiting@kriska.com / 800.461.8000 Ex 5252

We W
ISH

 you a
ll a

 SA
FE

 &

Heartfe
lt H

olid
ay Se

aso
n!

kriskajobs.com

KRISKA TRUCK NEWS comp5.6_Layout 1  13-12-09  3:08 PM  Page 1
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opinion

It happens every year about this time. 
With the flip of a calendar page, we’re 
into a brand new year. Like many folks, 
I try to remain optimistic, and look 
forward with hope and resolution to 
a year that’s better than the one before. 
Some industry analysts say the second 
half of 2014 should bring the econom-
ic turnaround we’ve been hoping for, 
others say we’re due for another reces-
sion. Apparently, this is all part of the 
so-called “new normal” for trucking: 
slower and steadier economic growth, 
greater emphasis on cost reduction, 
demand for greater productivity, and 
a continued emphasis on safety.

Really, the new normal doesn’t 
sound so bad to me, as long as the sys-
tem is prepared to make the necessary 
adjustments. Sadly, much of trucking 
is holding out, waiting for the old nor-
mal to return. Rather than hold our 
breath till we turn blue, here’s what I 
wish would happen as we ease – rather 
than kick and scream – our way into 
the new normal. 

Constructive dialogue between 
shippers and carriers: Through im-
provements in productivity and effi-
ciency, trucking has always been able 
to lower the cost of transportation. 
But really, that cupboard is bare now; 
there’s nothing left to give up. Shippers 
don’t seem to get this, so carriers need 
to do a better job of convincing them.  

Equipment costs are skyrocketing 
and any fuel economy gains that could 
accrue from the new fuel economy 

regs have already been spent. Drivers’ 
wages are pathetic, and there are signs 
of an exodus on top of the difficulty in 
drafting new drivers. Shippers need to 
understand that low rates beget lower 
wages, and we’re already dangerously 
close to the red line here. 

I wish carriers would learn to say no, 
and shippers would learn the real cost 
of transportation.

Restore common sense to our reg-
ulatory environment: Safety remains 
a top priority for most drivers, but 
some of the rules we have now, and 
many we’re likely to see in the coming 
years, are simply over the top. Truck-
ing can’t do its job with one foot nailed 
to the floor. The single most requested 
change to HoS, for example, is flexibil-
ity, and that seems to be my most im-
possible wish. The new US HoS regs, 
mandated electronic logging devices, 
GHG rules, medical requirements, 
and more, are all pointing to vastly 
restricted productivity. At what point 
will drivers just toss in the towel and 
seek work in some other sector? 

Action on CCMTA’s Addressing 
Human Factors in the Motor Carri-
er Industry in Canada report: I’ll bet 

My 2014 wish list
Joanne Ritchie

Voice of 
the O/O

Continued on page 38

Day & Ross is Owner Operator Driven.
Come and Grow with Us!

Our Offer:
• Excellent pay package
• Attractive benefits
• Great mileage
• Direct deposit
• Subsidized fuel
• Fuel cards• Fuel cards
• Paid pick-up & delivery

Required Qualifications:
• Canada & USA teams
• USA singles
• LCV teams and singles 
• Dedicated switches
• Qualified Owner Operators     • 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

Day & Ross is an equal opportunity employer.

We wish you all a prosperous 
New Year, filled with health, 
happiness, opportunities, and 
accomplishments!

Steel experience preferred / training available

Visit our web site: www.whiteoaktransport.com
e-mail: careers@whiteoaktransport.com

365 Lewis Rd. N., Stoney Creek ON  L8E 5N4

contact dave at: 1-888-257-3136 ext 226

driverS
earn up to .73 cents per mile Heavy, 

up to .65 cents per mile tandem

owner operatorS
percentage contract/ 

average tandem up to $2.10 per mile 
Michigan Heavy $2.40 per mile

Company &
owner-operator 

opportunities
TransporT LimiTed

US tandeM / MicHigan Heavy / local ontario

100% Fuel Surcharge paid to the Owner-Operator

Follow us

  Season’s Greetings

  & Best Wishes in 2014!

• 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!!

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

  Here We GrOW AGAin!

LOnG HAUL DriVerS
Single Drivers earn up to $0.53/mile

Company supplies Smart Phone, Float & Fuel Card
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most of you have never even heard of 
this. The study took three years to 
complete, and a report was released 
to government members of CCMTA 
in 2011. The research resulted in 44 
action items to address fatigue, dis-
traction, and risky driving, and was 
supposed to be the starting point to en-
courage new discussion among stake-
holders. The report acknowledges that 
human errors are the main causes for 
crashes, but observes that things like 
inattention, distraction, and decision 
errors are not violations of laws and 
regulations per se, so regulations and 
enforcement alone won’t produce saf-
er drivers. Regulators don’t like being 
told that HoS are imperfect and insuf-
ficient, and need to be part of a more 
comprehensive fatigue management 
strategy, which must include adequate 
rest areas. 

And they are also loathe to look at 
the inter-relationship between risk-
taking and health-risk and the impor-
tance of promoting healthy lifestyle 
programs and encouraging adoption 
of a health enhancing lifestyle to de-
crease risky driver behaviours. In my 
opinion, this report could be a tem-
plate to repair a lot of what’s wrong 
with the driver end of the equation, 
including training, wages, fatigue man-
agement, and more. 

Meaningful change to recruiting 
and retention programs: In 2012, the 
CTA’s Blue Ribbon Task Force on the 
Driver Shortage released an eye-open-
ing report, which is a comprehensive 
and honest attempt by the industry to 
tackle questions surrounding the driv-
er shortage. 

Along with frank admissions about 
mistakes trucking has made in the 
past, it contained some constructive 
proposals to improve the situation. 
Regrettably, that’s about as far as it 
has gone. Not much will change until 
shippers wake up (see my first wish). 
Wages won’t rise until rates rise. La-
bour costs are a business input, just 
like equipment and fuel. Industry re-
coups other costs, to a greater or lesser 
extent: why not wages? As I said, the 
red line of driver tolerance is rapidly 
approaching, and meaningful increas-
es are long overdue. 

Incentives for improvement: As odd 
as it sounds, it’s still easier in this busi-
ness to make more money by breaking 
the rules than following them. Or an-
other way of putting it, even if one does 
the right thing, it often comes with a 
cost rather than a reward. 

Things as seemingly simple as fuel 
incentives for drivers who save their 
companies the big bucks, and an HoS 
regimen that encourages compliance 
rather than the opposite, would get 
people thinking about how to do the 
job properly rather than dreaming up 
ways to cheat the system. I wish car-
riers would learn that reward works 
better than punishment – every time.

At the end of the day, it all comes 
down to wanting a safe workplace, a 
decent wage, and good work/life bal-
ance – what anyone wishes for in their 
job. And if some of my wishes came 
true, there just might be a lot more 
folks looking for a job behind the 
wheel of a truck. n

– Joanne Ritchie is executive direc-
tor of OBAC. What are you wishing 
for? E-mail her at jritchie@obac.ca 
or call toll-free 888-794-9990. 

opinion

Wishing for change
Continued from page 37

Fax: 519-766-0437    E-mail: kellacott@laidlawvan.cawww.laidlawvan.ca

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@laidlawvan.ca

  Hiring
   Owner
Operators $1.22 LOADED

$1.20 EMPTY

$.462 PER MILE NOVEMBER
FUEL SURCHARGE

Quad axle

Recognized as 
one of North america’s

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

1.800.263.8267

PER MILE NOVEMBER
FUEL SURCHARGE

$1.20  

$1.16

$1.14

$.405

PER LOADED MILE 
U.S. EASTERN SEABOARD

PER EMPTY MILE 
ALL AREAS

PER LOADED MILE 
ALL OTHER AREAS

TaNdem axle

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

• Home weekly

•  Consistent year round work

• Stable environment

•  Side skirted trailers for  
fuel efficiency 

• Trailer disc brakes 

• In-cab scanning 

•  Comprehensive  
benefit and vehicle  
protection plan

POsitiOns AvAilAble
fOr exPerienced

AZ drivers

cOMPAnY
drivers 

Tandem 43¢/mile
Quad axle 45¢/mile

Wishing All Our Drivers, Owner Operators, Customers, Staff  
and Their Families Happy Holidays and A Prosperous 2014!

HEAD OFFICE: 739 LAGIMODIERE BLVD. WINNIPEG, MANITOBA ONTARIO TERMINAL: 8100 LAWSON RD. MILTON, ONTARIO 

564-6228 

Variety of Lanes:    WPG-CHICAGO-WPG rounders 
                               ON-WPG-US-ON open board (sgl or tm)   
       ON-BC-ON schedule 
Quality home time  
Health & Dental Benefits  
Steady Miles: Teams avg 20-22k /mth 
Sign on Bonus: C/O $2500 per driver.  O/O $5000 per truck 
Great Pay: C/O drivers can earn $40k-$60k annually  
                                                         (salary earning subject to mileage expectations) 
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Starting this month, Canada Revenue 
Agency is sending out 33,000 letters to 
help Canadian taxpayers (as they put 
it) “better understand their tax obliga-
tions and to encourage them to correct 
any inaccuracies in their past income 
tax and benefit returns.” This is the 
fifth year that CRA has sent these let-
ters, focusing on certain areas where 
the CRA has encountered compliance 
issues in the past. This year, taxpayers 
who claimed self-employment or rent-
al losses, or who have claimed certain 
employment expenses on their T1 in-
come tax return, are the target.

If you receive one of these letters 
it means that you are in this target 
group. Don’t presume that you’ve done 
something wrong. Consider it a friend-
ly reminder about how to qualify for 
certain types of claims and just as im-
portantly what kinds of receipts you’ll 
need so you can support your claims.

If the claims you made on your T1 
were accurate, no further action is re-
quired. If you think you’ve made a 
mistake, you have 45 days from the 
date of the letter to voluntarily come 
forward and fix it before the CRA may 
come knocking on your door.

It’s far better to make a voluntary 
disclosure instead of having CRA ini-
tiate a compliance action against you. 
The process for prosecuting tax-relat-
ed offenses and recovering taxes ow-
ing may be long, but CRA rarely loses 
once it gets to court (the conviction 
rate is typically around 95%).

CRA posts details about tax cas-
es on its Web site. While these peo-
ple represent the extremes in terms 
of negligence and dishonesty, virtu-
ally every case has elements that you 
may be dealing with yourself. Here are 
some recent examples: 

GST/HST: Jean Cormier, own-
er of a furniture store in Richibuc-
to, N.B., was convicted of tax evasion 
and fined $173,129 after investigators 
found more than 2,500 invoices that 
were doctored so they appeared to be 
exempt sales to a Status Indian in or-
der to avoid remitting HST. 

The invoices provided to the real 
purchasers didn’t include this informa-
tion. Auditors discovered the scheme 
by matching sales invoices, purchase 
slips, and credit card information 
seized from the store.

Cash sales: Geoffrey Shui Lung 
Young, a director and one-third share-
holder in a company that owns a Chi-
nese restaurant in Winnipeg, pleaded 
guilty to tax evasion for failing to re-
port $757,496 in the tax years 2006, 
2007, and 2008. The unreported in-
come included cash sales that were 
deleted from cash register tapes and 
earnings from private functions held 
at the restaurant. The corporation was 
fined $127,499, or 75% of federal taxes 
evaded. It also had to pay GST not re-
mitted to the CRA on the unreported 
income amounts.

Unreported benefits: Haverluck 
Enterprises, a pharmacy in Dauphin, 
Man., pleaded guilty to federal tax eva-
sion after it failed to report $481,764 
in the tax years 2004, 2005, and 2006. 
The unreported income included ben-
efits received from a pharmaceuticals 
company that provided more than 
$100,000 of household furniture, a 
custom wine cellar, and a golf cart. 

A drug wholesaler also paid for a 
family wedding and another golf cart 
that were improperly claimed as busi-

ness expenses. Personal expenses of 
Myles Haverluck, one of the corpo-
ration’s directors, were also falsely 
claimed as pharmacy purchases or 
advertising expenditures.

It’s incredible to think that Canada’s 
tax system is based on what amounts 
to an honour code. While 90% of 

Canadian taxpayers meet their obli-
gations and file on time, 10% is still 
a huge number for the CRA to con-
tend with. If you receive a CRA let-
ter, see it as an opportunity to learn 

more about the types of claims that 
CRA is looking at and how to support 
those claims. Request an adjustment 
if you find items that were incorrect-
ly claimed in any of the past tax re-
turns you filed. Talk to your accoun-
tant about what to do next, before the 
crush of a filing deadline. n

– Scott Taylor is v.p. of TFS Group. 
Learn more at www.tfsgroup.com or 
call 800-461-5970.

tax talk

So CRA sent you a letter Tax Talk
Scott taylor

INDUSTRY LEADER SEEKS OTR CLASS-1 DRIVERS. 
WE OFFER:

JOIN HEYL TODAY!  
Call 1-800-973-9161 or apply at driveforheyl.com

• $1,500 Sign-On Bonus
• 5-14 days out

• Great Pay
• Achievable Bonuses

One of North America’s most respected freight lines is 

LOOKING FOR YOU! 

CALL ABOUT OUR NEW PAY PACKAGE!

Need 4 axle aNd 3 axle trucks 
With or Without trailer

(Need removable Goose Neck 3 axle double drop trailers)

      Looking for
ontario based owner operators
        for Canada + U.s. rUns for oversize Loads

compaNy fuel prices aNd iNsuraNce available

please call ken harrison: 450-638-5566 ext 266
email: kharrison@groupebellemare.com www.groupebellemare.com
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tires

By James Menzies
TORONTO, Ont. – “Steer tires 
mounted two weeks ago were found 
today at 90 psi. A result of pressure 
set at indoor temps moving to cooler 
outdoor temps.”

The above tweet was from pro-
fessional driver Angelo Diplacido, 
who through his 30-year career as a 
company driver and owner/operator 
has become attuned to how ambient 
temperatures affect tire inflation 
pressures. Diplacido’s tweet was 
sent out in early December, when 
much of Canada was feeling the first 
icy blasts of winter. 

According to Donn Kramer, di-
rector of marketing and product in-
novation with Goodyear, every 10 F 
drop in temperature results in an air 
pressure loss of 2 psi. So a properly 
inflated tire at 50 F (10 C) will lose 
6 psi at 20 F (-12 C).

“So the tire is already at 94 psi, 
and if it wasn’t at the correct infla-
tion pressure to start with, it might 
be assumable the tire is below 90 
psi,” Kramer explained. “Then you 
have a 1% drop in miles per gallon 
and anywhere from 9-16% drop in 
overall mileage if it’s not addressed. 
It can have a huge impact.”

And that’s just the impact of tem-

perature alone. Unfortunately, few 
fleets and drivers are adequate-
ly maintaining inflation pressures 
even in ideal weather.

“It doesn’t matter if you’re a big 
or small fleet, air pressure is the 
number one thing,” said Stephane 
Beaudoin, marketing manager, Mi-
chelin truck tires. 

It would be wrong to assume that 
large fleets are always better at man-
aging tire inflation pressures than 
smaller fleets or owner/operators. 

“I’ve seen large fleets with poor 
tire management,” pointed out Rob-
ert Loranger, business development 
manager, central region, with Yo-
kohama. “They sometimes do not 
realize that (tires) are their second 
biggest expense after fuel.”

Tire manufacturers have been 
preaching the importance of main-
taining inflation pressures for 100 
years, but “It’s still not being given 
adequate attention,” Kramer con-
tended. Technology such as tire 
inflation monitoring and manage-
ment systems have come on-board 
to help address the issue, but even 
those systems, when adopted, are 
not a panacea.

“The reason adoption has not 

Tire manufacturers have been preaching the  
importance of inflation pressure maintenance for  

100 years. Why isn’t the message getting through?

Continued on page 42

Generating savings out of air
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tires

gone further with that technology 
is, there is no foolproof solution yet 
that exists,” Kramer said. “There 
are deficiencies with each one and 
that has hindered further adoption 
by fleets, so air pressure is still a 
major issue.”

Ideally, inflation pressures should 
be checked – with a tire gauge, not 
a hammer – at least once a week. 

“Air pressure is still the most crit-
ical component to maintenance of 
a tire,” agreed Bert Jones, product 
marketing manager at Bridgestone 
Commercial Solutions. “It’s not just 
keeping it from overheating or blow-
ing out. Air pressure that’s proper-
ly maintained increases the life of 
the casing, so you can retread it. So, 
you’re preserving your asset and 
preserving the value of the casing 
that you paid for when you bought 
the new tire.”

Perhaps the biggest problem is 
that too few fleets think of tires 
as an asset. Certainly, total cost of 
ownership (TCO) is a concept tire 
manufacturers often speak of, but 
how many customers actually eval-
uate the complete life-cycle cost 
when selecting a tire?

“One of the issues we see, is some 
outfits being lured into buying low-
priced tires that may not prove to 
be the best overall choice when the 
full value of the product is consid-
ered,” said Greg Cressman, tech-
nical services director with Yoko-
hama. “Early tire removals, driver 
complaints, lost casing value, fewer 
retreads and lack of service support 
from the brand are classic pitfalls of 
just buying on price.”

Fleets that don’t consider trans-
portation their core competency 
are among the most likely to buy 
cheap tires, according to Good-
year’s Kramer.

“Some of the mid-sized fleets, 
where transportation is not their 
business – they need trucks to move 
their goods – they have a tendency 
on the maintenance side to look at 
tire price. That affects their budget. 
What they don’t realize is, they need 
to manage the tire asset over its life-
cycle and in order to do that, they 
need to partner with a good tire sup-
ply vendor,” Kramer said.

Some of the larger fleets have 
very sophisticated tire management 
programs – some even have a dedi-
cated tire guy or gal – and conduct 
extensive evaluations that measure 
total cost of ownership. However, 
smaller companies that lack the re-
sources to do their own testing can 
tap into a reputable vendor and ac-
cess the same expertise. The truck 
tire market is highly competitive 
and the in-the-field support being 
offered by the biggest suppliers is 
comprehensive. Consultations, how-
ever, should begin even before the 
first tire is installed, pointed out Mi-
chelin’s Beaudoin.

“When purchasing tires from 
their dealers, fleets need to make 
sure they tell their dealers what kind 
of application they’ll be doing,” she 
said. “If you purchase the wrong tire 

Tire maintenance 
requires regular 
presure checks
Continued from page 41
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or visit us at www.morricetransportation.com

Drivers & O/O's
Pay package includes Mileage pay PLUS:
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–  paid US border crossing
– paid loading / unloading
–  paid per hour for hourly work /detention
–  benefits available for both - call for details
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Company drivers - NO SLIP SEATING
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– Company paid plates
– paid tolls and bridge crossings
– the ability to participate in our Company fuel saving program
– yard fuel at a discounted rate - Windsor ON. yard only
–  free installation and use of our Qualcomm satellite system - 

complete with E-logs 
– Company pays for decals

Looking for drivers to work out of Milton, 
Windsor, Chatham and London yards

single Drivers
can earn over 

$.52 /mile

O/O's
can earn over 

$1.45 /mile

Morrice Transportation would like to wish our Drivers 
and our valued Customers a very Happy Holiday Season 

and a Prosperous New Year!

For more details on how to become part of a quickly growing company 
either as a Driver or an Owner Operator, please call Rob at

1-800-567-3260 ext. 245

Fast CaRD REQUIRED

COMPANY BUNK DRIVERS /
OWNER OPERATORS NEEDED

for Steady Year Round Work!
Start 2014 off right by making a move to

Open board Regional Lanes and Long Haul – Western Canada work 
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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.

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

  PRESENTLY HAS THE FOLLOWING 
  POSITIONS AVAILABLE

•  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 .

Season’s Greetings  
& Best Wishes  

in the coming  year!
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Glasvan Great 
Dane shows off 
CNG-powered 
shunt trucks

By Daniela Piteo
MISSISSAUGA, Ont. – Glasvan 
Great Dane has announced it will 
be carrying the Autocar shunt trac-
tor featuring a natural gas Cummins 
ISL-G engine at all its locations.

On Nov. 12, George Cobham Jr., 
vice-president of sales with Glas-
van, officially made public Glasvan 
Great Dane’s decision to carry the 
natural gas tractor in an effort to 
offer the latest and most environ-
mentally sound equipment.

Autocar, North America’s oldest 
manufacturer of truck equipment, 
now offers alternative fuel-pow-
ered vehicles and has seen a 25% 
increase in the proportion of truck 
orders with natural gas engines in 
the last year.

“The truck has more horsepow-
er – 300 hp – and produces around  
650  lb.-ft. of torque, but despite 
the higher ratings on horsepower 
and torque the truck is expected 
to burn equal to or around 5-10% 
more fuel by volume than a die-
sel,” said Cobham.

While the truck may burn slightly 
more fuel, natural gas costs approxi-
mately half as much as diesel.

“The truck is more money. It costs 
about 40% more than a diesel truck, 
but there is a payback and amor-
tized correctly, this truck can be 
cash flow positive right from month 
one,” said Cobham.

The tank on the truck is worth 
$25,000, Cobham noted.

“A lot of people think the cost of 
these natural gas-powered trucks 
is in the engine or the electron-
ic system, but they are incorrect,” 
said Cobham. “The cost is in the 
tank.”

The engine isn’t just larger than 
the diesel, but also significantly 
cleaner.

“We look at this diesel truck and 
we have a very complicated exhaust 
system on it. It’s got SCR – so it’s 
using urea to scrub the exhaust. It’s 
got an EGR valve that takes the ex-
haust back into the engine,” said 
Cobham. “It’s got a DPF – all these 
terms SCR, DPF, urea, EGR – these 
are all hot-button terms for trucking 
companies. All these items, which 
are EPA-mandatory, cause down-
time and that downtime is normally 
unexpected. It’s always a wild card. 
The truck rarely gives you a warn-
ing to when these things are going 
to happen, this is the same for all 
diesel engines.”

Now, with the Autocar shunt trac-
tor, many of these things have been 
eliminated because they run on nat-
ural gas.

“Natural gas burns very clean. 
The carbon footprint will be less – 
we are looking at reductions here 
as much as 70-80%,” Cobham said.

This type of vehicle will become 
more commonplace in yards and 
it has been reported, according to 
Cobham, that Autocar, as of late 
August, has numerous customers 
commissioning compressed natu-
ral gas powered (CNG) and lique-
fied natural gas (LNG) engines. n
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Wishing you 
all the best

in 2014!

LOOKING FOR
Owner Operators

100% owner operator based company
No company trucks

GET PAID PER MILE: $1.43 (VANS & REEFERS) GET PAID PER MILE: $1.57 (FLATBEDS & STEP DECKS)

Are you a company driver and want to become an owner operator?
Need help financing your truck?
Are you being quoted more than 9% for finance?
We can finance your truck, Bad credit, No credit Call me.

• We pay Empty or Loaded (practical miles)
• Guaranteed 11,500 Miles for Singles
• No Pickups and Deliveries in Ontario
• Loaded trailers ready for you in the yard
• Insurance is paid 100%
• Plates are paid 100%
• Tolls and bridges are paid 100%
• Trailer and repairs are paid 100%
• Weekly pay available
• Group benefits, Dental, Drug and much more
• All late model trailers owned by company 2012-2014

• We pay Empty or Loaded (practical miles)
• Guaranteed 11,500 Miles for Singles
• Insurance is paid 100%
• Plates are paid 100%
• Tolls and bridges are paid 100%
• Flatbed and repairs are paid 100%
• Weekly pay available
•  Equipment is provided by company (Tarps, Straps, Chains, 

Coil bunks
• Group benefits, Dental, Drug and much more
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recruiting@ettransport.net www.ettransport.net
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By James Menzies
DUBLIN, Va. – Volvo Trucks 
North America is constructing a 
road course and vocational track at 
its New River Valley Truck Plant, 
where customers can put new ve-
hicles through their paces with or 
without a commercial driver’s li-
cence (CDL).

Work on the track began in the 
spring, after plant managers de-
vised a plan to keep costs low 
while building a “state-of-the-art” 
facility.

Lars Blomberg, vice-president 

and general manager of the plant, 
said “It’s always difficult to get 
money approved, so we sat down to-
gether with the union and it turned 
out we have six to 10 people – may-
be more – in the plant who are re-
ally skilled when it comes to driv-
ing excavators and graders. So we 
created a team of six people and we 
started to make some sketches and 
drawings of how it should look.”

Next, a call was placed to Vol-
vo’s construction equipment group, 
and a good deal secured on equip-
ment rentals. Before long, the dirt  

Volvo building off-road track at Virginia truck 
plant to showcase vocational capabilities

getting dirty: Volvo customers can now put a truck through its paces in an 
off-road environment at the company’s new track. Photo by James Menzies
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Up to .60 with OD miles
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 Launching New Pay Assurance 
Program
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Safety Oriented & Good Attitude
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Late Model Equipment
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Safe & Happy Holidays!

• 41¢ per mile
• $25 for P/D
• $100 second trip bonus
• Annual increases
• Benefits

FAST CARD & 2 YEARS EXPERIENCE REQUIRED

Drivers neeDeD 
immeDiAtely for U.s.A.
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owner oPerAtors
for U.s.A.

COME
JOIN US!

Call 1-800-388-8947 x 270 HEAD OFFICE: Brampton, ON

• $1.467 per mile
• All tolls paid
• Hvt paid
• Paid P/D
•  $100 second 

trip bonus
 

To our drivers and their family
May this Christmas be filled with

Joy, Happiness & prosperity for the New Year

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

Gormley
• AZ Dump Truck Drivers
•  Licensed 310T Mechanic

• AZ Truck Drivers
•  Licensed 310T Mechanic

Cornwall Brockville

Wishing you and your family the very best  
of the Holiday Season!

You want to join a winning team
You want to enjoy your job
Y ou take pride in driving quality equipment 
 You are a qualified professional  
AZ FAST/CDRP approved driver

Call If:

*At Trans-Send Freight Systems Ltd we know 
that our drivers are our SUCCESS*

We Offer:
Sign On Bonus (owner operators)
Flexible Pay Package (owner operators)
Weekly Home Time 
TX, TN and Mid-West Runs
Fuel Cards
Competitive Wages (company drivers)

Please call Lisa for more information at:

1-800-265-7697
or stop by our terminal at:

1905 Shawson Drive, Mississauga, Ontario L4W 1T9
www.trans-send.com 

NOW HIRING
QUALIFIED

COMPANY TEAMS 
& SINGLE DRIVERS 

New Fleet of 2014 Volvo 670 coming in  
November and always looking for 

single or team Owner Operators

Season’s
Greetings

TRANS-SEND FREIGHT SySTEmS lTD.
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behind Volvo’s sprawling 1.6 mil-
lion square foot truck plant was be-
ing rearranged and the track began 
to take shape.

Two months of near-steady rain 
slowed progress, but the track is 
now drivable, and on schedule to 
be completed by next summer. 
When complete, it will feature a 
1.1-mile paved road course (with 
banked corners so trucks can eas-
ily achieve highway speeds) with 
an off-road vocational truck track 
within its perimeter. 

This marks the first time Volvo 
will have a place of its own to dem-
onstrate the capabilities of its VHD 
vocational truck in an off-road en-
vironment. It also means customers 
– including fleet owners who may 
not have a CDL – will be able to 
get behind the wheel of Volvo ve-
hicles without venturing onto the 
Interstate.

“We will keep an off-road section 
for our VHD, because we know we 
can talk a lot about the VHD and 
we can talk a lot about the I-Shift 
(automated manual transmission), 
but it’s a completely different thing 
when you use the I-Shift on a fully 
loaded dump truck,” Blomberg ex-
plained during an exclusive visit to 
the track. “I think you don’t real-
ize the benefits of the I-Shift until 
you sit behind the wheel and try it.”

Though it’s still incomplete, Vol-
vo recently gave a group of cus-
tomers an opportunity to drive 
the track. Their reaction was 
“very, very positive,” Blomberg 
said, adding “I do believe this will 
sell a lot of trucks for us if we can  
get customers inside the truck and 
give them the complete customer 
experience.”

The facility had another impor-
tant visitor in recent weeks; Olof 
Persson, Volvo’s global president 
and CEO, wasn’t apprised of the 
undertaking until he arrived at the 
plant for a visit. 

“He liked it,” Blomberg said with 
some relief. “I took him out on it 
and he got an opportunity to drive 
it himself, and he really liked it.”

I also had the chance to drive the 
track, from behind the wheel of a 

Volvo VHD dump truck, powered 
by a D13 engine with 500 hp and 
1,750 lb.-ft. of torque. The truck 
was equipped with Volvo’s I-Shift 
transmission, so I had the oppor-
tunity to see first-hand how several 
of the I-Shift’s features contribute 
to greater productivity and safety 
in construction applications. 

Among the features I experi-
enced were Power Launch (acceler-
ating up an incline, out of a muddy 
mess) and a feature that allows the 
operator to rock the truck back and 
forth out of a sticky situation. This 
is achieved thanks to the incredibly 
quick clutch actuation, which al-
lows  the transmission to alternate 
between reverse and forward gears 
almost instantly. 

The VHD itself is a vehicle that 
probably doesn’t get as much atten-
tion as it deserves, overshadowed 
as it is in the construction market 
by the popular Granite, produced 
by sister company Mack. Among 

the VHD’s attributes are a wid-
er cab than what is available with 
the Granite, and a large, one-piece 
windshield. The interior of the 
VHD is spacious and comfortable 
and it’s a handsome truck when 
viewed from the outside.

Another of the features that was 
apparent during my off-road drive 
was the articulation of the rear ax-
les when crossing uneven terrain. 
This VHD rode on a 46K Volvo  
T-ride rear suspension.

The off-road section of the track 
includes grades of various lengths 
and pitches, some bumpy, rocky 
sections, dips of varying degrees 
of intimidation and lots of mud – 
Mother Nature’s contribution.

The I-Shift transmission can 
handle gross combination weights 
of up to 164,000 lbs, but Volvo has 
some reservations if it will be re-
quired to handle those types of 
loads in soft sand.

“You can do almost anything 

with this, but for dump applica-
tions the concern is where you 
want to take it and how soft the 
sand is where you want to take 
it,” explained John Moore, mar-
keting product manager, power-
train. And unlike fully-automatic 
transmissions, the I-Shift can also 
be mated to engines that produce  
1,850 lb.-ft. of torque.

The VHD has never reached 
its full potential in the vocation-
al truck segment. But when Goran 
Nyberg was appointed Volvo’s 
North American president of sales 
and marketing last year, the voca-
tional segment was one in which 
he asserted Volvo must become a 
stronger player. 

Volvo now has at its disposal a 
powerful tool with which it can 
demonstrate the capabilities of the 
VHD in a harsh, off-road environ-
ment that closely mirrors – or sur-
passes – the rigors this truck will 
face on a daily basis.  n 
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By James Menzies
MEXICO CITY, Mexico – The 
Mexican truck market often gets 
overlooked when new technologies 
are introduced to the industry in 
other parts of the world. It’s a con-
stant frustration for Laura Mandu-
jano Valdes, director commercial 
with Transportes Monroy Schiavon 
(TMS), a sophisticated fleet based 
just outside Mexico City, which is 
trying to elevate the professional-
ism of the industry here.

“The technology that arrives in 
Mexico is lower than what is offered 
in other countries,” Valdes said dur-

ing a tour of the company’s facility.
But that could be about to change. 

Mexico represents a growing truck 
market, totaling about 25,000 new 
vehicles per year, putting it on par 
with Canada. Truck OEMs are 
aware of the opportunities this rep-
resents.

Volvo has announced a new strat-
egy for the Mexican market, which 
involves providing feature-laden, 
high-tech trucks rather than decon-
tented, lower-cost vehicles. TMS has 
had its eye on the I-Shift for some 
time, and leapt at the opportunity 
to be the first Mexican fleet to place 

an order for VN tractors with the  
I-Shift transmission. It ordered 100 
such trucks earlier this year, and has 
already taken delivery of 25 of them. 
So far, with nearly 300,000 kms of 
experience, the benefits of the I-Shift 
are meeting expectations.

Raul Monroy Otero said the I-
Shift-equipped VNs are averaging 
5% better fuel economy than similar 
trucks with manual transmissions, 
and these trucks are not yet broken 
in. Drivers are reporting feeling less 
fatigued after a day of driving, and 
after some initial reticence about us-
ing automated transmissions, are be-
ginning to embrace the technology, 
Monroy Otero said.

The trucking industry in Mexico is 
facing many of the same challenges 
it is here in Canada, yet it also has 
to contend with the perception it’s 
a low-tech industry running shod-
dy equipment. That may be true of 
some Mexican carriers, but TMS 
demonstrated during a visit, a high 
level of sophistication and profes-
sionalism.

For example, while driver wellness 
has in recent years been brought to 
the forefront in the US and Canada, 
TMS has a program that would ri-
val any you’d find north of Laredo. 
The company runs an on-site medi-
cal facility 24/7, and requires driv-
ers to undergo a mini-physical be-
fore setting out on each and every 
trip. Things like temperature, blood 
pressure and vision are tested a max-
imum of one hour before the driver 
leaves the yard. Think of it as a pre-
trip inspection for drivers. If medi-
cation is required, the fleet provides 
it free of charge on the spot.

“Through this pre-trip medical 
service, we check that and we follow 
up,” said Valdes. “The nurse will tell 
us if he is in the condition to make 
a trip. If the nurse says he’s not able 
to go, he won’t take the trip.”

Running close to 500 tractors 
and serving major customers such 
as Walmart and Ryder, TMS is large 
by Mexican standards, where only 
100 carriers operate 100 trucks or 
more. Its nearly all-Volvo fleet av-
erages just four years of age. TMS 
partners with several major US car-
riers, with whom it swaps trailers at 
the Mexico/US border for delivery 
into their respective countries.

Asked if TMS is interested in par-
ticipating in the US pilot project that 
allows qualifying Mexican carriers to 
deliver into the States, Valdes said 
she prefers the current arrangement. 
She worries Mexican drivers would 
abandon their trucks and never come 
back, lured by the potential for great-
er earnings north of the border.

“We have the big risk of losing 
them,” Valdes said. “Every day, Mex-
icans are trying to cross the border 
into the US.”

While a life in the US may be al-
luring to some, drivers at TMS make 
a good wage, one that in some cas-
es can exceed that earned by doc-
tors and other professionals, Valdes 
said. Drivers there earn about 1.2 pe-
sos per kilometre, or about $30,000 
per year, which goes a long way in 
Mexico.

Still, the profession remains stig-
matized, with few young people 
looking at truck driving as a viable 

career. TMS is aiming to change 
that. It has built a training school at 
its headquarters and hopes to begin 
developing its own drivers. Turnover 
at TMS is about 25%, well below US 
standards but still a costly problem.

TMS has an extensive hiring pro-
cess, which is both costly and time-
consuming, but important to weed 
out undesirable drivers. Valdes ad-
mitted trucking attracts some unsa-
vory characters, including those who 
feel their carrier’s diesel fuel is an ex-
tension of their own wages. 

“They think fuel is part of the sal-
ary and that they can steal fuel, that 
every trip they can take some of the 
fuel and sell it on the road,” Valdes 
said of some drivers. “We believe we 
cannot allow them to do that. If we 
allow them to steal the diesel, the 
second part will be the tires and at 
the end they’ll take the cargo.”

To avoid these issues, TMS con-
ducts extensive background checks, 
numerous interviews with various 
departments, a road test and a men-
toring program. For every 10 drivers 
who apply for a position, only one 
is selected. It takes about a month, 
and costs $1,000, to hire a new driv-
er, Valdes explained. 

“Sometimes this can be expensive, 
but we believe we need that special 
and professional driver to have our 
units, otherwise we prefer to have the 
unit just laying there.”

Security is not just a concern with-
in the fleet. TMS also contends with 
real concerns over hijackings and 
stolen loads. To reduce the risk, driv-
ers travel in convoys and must stop 
only at pre-authorized locations for 
food or fuel. Every truck is satellite-
tracked and dispatchers closely mon-
itor the movements of loads. When 
loads do get stolen, two-thirds of the 
time TMS is able to recover the car-
go with the help of law enforcement.

In Mexico, hours-of-service are not 
yet regulated, but TMS enforces its 
own rules. Drivers can work just 12 
hours a day (including non-driving 
related work). While TMS brings to 
the Mexican trucking industry a pro-
gressive attitude and heightened level 
of professionalism, it’s keenly aware 
that it all begins with the driver.

“We see them as our main asset,” 
Valdes said. “It doesn’t matter if we 
have the best truck or the best fa-
cility, at the end of the day it’s only 
one man that has everything in his 
hands…our daily challenge is to 
make our drivers believe in the im-
portance of what they do.” n

Progressive fleet first in Mexico to receive Volvo I-Shift
A visit to Transportes Monroy Schiavon 
reveals a highly sophisticated, safe and 
driver-focused Mexican trucking company.

automating the fleet: TMS, 
Mexico’s 16th largest trucking com-
pany, is the first in Mexico to deploy 
I-Shift automated transmissions.

ON-SITE KINGPIN REMANUFACTURING

Quebec and the Maritimes 1-888-939-1011
Ontario 1-888-221-7774
Western (Alberta & Saskatchewan) 1-877-912-1209
British Columbia 1-800-427-5865
In the U.S. 1-888-221-7774

MOBILE SERVICE
Visit our Website at: www.kingpinspecialists.com

E-mail: rkingpin69@aol.com
Call us Toll Free @

1-888-221-7774
For the Dealer Nearest You

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

decreasing the abuse to the bolster plate and kingpin.

KINGPIN GAUGES
Top Quality aluminum Kingpin gauges. Won’t stretch.

www.kingpinspecialists.com  •  rkingpin69@aol.com

Toll Free Numbers For Your NearesT Dealer

CWB CERTIFIED COMPANY • CWB CERTIFIED WELDERS

• Superior Equipment
• Exceeds SAE and DOT specifications/regulations
• Only Company to test SAE J133 & J400

• Patented in U.S.A. & Canada
• Guaranteed Workmanship
• Fully Insured

pg 46-47 tn jan v3.indd   46 13-12-08   4:08 PM

http://www.kingpinspecialists.com
mailto:rkingpin69@aol.com
http://www.kingpinspecialists.com
mailto:rkingpin69@aol.com


January 2014 TRUCK NEWS Page 47

By James Menzies
GUADALAJARA, Mexico – Volvo 
Trucks has set out to become a more 
prominent player in the Mexican 
truck market, by expanding its deal-
er presence here and re-evaluating its 
traditional approach to this market.

That was the message from an in-
vigorated Matthew Walsh, managing 
director of the Mexico region for Vol-
vo, during a media roundtable held 
prior to the Expo Transporte trade 
show. The Mexican truck market is 
growing and now represents about 
25,000 Class 8 vehicles per year, put-
ting it on par with Canada. Volvo’s 
share of that, year-to-date, is about 
7%, but closer to 10% in the Class 8 
tractor segment where Volvo plays.

Volvo this year is on pace to sell 
nearly three times as many new 
trucks in Mexico as it did in 2011. 
The company has launched an am-
bitious initiative to gain 15% of the 
market by 2015 (a market share goal 
it hopes to also achieve in the US 
and Canada). A key component of 
that plan in Mexico will be expand-
ing its dealer network from 36 loca-
tions today, to about 65 by the end of 
2015. That would put it behind only 
Paccar in terms of dealer footprint, 
Walsh noted.

Volvo, up till now, has been unable 
to crack the large private fleets be-
longing to the ANTP association of 
private fleets. However, Walsh said 
the company now has demo units with 
eight of the largest ANTP fleets and 
that they are performing favourably.

“We’re very optimistic that next 
year we will see very good penetra-
tion from the Volvo brand into these 
large private fleets,” Walsh said.

There are about 750,000 Class 8 
trucks in Mexico today, and 400,000 
of those are at least 20 years old. 
The government is now incentiv-
izing the purchase of newer mod-
els, by issuing tax vouchers that can 
be redeemed towards the purchase 
of new trucks when older units are 
scrapped through government-ap-
proved agencies.

These vouchers cover about 16% 
of the cost of a new truck.

“Eighty per cent of our sales here 
in Mexico involve scrapping certifi-
cates,” Walsh said.

There’s also a healthy import mar-
ket to contend with. Walsh said about 
8,000 used Class 8 trucks will be im-
ported to Mexico from the US and 
Canada this year. Many of them will 
come from Canada, since Mexican 
trucking companies favour a Cana-
dian-spec’, with 46,000-lb rear axles.

Mexico allows EPA04 and  
Euro 4 emissions-level engines, but 
Volvo adheres to the more stringent 
Euro 4 standard, Walsh said.

“We, as Volvo Group, certify our 
engines to Euro 4, but the rest of our 
competition certifies to EPA04. We 
produce half the particulate matter 
than our competition does, with simi-
lar NOx, so we do run a cleaner solu-
tion here in Mexico than our compe-
tition,” Walsh said.

In 2018, Mexico will adopt the 
EPA10 emissions standard. 

Part of Volvo’s strategy for Mexico 

is to focus on value, rather than the 
price of its new trucks. Initially, the 
company entered the Mexican mar-
ket in 1994 convinced it needed a low-
cost product to compete. However, 
Walsh said customers are beginning 
to see value in things like stability sys-
tems, automated transmissions and 
even disc brakes. 

One example of this new approach 
is the launch of the I-Shift automat-
ed manual transmission in Mex-
ico. Walsh said he’d like to see at 
least 35% of Volvo trucks sold here 
equipped with the I-Shift by 2015. 
Seven fleets are piloting the trans-
mission with good results, running 
between one and 100 units.

“These were strategic relation-

ships or strategic applications where 
we wanted to get in-market verifica-
tion, to make sure they have the per-
formance and fuel economy we were 
looking for,” Walsh said of the testing. 
“We have yet to put the I-Shift in a 
demo unit where the customer does 
not want to buy it at the end.”

Goran Nyberg, president of North 
American sales and marketing with 
Volvo, said Mexican fleets want the 
same things carriers in the US and 
Canada do: fuel savings; reliability; 
safety; and the ability to more easily 
attract and retain drivers. Next year, 
Volvo will bring its Remote Diagnos-
tics to the Mexican market, providing 
fleets with a way to reduce downtime.

Volvo’s investments into the Mexi-
can market mirror the initiatives it has 
undertaken in the US and Canada 
over the past few years, Nyberg not-
ed. Since 2010, Volvo Trucks North 
America has: invested $350 million 
into its dealerships; launched 52 proj-
ects to improve capabilities (such as 
building or renovating facilities); 

increased service bays by 31%; ex-
panded its technician base by 54%; 
increased parts inventory by 37%; 
and expanded its parts department 
staff by 68%.

With Volvo placing a renewed em-
phasis on the Mexican truck market, 
one had to wonder if it would eventu-
ally move production there, like many 
of its competitors have done. Nyberg 
said emphatically that will not be the 
case. The company has examined the 
viability of building trucks in Mexi-
co, and found the logistics involved 
in delivering them to Canadian and 
American customers would negate 
any savings.

“We have made major investments 
in the US (plants) and we have capaci-
ty for our growth from there,” Nyberg 
said. “We haven’t seen the benefits 
of moving any production to Mexi-
co, yet we are actively investing in the 
commercial side of the Mexican busi-
ness. Manufacturing today for North 
America is in the US and that’s our 
plan to continue.” n

Why’s Volvo hot on Mexico?
Mexico is evolving into a hotbed for new truck 

orders, not just a place to export old iron
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oem/dealer news

By Daniela Piteo
MIAMI, Fla. – The bright yellow logo 
is definitely a standout feature of Alli-
ance Truck Parts, but where the com-
pany – a division of Daimler Trucks 
North America – really excels is in its 
unwavering commitment to being a 
leading provider in the aftermarket.

Todd Biggs, director of parts and 
service marketing, Daimler Trucks 
North America, says the company 
continues to set the brand apart by en-
suring availability – Alliance Truck 
Parts are stocked at over 800 North 
American locations; through recogni-
tion – the Web site is constantly evolv-
ing and a continued social network 

presence is being built; and through 
education – Alliance truck parts are 
serviced and maintained by quali-
fied technicians that thoroughly un-
derstand the Daimler product. While 
Alliance Truck Parts are available 
throughout North America, the com-
pany will continue to expand in the 
market, hoping to gain the attention 
of small fleets and owner/operators.

“While large fleets do use Alliance 
Truck Parts to help improve their total 
cost of ownership over the time they 
hold their trucks, the owner/operator 
and small fleet customers are more 
likely to be running older trucks and 
mixed fleets that have more frequent 

parts and repair needs,” said Biggs. 
“By renewing our attention on the 
second and even third owner of the 
truck, we open up new market poten-
tial for Alliance and help deliver bet-
ter uptime for this often underserved 
customer.”

According to Biggs, it is also an 
advantageous practice for O/Os and 
small fleets to return to the dealer 
when purchasing aftermarket prod-
ucts.

“There are clear choices between 
OEM parts, the all-makes parts that 
Alliance Truck Parts offers, and the 
generic white box. Often ‘right-fit’ ge-
neric parts really aren’t all right. In the 
end, the location isn’t as important as 
access to the right quality part at the 
right time. From a parts perspective, 
that means the real importance is parts 
distribution speed and in-stock avail-
ability,” said Biggs.

With over 800 locations offering Al-
liance parts, distribution speed and 
stock availability are both in a sol-
id position to help reduce downtime 
for drivers and furthermore, its wide-
spread market presence makes it easier 
to contact a qualified technician for ve-
hicle service, repairs and maintenance, 
according to the company.

“There are often service level ad-
vantages to visiting a reputable dealer, 
like an Elite Support certified deal-
er, but from a parts perspective, any 
real advantage is again related to hav-
ing the right parts in stock, or hav-
ing quick access to parts distribution 
systems so any repair can be made 
quickly,” Biggs said. 

While the retailer aims to be phys-
ically visible in the market, to best 
serve its customers, Alliance has also 
shown a commitment utilizing tech-
nology and social media to diversify 
the brand.

“Alliance Truck Parts has really em-
braced technology as a way to help cus-
tomers get the parts they need to keep 
their trucks on the road. Better com-
munication tools allow our customers 
to find parts locations, specific parts 
and specials much more easily than 

ever before,” said Biggs. “Alliance uses 
social media platforms like Facebook 
and Twitter to inform and to hear back 
from our customers.”

Alliance isn’t just a tweet or Face-
book status update away from its cus-
tomers, but optimizing its Web site 
also helps achieve better communi-
cation.

“Our own Web site continues to 
evolve to provide the parts informa-
tion that our customers need most with 
all-makes part search function in on-
line catalogs and with links to useful 
parts information such as product bro-
chures and a bumper customization 
tool,” said Biggs.

In addition to a Web presence, Alli-
ance Truck Parts has invested in mo-
bile technology that works to serve 
customers on the road.

“With mobile apps like TruckerNet 
and TruckerTools available on smart-
phones, drivers can find parts and ser-
vice locations, parts specials and more 
from wherever they are,” said Biggs.

And then there’s Alliance Truck 
Parts relationship with NASCAR – 
where through technology and social 
media, race fans are offered an up-
close view Alliance Truck Parts Rac-
ing Team.

Together, Alliance and NASCAR 
travel throughout North America vis-
iting dealerships and other locations 
with one of the number 12 Ford Mus-
tangs – allowing customers to enjoy 
the thrill of race day miles away from 
the track.

“Seeing the actual machine and 
hearing the sound of a real track-wor-
thy engine has been a great way to en-
gage customers and introduce them 
to the complete Alliance Truck Parts 
product portfolio,” Biggs said. 

In the end, it’s always about provid-
ing exceptional service to its custom-
ers, the company claims.

“Our dealer kits and the Parts Pro-
moter programs are designed for our 
retail partners, providing them the 
tools they need to better serve the 
end customer at their locations across 
North America,” Biggs said. n

Parts availability, connecting with customers the path to growth for Alliance Truck Parts

Daimler delivers five-step plan to improve uptime
MIAMI, Fla. – Managing fuel economy, services charges, parts prices and 
downtime are all an integrated function of the total cost of ownership (TCO) 
for any fleet, so at Daimler, the promise to deliver uptime is one standout meth-
od it has employed to offer the best in customer service.

Friedrich Baumann, senior vice-president for aftermarket, Daimler Trucks 
North America (DTNA), explained the five key steps that deliver uptime.

“We must first broaden our retail approach,” Baumann said. “We can only 
survive and excel by providing a better platform for the ease of doing business.”

The platform, according to Baumann, must be built from over-the-counter 
excellence, a strong digital presence and expanding the Alliance truck parts 
portfolio. Once the retail sector has been broadened, Baumann notes that 
Daimler must revamp its retail inventory management (RIM) system.

“It is time to revisit this system and take the next step in improving it,” Bau-
mann said. According to Baumann, Daimler’s goal is to construct a fully func-
tioning system that can easily locate and track parts and then quickly send 
them out. Revamping the current system means more parts will be available 
at service points, a direct delivery system will be implemented and customer 
service outside of an area of responsibility.

Detroit Connect, which offers a virtual technician and an onboard tablet, 
will assist with diagnostics and also reduce downtime.

“It’s a much more integrated approach between the truck that is rolling and 
all other aspects of the road,” said Baumann.

Baumann also noted that Daimler plans to leverage Detroit Reman.
Lastly, Daimler aims to raise distributor and dealer network performance 

as a part of its five-step plan to deliver uptime.
“Downtime is often more expensive than actual repairs,” said Baumann.
With quick diagnostics, companies can effectively plan an efficient delivery 

route when a truck isn’t running.
Bauman, quoting a colleague, said, “Bad news given early is better than bad 

news given late.” n 
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fleet news 

WINNIPEG, Man. – Waterstone 
Human Capital, one of Canada’s 
leading executive search firms, 
has announced the national win-
ners of the Canada’s 10 Most Ad-
mired Corporate Cultures of 2013 
program.

The program is divided in four 
separate categories  – Enterprise, 
Mid-market, Growth and Small 
Capital and lastly, Broader Public 
Sector – and recognizes 10 national 
companies in each category.

This year the trucking industry’s 
own Bison Transport was hailed as 
one of the top 10 most admired cor-
porate cultures in the mid-market 
category. This recognition signifies, 
in terms of a three-year average rev-
enue growth, that Bison Transport 
has notably outpaced the largest 
companies of Standard & Poor’s/ 
Toronto Stock Exchange ninefold.

Bison Transport executive vice-
president and COO Robert Penner 
is pleased that the company has 
been poised as an admirable cor-
porate culture.

“Being selected as having one of 
the most admired corporate cul-
tures in Canada is a true honour 
for our organization,” said Penner.

“As a company, it is important 
that our beliefs and behaviours are 
instilled in the workforce and that 
the environment we create allows 
our people to grow, prosper and ex-
cel,” Penner said. “It is gratifying to 
know that the collective efforts of 
the people of Bison Transport are 
being recognized in this great man-
ner. It also serves as a great remind-
er that it is not just about what you 
do, but also how you do it and how 
you treat and interact with others 
matters too.” n

Bison wins award for corporate culture

Clarke sells to transforce, exits trucking
HALIFAX, N.S. – Clarke Inc. has agreed to sell its freight transportation 
business to TransForce for $88 million.

Included are its truckload, LTL and freight logistics business. The deal is 
expected to wrap up before the end of 2013, Clarke announced.

“This is a bittersweet moment for Clarke as we have enjoyed working with 
Dean Cull and his entire team in the freight transportation business over 
the last decade,” said George Armoyan, CEO of Clarke. “We wish them all 
the best as they join the TransForce organization.”

Armoyan added: “The sale of Clarke’s freight transportation business pro-
vides the company with good value and helps unlock the significant shareholder 
value that exists at Clarke which has not been recognized by the capital mar-
kets. Following the transaction, Clarke will continue to own its Commercial 
Tanks and Home Heating segment, its Investment segment and the ferry and 
container shipping units within its current Freight segment.” n

Wayne Noftle  •  1-800-401-9138  •  Fax: 1-888-795-2258 
  6705 Tomken Rd., Suite 219 Mississauga, ON L5T 2J6

www.statesideconsultants.com
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TORONTO, Ont. – The debate 
over unpaid overtime in the truck-
ing industry is heating up, with a 
$100-million class action lawsuit 
launched against Canada Cartage.

The law firm Lax O’Sullivan 
Scott Lisus LLP has launched the 
suit on behalf of workers who claim 
they were not paid for overtime.

The lawsuit has been launched 
on behalf of representative plaintiff 
Marc-Oliver Baroch, a shunt truck 
driver who worked at Canada Cart-
age’s Mississauga location for about 
seven years. The lawsuit will repre-
sent workers who’ve been at Canada 
Cartage since March 1, 2006.

The statement of claim alleges 
that Canada Cartage regularly re-
quired or permitted some or all of 
its employees to work hours in ex-
cess of their standard hours of work, 
in order to complete the common 
duties of their employment, the 
law firm alleges. The statement of 
claim also alleges that around July 

2012, Canada Cartage reduced wag-
es “without reasonable notice” in 
order to make it appear as though 
class members were being paid over-
time.

The lawsuit alleges that Cana-
da Cartage actually “manipulated 
class members’ rates of pay such 
that their gross weekly earnings re-
mained unchanged.”

“This case seeks to pull back the 
curtain to reveal the long-standing 
and systemic practice by Canada 
Cartage of not fully compensating 
its employees for overtime,” said 
Eric R. Hoaken, a partner at Lax 
O’Sullivan Scott Lisus LLP. “The 
essence of the claim is that Canada 
Cartage did not meet its obligations 
to the class members and actively 
sought to mislead them about their 
entitlement to overtime. These prac-
tices must stop.” n

Canada Cartage hit with $100-million 
lawsuit over overtime pay

Caravan rebrands, 
launches new Web site
TORONTO, Ont. – Caravan Lo-
gistics has a new name and look. 
The company has been renamed 
Caravan Group of Companies as 
part of a rebranding effort aimed 
at bringing Caravan’s comple-
mentary operating units under 
one corporate umbrella.

The rebranding marks the first 
such change Caravan has under-
gone since its inception 16 years 
ago. At the same time, Caravan 
has launched a new Web site, which 
provides features such as 24-hour 
online customer freight tracking 
and instantaneous freight quotes.

The company said in a release 
that it has “extensive expansion 
plans,” which will make it “an even 
more powerful player in the truck-
ing and transportation industry.”  
The new Web site can be found at 
www.caravangroup.com. n

From your friends at 

Truck News, Truck West & 

Motortruck Fleet Executive

Dear valued customers, readers and friends: 

Have a Safe and Happy Holiday!

4 Hr. Drive-in Service 
For MoSt truckS!
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905-487-1209 • 1-877-950-0099 
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We Ship 
Across 
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Happy
Holiday & Best 
Wishes in the 
Coming Year!
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Medical
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The Truxpo Gambit
Mark Dalton: Owner/Operator

FICTION Part  3

The story so far…
Mark is attending Truxpo Can, his fa-
vourite truck show of all. While he’s at 
a booth he overhears two men talking. 
One tells a story about how a driver 
got him in trouble with the police, while 
the other says a driver put coloured die-
sel into his tanks. Both men would sure 
like to find the guy. Mark knows they 
are talking about him and slinks away.

Then, as Mark is having a bite at the 
food court, he overhears two other driv-
ers talking about how some guy got him 
in trouble with the law, one with the 
Canada Border Services Agency, the 
other with police. Mark knows for sure 
they’re talking about him because he 
knows one of them by name. He needs 
to get away and calls Bud for a load…  

•
When the coast was clear and the two 
drivers who’d been talking about him 
had left the food court, Mark decided it 
was probably a good time to leave the 
show. He could just as easily wait for 
Bud’s call in Mother Load as he could 
moving from booth to booth waiting 
for someone to tap him on the shoul-
der and say, “I always hoped I’d run 
into you somewhere,” and punch him 
in the mouth.

Just then, someone in the crowd 
bumped him from behind. Mark 
gasped spun around and took on a 
half-fight/half-cower sort of stance. 

“Hi there,” said a woman pushing 
a stroller.

“Hey,” Mark responded awkwardly 
as he stood up and straightened his 
shoulders.

“I’m sorry,” she said. “I wasn’t look-
ing where I was going.”

Mark tried to smile. “Nice bumping 
into you.”

The woman returned the smile, but 
her attention was drawn to the child 
in the stroller. 

Mark took it as his cue, turned away 
and headed for a quiet corner of the 
show hoping he’d be able to sneak 
out one of the smaller exit doors and 
make his way to Mother Load without 
any more delays.

In the northwest corner of the hall 
there was a display of 20 or so antique 
trucks, most of them serving as rolling 
advertisements for the companies that 
owned them. There were a couple of 
vintage dump trucks from the 60s, a 
couple of milk delivery vans from the 

50s and no less than three flatbed de-
livery trucks from the 1930s. Normally 
Mark would spend an hour going from 
truck to truck checking to see if each 
vehicle had been restored to original 
or updated with modern upgrades that 
would allow them to keep up to traffic 
on today’s roads. 

Mark liked trucks that were kept as 
close to original as possible and there 
were probably a few at the show that 
were concourse caliber, but he didn’t 
have time to appreciate their beauty. 
He was more concerned about preserv-
ing himself and keeping all his own parts 
totally original. 

He got out of the exhibit hall easily 
enough and found himself at the oppo-
site end of the parking lot from Mother 
Load. But that was a small price to pay 
in exchange for getting out of the exhibit 
hall unnoticed.

Mark checked his phone for any mes-
sages or missed calls, but there were 
none. He started walking south through 
the lot, keeping his head down and 
turning away anytime anyone drove or 
walked past him. 

He realized he was acting a little par-
anoid and doing things that were coun-
terproductive to his own safety, but he 
couldn’t help himself. After all, which 
was safer...walking alone through a des-
olate parking lot, or getting lost in the 
crowd inside the show. How many times 
had he actually looked for someone he 
knew, spending hours searching and 
never finding the person at the show? 
Still, here he was walking by himself and 
constantly looking over his shoulder. It 
wasn’t a good feeling.

Mark turned the corner outside the ex-
hibit hall and saw Mother Load in the 
distance. She was parked in the back 
row of the lot in a line of maybe two 
dozen tractors. He was glad to see she 
was still there, but there was also some-
thing troubling about the scene.

Standing in front of Mother Load were 
five men, two in one group, three in an-
other. Their talk was spirited, with wild 
arm gestures and plenty of body lan-
guage. One guy, Mark could just make 
out, was pounding a fist into his palm. 
Mark wasn’t an expert in sign language, 
but this guy’s gesture left no doubt in 
Mark’s mind that someone was going 
to get hurt...real bad.

Mark moved more slowly now be-
tween the cars, careful not to expose 
himself in a clear line of sight to the men 
milling about his truck. 

Obviously they’d recognized Mother 
Load from their dealings with Mark on 
the road. Then, after checking out the 
truck, they saw the words “Mother Load” 
painted on the rear of the sleeper and 
anyone with a brain would come to the 
conclusion that – “Hey, this is the truck 
of the guy that screwed me over. I bet 
he’s at the show.” Then it was another 
small leap of logic that if they waited 
long enough, the guy who owns that 
truck is bound to show up.

Mark was about 10 cars away now, 
partially hidden by the rear end of a 
Hummer. He used to wonder why any-
one needed to drive such huge gas-guz-
zling cars, but not anymore. Sure they 
used a lot of gas, but they were perfect 
for hiding behind.

Of the five men, Mark recognized two 
of them from his dealings with them on 
the road. The other three men appeared 
to be buddies with the first two and were 
likely there for support, and back-up if 
things turned violent.

Mark took a quick look around to 
see who he had with him. Nobody. He 
checked his phone. Not even a call from 
Bud.

What to do?
He could try to outwait them, but there 

were five of them and they could easily 
take shifts watching his truck for hours. 
Besides that, at least one of them might 
have a truck of his own on the lot and 
could easily wait and watch for him 
throughout the night.   

He could call the police, but what 
would he tell them? “I think someone 

By Edo van Belkom

wants to hurt me.” And when they 
asked why he thought that, it wouldn’t 
take long before he sounded crazy and 
paranoid enough for the police to come 
looking for him. 

Maybe he could take a cab to a 
nearby hotel and pick up Mother Load 
on Monday. If he were lucky, all of his 
tires would still have air in them and all 
of the windows would be free of cracks 
and clear enough to see through.

Or, he could go back inside the show, 
spend a few hours looking around and 
maybe these guys would lose interest 
by then and go home. That seemed 
like a plan. If the coast wasn’t clear in 
a couple of hours, then he could try 
one of his other ideas.

So, without a sound, Mark turned 
and headed back to the main entrance, 
hooking up with two teenage boys to 
make it look as if he were attending the 
show with them, his two sons.

 “Hey mister,” one of the boys said 
when it was obvious Mark was walking 
with them. “Do we know you?”

Mark shook his head, “I sure hope 
not.” n

– Mark Dalton returns next month in 
the conclusion of The Truxpo Gambit.

Illustration by Glenn McEvoy

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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tires tires

for the wrong application, you can 
put all the air you want into your 
tire – you’re not going to get the per-
formance you’re looking for.”

With fuel economy being a prior-
ity for most fleets today, many buy-
ers gravitate to SmartWay-approved 
products. But it’s important to re-
member not all SmartWay tires are 
created equal.

“Keep in mind that SmartWay 
verification is done by the tire com-
pany involved – so it’s self-policing,” 
warned Cressman.

Achieving SmartWay certification 
is not an easy process, but tire com-
panies can choose different paths 
to compliance – and it may involve 
compromises in other equally im-
portant areas.

“It’s not easy to hit the SmartWay 
target, but sometimes it’s such that 
you sacrifice all other performance 
attributes,” Kramer noted of some 
suppliers.

“One of the problems is that fuel 
efficiency is very difficult to mea-
sure,” added Bridgestone’s Jones. 
“There are so many factors in-
volved.” However, he said Smart-
Way, as a whole, has been a good 
thing for the trucking industry.

“It has had a major impact on the 
industry and it has required a push 
in technology that I think has been 

very successful,” Jones said. 
Rolling resistance, which influ-

ences a tire’s contribution to fuel 
economy, is a relatively new con-
cept, he added.

“We as manufacturers are ex-
pending great effort to find new and 
better ways to achieve the perfor-
mance characteristics that our cus-
tomers want and need,” Jones said. 
“Initially, I think there was some 
compromise (when maximizing fuel 
economy). You did have to give up 
something else in order to achieve 
ultra-low rolling resistance. But we 
are able to advance technology at a 
faster rate these days.”

If fuel economy is important – 
and it usually is – it’s okay to seek 
out a SmartWay tire, but also ensure 
the tire’s performance in other areas 
will be up to expectations, advised 
Michelin’s Beaudoin.

“Sometimes, you need to sacrifice 
on mileage to have a SmartWay tire, 
so you have to be careful about that,” 
she warned. “They may have a great 
tire on fuel, but if it only lasts 100,000 
miles instead of 500,000 miles, it may 
not be worth it to you.” n

– In Part 2 of this series on tires, our 
tire experts will offer practical tips 
on maximizing your tires’ perfor-
mance and reducing overall cost of 
ownership.

no shortcuts: Tire pressures should be measured once a week with a  
calibrated tire gauge, not a hammer, experts suggest.

Not all SmartWay tires created equal
Continued from page 42
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Date of Birth: Nov 3, 1983 
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Hair Colour: Black
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to admit that the time to make 
amends is nigh.

Sometimes, we need a gentle re-
minder that the old way of doing 
things isn’t the best way – and that 
doesn’t exclusively include people 
– but governments, businesses and 
even social attitudes can often 
stand for a good dose of change.

Now that 2014 is here and it is 
resolution season, at Truck News, 
we asked a few drivers what reso-
lutions the industry should make 
and the results were nearly unan-
imous. 

So, if the trucking industry were 
to make a resolution in 2014, what 
should it resolve? We went to the 
Husky Truck Stop to find out.

•

Rick Runge said wages need to 
be brought in line with the cost 
of operating, or owner/operators 
will have to sell their trucks, as 
he did.

MISSISSAUGA, Ont. – This year 
I resolve to get in shape, start eat-
ing better, show more patience as 
a parent, read more and finally 
learn to tap dance. 

It sounds good, doesn’t it? But 
if I must be honest, at least to 
Truck News readers (because I 
am clearly lying to myself when I 
make these resolutions), I’ll likely 
break each and every one before 
January wraps up.

But what if my physician urged 
me to resolve my poor dietary 
habits and sedentary lifestyle? 
Can my son, with his large doe-
like eyes and sweeping lashes, 
persuade me to nag less and cud-
dle more? 

If my boss suggests it’s time to 
put down the remote and pick up 
Tolstoy, will my resolution bear 
more weight? I won’t even attempt 
rationalizing tap lessons, because 
a Rockette I will never be.

Change is imperative; it’s of-
ten healthy and usually difficult 

“A good resolution should see 
truckers making more money – 
since I’ve started doing this I’ve 
lost about 50% of my pay, because 
companies are cutting rates and 
maintenance and fuel costs keep 
going up. I used to own my own 
truck at one time and I had to give 
it up.” 

•

Len Stanley also felt driver wages 
were the item needing the most 
urgent attention in 2014. 

“The industry needs to increase 
pay rates because they are no bet-
ter than they were 15 years ago 
and the fuel has gone from 30 
cents a litre to $1.25,” he said. 
“The problem isn’t necessarily 
the fault of trucking companies, 
but the government needs to in-
tervene and lower the cost of fuel. 
How would you do if you had to 
take $1,200 from every weekly 
pay just for gas?”

•

Fuel prices were also the top con-
cern for Phil Diaconescu. 

“Fuel prices need to be low-
ered,” he said. “We don’t get paid 
enough. I remember when I start-
ed I used to fill my truck with $200 
and now it costs me $1,100 and I 
still get paid the same thing per 
mile. Either lower the price of fuel 
or increase the driver’s wage.”

•

Kevin McLean, took a differ-
ent approach, wishing for better 
training for entry-level drivers. 

“I’d like to see more thorough 
training for drivers,” he said. 
“We see young drivers that were 
trained in an automatic truck get-
ting behind the wheel of a stan-
dard transmission tractor and 
they don’t have enough training 
or practice to handle it. It’s not 
good for the truck and can be un-
safe for drivers. We need to see 
better training for drivers before 
they get put out onto the road.” n

TSQ

? What should be  
trucking’s New Year’s 

Resolution?

Truck Stop
 Question
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Stanley
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Runge
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Diaconescu

We strive to give you the greatest  
quality of service and products, through 
our commitment to our customers and 

never settling for good enough.

1-866-6BENSON

bensontire.com

WE STOCK TIRES FOR  
ALL VEHICLES

trucks, cars, pickups, fork lift, mining, 
graders, quarries, lawn & garden, 

ATV and off-road

24h
MOBILE

SERVICE

Barrie  (705) 737-1345
Belleville  (613) 966-7798
Bowmanville  (905) 697-1470 
Brockville  (613) 345-1419
Cambridge  (519) 650-0788
Concord  (905) 669-9460
Cornwall  (613) 932-5800
Guelph  (519) 763-7630
Hamilton (905) 544-9631 
Kingston (613) 548-8488
Mississauga  (905) 673-0248
Ottawa West  (613) 224-0224
Ottawa East  (613) 745-1991
Peterborough  (705) 876-4646
Windsor  (519) 969-9880
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Capacity as a competitive advantage.
What do you get with North America’s most powerful truckload 
network? The confidence that every freight shipment arrives  
at its destination on time. People in every C.H. Robinson office  
have the local market knowledge and visibility to maximize your 
opportunities. Now, your customers are satisfied and you’re prepared for 
any situation. 

Say yes to coast to coast connections working for you.
solutions@chrobinson.com  |  800.323.7587
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“I’m proud to say that in a year and a half we have not had one Volvo on the hook - they’ve been on 
the road maximizing our profits and our service to our customers.  We are aggressively growing 
the Volvo brand within our organization and now have 40 units primarily used in our Prince George 
operations, and have just ordered 10 units for our Tumbler Ridge location which is an off-highway, 
heavy-duty application.

 Because we haul Super-Bs for the forest and mining industry on some pretty big climbs we are 
running D16s with 550 and 500 horsepower – both meet our needs and carry our product safely.  
100% of our Volvo trucks have Volvo power - it’s like a one-stop-shop and adds huge value to us in 
quality control and uptime.

 I-Shift is definitely a factor in Lomak moving forward with Volvo - but it’s not everything.  Overall it’s 
the safety and uptime, the fuel economy, comfort of the cab and the service.   I-Shift is the icing on 
the cake.”

 Rick Reinbolt,
President, Lomak Bulk Carriers Corp.

Test drive Volvo advantages at your nearest Volvo dealer. 
Visit us at volvotruckscanada.com

“Next to safety, uptime is
 most important to us.”

Volvo Trucks. Driving Success.®

©2013 Volvo Group North America, LLC
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